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B ty WEBSTER'S 


Get in the Webster line quickly if you want your 
telephone to ring and your cash register, too. Webster's 
complete line of finest duplicating supplies means fast 
turnover merchandise. Besides, it’s fully advertised to 
attract customers and it’s quality-buile to keep them 
sold on you—and Webster's. 













Increase your profits with this all-star WEBSTER MultiKopy line... 











MULTIKOPY SHUR-FLAT CARBON MULTIKOPY PENCIL CARBONS. 





MULTIKOPY TYPEWRITER RIB- 







BONS give exceptionally sharp im- PAPERS. The finest buy in treated- Guaranteed 100-time minimum use, 
pressions. Finest money can buy. back carbons, Shur- mn at will resist plus unusually sharp, clear impres- 
Greater length means less changing wilting and curling under the most sions every ume, makes this new 
and longer service. varied climate conditions. carbon tops in its field. Available in 






blue, 15 Ibs. weight for making up 
to three copies. 






Within the Webster line, here’s a full line of dupli- 


wy) ° 

= it Line cating winners: MuluKopy Spiro-Sets, Master Papers, 
the Pro / Duplicating Fluid, and Star Skin Cleaner 

f FOR FASTER SERVICE remember Webster's ware- 

houses in key cities [rom Coast to coast. 











F. S. WEBSTER COMPANY 


13 Amherst St., Cambridge 42, Massachusetts 


Webster's warehouses in key cities from coast to coast: 


Duplicatin 






New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 
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{ OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 


machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 


able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 

{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 


terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 


tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
{COPYRIGHT. Contents 
covered by copyright, 1949, 
by the Office Appliance 
Company 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their services in resolving any disagrecments which result from relations established 
through the journal 
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LASSIFICATIONS 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern businss office 


are represented 


Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


ommunicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 
Accounting Syste Ea 1ipment Brief & Zipper Cases Shaw-Walker Co Desk Side Files 


Adding Machine 


‘ 


Adding Machines 
Re 


Addressing Ma 
Ma 4 


M 


Adhesives 


Air Cireulat A ditioners 
Albums 
4 erg I 
I n 
Arch & Clipboa . 
4 X { 
} } & Ty 
( W 
I 


Ash Trays & Stand 


Autographice Regist 
| 


Bank Supplies 


Bankers Notecase 


w 


Billing Machin 


Binders, Catalog & Periodical 


S.-W 
Binders, Permanent Storage 
} I & I Ir 
Mi S.-W 
Blackboards 
Blankbooks 
W 
Biue Print & Plan F Cabinets 
M ( ( 
( 
W 
Ww 


Bookcases 
‘ S 
M ‘ 
WN 
- w~W 
Vole M 
Book Ends 


Bookkeeping Mac 
I 


Box Letter F 


Wer 
Mf 


OFFICE 


Chicago Saddlery Co 


Elbe File & Binder Co.. In 
Master-Craft Corp., Div. 8 


Meier, Joshua, (« 
National Brief Case Mfg 


Built to Order Office Furniture 


Watson Manufacturing C« 


Business Forms 
Exline, William, Inc 





Grand Filing Supp. Ce 

Ideal stem Company. The 
Cabinets, Refreshment 

Moss Atlas Corp 


Calculating Devices 
Licht 
Meilicke Systems, Inc 





Victor Safe & Equipment ( 


Calculating Machines 


Allen, R. ¢ Bus. Machin 
Allen-Wales Add. Mch. D 

I Add. Mach. Dis 
Monroe Cale. Machine Co 
National Cash Register (« 

I sa Distributors. Inc 
Smith, L. C., & Corona Tyr 
s all. Ivan, Ine 


Swift Business Machines ¢ 


Victor Adding Machine Co 


Calculating Machines, Used 
Re 


Calendar Pads & Stands 
Ever Ready Calendar Mf¢ 
Carbon Papers 
See Ribbons & Carbons 
Card Index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index Co 


Art Metal Construction Co 


Bentson Manufacturing (c 

Cole Steel Equip. Co. 

“arber, Louls H 

teneral Fireproofing Co 
Wernicke Co.. The 





( 
( 
I 
( 
( 
( 
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perial Methods Co 
Ir it 
Metal Office Furniture Co 


Parker Steel Products, Inc 


Rockwell-Barnes Co 
Shaw-Walker Co 

Weis Mfg. Company 
Wells Office Furniture Co 


Yawman and Prbe Mfg. Co 


Cash Boxes 

Central Can Co 
Equipment Co. 
General Fireproofing Co 
Globe-Wernicke Co., The 


Cole Stee 





mperial Methods Co 
Invincible Metal Furn. 





Metal Office Furn. Co 
Peerless Steel Equipment 
Rockwell- Barnes Co 

~ w-Welker Co 

W Office Furniture Co 


Yawman and Erbe Mfg. (« 


Cash Register Parts 
Chgo. Cash Register Part 


Cash Tills 
Indiana Cash Drawer Ce 


ing Adding Machine 


es 


Typw. & Add. Ma 


System & Supply Co 


" 


par 


rp 


olumbia Steel Equipment Co 
yrry-Jamestown Mfg. Corp 


ifrend Metal Products Co 
ijuide System & Supply Co 


le Metal Furniture Co 


Casters, Caster Bearings, Slices 
Dar Ad 


nell Corp.. I 
Celluloid Envelopes 
See I lopes, Plastic 


Chair trons 
( er-Kevwort ‘ 
S we { The 
Chair Mats 


Of 


Chairs, Folding 
Adirondack Chair C« 
Farber, Louls H 
Krueger Metal Products 


I nM il Prod Tre 
Royal Met Mfg. (« 
Wells Off Furniture C¢ 

Chairs, Office 
Alum m Seating Cort 
Art Steel Sales Cort 
Mfr Company 
‘ sir to 

‘ Posture Chair Ce 
1) Chrome Products 
D> Chair Co 

h tr ® ( ompany 
General Fireproofir cr 
Grand Rapids Leather Furr 
‘ 


Harter ¢ t 
Hig P Bending & ¢ 
asper Chair Co. 
lasper Seating Co 
johnson Chair Co 

rd Industries 


Marble, B. L., Chair Ce 
Metal Office Furn. Co 

Murphy-Miller. Ine 

N I ana Chair Co 
Ritef Chair Co 
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e Furn. Wholesale Distr 
Service Prod. Div. Woodall 


xke, W. H., Chair Ce 


} 


ws 


TI 


Sheboygan Chair Company 
Shepherd, N. T., Chair Co 
Sikes Co.. Inc., The 
Sturgis Posture Chair Co 
Taylor Chair Co. 

Toledo Metal Furn. Co 
Wells Office Furniture Ce 


Chairs, Posture 
Aluminum Seating Corp 
Art Steel Sales Corp 
Bright Chair Co 
Cramer Posture Chair Co 
Dixie Chrome Products 
Domore Chair Co 
Fritz-Cross Company 
General Fireproofing Company 
Gunlocke, W. H.. Chair Co 
Harter Corp 
High Point Bending & Chair Co 
Jasper Chair Co 
Johnson Chair Co 
Marble, B. L., Chair Co 
Metal Office Furniture Ce 
New Indiana Chair Co 
Ohio Chair Co 
Riteform Chair Co 
Royal Metal Mfg. Co 
Sikes Co., Inc., The 
Sturgis Posture Chair Comp ny 
Taylor Chair Co 
Wells Office Furniture Co 


Chairs, Tablet Arm 
Jasper Chair Co 
New Indiana Chair Co 
Wells Office Furniture Co 


Checks, Stamped Met>! 
Dayton Stencil Works 
Meyer & Wenthe,. Inc 


Cheekwriters & Signers 
Hall-Welter Company 


Clipboards 
(See Arch & Clipboard Files 


Clocks 
Trend Clock 


Coat and Hat Racks 
Vogel-Peterson Co 
Coin Bags, Trays, Wrappers 
Downey, CC. L ‘ 
Exline, William, Inc 


Continuous Forms 
Hano, Philip, Company, Ir 


Copyholders 
Acco Products, Inc 
Bankers Box Co 
Hall—-Welter Co 
Wells Office Furniture Co 


Correspondence Trays 
Art Metal Construction Co 
Corry-Jamestown Co. 
Doro Mfg. Co. 
General Fireproofing Co 
Globe-Wernicke Co. The 
Imperial Methods Co 
Maso Steel Products 
Nu-Craft Products Co 
Peerless Steel Equipment Co 
Sengbusch Self-Cl. Inkstand (« 
Service Prod. Div. Woodall 
Shaw-Walker Co. 
Steller Tool & Mfg. Co.. Inc 
Weis Mfe. Co 
Wells Office Furn. Company 
Yawman and Erbe Mfg. Co 


oO 


Costumers 
Fair Furniture Co 
Fixtures Mfg. Corp 
Glaro Mach. Products 
Globe-Wernicke Co., The 
la Salle Products Co 
McLeod & Company 
Peerless Steel Equipment Co 
Vogel-Peterson Co 
Wells Office Furniture Co 


Cushions & Pads, Chair 
Fair Furniture (« 
Perfect Rubber Seat Cushion Co 


Dating Stamps 
American Numbering Mach. Co 
Consolidated Stamp Mfg. Co 
Fulton Specialty Co 
Meyer & Wenthe, Inc 
Rivet-O Mfg. Co 
Stewart, R. A., & Co 


Desk Lamps 
Sainbridge, Kimpton & Haupt 
Dixie Chrome Products 
Glaro Mach. Products 
Mayfair Company. The 
Midwest Naturalite Co 
Ronlite Co., Inc.. The 
Wells Office Furniture C« 


Desk Pad Protectors 
Blotter-Kuff Co 


Desk Pads & Tops 
Aigner, G. J., Co 
Fair Furniture Co 
Meier. Joshua, Co 
(Office Furniture Wholesale Distr 
Sheaffer, W. A "en Co 
Desk Pen & Ink Sets 
Feterbrook Pen Co 
Sengbusenh Self-Cl. Inkstand Co 


Amberg File & Index Co 
Cole Steel Equipment Co 
Farber, Louls H 

Northwest Metal Prod. Co 


Desk Trays 
(See Correspondence Trays) 


Desk Work Distributors 
Advanco Prod. Div. Adv. 8. B 
Globe-Wernicke Co., The 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co 


Desks 
Alma Desk Co 
Art Metal Construction Co 
Bentson Manufacturing Co.. The 
Browne- Morse Co 
Cardinal Sales, Inc 
Corry-Jamestown Mfg. Corp 
Dixie Chrome Products 
Farber, Louis H. 
General Fireproofing Co 
Globe-Wernicke Co., The 
Imperial Desk Co 
Invincible Metal Furn. Co 
Jasper Desk Co 
Jasper Office Furniture Co 
Leopold Co 
McLeod & Company 
Metal Office Furniture Co. 
Myrtle Desk Co 
National Desk Co., Inc 
Orna Metal Products Co 
Peerless Steel Equipment Co. 
Royal Metal Mfg. Co. 
Shaw-Walker Co 
Shelbyville Desk Co 
Universal Desk Co 
Victor Safe & Equip. Co 
Wells Furniture Mfg. Co 
Wells Office Furniture Co 
Yawman and Erbe Mfg. Co 


Diaries 
(See Memo Books) 


Dictating Machines, Used 
American Dictating Machine Co 


Drafting Instruments & Equipment 
C-Thru Ruler Co. 
Cardinell Corp 


Duplicating Machine Parts 
apid Roller Co 


Duplicating Machines & Supplies 
Ames Supply Company 
Autocopy, Inc 
Bainbridge, Kimpton & Haupt, Ine 
Codo Mfg. Co. 

Columbia Rib. & Carb. Mfg. Co 
Dick, A. B., Company 
Harding, Milo, Co 

Hart Mfg. Co 

Hectographia Corp 

Heyer Corp., The 

Ink Specialties Co., Ine. 
Manifold Supplies Co 

Mittag & Volger, Inc 
Multistamp Company 

Old Town Ribbon & Carb. Co 
Queen Ribbon & Carbon Co. 
Rose Ribbon & Carb. Mfg. Co 
Smith, L. C., & Corona Tws 
Speed-O-Print Corp 
Technygranh Co., The 

Victor Safe & Equipment Co 
Wolber Dunl. & Supply Co 
Wright Co., The 


Engraving, Soc'al 
National Pngraving Co 


Envelope Sealers—Envelope Op ners 
Roto-Shear Company 

Enve'opes 
Globe-Wernicke ¢ TT? 
Northern States Ervelone Co 
Ouality Park Er el e Co 
Smead Mfg. Ce 
Wilson Jones Co 


Envelopes, Plastic 
Aigner. G. J., Co 
Ames Supply Co 
Cel-U-Dex Corp 
Cooks" Ine 
Markilo Company 


Erasers, Rubber 
Ames Supply Co 
Roberts, Weldon, Rubber (er 


Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Company 


Fanfold Contiruous Forms 
Hano, Philip, Company. Inc 


File Boxes, Fibre 
Bankers Box (« 
Barkley, C. L.. & Co 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Oxford Filing Supply Co 
Weis Mfg. Co 

File Drawer Dividers 
Cel-U-Dex Corp 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe 
Meilink Steel Safe Co 
Shaw-Walker Co 
Victor Safe & Equipment Co 


(Continued on page 6) 























(Continued from page 5) ul 
pag \ ( Ribbons and Carbons Cardinal Sales, I 
Filing Cabinets, Metal Rl . Allen & Company Cole Steel Equipment « 
Advanco Prod. Div. Adv. 8. B ‘ i Carb. & R Mfg. ¢ Columbia Steel Equipment < 
All-Steel Equipment, Inc ‘ » Mfg. Cory Corry-Jamestown Mfg. ( 
Art Metal Construction Co : ( ti & { M Dolin Metal Pr ts Ir 
Bentson Manufacturing Co., The ‘ b. P “<= Ehrman, M. E., « 
Browne-Morse Co Loose Leaf Books & Systems A. P., Inc General Fireproofing ( 
Cardinal Sales Ine I & Index ¢ Sul te Ghobe-Wern ke ( : I 
Cole Steel Equipment Co I AN I & V I Guide Syste as ly ( 
Columbia Steel Equipment ¢ : oO n Rit & « Herring M gq "yr 
Corry-Jamestown Mfg. Cort S-W Imperial ¢ Imperia wis « F 
Ehrman, M. E., & Co. ( Process ( I Invine tal I p 
General Fireproofing ) bon & ( ( Metal Off e | ‘ 
Globe-Wernicke Co I writer ( om ~ I fA » 
Invincible Metal Furn. Co Loose Leaf Metals re Rand, I Oxford Filing 8 ( 
Keystone Steel Equipment Ce R n & Ca M , ' aad 
& I Parker Steel } lr 
Metal Office Furniture Co writer ( Peerle at , ond , 
Parker Steel Products, Inc é ‘ 1 Corp uk kwe 1- 3 s Co. 
Peerless Steel Equipment (« a ¢ writer K Shaw-Walk ( 
Remington Rand, Inc ; F. 8., Co Weis Mfg. ¢ 
Yawman a Erbe Mfg. « 


Rockwell-Barnes Co 


Loose Leaf Sheet Covers, Plastic 


St. Marks Metal Products, In ; R : 
Shaw-Walker Co. ( ound Corner Cutters Store Fixtures & Equipment 
Victor Safe & Equipment C« ! Products, Ine All-Steel Equipment, In« 
Watson Manufacturing Compar ) Rubber Bands Strong Boxes, Fire Protected 
i an Rubber ¢ Herring-Hal!-Marvin Safe | 


Weis Mfg. Company 








Yawman and Erbe Mfg. Ce Mail B s or Leather - 

Filing Cabinets, Wood a aes, Conve or beam Rubber Stamps Meilink Steel Safe Co 
P & Wenthe. ] Protectall Mfg. ¢ 

Bainbridge, Kimpton & Haupt, I Mail Distributors ‘ R. A., & Ce Victor Safe & Equipment ¢ 

Globe-Wernicke Co., The 4 P D 4 S-B Rubber Type Walz Manufacturing Co 

Weis Mfg. Co ( Ww ( rhe | Specia ‘ 

’ : ' : . ’ Tables 

Yawman and Erbe Mfg. Co ife & I f ( R. A., & Art Metal Construction ( 


Filing Supplies 
Acco Products, Ine 


Manifold Books & Business Forms 
P ( I 


Rulers, Transparent 


Browne- Morse ( 
Cardinal Sales, | 
Corry-Jamestown Mfg. ¢ 








Advance Industries Map Tacks 
Advanco Prod. Div, Ady. 8. B Graff. G ge B.. Rulers Yardsticks Dixie Chrome Products 
Algner, G. J., Co P Pin ¢ v t Rule Co., J Doro Mfg. ¢ 
Amberg File & Index Co , . Safes. Office Globe-Wert e ¢ The 
Art Metal Construction Co Mage eteses a 7 ‘ al ( ( Jasper Ta o., In 
Art Steel Sales Corp : , - Lyon Metal 1, Inc 
Barkley, C. L., & Co Marking Devices ( a a Maso Steel Products 
Browne- Morse Co. . > W icke Co.. 17 Peerless Steel Equipment ¢ 
Corry-Jamestown Mfg. Corp Memorandum Books { H Marvin 8 Shaw-Walker Co 
Daco Card & Index Co & ‘ Metal I < rri-Par Mfg. Co 
Farber, Louis H ‘ 2 WwW " k Steel Safe ¢ Victor Safe & Equipment ¢ 
Globe-Wernicke Co., The " Safe Co Wells Furr re Mfg. Co 
Grand Filing Supply Co., The ‘ ' Rand. I Wells Office I re Co, 
Guide System & Supply C« » WW ~— 
Imperial Methods Co Mending Vape 3 f & | < Tabulating “4 b egy Mashince 
May, J. L., Co., The ‘ ; — Hemington | Inc 
Metal Office Furniture Co Metal Badges, Checks, Tokens Sales Books Tags 
Northern States Envelope Co \\ I & Sal k « Denr TE, ‘ 
Oxford Filing Supply Co Ennis Tag & S - 4 
Parker Steel Products ian vans ore p May, The ey 
Quality Park Envelope Co r 
Rockwell-Barnes Co oO Scrapbooks Telephone Accessories 
Shaw- Walker Co : ‘ | & 1 p or Safe & Eq nt ¢ 
Smead Mfg. Co ‘ & Bind ‘ Thumb Tack 
Victor Safe & Equipment C« Number ng Machines ( v icke ( Graff. Ge ~ = « 
Wabash Filing Supplies, Inc M \ Mf ‘ 
Wels Mfg. Co N nes ¢ Ticket Holders 

\ \ ‘ \ gner, ) ‘ 


Yawman and Erbe Mfg. Co 


Finger Pads 
Hodgman Rubber Co 
Speed Products Co., Inc 
Fountain Pens 
Esterbrook Pen Co 
Sheaffer, W. A., Pen Co 


Office Partitions & Railings 
7 I 


Pads, Figuring 


Seals, Notary 
& Wenthe, I 


Secretary Desks 
ri gS 


Shades for Fluorescent Lights 
3 I 


Meier, Joshua, Co 


Trimming Boards 


Ideal School Supply Co 


Type, Typewriter 


Ames Supply Company 


Typewriter Cleaning Material 
4 y «A 





Pape + ; 
Gummed Cloth Rings Shelving ' Ames Supt m pany 
Dennison Mfg. Co. ‘ 1 . Bainbri Kimpton & Ha I 
Warshaw Mfg. Co . Cardinell Corp 
Slide Rules Martens Type < 
& ( Ruler ¢ Mittag and V 


Gummed Tape (Pressure Sensitive 
Appl. Machines 
Ferris Products, Ine 


Paper Clamps 
k P ( 


Paper Clips 


Smoking Stands, Office 
) me Pr 


Multistamp ¢ 
Norta Distr 











Gummed Tape & Sealing Machines \ ( f Produ I 
Metal Specialties Mfg. Co «x vD \ ( Fields Mf ( Rivet-O Mfg. Co 
( \ ( on Furr - 4 Webster, F. 8., Co 
Index Card Signals " ‘ 
Cel-U-Dex Corp este Serting Devices Typewriter Cushion Bases & Knobs 
Ennis Tag & Salesbook Co — astening Machines \\ Processors, Ir Peerless Stee] Equipment « 
Graff, George B., Co rs Sorting Shelf Tables T 
-~ . > .° , ' ¢ Q ypewriter Cushion Keys 
Victor Safe & Equipment C: ' ‘ MN P 
‘ ) y al J Ames Supply Company 
index Tabs VW Stamp Pads Peerless Imt Ca, } 
Advance Industries E. H., ¢ I é Co Speed aad Cort 
Aigner, G. J.,. Co 4 Mfg. Co M r& W ! I Speed Pr < Ine 
Amberg File & Index cr ( I Process ( I Typewriter Parts & Tools 
Barkley, C. L., & Co & I ( I O Mfg. ¢ Ames Supply Company 
Cel-U-Dex Corp Pa | Post & Postal Seales Ss LAL, & 
Fibe File & Binder Co.. I , Siemens. Dustiontia Typewriter Tables 
Globe-Wernicke Co., The , rr ' Co 8 (See Stands for Office M 
Guide System & Supply (« . T 
. ewriters, Mfrs. of 
Markilo Company Paste Stamps, Rubber yp 7 —— q : 
Master-Craft Corp., Div. S-W \ N R r Stamy eee er > I : 
Shaw-Walker Co Pencil Pointers for Draftsmen Stands for Office Machines Smith ‘ ion 7 
Shepnard, C. E., Co . e 4 : “ cay Smt h, L .c « Corona 7 
Speed Products Co., Inx Des aliases . “ ‘ nderwood rD 
Victor Safe & Equipment ¢ “<r af ) eP Typewriters, Rebuilt & Used 
Ml Regal Typewriter Cx 
— Adhesives, ete Pen Mechanical j ~—# Reliable Typw. & Add. Mach. ¢ 
Jennison Mfg. Co 
, s A a , ! H Upholstered Furniture : 
nkstands : ‘ Grand Rapids Leather Furn. ¢ 
Cushman & Denison Mfg. Cy Pencils, Wood Cased Lead I ( Kalistror 
Sengbusch Self-Cl. Inkstand ¢ . Office Industries of Amer 
Pens. Stee . Thomas Furniture ( 
Label Holders . Mfg. ¢ U hol M ! 4 
Masterco Sales Co S < pho oy! aterials 
“y- p salts i Sa I 
Labels Pin Ticket or + - K alistron 
Dennison Mfg. Co I Thomas F ture Co. 
. ° Staple Extractor 
Imperial Methods ( Pine end P00 Centelnes - ap Visible Systems Equipment 
Oxford Filing Supply C¢ ’ . ¥ Aigner, G. J.. ¢ 
Warshaw Mfg. Company . . ’ : Art Metal ( - 
"lat T ewriters, ete Mf : : 
' typewrit , Globe-Wernicke ( 


Weis Mfg. Co 
Ladders, Library, Store & Vault 
D 


Pool Car Distributing-Shipping 


Staples & Stapling Machines 
Cor 





Master-Craft Cort 
National Blank Book Co 


Cotterman, I &, 
‘ e I Remir m Rand, Ine 
Leads for Mechanical Pencils Seesentetien 4 W I Shaw-Walker ( 
Listo Pencil Corp a - 7 H ( Sheppard, ¢ } ( 
Leather Goods & « . Vietor Safe & Equipment ‘ 
Canvas Products Cort a. noble . 
Chicago Saddlery C« P & Sign Marker Stenographers’ Notebooks darren 7 mune Sate. ¢ 
? «= 5 ‘ Wardrobe Racks 
Letter Trays Book ( Vogel-Peterson ( 
8 . . — 2. A A . 2 
‘ ee Correspondence Tra ania tie Stools Waste Baskets 
Lithographed Continuous Forms - - Bainbridge, Kimpton & Ha 
Hano, Philip, Company . . v Furnl . Cole Steel Equipment Co 
Storage & Tra sase r mest (f - 
Lockers & Storage Cabinets wage & Traneler ag } pec +. va Mite. ¢ 
All-Steel Equipment, Ir \ . . s ir a be-Wi = a o 
Anderson-Hickey Co., Inc . ‘ ‘ wd vay yee a M ne Pr . = 
Art Metal Construction ( : Anny . = Wi ——— ‘ 
Browne- Morse Co \ ‘ yg ¢ Satie diiines ieiatinnes d 
Cardinal Sales, Inc Push Pins Y, 2 S aa ee F 
Globe-Wernicke Co., The “ny Wholesale Stationery 
Bainbridge, K m & Ha 


6 OFFICE APPLIANCES February, 1949 








WANTS AN 


D TOR SALE 


The rate for classified advertisements is ten cents a word, minwnum charge $2.00 


SITUATIONS WANTED 





ATIONERY MAN with twenty-three years’ 
ilarly in loose leaf, machine posting, 
pment, seeks new connec 

any opening 


references 


production 
filing systems, 
tion with dealer or manu 

Qualified particularly for production 
Address B-101, care Office Appliances 





EXCELLENT RECORD plans to return to field after 
Health fully restored. Prefers travel for manu 

W er any location which offers suitable return for effi 
f We acquainted with heading stationers, social and 

t to coast, also department stores. Top references 

Address B-102, care Office Appliances, Chicago ¢ 





MAN DESIRES POSITION in South or & 
Age 35. Married. Health excellent. Former agent for 

ntic Successful record selling Allen-Wales and 

kwriters and Duplicators Factory trained by 
I. B. M repairing all makes typewriters, adding machines 
lictatir 1 electronic devices. To earn upwards of 3,500 an 
I ted only in position offering that opportunity 
I Office Appliances, Chicago 6 


SALESMAN PA vuuthwest 








EX PERIE) \LES PRODUCER who has sold Office machines to deal- 

throug United States and has handled a retail operation 

t ! stry after some years of special government work 

Pre present manufacturer of mechanical equipment. Will 

eration as well. Capable of assuming substantial 

Leaders in industry offered as references. Address 
uinces, Chicago 6 





CHICAGO FI RNITURE SALESMAN with excellent record is 
nt manufacturer of complete line of steel equipment, 

y pecial equipment. Twenty years’ experience. Good 
rer ‘ B-105, care Office Appliances, Chicago 6. 








EXECUTIVES AVAILABLE 





MANAGER with twenty-nine years’ experience in 
field is available for a similar connection. Expert in 
unagement. Widely known among credit officials. Will be interested in 

Ager f nufacturing business or store. Prepared to take over 

re t at once or work into them gradually. Will spend part 
me 8 litions permit. References include top concerns in 
dustry \ r B-106, care Office Appliances, Chicago 6 





EX ECUTT\ DESIRES TO LOCATE in South. 15 years’ experience in 
Pies ‘ r statione ry Successful record in store management 
nt references. Available on short notice. Address B-100, 

of Ar nees, Chicago 6 





adding 
years’ 


tvpewriters, 
Friden two 


experience, 


SERVICE MAN MANAGER, 20 vears’ 
, Class A, 


} tt-Fisher EK Sundstrand 











































( rt g interest in business. Address B-99, care Office 
oe °) 
EXECUTIVES WANTED 
VANTEI }RESSIVE, HONEST, RELIABLE, industrious, young 
mn ¢ x office supply and tationery store, in a city of 
I n will be given an opportunity of acquiring an inter 
} te history, earnings, and recent photo. Address 6-25 
Off ‘ Chicago 6 
MECHANICS ANO REPAIRMEN WANTED 
ROOKKFEFI MACHINE SERVICE MAN: Must be experienced on 
Rurroug I | Machines and Moon Hopkins. Permanent position, 
i pat { tion strictly confidential. Write O-254, care Office 
XPERII YPEWRITER MECHANIC WANTED—AIl makes 
I t teady man. Will assist in obtaining living quarter 
4 ( Office Appliances, Cl igo 6 
WANTED YPEWRITER MECHANIC. Sober, even temper 
‘ t G | ulary. good shop, large field Can provide 
‘ it below average local rent Write 0-256. cars 
Ay ( go 6 
SALESMEN WANTED 
A I I CEPR EST nada by nationally known mid 
f uipr nd supplies. Excellent oppor 
MN eriene sell ing de er be able to conduct sales 
R ypen up new dealerships. The position is full 
Give complete background and details of experience 
y t Pennsylvania territory open Address O-257, care 
Ar f 6 
WANTED DISTRIBUTORS and ‘sus. DISTRIGUTORS 
g heart, wi vant to please get a zing 
f the yrdinary can ‘enjoy the benefits of 
Independent Distributorship . . who will 
g-up salesmen of the leading product in the visible 
istry, VISIrecord and ociated products. Exclu 
le. Write us! VISIrecord, Inc., 32-36 47th A 
g N. ¥ 
OFFICE APPLIANCES, February, 1949 


WANTED—MANUFACTURER’S REPRESENTATIVE to handle our line 
of steel office furniture in two territories which are now open. One terri 
tory comprises Indiana and Kentucky, while the other comprises Upper 
Wisconsin, Minnesota, North and South Dakota, and Iowa. Substantial 
earnings to the right man with a good knowledge of steel office furniture, 
or a good knowledge of the trade in the respective areas. All-Steel Equip- 
ment Inc., Aurora, Illinois. 





WELL KNOWN MANUFACTURER of wood desks has territory available 
in South East, South Central and Central States. Excellent profit oppor 
tunities for manufacturers repreresentatives in these areas. Liberal com- 
mission arrangement. Give complete details concerning your present lines, 
experience, etc., when answering. Address 0-258, care Office Appliances, 
100 E. 42nd Street, New York 17, N. Y 





WANTED—A WELL KNOWN MANUFACTURER of medium and high 
grade office desks, tables, etc., wants salesman for territory comprising 
Wisconsin, Minnesota, North and South Dakota, Iowa, Nebraska, with 
possible addition of Kansas and Missouri. Must be well known to the 
trade, can carry other non-competing lines. Commission basis anly. Per- 
manent connection for the right man. Give full particulars first letter 
Address 0-259, care Office Appliances, Chicago 6 





MANUFACTURER OF NATIONALLY advertised line of safes can use live 
wire salesmen in South East, New England and South West to sell to 
office equipment, stationery, furniture, appliance and department stores 
Protected territories with established business at present. No part time 
men. Give complete background and experience when writing. Address 
0-260, care Office Appliances, 100 E. 42nd Street, New York 17, N. ¥ 





SALESMAN FOR NEW ENGLAND to handle line of ALUMINUM, 
Chairs, Tables, Settees, etc. Give full details. Address 0-261, care Office 
Appliances, Chicago 6 





WORLD FAMOUS CALCULATING AND ADDING MACHINES, 
manufactured in Sweden, are now being imported to this country. Avail- 
able from stock Salesmen of office equipment, who sell directly to offices, 
will find these machines an interesting and profitable sideline. Write room 
501, 210 Fifth Avenue, New York 10, N. Y. 


both 





MR. SALESMAN: Selling special lines direct to consumers? Our patented 


BUCK-L-BINDER for storing loose leaf records, once adopted, becomes 
part of the user’s filing system, insuring REPEAT BUSINESS. Exclusive 
territory allotted to desirable representatives. Write: The Reb-Wal 


Hunt Co., Box 208, Royal Oak, Michigan. 





SALESMEN WANTED—Now calling on retail office equipment stores to 
carry a nationally known line of patented top metal smokestands. Ex- 
clusive, protected territory. All territories open. H. P. Herzog Co., 638 
American Furniture Mart, Chicago 11. 





MANUFACTURER OF LETTER FILES wants salesman calling on com- 
mercial stationers for several territories. Address 0-262, care Office 
Appliances, 100 E. 42nd St., New York 17, N.Y 





REPRESENTATIVES AVAILABLE 





SALES ORGANIZATION (two travelers) now selling card duplicators and 
addressers to stationers and typewriter dealers in Minnesota, lowa, 
Dakotas, Kansas, Nebraska and western Missouri (Kansas City, etc.) and 
possibly Wisconsin, has capacity for additional office supply or equipment 
line. Covers territory thoroughly and successfully. Best references. 
Address B-107, care Office Appliances, Chicago 6 





SALES ORGANIZATION covering the state of Washington on one spe- 
cialty—the only product of its kind on the market—is available for an 
additional line. Ready to serve as distributor or manufacturers’ agent. 
Prepared to give first-class representation. Address B-108, care Office 
Appliances, Chicago 6 





REPRESENTATIVES WANTED 





UNITED STATES DISTRIBUTOR wanted for quality line of rubber bands 
which can be offered at reasonable price. Excellent opportunity for manu- 
facturer of related items, for a jobber, or for a sales agent to build a 
profitable volume on a line produeed by a thoroughly dependable manu- 


facturer. For information address 0-263, care Office Appliances, Chicago 6. 





MANUFACTURER OF LEATHER BRIEF CASES, leader in field, 

good representation in Illinois, Wisconsin, Minnesota, North and South 

Dakota, Alabama, Mississippi, Arkansas, Tennessee. Prefer men now call- 

ing on stationery trade who needs another major line for increased earn- 

ings. Leather goods experience not essential. Give present territorial 
yverage. Address 0-264, care Office Appliances, Chicago 6 


wants 





SOME CHOICE TERRITORIES open to well rated 
st line of both upholstered and chrome furniture 
juality second to none. Give territory 
Address 0-265, care Office Appliances, 


jobbers. America’s 
A better priced line, 
covered and write for details 
Chicago 6 





NEW FAST SELLING LINE of office cushions, priced for volume sales, 
can be handled as sideline, liberal commissions. Write stating experience, 
territory covered and lines now carried. Write 0-266, Office Apniiances, 
600 W. Jackson Bivd., Chicago 6. 





4 TOP QUALITY LINE of Latex Foam 
for salesmen. Please give full 
Appliances, 100 E. 42d St., 


Rubber Office Cushions is open 
particulars. Address 0-251, care Office 
New York 17, N. Y. 





WANTS AND FOR SALE, Continued Page & 


7 
















































































WANTS AND FOR SALE, Continued from Page 7 —=—=—=!= ee ——— 
—— ——— = = ADDING MACHINE PARTS, TYPE, ETC. 
REPRESENTATIVES AVAILABLE ABROAD oe ——_———$_$_——$——— a 
. ee aiadas ad STOCKS 1 used Adding and ( g ’ 
TO MANUFACTURERS OF OFFI {[ACHINES Quotat ab fe M 2 Pai 
CAPABLE AND RESPONSIBLE OFFICE EQUIPMENT DISTRIBUTOI list Ave., Oakland, Calif 
in Montevideo has capacity to give { t Amer a oe ust : 
manufacturer of adding, calculat t ting I erit ————<—<—<—— ———————— ———— — 
ottice machines. Covers Urug ind FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
erences will be supplied prompt! g —— s_nemunipimeseneneneniamnnianiaainntien nsiaemestnies 
Uruguayan agency. Address B-1 \ ( - 'T-FISHER, B ighs, Moon Hopkir \ g and ¢ 
eee eee Compt te Electromatic Typewrite fanf 
REPRESENTATION WANTED ld. ( zo Office Appliance Co., 1930 W St., ( go 8 
SALESBOOKS—-Business Forms, E1 Tag De URROUGHS, MOON HOPKINS, ELLIOTT-FISHER Bookkeeping Ma 
Only. Write for illustrated price t RSCO ( pt eter ikes calculators b i ld. Bookkee 
Bronx 61, New York lating Macl Ine 83 S. 11th Mii Mi 
WANTED—Experienced Office Furr [ id inal HS. anne tier mee oa 
western manufacturer of school ar ff t ‘ | ‘ ’ of ' poy OON | HO! RINS tilling ar Book p ¢ M es 
Appliances, Chicago 6 rete é sought and 8 Dearb I ent 
—————————— fil S. De Chicage Ii} 
PARTNER WANTED , . ee eT ee - 
a = = LLIOTT-FISHEI calculating macl 1 . 
IF Yot ARE A SALESMAN I ju ght nd ld. W = ( TT 
$5000 to S7500 and wish ts j \l V 
similar capital, to locate, invest ——— 
office supply store, references ex rO BUY ind bookkeeping M ( 
Office Appliances, Chicago 6 wZP. Give plete node number ‘ t Pr 
iment t r ick feed. International Of Applia Ir 
BUSINESS MAN with $5000 to & nd St \ York 10. N 
managerial experience seeks re ! if Sac as SS 
store manager, with imilar 7 g ‘ tors and addit ae Stes 
purchasing a retail stationer - wer’: perp. : 
re i adding capacity. Interr 0 4 
Address 0-270, care Office Appliar ( ; New York 10 N.Y} 
RETAIL BUSINESS FOR SALE FISHER M Adding Machines, ¢ eter I re 
2 el pen Ca: roe Calculat Iypewriters and all off ichine } ' 
RETAIL OFFICE EQUIPMENT AND MACHINI r-Warsh ¢ 40 N d St.. Milwauk “ 
west, population area over or ! \ t f : a . be _ 
asen, Sop franchise lines ts URROUGHS, MOON HOPKINS, Elliott-Fisher, Remingt \ ing 
plies. Operate machine repair I } ¢ , ’ sneer Phonan See ailiian tsaunite “+ 
opportunity for right party. S¢ Upe Ww Fg ee st cash price I t Of ‘1 i 
Inquiries held in strictest nfider 0 ) Apy 4 New York 10. N. i 
inces, Chicago 6 eM een sé 
OLD ESTABLISHED BUSINESS, I \I BURROUGHS ACCOUNTING PAYROI Macl ~ ( 
Agency, complete line office furnit y N A574 \ ondition. Make ff P. Da ( 
West Kentucky with trade area \ I ille \ 
service work, good rental inco ee 
proximately $6000. Address 0-2 { Apr { fi f BURROUGHS, MOON HOPKINS. ELLIOTT-FISHE!] We b 
en euett ( prehe e for dealers ! i B g M 
FOR SALE—The Biloxi Cash Register I M 1M ( ( Kansas City 6, Mi 
Office Supply Co. at Pascagoula, M f acl [ ti Et : 
businesses are paying handsome profit i e of office ry , < PRODIICTS . r ' ' , P 
equipment. Owner’s health W rit , ‘ uM PO I OK to : — [ I i spe — Re ; : “he — ‘ is pr es 
tox 81, Biloxi, Miss ; 7 Coe reneee m . 
FOR SALE—FINE OFFICE MACHIN!} H irre cents aumeeen 
Clary Agency for large territor nl M | it 0 \ I re | kkeeping Machines. M 2 Se 404 
ing records, furniture, fixtures, part ‘ Fift t M. $125.00 each. Dearborn Equipment ¢ 
lars stock at cost as needed. B » P ‘ I ? born St ( b Ill 
Un. 5592, New Orleans, La ——__ — 
ae rmagenpan _ WANTED TO BUY del Elliott-Fisher | ping , 
FOR SALE-—Office Supply & Furnit t t f Must b 0,000 serial number. A g Ma s 
greeting cards, children’s books I t ( (M ( W. Washinet $t.. Chicago 6 
nual volume $60,600, inventory § On t ‘ I I a 7 
Store, Okmulgee, Okla OUANTITY of Monros \I aaah ile ,; 
. . Se — - ? I tirie te ! ill types f t \ : 
FOR SALE RETAIL OFFICE EQUIPME) t t 4 i 
store in mid-west. Medium size I ! " a M . u . New } k N . 
location and lease. Profitable ar - EE a 
Address 0-268, cnr Office Appliance ( ITERS SOLD—S t Recondit I 
po ncaa inguag \ All Languag I 
RETAIL BUSINESS EQUIPMENT S&S \ ( t St New York N 
cies. Doing almost half millior Ret ee 
Seeee Seeee SI O08 cach, Write 0 aenee f VOR SALE—Todd Check Protecto-Graph Machi1 
OFFICE SUPPLY AND OFFICE FURNITURI TOR} e of tl 7 | No. G3377 First-Class condit \ 
fastest growing cities of over 106 7 : oO Applia ‘ oni 
opportunity, Wife health reasor if _ ——E — 
Appliances, Chicago ¢ EQUIPMENT ght, sold and excha We 
oe } \ ‘ Internation isible tograph 
SALES AGENCY. OFFERING NEW BUSI) 0 ther i Writ id tell a se \ Equipment 
Chair Cushion, Good manager ; 0 r sale, S| prices to dealers. He Off } 
$15,000. Write New Way Cushion ¢ 1) OA 4N St. Louis M 
WANTED TO BUY RETAIL BUSINESS -ARDEY ACMI 4 vielbte fils ' 
RETAIL OFFICE SUPPLY AND STATIONEI I : Wn a DO . 4 "ty ‘ — ; 
$15,000 inventory: preferably Iilir I M \ 4 PY tea 7 fl 3 gee , 
Down payment end terms. Have r t ri \ I B New York 12, N. ¥ 
ence. Address 0-272, care Office Ar ( zo ¢ oe ——— 
so ‘ MINEER ROTARY FILES Used, in g 
QUALIFIED STATIONERY EXECUTIVI t t P . a ) make Spec P 
fer smaller city or town in the East. W nsid W 0 Mic! Washing Wausau, Wis 
Minnesota. Address 0-278. care Of ‘ ‘ 
WANTED TO BUY-Office suppl) VISIBLE FILING EQUIPMEN’ 
1OM to 75M in the Soutl W STABLISHED iler specializing lilt Ka 
74, care Office Pl ‘ ‘ | t W iTé | cooperation to 
—- Writ nfidence th 
FOUNTAIN PEN REPAIRING the k ! require. Cor é Card Syst ( 
aniiGeganetpenet ‘ St Ni York \ 
WELTY'S REPAIR ALL MAKES FOUNTAIN ‘ Pe a . 
ete Repaired it standard price t 
, N 
improving. We especially featur CONKLIN 3M WATERMAN STERNATIONAL 1 :, Bic! yea 
WAHL, PARKER WELTY. SHEA! Te) repai : oo 1g it ’ : “then We, nce - ce: . o 
all other makes. We feature G P M , ' seen : tig BO ad “ips obhgg Towne 
makes to ONE place for better 4S} ,ROT VEU WELTY say 4 ers A ty quanti } civise a ve é 
PENS, $1.50 to $10.00 LIST. Welty } Rey ‘ Rot 4 2 & in u¢ Dept. OA, 4 N S St. I 
State St... Chicago 8 . 
ADDING MACHINE PARTS FOR EXPORT VISIBLE FILES 
on —_s setae . KARDEX, ACME, POSTINDEX AND GLOBI 
BURROUGHS ADDING AND BOOK} WAC PARTS ey \\ AVE ON HAND 1 offer for immediate er 
ported. Foreign inquiries invite D iT D s inquirie we med. Universal Busine ; pment | 
born St., Chicago 5. ) St.. Chicag 
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PATENTS 


ts shown here can be obtained 
ner of Patenta, Washington, 
each in cash, postoffise 
certified check. Stampa and 
t accepted. Copies of design 
cents each 





( mm iaaic 


r for ents 


re ten 


Mechanism é 
A. Cullin administra 
r ( leceased r 
t Better Packages 

Application Ser 
9. Granted December 2 


Indicator Rule 
M Application . 
Ser N Granted December 21, 1948 
456,734 Paper and Ribbon Feeding Mechanism 
Manifolding Machines Robert W. Ritzert. New 
2 The Egry Register Compar 
0 of Ohio. Original appli 
‘ Serial Ne 424.810 Divide 
6, 194 Serial No. 597.84 


2.456, 62 Tape Dispensing 
| Heler 


assign 
Inc New 


tember 


William ({ 


2.456.676 Slide 
< February 


rbener 


148 
nbination Wallet 


stior 


Henry M. He 
une 7 1945, Serial 
December 21, 1948 
2.456.904 Star N Harald Wahistrom 

. mn August 4, 194 Serial No 
> 


1944 Granted 


Stock 


lecember 
456.929 Tray Structure Herbert ¢ Dee Kenil 
~iall Industries, Inc De 

‘ f Michigan Applica 

Ar > N 33,202 Granted 

Carl J Hueber 
ssograph-Multigrap 
corporation of Dela 
194 Serial N 


Device 
0 Addre 


> a 


r 2] 1948 
and Clutch Control Mechanism 
Calif assignor to Frider 
I a corporation of Cal 
0 r July 0 1945, Serial 
his application June 
S . Granted December 21, 1948 
Mechanism for Adding Machines 
tochester, N. Y assignor, | 
Regis 
Maryland 


National Cast 
corporation of 
f 1945, Serial 
D ation May 10 
December 21 lf 


7 Dual F 


























2 puntain Pen. 
= AT ation July 13 
nd April 3 194 Gra 
2.457.364 Desk ay Maxfle Gluckmar Jack 
Pp August 28, 1944, Seri 
D ber 2 1948 
2,457.44 Ma ding Device Delbert G. Dal 
r to Roberts Paper Compa 
\ on March 30 1946 Seria 
" ¢ er 28 1948 
457.699 May Reeorder with Frietion Drive 
Devic c rated within the Magazine. Richard A 
r N k y assignor by mesne assigr 
rand Rapid Mict 
a Application Marc? 9 | 
\ G ed December 28 1948 
457,723 Adjustable Glider for Furniture Legs 
R. 1 nto, Ontario, Canada Applica 
Serial N 764,743 Grante 
2,457,807 Autographie Register John T. Dat 
ar I Daytor Ohio, assignors 
s r Company Daytor or 
ition May 21, 1942, Serial 
nuary 4. 1949 
2.4 il Envel Having Tamper Detection Means 
~ Maria. Calif Ay 
Sey No. 61 ) G 
457.1 A nting and Filing Device H 
y ested in the A 
f > Application O er 
Granted January 4 949 
458,027 F ta Brush lifford M Oo 
0 ution May 5, 194 s 
458,054 [ ftmar Device Russe M ] 
( | AD i n Sept 
4 9 s Construction for Chairs 
ot ssignor to I Me 
Ii! a 
at October 
N nd this applicatior 
{ S Granted January 4 
4 i tter Seale and the Like Wal K 
7 gnor to Me 1 
M ( 1: Il! ‘ 1 
ary M47 Ne 
4 ) T hone Transmitter Support an‘ 
Silene Marietta. Pa Apr 
N 11.614 G 
458.3 A Panel for Key Cases Douglas 
lass issignor to Buxtor 
Mas i rporatior f 
458.3 Ma Adapted for Typing Chinese 
jeographs nd Christopher A. Berry 
to Ir 1B 
M New York 1 y 
Ar a 
January 4 49 
458,657 1 index of the Rotary Type. Georg 
Calkins, Peor I AT 
Seria N 21.208 
458.7 wo with Auxiliary or Seeret Billfold 
, J Application January 
S 8 Granted January a4 
458,739 M mnical Pencil with Lead Storage 
nit. Mark } ( eland, Ohi A pplicatior 
‘ 612,590 Granted Jar 
458, 95 Special Order Form Jack Moss, Youngs 
>) Tbe m her on ; Seri 
: ll, 1949 
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2,458,967. Support for Adjustable Lighting Fixtures 
Arthur FE Ww lenhoeft Chicago Ill assignor by 
ne assignments Mitchell Manufacturing Com 
any a rpor t f Delaware Application Oc ober 
1944, Serial N 60,114 Granted January 11 


2,459,065. Platter and Platter Support for Postal 
Y 


Rochester, N assignor 








Seales. Kobert A. D 
Commercial Cont s Cor ratior a corporation of 
Delawar Ap t Dece 7, 1945, Serial N 
2 Granted January 1 1949 
2,459,067 Method of Duplicating Andrew L 
Ericksor Cincinna om ussignor to Ditto In 


ration of West Vir 


7,039 


1. Chicag i ay 
Serial No. 587 


ation Apr 7, 194 
] 1949 


Cup Having a Pouring Lip Ex- 





porate 
gnia App 
Granted January 


2,459,073. Paper 









tending Outwardly from Side Wall Kenneth ¢ Han 

ton Milwaukee, Wis assignor to Milwaukee Lace 
Paper Compan) Milwauke Wis corporation of 
Wisconsir Application November 4, 1944, Serial No 
561.90 Granted Js . 1949 

2,459,101 Back ge for Punches Ralph K 
Uhrmacher a a2 assi or to Wilsor Jones 
Compar ie « I 7 ation of Massachu 
setts Applicatior October 8 194 Serial No 
704,254 Grant January il, 1949 

DESIGN PATENTS 
152,134, Design for a Combined Billfold Purse, 


1949 














24st ose Lest en 





aster? 


and Memorandum Pad Holder Howard A. Bauman 
West Bend, Wis., assignor to Enger-Kress Company 
West Bend, Wis., a corporation of Wisconsin Appli 
cation September 20, 1947, Serial No 141,506 
Granted December 21, 1948 
152,142. Design for a Dietating Machine. Charles 
W. Dann, Malden, Mass and Gustay F. Braun 
Elizabeth and Richard M Somers, West Orange 
assignors to Thomas A. Exlison, Incorporated 
West Orange _— = a corporation of New Jersey 
Application November 18, 1947, Serial No. 142,616 
Granted December 21 948 
152,163 Design for a Record File. George H 
Kress, Johnson City, N. Y assignor to International 
Business Machines Corporation, New or N. ¥ a“ 
orporation of New York Application January 31 


1947, Serial No. 136,60 Granted December 21, 1948 
152.206. Design for a Tip for a Mechanical Pencil. 
Application September 


lacifer J. Most. Dover, N J 
12, 1947, Serial No. 141,351. Granted December 28 
948 

152,283 Design for a Paper Punch. William H 
Misson. Los Altos, Calif Application January 13 
1947, Serial No. 136.1 Granted January 4, 1949 
152,377 Design for a Postal Scale. Newson 
Shewitz, Phyllis L. Sloane, and Anthony Vaiksnoras 
Ir.. Cleveland Ohio assignors to Accurate Parts 
Manufacturing Company, Cleveland, Ohio, @ corpora 
tion of Ohio Application March 15, 1947, Serial 
No. 137,614 Granted January 11, 1949. 
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i, Via Corticelia ologna, a his Italian firm ha 

Anonima Castelli, Via Corticel! Bol italy.—1 tal f } 
issued a well-illustrated catalog givir taile n regarding tl 
desks, tables, filing cabinets, chair t t ! rniture which it 
produces 

The Clarotype Company, Inc., 261 Broadway, New York 7, N.Y \ 
newly-designed catalog sheet on ( O-type, t ter type clear 
now available to store salesmen a tside el Attractivels 
printed in two colors, the sheet é nched at the left for inse 
tion in standard salesman ring bir ( f the new catalog sheet 
are available from the comp 

Dennison Manufacturing Seaman, _Framingham, Mass A new cat g 
No. 481, has been issued by thi par f : ted t f popu 
items. The brochure is profusely strated ar ‘ plete pric 
and specifications. 

Farnham Stationery & School Supply Company 301 S. Sth St., Minneap- 
olis, Minn.-This firm is jus i9 off supply and 
equipment catalog, the larg r of page 
that it has ever published went t pie f ti 128-pag 
catalog were issued. Good s print 
makes this an attractive ar le All off 
ings are carefully described 

Leathercraft, inc., 2320-26 S. Western Ave., Chicago 8, H.—A 1949 
catalog illustrating and describir t ne f f briefbags, port 
folios and other leather goods has beer t mpany 

Maso Steel Products Company, )-32 S. Throop St., Chicago 7, tl.—A 
new catalog has just beer 1) ‘ fir listed 
therein complete coal ipt t f Ma 
line of office items including k, persona 
files, utility stands and tab 

McMillan Book Company, Syracuse 1, N.Y.—1 fact g 
loose leaf forms end devices, r { g g, No. 4 
with prices effective as of D r { ( plet ‘ i ti 
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provi e trade with Informat i ling the line of 
esks and off furniture Complete illustrat ind specifications are 
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‘Wabash Filing Supplies, inc.. Wabash, tnd.—This fir has issued a 
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_New — in New Jersey Wants Agencies..A veteran typewriter, add 
v a ind ish register mechani f re thar s' experi 
e has started an office equipment s ‘ r the inties of Mid 
\ nd 8 et n New Jersey and esi! to tact manufac- 
T f office equiy ent to secure ex igencies it this irea 
I € ntereste ul mmunicate wit! I Re is Highway S-28 
& Westons M Ne Brunswick, N.J 
Lines Wanted for New Office Furniture Department...The W T 
Hard irniture ( pany has been ne ting 1 | furniture 
ss in Hond Tex for some time Be there fice fur 
e dealer ir I town nor in the iu g territ Mr. Hardy 
it establish ich a business as a irate dé t nt f his 
ginal enterprise Consequent! he is int ted in lines of wood and 
ta ffice furnitur f all types. Manufact [ are ted to cor 
1 with ‘ 

New Tenn ssee Firm Wants Catalogs, Price Lists...The |! M. Supy 

{ P .O. B Eli bethtor l new ffice pp b 
nt ‘ iY ind price t rinte I neets 
New Office Supply Firm Requests Catalogs...The |! s Supply 
Ine : W. Jackson Blivd., Chicasg 6. Ill, a dealing 
era ff sul es, would like t t g price lists 
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CAN’T LOCATE DEBTORS 
BY FORM 3547 


LBERT GOLDMAN, Postmaster of New York City, 

advises OrricE APPLIANCEs that incorrect informa- 
tion was given in the January 1949 issue, page 11, 
under the heading “Finding New and Old Customers 
at Only $.03 Each.” This related to the furnishing of 
Form 3547 to senders of mail matter. 

Postmaster Goldman says, “The arrangement under 
the postal laws and regulations providing for the 
furnishing of Form 3547 is intended primarily for the 
use of persons or concerns who mail quantities of 
advertising literature of the third or fourth class to 
persons on their regular mailing lists to whom they 
send their advertising literature from time to time. 
This contemplates that the advertising literature so 
mailed shall consist of such matter as is regularly 
sent in the usual course of business, and not merely 
to locate debtors, or otherwise primarily for the pur- 
pose of collecting past-due accounts or obtaining the 
new address of persons who have moved. In other 
words, when matter is sent primarily for the purpose 
of collecting past-due accounts or of obtaining the 
new address of the addressee, the request for a notice 
on Form 3547 is not permissible. 

“Furthermore, the provisions of the law for furnish- 
ing Form 3547 apply only to third and fourth-class 
matter and do not apply to first class matter as in- 
dicated in your article.” 


In view of this information, OFrricE APPLIANCES re- 
tracts the article “Finding New and Old Customers 
at Only $.03 Each,” purchased from a writer for trade 
magazines. The erroneous material is regretted. 

FjFHFFRHruUR-€.r0r.——— 2 


“ACTIVE DISPLAY” OF HAND-OPER- 
ATED OFFICE MACHINES GETS 
BETTER SALES RESULTS 


wo the old merchandising principle of 
“letting the customer experiment for himself” has 
resulted in a considerable increase in the sale of 
punches. staplers and hand-operated addressing ma- 
chines through a novel display at W. H. Kistler Sta- 
tionery Company in Denver, Colo. 

“Most office managers, professional men and secre- 
taries have heard a few details about this and that 
type of hand-operated office machine but have never 
considered buying one because they have never seen 
the gadget work,” Hugh Alexander, head of the depart- 
ment, indicated. “Therefore, to make certain that 
store shoppers get an opportunity to learn the details 
of staplers, triple, double and single punches and 
simple addressing machines, we have placed them out 
where the customer may whang away at each as he 
pleases.” 


Small Counter Table Used 


Used for the display is a small counter table in the 
center of the commercial office supply department. 
Here are shown an average of 18 models of staplers 
of various sizes and types and a dozen varieties of 
punches, daters and stamp machines. Instead of plac- 
ing these back on shelves. or where they are difficult 


for customers to reach, Mr. Alexander has displayed 
them at a convenient level for operation, and scat- 
tered pads of scratch paper around for the customer 
to use. The accumulation of sheets of note paper 
tapled together and punched like confetti is mute 
evidence that a lot of shoppers have whiled away a 


few moments experimenting with the machines, Mr. 
Alexander said 

Sales of almost every type of hand-operated office 
machine in this connection have grown sharply with 
the open display. For example, a well-known stapler 
which makes its own staples from spools of wire 
howed a sharp Sales increase immediately. Conversely, 
one-hole punches, which occupy very 
little space, began picking up immediately—RAL 


sales of 
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IN FEBRUARY OF 1879, WHEN: 


The national change of currency from paper to silver caused 
a great revival in the use of pocketbooks and a demand for new, 
strong ones. . . . The stylographic pen, holding enough ink for 
from 8,000 to 10,00 words, was a popular item. . . . Esterbrook 
Steel Pen Company brought out a new line of nickel plated pens. 
. .. A meeting was called to form a Stationers Board of Trade 
in Chicago. ... Asa L. Shipman Sons, New York, N. Y., intro- 
duced Stickaline “as a substitute for mucilage or paste.” ... 
(From the files of American Stationer). 


IN FEBRUARY OF 1889, WHEN: 


Stationers and fancy goods people of Chicago were interested 
in the forthcoming Fair at the Palmer House. . . . Fountain pens 
advertised included Shipman’s, the Cross, Caw’s Dashaway, the 
Rival, John Holland's Perfection, the Star, the Peerless, and Paul 
E. Wirt's. . . . A lamp post with a ladder leaning against it was 
a novel inkstand. ... Samuel Hano Company, Boston, Mass., 
claimed to be the largest concern of its kind in the world for man- 
ufacture of manifold books. ... (From files of the American 
Stationer). 


IN FEBRUARY OF 1899, WHEN: 


Walter F. Cushing of Adams, Cushing & Foster for the fifth time 
was elected president of the Boston Stationers Association. .. . 
The Chicago branch of Eberhard Faber, presided over by Edwin 
H. Keen, moved from 82 Wabash Ave. to 35-37 Randolph St... . 
The suggestion of President Henry C. Bainbridge of the Stationers 
Board of Trade that the annual dinners of the board be resumed 
at New York City met with favor among the members... . “I 
want to get a typewriter for my husband,” said a lady to a 
clerk in a well-known Broadway firm. “Any particular make, 
ma‘am?” “Well, I heard a business friend tell my husband that 
his typewriter was a ‘little peach’. Have you that make?” .. . 
(From files of the American Stationer). 


IN FEBRUARY OF 1909, WHEN: 


The Universal adding machine was absorbed by the Burroughs 
Company. ... The Remington Typewriter Company made a 
$1,000 donation to Italian earthquake disaster relief. . . . Thomas 
Oliver, inventor of the Oliver typewriter, died of a heart attack 
in Chicago. . . . The seventh annual banquet of the Chicago Sta- 
tioners Association was held at the Auditorium Hotel. . .. The 
Columbia Ribbon & Carbon Manufacturing Company, under the 
management of E. G. Pitman, established a Chicago office. . . . 
(From files of Office Appliances). 


IN FEBRUARY OF 1919, WHEN: 


H. H. Vreeland was elected chairman of the board of directors 
of Royal Typewriter Company... . To facilitate writing in the 
dark an inventor patented an electric flashlight to be attached to 
a lead pencil. . . . Ivan E. Allen of the Fielder & Allen Company, 
Atlanta, Ga., was appointed director of the Georgia War Savings 
organization. . . . Col. William Nelson Pelouze of the Pelouze 
Manufacturing Company, Chicago, returned from an eastern buy- 
ing trip. . . . The Oliver typewriter sold for $57. . . . (From files 
of Office Appliances). 
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Labour to keep alive in 
your breast that little spark 
of celestial fire,—con- 
science. — Rule from the 
copybook of Washington 
when a schoolboy. 


Almighty God, we make 
our earnest prayer that 
Thou wilt keep the United 
States in Thy holy protec- 
tion; that Thou wilt incline 
the hearts of the citizens to 
cultivate a spirit of subor- 
dination and obedience to 
government; to entertain 
a brotherly affection and 
love for one another and 
for their fellow-citizens of 
the United States at large. 
—Prayer after Inaugura- 
tion. 


To be prepared for war 
is one of the most effectual 
means of preserving the 
peace. — First Annual Ad- 
dress, to both Houses of 
Congress. 


I hold the maxim no less 
applicable to public than to 
private affairs, that honesty 
is always the best policy. 
—Farewell Address. 
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As I would not be a nll 
so I would not be a master. 
This expresses my idea of 
demorcacy. Whatever dif- 
fers from this, to the extent 
of the difference, is no de- 
mocracy.—Letter, (August, 
1858) 


That this nation, under 
God, shall have a new 
birth of freedom, and that 
government of the people, 
by the people, for the peo- 
ple, shall not perish from 
the earth. — Address, Get- 
tysburg. 


With malice toward 
none; with charity for all; 
with firmness in the right, 
as God gives us to see the 
right, let us strive on to 
finish the work we are in; 
to bind up the nation’s 
wound’s; to care for him 
who shall have borne the 
battle, and for his widow 
and his orphan—to do all 
which may achieve and 
cherish a just and lasting 
peace among ourselves 
and with all nations.—Sec- 
ond Inaugural Address. 


OFFICE APPLIANCES, February, 1949 




















Hii "4 Typhhinnees 





\ 





Protect the Foundation of Your 


Astute Management Detects Problems Early— 
Then Solves Them With Dispatch 


Business! 


HE MOST RENOWNED mer- 
cantile establishments in this 
‘country, including those repre- 


senting the stationery industry, 


owe their long-sustained success 
to the lidity of their original 
founda They were built on 
those three great pillars of suc- 
cess: 1. Adequate preparation in 
knowledgs the stationery in- 


dustry so as to insure the best 
ability in serving the office supply 
and equipment requirements of 
American business. 2. Far-sighted 
policies that insured good will re- 
tention Constant adaptation 
of operations to match competi- 
tion and meet the changing re- 
quirements of their trade area, as 
well as the changing conditions 
if the times 
A big stationery business is al- 
the result of achievement 
growing it of unremitting en- 
rrect merchandising 
procedure; it is never the mere 
result of dd luck” or absence 
f competition, because where 
there is practically no competi- 
ion, there is generally no market 
worth competing for. 
ability regardless, 
1f business invest- 
ments encounter serious problems 
the early days of their evolu- 
success. Even with 
ndant pital, the security of 
1 mercantile investment often de- 
pends upo! lick identification of 
me obstacle to profitable opera- 
that develops early in the life 
s and quick initia- 
tive in finding the correct solution 


ways 


3€avor 
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to the problem that underlies the 
obstacle. 

It is an accepted fact of long- 
accumulated mercantile experi- 
ence that the foundations of any 
new retail business are laid dur- 
ing the first year of its existence. 
Profits may be meager that year, 
and yet the prognosis for a 
healthy and profitable business 
may be good if management has 
the ability to stand shoulder to 
shoulder with competitors. The 
real testing period of any sta- 
tionery and appliance business, 
however, is the first five years of 
operation. 


Failures Come Early 


It is a very significant fact that 
the largest percentage of failures 
in every kind of trade represents 
that group of stores that have 
been established five years or less. 
This is another way of saying 
that, if the circumstances in 
which a new Stationery business 
is opened are inauspicious—that 
is, with regard to the location 
chosen, the time decided upon, or 
general business conditions—the 
life expectation of the venture 
will probably be five years or less, 
according to the capital assets 
and perseverance of the proprie- 
tors. Of course, the relative ability 
of the promoters of the new en- 
terprise as compared with that of 
the established competitors in the 
field, who probably have many 
years experience in stationery 
and appliance merchandising, 
also affects the success potential. 


1949 


By Victor. Vetromile 


Staff Writer 


This mortality bracket, known 
as “The Relentless Five Years of 
Testing,” has been confirmed by 
actual observations in the retail 
stationery industry as much as in 
any other business. It has not, 
however, been exemplified so fre- 
quently owing to the fact that 
only a foolhardly amateur in 
business investment would go 
prospecting in a stationery and 
appliance business with its many 
technical and special-service fea- 
tures without some advance prep- 
aration by way of knowledge and 
experience. 

It is because of not judging 
their territory correctly and not 
recognizing their major problem 
in time that many stationers have 
had to fall out of the race for 
success. Successful businessmen 
are constantly studying the inter- 
nal pulsations of their business 
operations in quest of timely un- 
covering of hidden defects. They 
are not satisfied with watching 
competitors and reading about 
the general trends in commerce 
and industry, important as all 
those things are. 


No Substitute For Work 


As Oliver H. Cheney, vice-presi- 
dent of The Irving Trust Com- 
pany, New York, N. Y., once said: 
“Big ideas, original and far-seeing 
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plans, the new ‘co-operation 


these are all desirable, inspiring, 


and necessary in the theatre of 
competitive business operations 
But they are not a substitute for 
individual work—for constant ad- 
ministrative attention to every 
detail, for continual improve- 
ments in both manufacturing and 
selling, nor for everlasting self- 
questioning and _  self-research. 
Too many business men—and I 
don’t mean only the new-comers 
to business—are mentally keeping 
the engine running while they 
are parking.” 

When business is booming ev 
erywhere, any stationer can make 
money, provided he can obtain an 
uninterrupted flow of the things 
that his customers want to buy 
and he maintains the scope and 
quantities of stock that cause his 
store to become recognized as a 
veritable department store for the 
needs of the business office 

This happy state of business 
has lasted a long time, but there 
is no assurance that it will not 
culminate in a recession, though 
not a protracted one, according to 
authentic prognosticators in the 
field of commerce and finance. 

At this time, it is clear to the 
majority of merchandising men 
that distribution will henceforth 
be more completely integrated 
This will apply to 90 per cent of 
so-called “consumer goods,” and 
the stationery trade certainly 
deals in innumerable items that 
are properly classified as con- 
sumer goods in addition to an im- 
posing array of the relatively 
“heavy” items of durable goods as 
represented by the mechanical 
appliances and fixtures of the in- 
dustry. 

Many manufacturers tell the 
dealers that they have accepted 
practically the whole _ responsi- 
bility for sales engineering their 
products all the way down the 
distribution system to the ulti 
mate retail buyer or consume! 
Valid examples would be the 
automobile and the electrical in- 
dustries which have pioneered in 
this type of work. 


Program Is Needed 


At any rate, post-war develop 
ments have placed every trade 
and industry on the threshold of 
an era of more intensive and 
more tightly integrated mer- 
chandising programs. By this, I 
mean a more comprehensive and 
more effectively correlated mak 
er-to-wholesaler, wholesaler-to-re 
tailer, and retailer-to-user system 
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of trade promotion than the 
world has ever heretofore wit- 
nessed. 

This innovation will create an 
opportunity for both intermediate 
distributors and consumer sup- 
pliers, but it will also create a 
proportionate responsibility. It 
should give retail stationers who 
tie in with such plans in their 
community a real lift, and at the 
same time establish their repre- 
sentation of the various manufac- 
turers’ products more solidly in 
the public consciousness. 

Any experienced and progres 
Sive stationer, in planning his 
promotions, whether on his own 
initiative or in co-operation with 
some manufacturer, has his eye 
on the accumulative benefit of 
his efforts on his business as a 
whole—not merely with regard to 
the sale of any one lot of mer 
chandise for a day or two. 

What will the foresighted sta- 
tioner probably do then? In my 
judgment, he will most likely map 
out a long-range program, think- 
ing ahead for at least one year, 
including “balance” in the assort- 
ment of his merchandise inven- 
tory; careful stock control; early 
handling of seasonal promotions 
so as never to be tagging behind 
competition; some newspaper and 
direct-mail advertising, carefully 
regulated by a conservative esti- 
mate of what his store can profit- 
ably expend in proportion to an 
ticipated gross sales for the year; 
correct plan of store layout for 
daily traffic circulation through 
all departments; systematicaily 
planned window, floor, and coun- 
ter displays; intelligent and con- 
servative credit policy with strict 
credit controls; continual educa- 
tion of his sales organization in 
newest selling techniques and 
special appliances having techni- 
cal features; more careful study 
to the problems of mark-downs, 
trade-ins, and special sales, if the 
last-mentioned seem practicable 
as conditions develop during the 
year 

This suggestive outline for a 
year’s merchandising program is 
probably about as close to a defi- 
nite blueprint for planning as any 
dealer can come, and of course, 
it is subject to his special knowl- 
edge of any situation peculiar to 
his particular establishment 


Must Be Adaptable 


Adaptability in operations and 
foresight in planning have always 
been characteristics of the more- 
successful men in the stationery 


field. It is possible, however, that 
recently many men in the trade 
have forgotten the importance of 
these business virtues because 
volume has come so easily and 
profits have been uniformly good. 
Stationers have always been a 
versatile group and there is little 
doubt that they will know how to 
meet the economic vicissitudes of 
the future as well as they always 
have in the past. 

Especially with regard to adver- 
tising as a means for increasing 
sales and extending the reputa- 
tion of the store into new locali- 
ties, a stationer must have both 
vision and patience. He can do it 
in the right way and profit or in 
the wrong way and have nothing 
to show tor his advertising dol- 
lars. 

The eternal endorsement for 
advertising, when it is the right 
kind, done in the right medium 
and at the ideal time, is that, to 
the business man who has not 
heard of a stationer’s business, 
that business simply does not ex- 
ist. Then there is the equally 
eternal truth that no business can 
be set in motion until somebody 
buys something from somebody 
else and usually the seller attracts 
the buyer by some device of ad- 
vertising, if it be only the sign 
over the seller’s store. 

The buyer’s appearance in the 
Salesroom is the dealer’s oppor- 
tunity to make a sale and—a 
profit. But the real advertising 
problem is to influence the pros- 
pective buyer to come into your 
store when he might quite as con- 
veniently go to some other outlet. 
That’s just wherein good adver- 
tising attracts that extra business 
that produces the extra profits 


Don’t Neglect Rural Areas 


Any stationer whose store is 
Situated within ten or 15 miles of 
a number of small places in which 
there is no real full-line station- 
ery establishment should not 
laugh off the suggestion of the 
possibility for cultivating a con- 
siderable amount of desirable 
business in those semi-rural lo- 
calities. In these days of the om- 
nipresent family automobiles, sev- 
eral miles are no deterrent to 
anyone in going after any adver- 
tised offer that attracts their at- 
tention, provided it appeals to 
some timely need 

There are many small towns 
and villages in which no conser 
vative stationer would ever think 
of opening a store, but those 
towns could nevertheless contrib- 
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ite some desirable cash sales to 


his annual volume. 

The rural population spends its 
$23 billior nnual income in the 
nearest towns and cities where 
hey are promised a friendly wel- 
“ome with an understanding de- 
sire t especially to their 
needs 

Another phase of developing 
business: The residents of a cer- 
tain small city were asked to 
make frank criticism of the retail 
stores of their community, and 
42 per cent of them complained 
hat the temptation to shop in 
the nears larger city derived 
from the fact that their local 
merchants didn’t carry a suffi- 
iently wide selection of mer- 
chandise. Notice the significance 
of the fact that they didn’t com- 
plain of small price differences 
which, we may well assume, were 
probab]l favor of the big-city 
stores 

The day-to-day profitability of 
any retail Dusiness must come 
from thi rofit-average on the 
tock as a whole rather than on 
the margil btainable on two or 
three item r lines that are ca- 
pable of earning the dealer a little 
better average. The simple 
explanati f this is that stocks 
an not be turned profitably 
ithout a sufficient average 
mark-up everything, because 
no retailer can control the rate 
of demand for his comparatively 
few plus-p items. These may 


count fo! ly about 30 per cent 


of his gross annual dollar-volume, 
even though he probably could 
stimulate the sales of those bet- 
ter-profit items to a certain ex- 
tent by intelligent concentration 
on them from time to time. 

In any business, modern stand- 
ards of competitive service must 
be observed so as to hold trade 
once it has been attracted. How- 
ever, as John Holden Barrige once 
told this writer, the service ideal 
is often over-exercised, the pro- 
prietors of even some small stores 
indulging the service idea to 
wasteful extremes. Speaking on 
the subject: “Service. What Is 
It?”, another great department 
store owner said a few years ago: 

“The difference between elabor- 
ate service and ordinary good 
storekeeping may be defined as 
the difference between advertis- 
ing costs and all the store’s other 
fixed charges. Complete and well- 
Shelved stocks, good salesman- 
ship, pleasant and attractive sales 
men and saleswomen, good light- 
ing, and good fixtures, are all 
elements of good store manage- 
ment. They are all inherent in 
the modern concept of “good 
service.” 


Service Is Something Extra 


“The costs of these elements are 
wisely and willingly assumed—as 
necessary as rent, taxes, or insur- 
ance. Service as applied to most 
modern business places is that 
which, in personal effort, extra 
attention, or material things, may 


be considered an ‘extra’—an ad- 
vertising bid for the continuance 
of patronage. 

“Delivery, especially of small 
packages to distant parts of the 
trade area of the business; equip- 
ping of rest rooms; free stationery 
in writing-rooms; giving free a 
grade of shopping bags that cost 
the merchandiser seven or eight 
cents each; sending out valuable 
and easily damaged goods on ap- 
proval, and many other similar 
things of the unusual in catering 
to customers, are properly classi- 
fied as service. 

“These things cost the store 
real money, but they cost the cus- 
tomer nothing. They tend toward 
competition in free services 
rather than competition in honest 
basic values, because all these re- 
finements of service—some of 
them, surely unreasonable extrav- 
agances—certainly add to any 
store’s operating costs. 

“Every retailer tempted to go 
to such lengths to please the pub- 
lic should take pause and ask 
himself: ‘What service am I lay- 
ing out money for that the public 
does not really appreciate—and 
probably does not even need?’” 

The correct idea is to be sure 
that customers receive all pos- 
sible value and courtesy plus as 
much obliging service as they can 
get in any good store without un- 
wittingly educating them to ex- 
pect special super-services that 
detract from the anticipated net 
profit. 








A COMMON CHANGE-MAKING MISTAKE AND HOW IT CAN BE CORRECTED 


Left: every change-making mistake means loss of profits and 
customer good will. It's always bad policy to put a cus- 
tomer’s bill, particularly of large denomination, into the cash 
ount change into the customers hand. That 
invites claims of giving a larger bill than was actually ten- 
dered and increases chances for sharpers to ply their tricks. 


register and 


OFFICE APPLIANCES, February, 


1949 


Right: it's better to lay the bill on the cash register shelf 
until the customer has accepted the change as satisfactory, 
eliminating disputes as to what bill has been tendered. 
Count change onto the counter beside the sales slip... 
everything is in open sight and honest mistakes can be 
speedily corrected without embarrassment.—EWF 
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Gain Profitable Publicity Through 


Service 


HILE NO WISE MERCHAN- 

diser desires to risk freak 
publicity stunts, or to beg puff 
write-ups in the local press, there 
are a number of projects which 
feature the service of a concern so 
emphatically that the nasty word, 
“publicity,” vanishes. 

Good publicity is honest stuff 
from which sales emerge, and good 
ideas for such publicity are no 
secret to those willing to examine 
for a moment what is already be- 
ing done to promote good public 
relations and its attendant good 
will, 

Fortunately, many of the ideas 
ago not drain your advertising 
budget. Rather, they are a low- 
cost supplement to paid advertis- 
ing and may either tie in with 
each other, or function independ- 
ently. 


Here’s Ten-Point Plan: 


Using the following ten-point 
plan as a check list, merchandis 
ers may find that certain ideas 
can be put in motion in their own 
sales area with little expense, and 
with little effort. 

1. For instance, how long has 
it been since you prepared an 
educational exhibit of office ma- 
chines and equipment for your 
local high school or business col 
lege? Many students have no op 
portunity to test electric typewrit 
ers, automatic business machines, 
or: posture furniture, but if they 
are introduced to them through 
your firm, your stock goes up and 
it's good publicity. 

2. While contacting the school, 
the merchandiser’s service can ex- 
tend to such interest-getters as 
conducting a contest for the “best 
letter” typed on whatever brand 
of machine you feature. If you 
Shy away from the “why I like 
such-and-such brand” letter, pre- 
pare copy for the contest yourself, 
leaving the matter of setting up 
the page, locating and correcting 
errors, and typing, to the student 

3. Another activity likely to 
produce publicity in both the 
school paper and the local paper 
is a speed centest for typists. Con- 
ducted either by the typing teach- 
er or by your own representatives 
the only cost is a prize of your own 
choice, and the rewards are inte 
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est in office equipment, and re- 
spect for your company. 

4. For a nominal yearly invest- 
ment of perhaps $10, $25, or more, 
some firms establish an award 
which links their name with a 
scholastic award or honor. Such a 
fund, or foundation, may be called, 
for example, the “Doe Office Effi- 
ciency Award.” Setting up such 
an idea is limited only by one’s 
own interests and imagination, 
but each year it gives one the 
opportunity to reward students in- 
terested in your field to compete 
for a tangible prize in the form 
of cash, a medal, or a scholarship. 


Exhibits Are Helpful 


5. If conventions come to town 
occasionally, it pays the merchan- 
disers to watch for those groups 
interested in their products and 
get their permission to prepare 
equipment exhibits at their con- 
vention headquarters. 

6. Occasionally a merchandising 
or good-will booster available from 
the manufacturer may provide you 
with performers such as cham- 
pionship typists, or lively sound 
films suitable for entertaining 
school groups or local clubs. In 
each case the local press is likely 
to help you publicize the event be- 
cause of its news value. 

7. While not all sales organiza- 
tions may include someone quali- 
fied to appear as a lecturer, speak- 
ers are in demand, particularly in 
large cities, and the store that can 
furnish an expert to discuss a 


hy Robertdl Steffes 


Correspondent 


practical topic has much to bene- 
fit from such appearances. Topics 
such persons are apt to be well- 
qualified to discuss include talks 
on office lighting, sound-proofing, 
time and motion studies in office 
procedures, innovations in the 
equipment world, and suggested 
efficiency systems 

8. Installation of “complimen- 
tary” equipment is a potential 
good-will builder where temporary 
installation of a typewriter, a desk, 
or other equipment may enable 
many people to see your product 
and link your name with it. Ex- 
amples include convention head- 
quarters, temporary “agency” or 
“drive” offices, hotel lobbies, club 
rooms, and so forth. 


Something New Is News 


9. If you have something new, 
if you’ve moved into a new build- 
ing, or have added someone to 
your staff, the newspapers will 
want the details as legitimate 
news. Don’t expect a reporter to 
come rushing for such routine 
news, but do call the newspaper 
and give it the facts. Photographs 
will do much to liven up such a 
story, so investigate the possibility 
of the local paper running a pic- 
ture together with a story of the 
“grand opening.” You'll probably 





SERVICE, PLUS LEARNING—Combining helpful instruction with service is par- 
ticularly possible in schools where intelligent demonstrations by the office ma- 
chine salesmen are a welcome addition to any teacher's routine. 
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have a photograph made anyway, 
so lend it to the paper if they want 
to use it. 

Newspapers are fast to spot “free 
publicity,” but some publicity is 
news, and therefore desired by the 
paper. Newsmen operate on the 
simple theory that if it interests 
a great number of people, it’s 
probably newsworthy. But don’t 
use the poor taste of first giving 
the paper an ad, then implying 
the paper should, in appreciation, 
devote a column of news to build 
up your business in glowing terms. 
The paper will likely condense 
your puff story into three or four 
paragraphs, sticking to the facts 
of your story. Realize, too, that 
only a rank amateur would ask a 
newspaper to place news about his 


firm —even relatively significant 
news — “on the front page.” That 
is a sacred area, and no newspa- 
perman likes to be told what and 
what not to put on it. Yet, 90 per 
cent of the publicity-grabbers tell 
the paper they want their stuff, 
“on the front page.” 

10. Some manufacturers supply 
distributors with prepared news- 
paper copy, which needs only the 
insertion of local names and dates 
to be usable in the local paper. 
For best results, the little extra 
time it takes to retype the story 
and localize it will pay off. There 
is something forbidding about du- 
plicated news stories, something 
significant appearing about a 
crisply-typed news release from a 
local dealer. Your editors will 


cross out the trade names when 
he runs the story, but it’s still good. 

If your promotion up to now has 
been confined to newspaper adver- 
tising, show windows, radio, or 
direct mail pieces, it’s possible 
there’s a new outlet of ideas pos- 
sible if you can periodically con- 
vert your sales organization into 
public relations men bent on giv- 
ing service to the consumer. 

Adapting useable publicity ideas 
—selecting legitimate and tactful 
approaches to publicizing your 
firm—is a matter of selecting from 
accepted programs those which 
best fit the locality concerned. 
There still must be an intelligent 
co-ordination of accepted publicity 
practices with the possibilities at 
hand. 





Outlying Stationers Build Thriving 


Office Supplies Trade 


IRM IN THE BELIEF that an 
F office supply business can be 
conducted as successfully in an 
outlying district as in a loop cen- 
ter, the Hennepin-Lake Stationers, 
3023 Hennepin Ave., Minneapolis, 
Minn., have been proceeding on 
that premise and have found that 
it is sound. 

Location of the store is an asset 
ti this forward-looking firm. 
Opening about three and one-half 
years ago in what is called the 
Up Town District of the city, Verne 
G. Nygren and Floy E. Nelson, 
joint owners and managers, real- 
ized that the many progressive 
business and professional firms in 
the area gave opportuntiy for 
expansion into office supplies. 

“For the past year we have been 
stressing office supplies,” said Mr 
Nelson We began as something 
of an experiment and found ini- 
tial reception good enough to war- 
rant all-out effort to establish the 
store in the minds of the commu- 
nity as a place for office supplies 
and equipment. We Stress quality 
merchandise and convenience. It 
is easy for office men to get sup- 
plies here, for there are fewer 
parking problems. We are also a 
center for several suburban dis- 
tricts on a main traffic street.” 

A formal announcement was 
mailed out to approximately 7,000 
persons in the district. The an- 
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nouncement was headed, “We 
Have Brought to Your Up Town 
District, a Down Town Stationery 
Store.” Services were listed be- 
neath. These were a complete 
printing service—printers, typog- 
raphers and lithographers; legal 
blanks; loose leaf supplies; filing 
systems, and office equipment and 
supplies. Mention was made of 
major lines of greeting cards and 
of fountain pen sales and service 
of three leading manufacturers. 

The firm carries on extensive 
advertising of its office supplies 
and equipment service. A neigh- 
borhood shoppers’ paper which 
reaches the entire Southwest sec- 
tion of the city in which the store 
is located, is used consistently. 
Direct mail is regularly employed 
to keep sales and service well pub- 
licized. 

The firm also uses novelty ad- 
vertising with good effect. Give- 
away items are advertised on post- 
cards to be secured on presenta- 
tion of the card in the place of 
business. This is a good traffic 
builder. Desk blotters with the 
name of the firm met with good 
response as one of the items used 
in this type of advertising. New 
lines are given publicity through 
postcards sent out to an extensive 
mailing list. At an annual com- 
munity fun festival held in a 
neighboring park recently, the 


1949 


By £. C. Pitkin 


Field Writer 


firm took one half of the back 
page of program folders which 
were distributed to 10,000 persons. 
In this advertisement office equip- 
ment and supplies were stressed. 

General publicity is followed up 
by direct contact through two 
salesmen who work with the 
business and professional firms in 
the area. This intensive cultiva- 
tion accounts for a larger part of 
sales. 

Some of the office supplies fea- 
tured are exclusive with the firm. 
These are played up strongly. 

The store was remodeled to give 
prominence to office supplies. Traf- 
fic merchandise was brought to 
the front to catch eyes of passers- 
by. Supplies were placed in a 
section at the rear, listed by stock 
numbers. Office furniture is in a 
show room downstairs for display 
by salesmen who bring customers 
to the store. A further remodeling 
is planned. In this, rooms at the 
rear, which are now used as of- 
fices by the firm, are to be made 
a part of the selling floor with 
partitions removed. Here, office 
supplies will be displayed with the 
entire section given over to this 
merchandise. 








Ex-G.I.'s Business Machines Service 
Features High-Speed Repairs 


Ly Staff Member 


GROUP OF AMBITIOUS 

GI’s who have made a re 
sounding success of the office ma- 
chine sales and service field are 
R. L. Browning, Edward Rockford, 
and Gilbert Dunker, partners in 
Browning's Business Machine 
Service, West Palm Beach, Fla 

All three of the partners | 
previous experience in typewriter, 
adding machine, calculator and 
general business machine repair 
service in the state of Florida be- 
fore entering military service, and 
ail, not surprisingly, were assigned 
to typewriter repair work during 
the war. Getting together at in- 
tervals through their military 
service, the three GI’s “pooled” 
their ideas as to efficient, rapid 
repair service on all types of busi- 
ness machines, and determined to 
go into business for themselves 
upon discharge. 

The result is the modern Brown- 
ing Business Machine Service on 
the famous Dixie Highway passing 
through West Palm Beach, Fla., 
only a mile or so from the Florida 
“Gold Coast.” In business two 
years, the firm has built up a rep 
utation for guaranteed, workman- 
like repair that’s good enough 
that it was awarded an important 
contract to service all typewriters 
and business machine equipment 
for the West Palm Beach schoo] 
System. 


Feature Quick Service 
“We specialize in calculators 
and typewriters, since that has 
been the bulk of our experience,” 
Mr. Rockford said, “laying em- 
phasis on really complete rebuild- 
ing of machines, and high-speed 
service. In surveying the market 
before opening our shop, we found 
that many people were attempting 
to get by with typewriters obvi- 
ously in need of repair, rather 
than running the risk of havi 
to relinquish them for periods of 
two weeks or more. We can, 
pressed, give 24-hour-service, 
fact which we mention constantly, 
and which has brought us much 
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SECTION OF NEAT REPAIR BENCH AT BROWNING’S, W. PALM BEACH 


business from small firms which 
cannot afford to get along with- 
out their machines for more than 
a day or two at a time.” 
Realizing from the start that it 
would take something outstanding 
to compete with already-estab- 
lished office machine repair firms 
in the area, Browning’s Business 
Machine Service includes a lot of 
innovations. First, the partners 
bought a small house which was 
remodeled into a showroom and 
shop, set well back from the 
street, and remarkable for a glass- 
enclosed porch which displays new 
adding machines, cash registers, 
calculators, and typewriters car- 
ried in stock. The shop extends 
from the partition back of the 
showroom all the way to the alley, 
with neat, alphabetically-indexed 
bins for machines awaiting repair 
or various steps of processing. All 
of the solvent and spray-cleaning 
work is done outside. A lean-to 
was constructed at the back of the 
house, beneath which are five 
tanks, in which a variety of sol- 
vents and solutions for immersion 
of various types of office equip- 
ment are installed. To guarantee 
absolute rejuvenation of every 
piece of equipment, all machines 
are dipped twice into the proper 
solution for the particular variety, 
air-dried, and thoroughly 
sunned” before re-assembly. Also, 
instead of returning the machine 
merely repaired from a mechani- 
cal standpoint, Browning’s Busi- 


ness Machine Service completely 
repaints the frame, keys, and 
either rechromes or replaces all 
chromium parts on the machine. 
Painting is done with a miniature 
spraygun, which was cleverly de- 
veloped by the partners them- 
selves, and gives a factory-like 
finish, which often causes custom- 
ers to believe that a new ma- 
chine has been substituted for the 
old one sent in for repair. 


Dunker Does The Dunking 


“Most of our customers get a 
laugh from the fact that Mr. 
Dunker does all of the tank clean- 
ing work,” Mr. Rockford smiled. 
“In other words, Dunker does the 
dunking. A bit of humor like this 
goes a long way toward making 
the customer remember us.” 

Despite generally high office ma- 
chine repair prices prevalent in 
the Miami area, Browning’s Busi- 
ness Machine Service has been 
able to maintain consistently low 
typewriter overhaul rates. Stand- 
ard rate is $10.50 for the overhaul, 
plus parts, which usually brings 
the price up to between $18 and 
$20. Overhauling as many as 20 per 
week, giving complete repaint 
service, the firm has been able to 
stay even with its quota right 
along. 

“One of the most important 
things which we have done is to 
obtain a franchise for repair serv- 
ice on a nationally-advertised line 
of cash registers,” Mr. Rockford 
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said. “While cash register repairs 
are by means so frequent as 
typewriters and calculators, there 
ire always enough of them to fill 
n any slack periods in our service. 

“We have also recently taken on 
service work for taxi meters, which 


have been installed by taxi fleets 


in the city, and which looks like 
it will grow to be a large-scale 
operation of its own.” 

Like most new firms starting 
out, Browning’s Business Machine 
Service has found typewriter ren- 
tals surprisingly profitable. The 
company rents typewriters at $6 a 


month, and has been amazingly 
successful in placing them with 
the thousands of tourists who 
reach Palm Beach every winter. 
Among recent customers was R. R. 
Young, famous railroad man, who 
has been the subject of much na- 
tional publicity of late. 





The Immediate Employee 


ILL OUR EMPLOYEE-han- 

W aine problems become fewer 

or in more abundance during the 
year ahead 

All any of us have to do is to 


elance at the election returns in 
the Dewey-Truman race to find 
the answer; one that clearly states 


the discontent between employee 
and employer during the year 
ahead is going to do anything but 


lessen! 


Labor’s interpretation of the 
voters’ decision, and its announced 


purposes following the completion 
of the election tally, have been all 
too clea! Industrial unrest is 
being predicted by all business and 
political analysts (and not those 
who forecasted election results, 
either 

This unrest, noted in years past, 
will be aggravated and extended 
by advantage seekers and leave 
a net result of more and more 
discontent among employees, even 
where unionization is not present 
or where Staffs are limited to a 


handful of workers. 

The causes of employee discon- 
tent will become of more and more 
importance as each week goes by 

nd good management, whether 
the business be large or small, will 
call for more and more attention 
to the pré 


ployees ha 


- 
yblems of keeping em- 
ppy and contented and 
eliminating the causes of natural, 
and, oftenti justifiable discon- 
tent 

Experience Is a Guide 


Many firms have made good 


gress toward handling this sit- 
iation. Their experiences have 
iven us a guide to go by. From 
these firms, and their practices, 


ondensed listings of the 


ore pre t causes of employee 

sconte how the cure is 
eing hal They are as appli- 
cable to the firm hiring two peo- 
ple as the organization whose pay- 

1 number in the hundreds. 

Failure to give credit for best 
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efforts, suggestions and doing one’s 
best is the greatest cause of em- 
ployee discontent. Everyone in 
America has something creative 
within himself or herself; all of 
us like to originate things, to work 
out new ways of doing the things 
connected with our daily lives. 
There are many of us who are 
always willing to work just a little 
harder than the average. 

When no credit is received for 
such effort or for such suggestions 
we become a little discouraged. 
That credit may be in the form 
of financial award, extra time off 
with pay, citation on the firm’s 
bulletin board or in a publication, 
or even once a year at the testi- 
monial dinner. 

The important thing is that the 
recognition be there; not so much 
as to how the credit is given or 
what form of credit is granted, 
but in that the recognition of 
what we do is noted and an ex- 
pression of appreciation given by 
the man who plays the “boss” role 
in the business. 


Must Probe Grievances 


Failure to investigate and cor- 
rect grievances is another most 
prevalent cause of discontent. Un- 
happy employees never do their 
best work; never present a good 
story to the public and to our 
customers. Every employee should 
know that “the boss” is always 
willing to listen to any grievance 
that employee may have and what 
is more that the boss will do 
something about that grievance. 
Consideration of the employees’ 
role in the operation of one’s busi- 
ness helps stave off many a com- 
plaint. 

Encouragement is needed in 
every business operation for every 
employee; failure to provide such 
encouragement is a prime cause 
of discontent in any organization. 
When any employee does a good 
job he or she expects and is enti- 
tled to a pat on the back and en- 
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Problem 
By Ernest W. Fair 


Field Writer 


couragement to keep right on do- 
ing that job. 

All of us like to be encouraged; 
we expect it from our business as- 
sociates and friends, our trade 
associates, and those within our 
own circle. Our employees are no 
different. 


Misuse of criticism is another 
oft-mentioned cause of discontent. 
Correction and criticism go hand- 
in-hand and cannot be easily sep- 
arated; both are needed in the 
operation of any business enter- 
prise. 


The secret is in the proper use 
of criticism; in avoiding the old 
method of “calling on the carpet” 
or in releasing demonstrations of 
lack of temper control. Any criti- 
cism should be prefaced by a com- 
pliment or any explanation of 
what is coming. Criticism and cor- 
rection amount to much the same 
thing; they differ only in the 
method through which they are 
cispensed. 


Watch Promotion Policies 


Bad promotion policies have 
caused as much discontent among 
employees as anything else and 
they have existed in small busi- 
ness firms as well as large organi- 
zations. Unfair promotion meth- 
ods can knock down any employee 
willing to do his job better every 
time he comes to work. 

When outsiders are called in to 
fill good openings, a firm can al- 
ways expect a great deal of dis- 
content among its employees; and 
in most cases the latter have a 
good case. 

Promotions should be made 
within one’s own organization 
whenever possible. If outsiders 


(Turn to page 23, please) 
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“If You Do Enough for the Other 
Fellow, He'll Do Plenty For You’ 


T SEEMS TO ME that a lot of 

business men in these United 
States are doing too much worry- 
ing about how to do business and 
how to make more money,” says 
Miles D. France of 413 Michigan 
St., Toledo, Ohio. “I mean by that, 
they approach their business, 
every potential prospect, with the 
single idea of how they can make 
some money out of the prospect. 
Never in my life, insofar as I can 
remember, have I faced a possible 
Sale or a prospect with the idea 
in mind of making so much profit. 
I think of prospects as people I 
can serve, as people for whom I 
can do something that will be 
worthwhile to them and, as a re- 
sult, I have found that the profit 
proposition takes care of itself. It 
seems to me that if you do enough 
for the other fellow he will do 
plenty for you and that plenty 
will include a profit sufficiently 
great to make your business life 
worth while. And besides the 
profit that this philosophy will 
return, you'll have plenty of fun, 
too. I have never discovered any- 
thing in life that has given me so 
much fun as my business conduct- 
ed on the basis of doing something 
to help the other fellow.” 

This certainly doesn’t sound 
much like some of that stream- 
lined business philosophy on how 
to double your business, how to 
make two sales grow where only 
one grew before, or how to make 
more money on a smaller capital 
investment. But, however screwy 
it may sound to some of the boys 
in the trade, it has worked out 
very well with Mr. France. Let’s 
follow just one of these Boy Scout 
type of business deals and see 
what it did for Mr. France. 


Here’s an Illustration: 


Some little time ago an insur- 
ance agency that had bought some 
office equipment and supplies from 
the France firm wanted some new 
equipment to install in a modern- 
ized office. Mr. France was called 
in and told what was wanted and 
got the business. At least, he 
thought he got what business was 
available at the time. During the 
course of the conversation the in- 
surance man mentioned the old 
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equipment, saying that he didn’t 
know what to do with it. He added 
that he wanted to clear it out so 
that the new could be installed, 
but he had no time to bother with 
disposing of it. Included in the 
equipment was a long, old-fash- 
ioned counter, made of solid oak 
with partitions under the counter, 
enclosed with sliding doors. In its 
day it must have cost $100 at the 
very lowest. To duplicate it today 
would cost $400, yet it is doubtless 
true that nobody would want such 
an old-style counter. 

“T have some storage space over 
at my place,” Mr. France told his 
insurance man. “If you want, I'll 
send a truck over and have it 
moved. Then, I'll see what I can 
do to dispose of it for you.” 

Mr. France does not deal in sec- 
ondhand equipment. What he had 
in mind then is the same thing 
that he had had in mind for some 
time, that of storing it and possi- 
bly in his travels finding someone 
who might want just such items, 
as are and not refinished. 

Naturally, the offer of Mr. France 
was quickly accepted and the odds 
and ends of equipment, including 
the long counter, were transferred 
to a storage space in the France 
place of business. 


Filled Factory Need 


Some little time later, in talking 
to the owner of a factory, Mr. 
France mentioned the counter he 
had in storage, telling the man 
how he got it and giving him some 
idea of its size and so on. The 
factory owner expressed keen in- 
terest in it, saying that he needed 
a long counter for his shipping 
room. The upshot of the conversa- 
tion was that the factory man 
made an appointment with Mr. 
France to drop in to his place of 
business and look over the coun- 
ter. He did so and found it to be 
what he wanted. 

“T’ll take the dimensions of this 
counter and if it fits the space 
that I have I'll buy it,” said the 
factory owner. 

Measuring the space the factory 
owner found it exactly filled his 
requirements, so he purchased the 
counter. He was delighted, be- 
cause he obtained at a most rea- 


By James C. Porter 


Field Correspondent 


sonable cost a counter that 
couldn’t be duplicated today at 
any price, considering the state of 
the lumber market. 

The payoff from this deal is most 
interesting. Mr. France disposed 
of the counter just because the 
insurance man didn’t have any 
use for it and didn’t know what 
to do with it. It was simply a 
case of trying to do something for 
the other fellow. But in this case, 
as always, the other fellow did 
plenty for Mr. France. The fac- 
tory man who bought the counter 
suddenly found that he needed 
lots of other things that the 
France house sells and so he 
bought them, to the tune of al- 
most $500 in a single order. When 
Mr. France went to the office of 
the insurance man to inform him 
of the sale of the counter and 
some of the other used equipment, 
the insurance man suddenly found 
that he, too, needed a great many 
other things that Mr. France sells. 
Another good sized order was se- 
cured, together, and a friend who 
has been dealing with the France 
house in a bigger way ever since. 

But this isn’t the payoff by a 
long shot. There is more to it. 

One day there came into the 
France store a stranger to Mr. 
France. He wanted some two-inch 
ring binders which the store didn’t 
have. But Mr. France said he 
would try to get them. He was 
curious as to who this stranger 
was, So he started a conversation 
and found that the man was the 
owner of a machine shop doing 
some work for the factory owner 
who had purchased the long oak 
counter. The machine shop man 
had mentioned his need for the 
binders and promptly the factory 
owner had referred him to Mr 
France, telling him that the firm 
could get anything that the ma- 
chine shop might need. 

Mr. France started looking for 
the two-inch ring binders and 
finally found some in Detroit, ex- 
actly what the machine shop man 
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wanted. Some little time later, 
the factory man had occasion to 
visit the machine shop about some 
work and took the occasion to tell 
the owner that for his own good 
he should install some sort of a 
register system to keep track of 


the incoming jobs. 

“Go see that man France and 
let him fix you up with a register 
system,” urged the factory owner. 

The machine shop man followed 
this advice with the result that 


Mr. France sold him a register 
and a quantity of forms. This is 


just one story of how doing some- 
thing for the other fellow pro- 
duces business and profit. 

In good times and bad, Mr. 


France spends practically the en- 
tire business day out of the store, 
calling on people, not solely with 
the idea of selling merchandise 
but to see what he can do for 
them. True, he sells goods because 
the people on whom he calls need 
merchandise and they like to buy 
from the fellow who is_ good 
enough sport to put business on a 


serve basis instead of a profit 
basis. 

“Another thing that I do is to 
tell my customers the truth about 
my business,” says Mr. France. “I 
never tell them that I handle ev- 
erything they need, because I 
don’t. Neither does any store. I 
do tell them that I sell many 
things and will try to get anything 
that I do not handle. To my way 
of thinking, the firm in the office 
supply line that claims to carry 
everything a customer wants, isn't 
fooling anybody but themselves. 
I would have to see such a firm 
before I'd believe it.” 

To put the business philosophy 
in a nutshell, it could be said that 
Mr. France tries to get what his 
customers want and also tries to 
help them get rid of what they 
do not want. 

But even all of this doesn’t com- 
pletely tell of the business philos- 
ophy of Mr. France. He does one 
cther thing that shows him to be 
a man of keen business judgment. 
It concerns the advertising litera- 


ture used by the various man- 
ufacturers of specialties in the 
office equipment line. Mr. France 
makes it a point to keep well sup- 
plied with all of this material. 
Every letter and bill that leaves 
the France office has inserted in 
it one of these folders. In addi- 
tion, he maintains a complete 
mailing list with the names of all 
of his customers and with a nota- 
tion of the specialties purchased 
by each firm. On the average of 
twice a year, each of these firms 
gets a folder about the article pur- 
chased together with a letter 
inquiring whether additional units 
are needed. In the case of stap- 
lers, for instance, the letter would 
ask if an additional quantity was 
not needed. These letters, accom- 
panied by folders about specialties, 
always bring in business. Former 
file purchasers are reminded of 
their former purchase and the 
complete satisfaction that the file 
gave and so either write in or 
phone for additional files. The 
same is true of other specialties. 





THE IMMEDIATE EMPLOYMENT PROBLEM 


are called in, every employee 
should be acquainted with reasons 
why this step was taken. 

Every employee should know 
that there’s more than a routine 
pay check in his future with the 
firm; that better jobs are ahead 
for him, possibilities or large pay 
checks, of recognition for merit 
he expends in behalf of the or- 
ganization. 

The firm whose management 
never grants a wage increase un- 
less it has been requested by an 
employee is the firm that always 
has discontent in its ranks. All of 
us like to feel that the good work 
we do is being observed and recog- 
nized and that it will be rewarded 

when we have to ask for raises 
we know such recognition is not 
present 


Need Established Raise Policy 


Wage raises should be an es- 
tablished policy with any business: 
they should come through achieve- 
ment and merit, and every em- 
ployee should know that such 
wage increases will be his without 
the asking when he has earned 
them. 

In large industrial organizations 
such matters are handled almost 
entirely through union-manage- 
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(Continued from page 21) 


ment negotiation; and they will 
receive more and more attention 
in the immediate future. 

However, in the smaller business 
enterprise where no such unioni- 
zation exists, these things are be- 
tween employer and employee and 
in such cases the employer is go- 
ing to have more and more of a 
responsibility in the months to 
come. 

There will be less discontent in 
any small business where even the 
few employees on the pay roll 
know that when they have earned 
a raise and the business of the 
firm merits that raise, they will 
receive it without request or cajol- 
ing. 

Many other factors enter into 
the problem of employee discon- 
tent. Most are not as prevalent as 
the foregoing and are more or less 
found in individual organizations 
rather than business as a whole. 


Some Reasons for Discontent 


But, these causes of discontent 
are present, and we must know 
they exist and combat them. Here 
are a few: 

Failure to receive opinions of 
employees seriously, hiding too 
much about the business from em- 
ployees, the practice of selfishness 
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and favoritism, lack of a voice in 
fixing working hours and condi- 
tions or the practice of too much 
partial treatments. 


A Greater Problem 


All of these things are impor- 
tant in good business manage- 
ment. Keeping employees happy 
and free of discontent becomes an 
even greater problem when out- 
side forces agitate the causes of 
discontent and build mountains 
out of mole hills on such matters. 

How much of this business we 
will have to face in the future 
remains to be seen. One thing is 
certain, however, judging from 
early trends in the news following 
the elections. There is every pos- 
sibility that such discontents are 
going to be seized upon and used 
as the means of trouble making 
wherever enterprise exists. 


The success of any business de- 
pends on the absence of such dis- 
content within its organizations. 
Now is a very excellent time for 
every reader of these pages to 
conduct searching inquiry within 
his own business enterprise toward 
discovering any possible sources 
of employee discontent and seeing 
that they are eliminated, wherever 
possible, speedily and efficiently. 
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MODERN DloPlal for the 
OFFICE EQUIPMENT DEALER 


— Monthly Feature on Visual Promotion — 





This Month's Suggestion 
for Your Ad Window 


One in a Series of Suggestions Introduced in a Recent Issue 


HE OA DISPLAY for February 

is suggested by the Multistamp 
Company, Inc., advertisement on 
page 243 of the November issue of 
OFFICE APPLIANCES. This ad sug- 
gests an ideal window, easily in- 
stalled and one which will be sure 
to attract attention. 


The photograph shows very 
clearly what props are needed 
a wooden box, a carboard box, a 
wrapped package, a sheet of show- 
card board 22x44 inches, a ship- 
ping sticker and a shipping tag 

The picture speaks for itself in 
showing the arrangement. The 





























PROPS NEEDED FOR IDEAL MULTISTAMP DISPLAY WINDOW 
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The “OA” Display 
Section Is Conducted 


By George 1. Taylor 


Long Beach, Calif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





card is used as a background and, 
incidentally, this does not need to 
be a display in its entirety. It can 
be used as a center attraction in 
a large window with other mer- 
chandise. Of course, in a small 
window it would definitely be a 
splendid unit arrangement. 

The Multistamps fastened to the 
background are pinned on with 
ordinary straight pins from the 
back of the card. The large sign 
effectively carries the message, 
which could be elaborated upon by 
the use of added cards attractivelv 
arranged in the display. 

In showing the Multistamp it 
would be wise to cut a stencil and 
use it in the window in the man- 
ners mentioned on the tags. Stamp 
the box, the package, the carton, 
and so forth, in a spot that could 
easily be seen by the customers. 
It is these seemingly unimportant 
little details that make the display 
interesting to the shopper. They 
should be carried out 


Identity Marks for Cloths 


One item not shown in the pic-~ 
ture, but which we included in our 
Long Beach windows, was a cloth 
This is of particular interest to 
any business using towels or cloths 
upon which identifying marks 
would be desirable 

A complete Multistamp unit fin- 
ishes the picture, and should be 
included to let the public see the 
compactness of the package. This 
is a simple display very much 
worth the effort and one that will 
help you to build that desired vol- 
ume. By all means, install a Multi- 
stamp display once or twice a year 
if you carry this splendid item in 
stock. 
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A TYPICAL INSTALLATION OF THE BOOKCASE PROP WINDOW 


A Bookcase Can Be a Very Effective 


Prop for a Window Display 


Ly George B. Taylor 


Display Specialist 


ERE IS SOMETHING different 


for your window display. The 
only expense called for is four 
sheets of cardboard at $.41 each. 
You probably have the other props 
in stock and all that are needed 
are a sectional bookcase and a 
walnut costumer. With these props 


anyone can prepare an unusual 
display which will attract atten- 
tion and sell merchandise. 

The display is of educational 
nature and cam be prepared by 
the experienced and unexperi- 
The message can be 
put across by cutouts from adver- 
1aterial from pamphlets, by 
hand lettered cards, or by both 

The illustrational photograph 
hows the method we used in our 
tore in I y Beach. As you will 

sectional glass was 
frame and contained 
three cut- s from Do/More book 
ff illustrations. We cut the card- 
board to fit the section and framed 
pictures attractively therein 


ised as 


the 
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We used a brown colored card be- 
cause it harmonized so well with 
the rest of the display. We added 
some hand lettered cards which 
carried a brief sales message and 
were elevated by attaching them 
to a costumer by means of straight 
pins. As to the detail of framing 
the cutouts: Turn the cardboard 
face down; measure the amount 
of photographic surface you wish 
to show; mark off the square, ob- 
long or whatever it may be on the 
back of the cardboard and cut out 
with a sharp razor blade. Draft- 
ing tape is the best adhesive. 

It is in the evening when this 
type of display does it’s best work. 
People browse around quite a bit 
at night, window shopping, and 
they take time to study whatever 
material is intelligently arranged 
for their perusal. 

This display can be used for any 
item you wish to feature and for 
which printed matter is avail- 
able. The different sales arguments 
can be cut out and attractively 
mounted on cards, which would 
take the place of the hand-lettered 
ones. The hand-lettered cards are 
of course more desirable but the 
matter of ability or budget enters 
into the thing. That must be de- 
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cided by the merchant himself. 

The effectiveness of an unusual 
display of this nature is in the 
fact that a bookcase used in this 
manner is something that the 
public does not see very often. It 
causes speculation and quite a 
little comment. In our case we 
had several enquiries and one sale 
of the bookcase although in this 
particular display we were not 
featuring it. 

The information concerning the 
chair was of interest to a number 
of people and we know of several 
prospects who were attracted by 
the unusual nature of the display. 
The preparation can be done by 
any girl (in spare time) before the 
window goes in. It took the writer 
just 30 minutes to empty the win- 
dow and place the new display 
therein. This is systematic effort 
that is very much worthwhile. 

The effect is a dignified impres- 
sive display which, though it may 
not reach the magnitude of ex- 
pensive department store presen- 
tations, still marks you as being 
progressive in the minds of the 
people of your community. You 
well know that modern people are 
progressive and like to deal with 
the progressive merchant. 
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Don't Let Your Windows 


N MY YOUNGER DAYS I worked 

for what was considered to be a 
very tough outfit. The general 
manager of this concern was a 
man to whom tact was a foreign 
language. Most of us hated the 
iron rule which prevailed in that 
organization and, yet, I am forced 
to admit that I learned more un- 
der that set-up than I did in 
many years under easier circum- 
stances. I well remember two of 
his “impressive” sayings and must 
confess there was some justifica- 
tion for them. “Your windows look 
like the city dump” was one ex- 
pression which caused us a great 
deal of discomfort in those days. 
Maybe there was some exaggera- 
tion in the comment, but at least 
it served to keep us on our toes. 
After he got through showing us 
just how far behind we really were 
with our display effort we were 
willing to forgive his uncharitable 
attitude. 

The contrast between the win- 
dows as they were when he came 
and the improvement his influ- 
ence caused convinced me that 
there is a time in every man’s life 
when he becomes so self-satisfied 
with his efforts that he fails to 


realize just how far behind he 
really is in the race. “Don’t let 
your windows go to seed,” was 
another of the gems of wisdom 
which proceeded out of his mouth 
and that is the thing that all of 
us want to be sure of in life. We 
do not want to get to the point 
where we allow ourselves to just 
go through the motions and are 
satisfied with minimum results. 

I think the thing which taught 
me the truth of these statements 
was the fact that my tormentor 
insisted that I take a little time 
every once in a while and look 
around the town at what my 
neighbors were doing. I think if 
you will do this in your town, you 
will find that even right there at 
home you will learn a lot of things 
that you would never have run 
across had you not investigated 
your competitor. Another must 
was a yearly visit to some big city. 
I lived in a small mid-western 
town at that time and every year 
I was sent to Seattle to observe, 
not only what the department 
stores were doing, but to examine 
and report back on merchandising 
trends, even in the fish markets. 
This was a wonderful experience 


Go to Seed 


By George b. Taylor 


Display Specialist 


and if you live in a small city and 
have not taken the trouble to visit 
the larger communities for the ex- 
press purpose of learning all it has 
to teach you of merchandising 
and display then you have some- 
thing in store for you. 

A walk down the street in the 
larger city is an education which 
is revealing of many surprises, if 
you keep your eyes open for the 
new in store and window arrange- 
ments. There are many things to 
be learned from the fellow who is 
smarter than you. Take a look at 
your windows, judge them self- 
critically, honestly and frankly. 
Take a look at your competitors. 
Take a look at window pictures 
in the trade magazines. Be hon- 
est with yourself in judging your 
own ability and you will do your- 
self an inestimable favor. Culti- 
vate your windows, don’t let them 
go to seed, and you will reap the 
benefit of added profits. 




















A DESK FOR THE PRESIDENT.—A duplicate of the desk used by George Wash- 
ington at the time of his first inauguration is given to President Truman by work- 


ers in the White House carpentry shop. 


It is made of ancient pine timber that 


went into the White House in 1790. Here, Carpenter Isaac Avery shows President 
Truman nailholes and dovetail joints on the drawer. The nail holes were put in 
by carpenters at Washington in the year 1812 or earlier. (Acme Photo) 
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INVITING DISPLAY—Springfield Office Supply Co., Springfield, Mass., features 
leather goods in a display that invites lookers to inspect more complete ex- 
hibits of such merchandise on the store's second floor. 


The Case for Leather Cases 


&y George Artillery 


‘ 


Special Writer 


EATHER CASES for salesmen 


and traveling men are excel- 
lemt ite promotion by office 
appliance ealers. Many dealers 


ore it only a half-hearted 
these items, because 
have never been 
ible to make them pay. The rea- 
n fol not so much that 
eathe! ire not worthy of 
motio1 that the dealer has 

D] them the merchan- 

y efforts and techniques that 

ies t her types of spe- 


n tne past they 


Fountain pens, for example, sell 
great lume largely because 
hey have fol long time had the 
benefit of a very carefully planned 
promotion. The 
manufacturer makes available the 
which auto- 
hances the product 
ntain pens a depart- 
ment distinct from the other mer- 
store. Systems for 
repair al ervicing of fountain 
highly developed 


Vel ase, 


pens nat peen 


id the fountain pen has been 
dentifier an instrument ol 
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quality by the guarantee it car- 
ries. Promotion and advertising 
have conditioned the public to 
desire a good pen to the extent 
that a man will often insist on 
carrying an expensive fountain 
pen even though he only uses it 
once or twice a week, and then 
only to sign his name. 

Nothing at all like the promo- 
tion behind the fountain pen has 
ever been put behind leather 
cases, except in the case of a few 
isolated dealers who have deter- 
mined upon a high degree of spe- 
cialization in this line and have 
developed leather cases according- 
ly. Yet here is an item that is 
right down the dealer’s alley, and 
one that few dealers have really 
explored. 

It is to be expected that leather 
cases can never enjoy the almost 
universal acceptance that the 
fountain pen enjoys; but it has 
yet to be proved that they will not 
respond to a concerted promo- 
tion on the dealer’s part 


Lack Advertising 


In the promotion of leather 
cases, the dealer cannot expect 
that the manufacturer will give 
him the same amount and quality 
of advertising support that he 
gets from the fountain pen manu- 
facturer. While it is unfortunate 
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that leather manufacturers do 
not do more national advertising 
and promotion, it is reasonable 
to expect that no single manu- 
facturer ever will embark on an 
extensive promotion until or un- 
less he finds some way to make 
his product look distinctive in the 
Same degree that one make of 
fountain pen is distinctive from 
another. 

Even with this handicap, how- 
ever, the dealer can go a long way 
on his own in developing and pro- 
moting leather cases and with 
very gratifying results. He can 
be successful in his promotion if 
he will make up his mind that 
he is going to give leather cases 
a department of their own, carry 
a broad and versatile line, and 
display and promote leather cases 
in the degree necessary to the 
highest possible sales volume. 


Some Dealers Soured 


Many dealers have been soured 
on leather items because at one 
time or another they have found 
themselves caught with a slow in- 
ventory and the painful necessity 
of mark-downs. Frightened off by 
this occurence, they have cut 
their inventory to the bone with 
the result that the customer has 
had to go elsewhere to find the 
merchandise he wants; leather 
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sales have dropped off, and the 
dealer has relegated leather goods 
to the category of an item that 
he carries almost against his will. 

Leather goods are unique among 
the items that the office appli- 
ance dealer handles in that they 
are very sensitive to shelf spoil- 
age. This fact, along with the 
fact that they are items of rela- 
tively high unit cost, make it 
mandatory that the dealer exer- 
cise very careful control over his 
leather stock. A fine leather case 
with a scratch across the face is 
almost worthless. Even if the 
scratch can be repaired, the case 
cannot be sold for its original 
price. Cases become scratched and 
soiled from careless handling, 
and their value can be decreased 
by crushing and creasing. Every 
day that the leather item remains 
on the shelf unsold increases the 
possibility that it must be marked 
down for some kind of damage 
whether from careless handling, 
crushing, or from exposure to 
dust. For the dealer who organ- 
izes his leather department prop- 
ly, this is not an insurmountable 
problem. Indeed, he has only to 
find the solution to it to succeed 
with leather, and the solution is 
not hard to find. 


Bad Apples Spoil the Whole Barrel 


The customer who is making a 
selection has a natural right to 
expect that everything that he is 
shown is in new and clean condi- 
tion. If the salesperson shows 
him a case that is dusty, scratched 
or crushed, he loses faith in all 
of the merchandise that is being 
shown him, and he may decide to 
look elsewhere. Under these cir- 
cumstances, the one bad apple in 
the barrel has spoiled the sale 
The leather department requires 
a tight stock control system, to 
insure that merchandise never 
Stays in the store long enough to 
be damaged from shelf wear or 
handling, or that if it is damaged, 
it can be easily spotted and taken 
out of stock to be offered as a 
mark-down. 

The training of sales people has 
a lot to do with preventing shelf 
wear. One sales person should 
have solid responsibility for the 
leather case stock, and should 
check the stock daily to see that 
none of the correct handling prac- 
tices are being violated. This per- 
son can see that all stock is dusted 
daily, that all cases out of boxes 
have proper inner supports, and 
that surplus stock is in boxes and 
protected. He can make sure that 
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leather cases are not stacked one 
upon the other, crushing the bot- 
tom case, and he can supervise 
the other clerks to see that they 
are handling the merchandise 
properly. This person should 
bring. damaged stock to the im- 
mediate attention of the store 
manager, or should have author- 
ity to take action on damaged 
stock himself. 

It is to be expected that the 
person in charge of the depart- 
ment should know all there is to 
know about the stock, and should 
pass his knowledge on to any 
sales people who might wait on 
trade in the leather department. 
It is inexcusable that a sales per- 
son should not know all there is 
to know about his merchandise, 
yet in stationery stores one often 
finds people behind leather de- 
partment counters. who do not 
know —iopigskin from cowhide. 
Ignorance or hesitance about any 
part of the merchandise being 
sold makes the buyer suspicious 
about every statement the sales 
person makes and ruins many a 
good sale. 

The person in charge of the de- 
partment ought also be in charge 
of display. Leather cases lend 
themselves easily to display. They 
stand by themselves without spe- 
cial supports, are self selling, and 
are large enough so that they can 
be displayed where smaller items 
do not make a showing. Display 
sells leather cases, since men 
often buy them on impulse in 
much the same manner that they 
buy a new hat or a new pair of 
shoes. Like all items that are 
bought for reasons other than 
stark necessity, display generates 
the sale. 


Unit Control and Inventory Level 


No leather case should stay on 
the shelf more than six months. 
If it is still unsold after that 
length of time, it should be care- 
fully examined for shelf wear, 
and should be given special treat- 
ment to get it off the shelf 

A fresh, clean and well-planned 
stock is essential to success with 
leather cases. Such a stock can- 
not be maintained without an ade- 
quate stock control system. In 
where a comprehensive 
stock control system is already in 
use, it is often found profitable 
to install a special stock control 
system for leather cases This 
special stock control system should 
be organized in such a way that 
each individual leather case can 
be traced in and out of the store 


stores 


From it, the buyer should be able 
to determine the shelf age of each 
case and to take action to move 
over-age cases on the basis of in- 
formation available to him on his 
stock control record. 


Unit Control Stock Plan 


Properly organized, the unit 
stock control will build up a sales 
history which in itself is a model 
stock plan. By observing the sales 
experience record built up in the 
stock control record, the buyer 
can easily and almost automatic- 
ally maintain a model stock; a 
stock efficiently geared to the 
Sales experience and expectancy 
of the store. If the store is using 
a budget purchasing plan, the 
tight control of the unit stock 
control will make budget buying 
just that much simpler, since the 
unit control would soon indicate 
what constitutes a proper budget 
for the department, and if the 
buyer buys strictly as the unit 
control signals him to buy, he 
need have no worry about staying 
within his budget 

The work involved in keeping 
the unit stock control system is 
not excessive. In stores where 
this plan is used, an extra dupli- 
cate sales slip is made for each 
leather case sold and this slip 
goes to the buyer’s desk. He enters 
these sales on his unit control 
and reorders items sold immedi- 
ately or at whatever interval is 
cheaper, more sensible or con- 
venient. When the new merchan- 
dise comes in, the packing slip 
comes across his desk, and he 
records the arrival of the stock 
on the unit control. 

The unit stock control system 
has the following advantages: 

1. It keeps the inventory level 
constant at all times except when 
stocks are increased for Christ- 
mas, school openings or special 
Sales. 

2. It enables the buyer to iden- 
tify items that are not selling and 
to take action on them. 

3. It facilitates the use of a 
model stock plan or a budget pur 
chasing plan. 

The retailer’s salesmen can rea- 
lize good volume by using leather 
cases as a specialty item. Armed 
with one case, a catalog and a 
few swatches, a salesman can 
often develop a fine following 
among the salesmanagers of the 
firms he calls on. While factory 
salesmen sometimes solicit this 
business direct, they cannot and 
do not cover the total market. 
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yf success in leather 
recognizing the 
problems brought 
fact that they are 
) shelf spoilage and 
hat they require special atten- 
When the dealer has taken 

the preventative measures of 
control, departmen- 


> lies iy 
ases iit in 


ip0oUut D tne 


talization and sales training, that 
are necessary to keep his stock in 
perfect condition and maintain a 
satisfactory turn-over, he is 
bound to develop a following in 
leather cases. Anyone who has 
tried to purchase a leather case 
in any of the stores in the coun- 
try, even in the large cities, knows 


how pitifully inadequate are the 
stocks offered and this is the tip- 
off and the key to the opportuni- 
ties existing in this field. The 
field is wide open to any dealer 
who is ready to put forth the or- 
ganizational effort necessary to 
maintaining a successful leather 
department. 





Leather Goods Pay in New England 
Stationery Store 


CO-ORDINATION 
roods with station- 
r supply lines has 
been achieved at the two Stores of 
Sal Boston, Mass., an 
alert concern almost 50 years old. 
the founder and 
present wner, Samuel Narcus, 
opened up a tiny space with only a 
few dollars worth of merchandise 
ears later, he moved 
main store close to 
financial centers 
About a dozen years 


UCCESSFUI 
of leathe 


—_ ¥ 
all ( 


o, with business growing, he de- 
cided to inch out with another 
store on Newspaper Row, Wash 
neton St 

Aiding father in the con- 
uct of t isiness are two sons 
Edward E. and Harold N. Narcus 
The for stationed at the 
main store, while Harold Narcus 

ipervise second store. 

Significant of the popularity 
nd cont ed public approval of 
the Narcus enterprise has been the 
recent modernization of the News- 
paper Row unit. Lighting and 
competent visual display have 
een en 1 to impart new ap- 
eal a interest in the 
leathe! s and stationery lines 


Present Clear Interior View 


Most important is the cleverly- 
designed w front Two wide 
windows not only catch the gaze 


he pub with timely displays, 
ilso present a clear back- 
round viev f the store interior 
Over the wil ws stretches a wide 
n panel in light cream color to 
Which ji ttached the firm name 
lark brown lettering. The win- 
pecific displays of 
ith leathe ods and stationery 
metime ent is placed upon 
iten 1 one category; many 

mes both types of merchandise 


The insi f the new Narcus 
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store gives a pleasant related view 
of the various merchandise. Since 
stationery usually falls into the 
fast-moving classification, it is 
still maintained on open shelf 
units. However, Narcus cleverly 
breaks up the monotony of dis- 
play sameness by inserting four 
to five-foot square glass-encased 
boxes at a center spot of the sta- 
tionery sections on each Side of 
the store. These serve as ideal 
focal spots to build up interest in 
leather goods, gifts and gift-type 
office or desk sets. A recent series 
of displays brought attention to 
the following specialties: leather 
desk sets, clocks and bookends; 
leather photo albums, diaries, 


memo books and loose leaf books; 
brief bags; 
leather. 


and gift items in 


Leather goods appear in three 
major settings. In the open floor 
space just inside the main en- 
trance are the quick service coun- 
ters of small goods. Here the cus- 
tomers may pick out Selections 
from open top fixtures. At this 
point there are several units of 
wallets, billfolds, keytainers, and 
similar items of personal leather 
goods. 


Show Wide Range of Bags 


Installed across the rear wall 
of the store is the largest 
leather unit. The planning and 
stocking of this department is 
designed to meet the requirements 
of the businessman, salesman and 
traveling representative. A pre- 
dominant feature here, therefore, 
is the full range of brief bags, cat- 
alog cases and travel bags. 

In harmony with the design of 
the stationery walls previously 
described, this section, too, boasts 








FADE RESISTANCE DEMONSTRATED BY DURAN—Sandy Shores, popular Atlantic 

City boardwalk restaurant, is providing an example of the fade resistance of 

Duran all plastic upholstery, created by The Masland Duraleather Co., Philadel- 

phia, Pa. Used on seats and booths in the restaurant pictured herewith, Duran 

is declared to have withstood three years of exposure to strong sunlight. biting 
salt air and sandy abrasion common to sea shore exposure. 
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a central glass shadow-box. In 
this spotlighted space are present- 
ed timely advertised pieces and 
items of special appeal. On slot- 
ted shelving at each side of this 
glass case and running across the 
space about it are vertical show- 
ings of many types of brief cases. 


To make every bit of store space 
give a tempting display message, 
Narcus has placed choice pieces 
of travel luggage, such as over- 
night cases, club bags, Boston bags 
and pullman cases in a row around 
the ledges of the wall cases. 

The new Narcus store is actually 


no larger than the former setting 
located at the same spot. How- 
ever, the wall shelves and cases 
are higher to add more display 
and storage space. Ladders on 
convenient tracks make all mer- 
chandise easily accessible to the 
clerks. 














‘HOT SPOT’—The leather goods display at Armanko’s Stationery Co., Reno, Nev.. 


is placed in the most advantageous position, to the left of the store entrance. 


Location Just Inside Store Entrance 


Boosts Leather Goods Sales 


IVING BRIEFCASES, cata- 

log cases, and gift leather 
goods the “hotspot” location im- 
mediately to the left of the en- 
trance to the store has paid ex- 
cellent dividends for Armanko’s 
Stationery Company, Reno, Nev. 

The store carries one of the 
largest selections of briefcases in 
the mountain states, specializing 
for the most part in moderate to 
top-price lines with little or no 
“inexpensive” varieties involved. 
This seems surprising in the light 
of the fact that the store does a 
heavy school supply business. 
Most college students are aware, 
however, that better-priced, top- 
grained cowhide and _ unsplit 
leathers will give far more dur- 
able, lasting service than lower 
price varieties. 

Two cases are devoted to the 
leather goods department, one to 
briefcases, catalog cases, port- 
folios, soft-cover ring binders, and 
notebook covers. The other is de- 
voted to gift items, including 
fitted cases, unfiitted cases, key- 
cases, cardcases, jeweiry boxes 
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Live Displays Found Profitable; Typical 
Cases Exhibited “Ready for Business” at 
Armanko’s Stationery Company in Reno 


makeup boxes, wallets, billfolds, 
and a number of handtooled 
leather novelties which show 
much souvenir value in Reno’s 
consistent tourist traffic. 


Briefcases Displayed According to 
Class of Users Proves Strong 
Sales Stimulator 
One of the most effective sell- 
ing mediums for briefcases, the 
Armanko store has found, is to 
display on top of the case two or 
three samples of typical brief 
cases, “arranged for business.” 
Thus, a $12.50 saddle-leather fin- 
ished briefcase is shown as if in 
use by a school student, with a 
tablet, two books, shorthand note- 
book, pencils and typing paper, 
inserted into the various parti- 
tions, and ready for immediate 
use For the businessman, a 
larger model briefcase, with cata- 
log, price books and memo- 


pad, is similarly shown. “There 
are many businessmen who can- 
not conceive of the advantage of 
a compartmented catalog case 
or briefcase unless their practical 
usage is dramatically demonstrat- 
ed,” the departmental manager 
indicated. “Therefore, from time 
to time, we attempt to trim up 
leather goods as if in actual use.” 

The same policy extends to 
fitted and unfitted cases, make- 
up boxes and cardcases. Instead 
of showing these empty, the case- 
top, or a shelf immediately below 
the glasstop, is filled up with “live 
displays” of the leather goods as 
in actual use. Armanko’s regu- 
larly allots salespeople extra af- 
ternoons for skill in suggesting 
selling of leather goods, and this, 
plus the location and fine nation- 
ally-advertised lines, has resulted 
in a substantial increase in leath- 
er goods sales 
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Emphasis Divided Between Commercial 


And Gift Lines of Leather Goods 


EATHER GOODS RETAILING 
L on a grandiose scale has been 
accomplished at the W. H. Kistler 
Stationery Company, Denver, 
Colo,. with the completion of one 
of the largest combined commer- 
cial and gift leather goods de- 
partments in the country. 

Occupying an entirely separate 
department, 35 feet long by 8 feet 
wide, the leather goods depart- 
ment management has done away 
with some of the “old-fashioned 


notions” currently predominant 
in stationery-store retailing. For 
one thing, gift and commercial 


leathers are no longer a homog- 
enous mass, requiring the custo- 
mer looking for one to go over 
stocks of the other before finding 
the desired item 

Commercial leather goods are 


located on the left side of the de- 
partment, facing into the office 
supply department, while the 
gift leathers” are on the right 
side, facing into the main aisle of 
the store. Like many other sta- 
tionery stores, the Denver firm 
has found that the market for 


gift leathers is considerably larger 
than was felt possible a few years 
ago, and _ therefore, duplicate 
space has been allotted to both 
gift and commercial leather 
items. 


Variety in Display 


Gift leather display begins on 
the right, with the first case de- 


voted to billfolds and wallets. 
Seven trays along the top of a 
blonde wood, glass-enclosed case 
show fine men’s wallets and bill- 
folds in seven price ranges, while 


the lower shelf, draped with gold 
satin, shows more expensive, top- 
quality wallets in ostrich skin, al- 
ligator, and gold-trim. In the 
wallcase, which is part of the 
backbar behind, is a smaller, but 
equally complete display of ladies’ 
billfolds, which have become an 
increasingly important number in 


the firm’s stock, according to H 
Alexander, manager. Incidentally, 
all of the display cases are built 


with “reverse stepbacks” receding 
in two steps from the top front 
back to the floor, so that the cus- 
tomer may get both knees and 
feet comfortably under the case 
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for close examination of the mer- 
chandise. 


In the second case in the gift 
section are fine snapshot and 
photo albums displayed on three 
levels. On the lower shelf are a 
wide variety of leather-covered 
albums in modest price ranges, 
while above are finely-executed, 
deluxe styles, which include wed- 
ding albums and albums for asso- 
ciations and clubs. Another inno- 
vation here is the use of the back- 
case behind entirely for baby 
books, running in all price ranges, 
which Kistler salespeople regu- 
larly suggest to mothers of small 
children. 


A “Traffic Magnet” 


One of the most important 
“traffic magnets” in the gift sec- 
tion is the third case, which is 
devoted entirely to address books, 
diaries, birthday and anniversary 
books and other such reference 
forms. Here again, the stock is 
designed to appeal to all ages, 
and to all price lines, with low- 
priced diaries and morocco 
leather, gold-bound models on the 
top shelf. The case is trimmed 
with glass building-block, tiles 
and drapery cloth of various 
kinds, to set off the display. 

In the rear case, which forms 
the end of the department are 
trip books, an innovation with the 
store which is growing in popu- 
larity, guest books and manu- 
script books. Kistler’s has found 
considerable merchandising pos- 
sibilities in offering guest books 
with plain leather covers, and en- 
couraging customers to paint the 
names of ranches, mountain re- 
sorts and estates upon them for 
visitors to sign. Since this idea 
was first suggested, dozens of 
them have gone into Colorado 
mountain resorts, according to 
Mr. Alexander. 

The gift section is amplified by 
tables in the center aisle which 
feature such ideas as a back-to- 
school display of tie cases, fitted 
cases, bottle-guards, military 
brush sets, spun-glass brush sets, 
and other gift items. 


On the right side, in the com- 
mercial office supply department, 
one ten-foot, two-tier rack is ar- 
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ranged for “self-service” showing 
of catalog cases, personal cases, 
portfolios, and other large leather 
items. Fifty of these may be 
easily accommodated on the open 
blonde wood fixture, where cus- 
tomers may look over each style 
without the assistance of a sales- 
person. Two cases along the aisle 
are devoted to zipper cases, with 
the largest stock the store has 
ever carried in sight, while back 
countercases are split into leather- 
covered ringbinders, compart- 
mented briefcases and secretary 
cases. Each case is devoted to 
a single type of commercial 
leathergoods with the top of the 
center backbar given to seasonal, 
eye-attracting displays, such as 
secretary cases, durable leather 
briefcases, and others. 


Fast Selling Gift Items Up Front 


At the extreme front of the de- 
partment, facing the front door, 
a four-shelf blonde wood case 
combines together the fastest- 
moving leather gift items, includ- 
ing manicure sets, comb and 
brush sets, key cases, cardcases, 
picture cases, frames and other 
smaller items. The merchandis- 
ing system used in connection 
with this department is relatively 
simple, according to Mr. Alexan- 
der. First, the huge size of the 
department, which no customer 
entering the store can fail to 
notice, lets them know that “Kist- 
ler definitely covers the entire 
leather goods field.” In addition, 
the leather goods department is 
featured in at least one window 
display per month, and more 
where seasonal items are con- 
cerned. High displays in the cen- 
ter of the island appear every 
day, and are changed frequently 
enough to impress even the most 
disinterested customer with the 
large size of the stock. Salespeople 
are trained to suggest “big ticket” 
fine leather desk sets as gifts for 
men, fine traveling liquor cases 
for businessmen, down to wallets 
whenever possible. Although the 
store, like most stationery stores 
does the bulk of its leather goods 
sales volume in the commercial 
department, giving gift leathers 
equal display is bringing a heavy 
increase in the latter. 
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How An Office Supply Dealer Can Make 
His Own Display Cards 


HE ABILITY TO MAKE hand- 

some, easily readable window 
cards for pricing and describing 
appliances is often what makes 
one dealer’s displays stand out 
above others, and transforms a 
mere “display” into a “selling 
window.” Many merchants have 
found that it pays to keep away 
from stereotyped sign cards such 
as those provided by manufac- 
turers, and to individualize their 
windows, and store interiors with 
neatly-handled cards turned out 
by the store itself. 

“Sign writing’ in the dealer’s 
store is not particularly difficult 
tc master, nor is it particularly 
Simple. Anyone who can draw a 
straight line freehand can make 
worthwhile window cards, but 
there are few such dealers! There- 
fore the dealer must resort to me- 
chanical equipment to make a 
card which is neat, entirely read- 
able and a credit to his store. 
Making his own window cards will 
save considerably on the store 
overhead, important during to- 
day’s conditions, but will demand 
a good deal of study and patience 


Needed Materials Listed 


Materials needed can all be pur- 
chased at an art store or drawing 
supply department of stationery 
houses. These should consist first 
of an ample stock of sign board, a 
stiff white especially enameled for 


the purpose. These come in large 
3 x 3-foot sheets, costing approxi- 
mately $.30 each, and make by far 
the best window signs which can 
be turned out. The dealer will save 
himself expense and time if he will 
figure exactly the size signs he 
wishes to produce and ask the 
Store selling him the sign board 
to cut it to these dimensions. As 
a rule, window cards are better 
small than large, and should be 
gauged in size according to the 
message to be carried. For desks, 
or files, for example, the card 
should be only half the width of 
the item at the largest end, around 
12 inches high—so that it can set 
atop for easy legibility. Those 
used on chairs, fer example, can 
be 10 x 12 inches and smaller. For 
small items, the card should al- 
ways be much smaller than the 
appliance it describes. Remember 
that the message must be akin to 
a newspaper headline, short, 
“snappy” and capable of being 
photographed by the eye even if 
the passerby has no intention of 
reading it. Brief message such as 
“Handy files—$25” are a good ex- 
ample, as is “Perfect Posture 


Chair—$50”. The message of the 
sign at all times should be kept as 
short as possible while still telling 
the whole story. 


For making signs in black and 
white, the dealer will need only 
the board, and a complete set of 
“speedball” pens with a large com- 
fortable penholder. Speedball pens 
draw a heavy black line, and can 
be purchased from one sixteenth 
of an inch wide to a quarter inch, 
averaging 15 cents apiece. Using 
these with India ink will produce 
evenly-lined letters of deep black 
consistency. The dealer should 
take waste cardboard and experi- 
ment in drawing out letters of 
various widths before starting on 
his first sign—since often the line 
which looks heavy enough on the 
drawing board or desk is too thin 
in the window. Again, he must 
learn to space the letters neatly 
enough that the sign isn’t crowded 
to the edge and two rotund let- 
ters followed by several cramped 
ones. It is always best to block 
out simple letters without fancy 
touches until the dealer has had 
substantial experience. 


Color Is Easy 


If color is desired, the dealer 
must use small flat brushes which 
come at 25 cents, and paint a line 
from one fourth to one half inch 
wide. With the brush he can use 
‘opaques,’ plain water colors in 
small jars which come in all colors 


at 15 cents per jar. These are 
solid, smoothly spreading colors, 
which can be used in some in- 
stances with the speedball pen 
after being well diluted. With the 
brush, the dealer can make one 
line of his sign in one color, the 
price in another, or paint colored 








FIRM PRACTICES WHAT IT PREACHES 
—Stevens, Maloney & Co., 21 S. La 
Salle St., Chicago. has solved stock- 
room storage problem in this installa- 
tion of the new prefab wood shelving 
from Bankers Box Co. of the same city 
and at the same time has provided a 
good demonstration for customers. G. 
O. Stevens reports that the shelving is 
easy to erect, flexible in fitting and 
sturdy for making an efficient stock- 
room. He states that a number of retail 
sales have resulted from showing cus- 
tomers how the Bankers Box shelving 
looks in actual stockroom usage. 
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borders which will “snap up” the 
sign’s readability. Needed here is 
an understanding of water color 
consistency and a steady hand. 
Since almost no one can draw a 
straight line, the dealer should 
invest in a T-square and drawing 
if possible, or use a flat top 
desk fol work. With the T- 
square he can judge spacing much 
better. With this method, the 


poara 


message of the sign can be written 
out, and the letters then sketched 
in lightly with a pencil. Steady 
nerves help to lay out the sign 
neatly. Compensate lettering for 
the space allowable to leave plenty 
of border. Short words, large let- 
ters and plenty of open space will 
always appear best. With the T- 
square all can be made the same 
height, spaced correctly, and the 


possibility of botching the job is 
eliminated in advance. What let- 
ters are not well arranged can be 
erased. 

Following these lines with eith- 
er the pen or brush will result in 
an impressive sign, and one which 
people will stop to read. There is 
no need of erasing the lines pen- 
cilled in, since the ink or paint will 
usually cover these minutely. 





Casualty Losses are Deductible in 
Income Tax Returns 


ANY SMALL TAXPAYERS 
M continue to overlook deduct- 
ing losses sustained by destruc- 
tion of property by fire, storm, 
other casualty. This is 
particularly true where the de- 
struction is only partial, and the 


fl od or 


damage is repaired and forgotten 
by the time the annual income 
tax return is made. Yet, such loss 
is as real and substantial, where 


though a safe cracker 
a like amount from the 
trong box. Even more commonly 
overlooked than casualties to 
perty is that to non- 
operty, and also tax 


incurread, as 


naa § ien 


ousiness prt 
business 
deductible 
Pointing this up is the recent 
disastrous flood in the Northwest, 
only a fraction of which loss will 
be reflected in 1948 income tax 
returns by taxpayers. Less spec- 
tacularly, millions of taxpayers 
suffer casualties every year rang- 
ing from flooded basements, de- 
n of trees and piantings 
» complete demolish- 
ment of business structures by 
fires and explosions. 
It is unwise for the taxpayer 
a casualty loss 
trust ft memory in getting 
uch a loss in his annual tax re- 
urn. Moreover, such a slipshod 
approach, even the loss is en- 
tered in the tax return, may lay 
the deductio pen to question by 
the Internal Revenue Bureau, and 
allowance. 


art . Pn on ) 
who has suffered 


possible di 


Make Record of Loss 


Irnmediately a loss has been 

: taxpayer should 
start building a record to sub- 
stantiate the amount of the loss 
ar lal where the loss is only 
partial and, therefore, easily sub- 
to dispute, it is advisable to 
‘aisal of the loss 
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made before the damage is re- 
paired. Secondly, the taxpayer 
should make a point of keeping 
the repair bills against future 
challenge. 

The general rule applying to 
deduction, where the destruction 
is complete, is that the amount of 
deduction shall equal the adjust- 
ed basis of the value of the prop- 
erty. That is, the original cost 
less depreciation since acquisition 
and to date of loss. 

However, where the loss is only 
partial, the deduction shall be the 
VALUE of the property immedi- 
ately prior to the loss, less the 
VALUE of the property immedi- 
ately after the loss. This loss must 
not exceed the adjusted basis. 

In both partial and total loss, 
compensation from insurance 
must be deducted from the loss 
to arrive at the unrecovered loss, 
and the latter is the amount de- 
ductible in the tax reutrn. 


An Example on Loss 


As an example, take the case of 
a business building partially de- 
stroyed by flood in Oregon. Here 
is how the loss is reckoned for 
tax purposes: 


1. Cost of building in 1936.$25,000 


2. Depreciation to date of 


loss 9,000 
3. Maximum deduction 16,000 
4. Value before flood 15,000 
5. Value after flood 11,000 
6. Flood loss 4,000 
7. Insurance received 3,250 
8. Unrecovered loss $750 


As the unrecovered loss is less 
than the basis (item 3), the tax- 
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Ly Harold J. Ashe 


Tax Counselor 


payer’s deduction is $750, the un- 
recovered loss. 


Use The Long Form 


It should be noted that, while a 
taxpayer may also deduct for 
non-business property losses, he 
may do so only if he uses the long 
form in which he reports such 
losses, together with other per- 
sonal deductions. If he uses the 
short form or takes the standard 
deduction for personal deductions 
he may not additionally deduct 
for non-business property losses. 
This circumstance emphasizes the 
necessity for carefully reviewing 
the year’s casualty losses of a 
non-business character. Fre- 
quently, such losses will warrant 
a taxpayer electing to report his 
personal deductions instead of 
using the short form or taking 
the standard deduction. 

A partial check list of deduct- 
ible casualties include: 

(a) Fire, including damage to 
business, home, garage, furni- 
ture, automobile, equipment, 
and other property. 

Storm, including damage by 
rain, flood, lightning, wind, to 
property as above indicated. 


o 


(c) Earthquake, damage to prop- 
erty. 

(d) Automobile accidents, dam- 
age to property. 

(e) Explosions, damage to prop- 
erty. 

(f) Theft of property, personal or 


business, but not the losing 
of property by the taxpayer, 
and improperly described as 
theft. 
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BACK TO SCHOOL.—A sales meeting of Bene & Co., Inc., at Providence, R.L. 
where a “back to school” idea is carried out for both inside and outside salesmen. 


HE problem of further educa- 

tion for our salesmen has con- 
fronted us many times at Bene & 
Company, Inc. We have tried nu- 
merous plans for our regular sales 
meetings, including the idea of 
having them conducted by the 
salesmen, giving talks on their 
various merchandising lines and 
their methods of closing a sale 

We have had many sales promo- 
tions aided by movies. And we 
have had manufacturers’ send 
their representatives to us to give 
sales talks. 

But where do we go from here? 
At one time I thought our ideas 
were practically exhausted 

After giving this problem much 
personal consideration I came to 
the conclusion that the furthering 
of our education, with accompany- 
ing progress in sales, meant “going 
back to school” and once more 
dwelling on the things that were 
lacking to round out our selling 
experience. 
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Therefore, we started a school 
for our inside and outside sales- 
men which consisted of a ten-week 
course, two nights per week. On 
Monday, the program consisted of 
free hand perspective drawing 
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By Benjamin Agronick 


President, 
Bene & Company. 
Providence, R. !. 





and on Wednesday we took up in- 
terior color decorating. 
Instructors were hired from the 
Rhode Island School of Design 
and our courses ran from 7 P.M. 
until 10, a three-hour course being 
the equivalent of one week of in- 
struction at the school itself. 
Many of our men never had 
done free hand drawing and found 
it very difficult at the beginning. 
But as the work progressed, it was 
surprising to see how much they 
accomplished. Hidden qualities 
were brought out by this course 
and many of our salesmen devel- 
oped rapidly in skills and dis- 
played enthusiasm. At the end of 
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ANOTHER BENE INSTALLATION.—A partial view of the Sayles Finishing Co. 
main office, one of the installations made by Bene & Co., Inc., Providence, R.I. 
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fact that our location in the New 
England area influenced our cus- 
tomers to lean toward the period 
style of furniture. We are gradu- 
ally installing offices, however, in 
the modern soft tone finishes. 

As a means of stimulating sales, 
we set up my own office in a 
proper color scheme, installed 
modern furniture, used wall-to- 
wall carpets. In less than three 
weeks this office was sold com- 
pletely. Within this past year by 
redecorating and showing other 
styles of furniture in my office the 
complete installation has been 
sold four times. 





Study Results in Sales 


The accompanying illustrations 
are of installations which are the 
result of the hours spent by our 
men in the school of perspective 
STYLED FOR HOSPITALITY.—The office of United States Senator J. Howard Mc- drawing and interior color decor- 
Grath, Providence, R.I. This room was designed to radiate the fine hospitality of ating. 


4 the occupant, who is also National pe ye ert ae Eeeoree L. Our large showroom, an impor- 
Duffee, the furniture was installe y Bene o., Inc., of Providence. tant adjunct to our training of 





— 





the ten-week school period, our This was accepted whole heart- salesmen, features Stow Davis 
men were able to sketch free hand edly by our customers and in- wood executive furniture, Gun- 
layouts of office planning, showing creased sales resulted. The loss by locke chairs and leather pieces, 
the position of office furniture competitive bidding was _ also Standard Furniture wood desks, 
within the room and presenting a greatly reduced. Metal Office steel furniture and 
. color scheme to prospective cus- We found out many things the Herring-Hall-Marvin line of 
tomers about our business, including the safes. 
1 
) Simple Models for L T 
Help to Vi lize" Installation 
5 
EW DEVELOPMENTS always ways been a wise step for any such miss basis, it does lack the needed 
N mean improvements for our planning. While it is much better visualization of how such changes 
business institutions and these than proceeding on a hit-and- will look when completed which 


improvements can be in the na- 
ture of new equipment and new 


methods of doing everyday things 
in the office supply store. 
Adapting these developments to 
the operations of the business 
| takes time, patience and some- 
times a good deal of money. Often 
changes made in the process of 
altering such layouts prove costly 


: and when completed do not ac- 
| complish the maximum efficiency 
. 
| hoped for when work was begun. 


Planning such changes. well 
ahead of their actual installation 
or adaptation not only saves such 
needless expenditures but may 


often suggest even better adapta- 
tions of the equipment or idea. 
| Many office supply store owners 
plan such changes on paper with 
detailed sketches of the changes j . 
eesti : EASY TO VISUALIZE—Wooden blocks are used advantageously in making a 


- operation of their business dia- store layout for furniture or flow of work, providing a method for visualizing 
grammed in detail. This has al- the completed arrangement when changes are contemplated. 
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makes for maximum efficiency 
A midwestern firm has solved 
this additional problem through 
use of the model layout shown in 
the accompanying illustration. It 
consists of an ordinary flat piece 
of plywood board which serves to 
represent the firm’s layout. Sev- 
eral wooden blocks, cut to various 
sizes, represent units of equip- 
ment. These are moved about to 
study closely the actual opera- 


tional technique of changes and 
since they are not fixed, all can 
be moved about to study closely 
any possible improvement which 
might be made even after changes 
have been instituted 

The board and blocks have 
proven an invaluable aid in opera- 
tion of this firm’s business and is 
kept on the owner’s desk at all 
times. Many changes in flow of 
work and installations of equip- 


ment that suggest themselves 
from time to time are worked out 
first on the model layout. It is 
also used when discussing equip- 
ment or operational changes with 
salesmen and factory representa- 
tives and has, in the words of this 
plant manager, “proven to be 
about the best thing we have ever 
worked up to improve the opera- 
tion of our business.” 





Furniture Freight Rates Rise 70 
Per Cent in Two Years 


HE FURNITURE INDUSTRY 

of the United States is the sec 
ond largest durable goods indus- 
try in the nation. Embracing both 
office and household furniture, it 
is compesed of more than 6,000 
manufacturers, more than 45,000 
retail dealers, and hundreds of 
wholesalers. 

This industry is of tremendous 
importance to the country’s econ- 
omy, and especially to the rail- 
roads. More than $100,000,000 in 
revenue is paid to the nation’s 
railroads each year in freight bills 
on furniture, while another $100,- 
000,000 is paid on the movement 
of raw materials used in the man- 
ufacture of furniture, according to 
industry estimates. 

Furniture is manufactured in 
every state in the Union except 
Nevada, and the finished product 
moves to every city, village and 
hamlet in the country 

Like many manufactured com- 
modities that move long distances 
in important volume, the furni- 
ture industry has for a long time 
(17 years) enjoyed special rail 
freight rates. All over the nation, 
set-up furniture in less-carload 
shipments has moved on first 
class rates, and knocked-down 
furniture has moved on second 
class rates. 

These rates have been vastly 
important, both to the furniture 
industry and to the railroads, in 
building up the furniture indus- 
try and in creating traffic for the 
carriers. Because of these excep- 
tions ratings, resulting in lower 
freight charges, this commodity 
has moved freely over great dis- 
tances. The market of each man- 
ufacturer consequently has been 
greatly broadened. 
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Recently, the railroads have 
made public a proposal to cancel 
these exception ratings on less- 
carload furniture shipments. Un- 
der the new proposal, made by the 
eastern railroads, and also appar- 
ently to be followed by the uni- 
form classification committee rep- 
resenting all the railroads of the 
nation, a “density” formula would 
be used in assessing freight rates 
on less-carload shipments of fur- 
niture. Ratings would range from 
couble first class rates down to 
second class, based on a scale of 
densities ranging from three 
pounds to over nine and one-half 
pounds a cubic foot. Under this 
new formula, chairs, for instance 
would be rated double first class 
Tables would be rated first class, 
and desks, 1% first class. 

New Rate Would Bring Chaos 

According to the National Fur- 
niture Traffic Council, which ap- 
peared before the eastern rail- 
roads at a recent hearing on the 
proposal in New York City, the 
proposal would create chaos, 
would disrupt competitive rela- 
tionships which have existed for 
nearly two decades, and would lo- 
calize the industry and divert the 
remaining traffic to the trucking 
lines. This would have the end 
result of harming the railroad 
industry, according to furniture 
spokesmen. 

R. F. Bohman, president and 
managing director of the National 
Furniture Traffic Council, told the 
traffic executive committee of 
eastern lines, that the proposal 
would make the spread between 
the carload and less-carload rates 
so great that small shippers and 
small dealers would labor under 


By Carl Hudson 


Traffic Expert 


a distinct handicap. The action, 
he said, would “unduly prefer the 
large shippers and large dealers 
who can and do ship and buy in 
carload lots.’ 

Sixty-five per cent, or two 
thirds, of the nation’s manufac- 
turers have a production of less 
than $200,000 annually, Mr. Boh- 
man told the railroad traffic ex- 
ecutives. These are the manu- 
facturers who ship mainly in less- 
carload lots and are the ship- 
pers who would. suffer. most 
severely. “Obviously,” he _ said, 
“their business isn’t large enough 
to enable them to ship in carload 
lots. ... Some of the rates which 
will result from the cancellation 
of the exceptions ratings will be 
practically as high as express 
rates.” 


Rates Up 70 Per Cent 


Furniture spokesmen pointed 
out that in the past two years 
their industry had received rail 
freight rate increases totaling no 
less than 65 per cent, aside from 
the latest increase of approxi- 
mately five per cent granted De- 
cember 30 by the Interstate Com- 
merce Commission, effective on 
January 11. 

“Surely it must be obvious that 
to increase the rating on some 
articles of furniture—chairs, for 
example—100 per cent, is more 
than the industry can stand,” a 
furniture representative asserted. 
“The proposed increases are fan- 
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tastic. Adoption of the proposal 


cannot help but localize the in- 
dustry, which, in the last analysis, 
vill also hurt your railroad indus- 


immeasurably.” 
irniture traffic men were par- 
i neerned because, they 
said, new furniture packing rules 
which became effective on all 
t February 1, had cost 
$25,000,000 in addi- 
ional packaging costs yearly, plus 
$11,500,000 additional freight 
charges resulting from the in- 
weight of the new 


railroads las 


the industry 


rease if 


| ackages 


Charge “Bad Faith” 


Furthermore, the railroads were 
charged with “bad faith” in 
breaking an agreement made with 
the furnit industry on Novem- 
ber 20, 1946. That agreement, 
said Mr. Bohman, was a pledge 
not to cancel the exceptions rat- 
tings if the furniture industry 
would co-operate in rewriting and 
stiffening the furniture packing 


requirement 


“If your decision is to proceed 


with the cancellation of the ex- 
ceptions ratings, and repudiate 
the bargain made in good faith,” 
Mr. Bohman told the railroads, 
you will guilty of acting in 
bad faith and in one fell swoop 
you will disrupt for all time the 
friendly relations so painstakingly 
developed over the past decade 
with the second largest durable 
goods industry in the country, an 


industry which produces for the 
re than $200,000,000 in 


revenue annually 


carriers m<¢ 


Mr. Bohman declared that fur- 
niture as a whole bore its share 
of the transportation burden. 
Transportation rates, theoretical- 
ly, are distributed among the dif- 
ferent commodities according to 
the transportation characteristics 
of the commodities and to their 
ability to pay a given rate, he 
said. “By ignoring the ability to 
pay transportation rates, the rates 
might become so high that they 
will not move the traffic.” 

What shall it profit the rail- 
roads, he asked, to publish rates 
so high that the traffic will be 
localized or forced off the rails 
altogether? ‘‘If furniture produc- 
tion were limited to a few points, 
such as is true of many other 
commodities, there might not be 
much cause for apprehension. 
But when a commodity is manu- 
factured all over the country, as 
is furniture, the only possible way 
the railroads can get any great 
proportion of the traffic is to 
publish rates that will enable the 
shippers to reach out into distant 
territories and meet local com- 
petition on fairly even terms.” 


Neckties and Office Desks 


He told the railroads they were 
not dealing with small units such 
as neckties, upon which even a 
100 per cent increase in freight 
rates would hardly be noticeable, 
but with a commodity that runs 
into considerable weight per unit 
on which freight charges run into 
dollars, not cents, and which are 
readily recognized as important 
cost factors. “It is axiomatic that 


trade follows the freight rates,” 
he said. “When freight rates be- 
come too high, the retailers will 
buy nearer home. As a matter of 
fact they will have no other al- 
ternative if they wish to meet 
competition and stay in business.” 


Traffic representatives of the 
furniture industry defended the 
present freight rates as “the only 
fair and reasonable way to treat 
furniture.” They urged the rail- 
road uniform classification com- 
mittee, which is currently pre- 
paring a new uniform freight 
classification on all commodities 
to apply throughout the nation, 
to treat all furniture the same, 
and to establish a maximum rate 
of first class on less-carload set- 
up furniture and second class on 
knocked-down furniture. 


They told the railroad officials 
it was very doubtful if the In- 
terstate Commerce Commission 
would permit the eastern rail- 
roads to cancel the exceptions on 
furniture so long as much lower 
freight charges prevailed else- 
where in the country. Railroad 
executives of the eastern roads 
said they would consider the con- 
tentions of the furniture industry. 
The uniform classification com- 
mittee is still considering, and has 
not yet published, its proposals for 
new ratings on furniture. The 
whole question of freight rates is 
of such cardinal importance to 
furniture men that the railroads’ 
decisions will be closely watched, 
and possible appeals taken to the 
.C.C. 








LARGE W. H. GUNLOCKE INSTALLATION MADE AT WASHINGTON, D. C. 


Two photographs of a recent W. F. Gunlocke Chair Co. in- 
stallation made for the Union Trust Co. in Washington, D. C. 
This large order was sold and handled by the W. D. Camp- 
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bell Co., of that city, supplying standard desks and Gunlocke 
chairs. Of particular interest are the low counters for the 
tellers, not shown, and the fact that the bank is carpeted. 
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Reno Furniture Firm Builds Beautiful 


XTREME CONFIDENCE in the 

growing future of the office 
furniture market in the northern 
Nevada territory has encouraged 
Morrill & Machabee, office furni- 
ture and stationery dealers of 
Reno, to build one of the West’s 
most colorful office furniture 
shewrooms. 

Morrill & Machabee are rela 
tively new in the northern Nevada 
Stationery field, having been in 
business only eight years, but have 
already hung up a remarkable rec- 
ord for office furniture, filing sys- 
tems, business machines, repair 
services, and general stationery 
eperations. Frank Morrill and Del 
Machabee, partners, have placed 
heavy emphasis on office furniture 
since V-J Day, pointing out that 
Reno’s continued prosperity, de- 
rived not only from the gambling 
clubs and casinos which lure thou- 
sands of tourists daily, but from 
silver, cattle and sports, has re- 
sulted in the establishment of 
many professional offices. There 
fore, top-flight quality fine office 
furniture, desks, filing systems and 
bookkeeping systems have sold 
extremely well. 


Build New Showrooms 


Hampered by the usual space 
limitations which are cutting 
down on office furniture merchan- 
dising operations elsewhere in the 
country, the partners have “solved 
the entire problem” by building 
an entirely separate office furni- 
ture showroom at 346 Lake St., 
several blocks away from the main 
Morrill & Machabee store on Vir- 
ginia Ave. As shown, the new 
store is of all concrete block con- 
struction, trimmed with modernis- 
tic tile, and represents an invest- 
ment of approximately $15,000 
The building is leased and was 
constructed to the office furniture 
firm’s specifications. Interior lay- 
cut of the showroom, which is 
built around the theory of “pack- 
age merchandising” of office fur- 
niture, is the handiwork of a 
famous San Francisco architect, 
who was flown to Reno for the job 

Devoted exclusively to office fur- 
niture, with a small department 
at the left-rear for accounting 
systems, files, and Kardex equip- 
ment, the showroom represents a 
sharp departure from usual office 
furniture display practices. For 
example, walls are done in a vari- 
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Separate Showroom 


ety of pastel colors, with rose, aqua 
blue, nile greens, and other pastel 
primary shades appearing here 
and there. “At first glance, we 
thought that so many colors might 
effect sort of a carnival atmos- 
phere,” Del Machabee_ smiled 
However, in actual practice, the 
colors show many advantages 
Rich mahogany, polished walnut, 
and other dark finish hardwoods 
look fine against a rose-colored 
wall, while some of our pastel 
green colors have the same effect 
with light blonde furniture and 
small accessories.” 


Has Rectangle Shape 


The showroom, as shown, is a 
perfect rectangle, with the en- 
trance in the center. The floor is 
in a retiring red color, with elastic 
rubberized enamel, as a _ back- 
ground. On the right side, seen 
immediately upon entering, and 
visible through the showroom win- 
dows, the customer finds four 
model executive offices, each rep- 
resentative of the “package sale’ 
for which the store is striving. The 
No. 1 executive office, where it is 
exposed to the maximum amount 
of traffic, is done in “ultra-mod- 
ern” style, containing desk, rug 
matching table, executive chair, 
hatrack, lamp, wastebasket, per- 
sonal file, and other appurte- 
nances, all carefully harmonized, 
and available to the customer 
either at a flat overall price, or 
“per piece” price. Immediately 
behind this, similarly sized is a 
complete Georgian office, with 
elaborately carved woodwork 
throughout, pictures on the wall 
te harmonize, and a similar rug 
The two ensembles farther back 
along the wall are in lower price 
ranges, and likewise designed to 
appeal “at a glance” and as a 
whole to professional men, busi- 
ness executives and purchasing 
agents. 

The center sales floor is used 
for “efficiency displays’’ of 
matched-up desks and chairs, ro- 
tating files, and personal files 
With space for approximately 22 
aesks, the center floor also car- 
ries reception furniture, stenog- 
rapher desk and chair setups, pos- 
ture chairs, and a large selection 


By Bert Merrill 


Field Correspondent 


of better-priced executive chairs 
in fine leather, brass-studded, and 
ctherwise trimmed. 

Use Novel “Bin” Idea 

Among the most eye-striking 
features are the “two-way” bins 
or partitions which separate the 
executive offices. These, construct- 
ed of eight-inch broad strips of 
wood, have many compartments 
set at various angles in which ta- 
bles, ashtrays, lamps, radios and 
other small items may be shown, 
where the customer may see them 
while looking at the desk setups 
It is easy for salesmen to reach 
into any one of the sections, place 
a lamp or a personal file on a 
desk, for example, and match 
them up at once. 

The showroom is heated by sus- 
pended fan-type gas heaters, and 
may be easily air conditioned if 
the summer heat load proves it 
necessary, according to Mr. Mach- 
abee. Venetian blinds have been 
ordered for the all-glass front to 
do away with high sun load during 
the summer. 

In the rear of the building is a 
large shop, with plenty of space 
for crating, uncrating, polishing, 
and repairing of office furniture. 
Flexible incandescent spotlights in 
the ceiling may be focussed on any 
display with ease—to accentuate 
particular designs. Three full-time 
floor salesmen will be on duty at 
all times. 

The novel lighting system com- 
bines all advantages of incandes- 
cent lighting with plenty of day- 
light illumination through the 
skylight and the front windows. 
Although the store was initially 
equipped with a fluorescent light- 
ing system, Partners Morrill & 
Machabee immediately arranged 
to have this removed—on the the- 
ory that fluorescent lighting, as a 
rule, has a far less flattering effect 
on bright colors of leather and 
polished wooden surfaces than in- 
candescent light 

With this showroom, Morrill & 
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a Good Market 
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HENRY L. MORGAN CO. INSTALLA- 





























TIONS.—Pi herewith are three 


recent instaliation by The Henry L 
Morgan Co., Columbus, Ohio. Top pic- 


'y 


ture—Stow Davis furniture in the 
office of the president of the Prima Shoe 
Co. Columbus, Ohic. Center—Mr. 
Strandland’s ffice in Lustron Corp., 
Columbus, C also furnished by the 
Morgan firm with Stow & Davis furni- 
ture. Bottom—Yawman and Erbe desks 





and DoMore chairs installed in the gen- 
eral offices the Big Bear Stores, Inc. 
NOTE La month, in the story on 
page 4( the new quarters of the 
Harry L. Morgan Co., the name of Gunn 
Furniture C was inadvertently omit- 
ted from tl ist of manufacturers rep- 
resented exclusively by the Morgan 
firm. The error is sincerely regretted. 
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Miami Dealer “Scours’ Market to 
Satisfy Furniture Demand 


AINTAINING THE GOOD 

WILL of both present and 
future office furniture purchasers 
today is an extremely difficult job, 
which requires “scouring the mar- 
ket” for any possible source of 
wood or steel furniture, according 
to H. H. Bryant, head of Bryant’s 
Office Supply Company, Miami, 
Fla. 

The Bryant organization, which 
specializes in general office sup- 
plies, office furniture, duplicating 
equipment and all lines except 
office machines, is “feeling the 
growing pains of the city,” as Mr. 
Bryant put it. The Florida metrop- 
olis is literally bulging at the 
seams, according to the Florida 
retailer, with population almost 
double since the beginning of the 
war, and a constant influx of new 
residents being registered month 
after month. Along with the pop- 
ulation growth, of course, there 
have been many new business or- 
ganizations formed, all of whom 
are clamoring for office furniture 
which is difficult to deliver 


Shortages Still Exist 


“Our furniture market is excel- 
lent in every sense of the word,” 
Mr. Bryant said. “But we have 
been constantly plagued with 
shortages, even on walnut and oak 
desks, and have been able to ob- 
tain little or no steel whatsoever 
This is readily understandable in- 


asmuch as manufacturers’ repre- 
sentatives tell me that steel mills 
are not rolling enough furniture 
steel, and our comparative re- 
moteness at the southern tip of 
the country makes it difficult for 
any of the manufactured stock to 
trickle through. However, the cus- 
tomer who is opening up a new 
business office, must get by in one 
way or another, and therefore, we 
are bending over backwards to 
obtain office furniture from any 
point possible.” 

The walk-up mezzanine office 
furniture display room in the Bry- 
ant store in downtown Miami pre- 
sents a “new look of its own” 
almost every other day, Mr. Bry- 
ant said, inasmuch as few pieces 
of office furniture as received stay 
on display more than two or three 
days. With new business districts 
opening up in Greater Miami, 
Coral Gables, Richmond, South 
Miami, West Miami, and other 
suburbs, there has been a ready 
market for even plain oak furni- 
ture, which had hit the “dol- 
drums” before Pearl Harbor. 

“We have more than $30,000 in 
outstanding orders written up in 
backlog form,” Mr. Bryant said. 
This, we believe, represents al- 
most a liability, inasmuch as a 


By Robert Latimer 


Feature Writer 


tremendous amount of ill will may 
be the result if we fail to make 
delivery. Recently we stopped tak- 
ing any orders promising delivery 
altogether on the theory that an 
immediate disappointment is bet- 
ter than having to continuously 
delay delivery of sorely-needed 
furniture.” 


Many Contacts Pay Off 


The fact that Mr. Bryant has 
been able to pacify many of the 
new business firms who have 
placed orders with him is credited 
entirely to sitting down and writ- 
ing scores of letters to little- 
known furniture manufacturers, 
in addition to the big nationally- 
advertising firms, he pointed out. 
“We have managed to contact 
many smaller firms, who, surpris- 
ingly, can supply a half dozen 
desks, a few chairs, tables at a 
time, enough to fill some of our 
orders,” he pointed out. “In that 
way, we have managed to satisfy 
a lot of our waiting customers, 








Office Furniture, Inc., 1023 18th St., N.W., Washington, D. C.., 
is now located in beautiful new quarters where furnishings 
for the office can be shown to best advantage. Fourteen dif- 
ferent colors were used in decorating the store and the pri- 


vate office of H. V. Boswell, these blending harmoniously in 
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OFFICE FURNITURE, INC., WASHINGTON, D. C., OCCUPIES BEAUTIFUL NEW STORE 


the draperies, walls, ceilings and floor coverings. Upper 

center—the show window. Upper left—the private office of 

Mr. Boswell. Upper right—a wall view of Mr. Boswell's office. 
Bottom—a view of the attractive showroom. 
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even though it requires heroic ef- 
forts to obtain such items.” 

One means by which Mr. Bryant 
has been able to make clear the 
reasons for the shortage of wooden 
furniture, which most office furni- 
ture purchasers think ought to be 
available in quantity, is to point 
out an instance which occurred 
with a southern factory. Some 
time ago, unable to get enough 
hardwood for finishing up a pro- 
duction schedule of desks, the 
office furniture manufacturer got 
priorities on the lumber which 
was shipped, and made into desks 
as specified. However, when it 


came time to crate the desks, and 
ship them, it was found that the 
lumber used in finishing the desks 
was the lumber which the ship- 
ping firm had intended to utilize 
for making crates, and so the 
shipment had to sit for several 
months, while enough wood was 
resurrected to protect the desks 
in shipment. “Experiences of that 
kind are common nowadays,” Mr. 
Bryant said, “and putting a little 
humor into our explanation counts 
a lot.” 

One forward-thinking step 
which has been taken by the Bry- 
ant Office Supply Company and 


several other office furniture re- 
tailers in the Miami area, is to 
set up a “pool,” whereby each firm 
notifies the co-operating firms 
what office furniture it has on 
hand, in the event of emergencies, 
or ability to help one another out. 
For example, one furniture retailer 
found himself over-supplied with 
wooden posture chairs, while an- 
other had too many wastebaskets 
on hand. By distributing this mer- 
chandise among themselves, each 
of the firms was able to do a bet- 
ter job of satisfying customer de- 
mand, and to prevent over-inven- 
torying. 





Business Builders 
Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 
CONFIDENCE ... COUR. 
AGE . CO-OPERATION 


RILLIANT indeed and definitely 
R resultful was one of the last 
sales meetings our own organiza- 
tion experienced in 1948, when 
John W. Ridgeway, the energetic 
new Pacific Northwest represen- 
tative of the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, 
outlined not only present promo- 
tions but also those for 1949 as 
they pertained to his products 
And applicable to other relating 
items, some notes of that meeting 


are worthy of full billing and 
top-of-column notice in this re- 
lease of BUSINESS BUILDERS. 
Stand by on your OFFICE APPLI- 
ANCES network as they come to 


utfitting sales centers: 
every business day in 
is a promotion date, in- 
it big opportunity week, 
Christmas and New 
Year’s, better check your plans 
right now for the important 365 
days in the year 1949. 

Are your promotions for 1949 
all set up? Are you ready to en- 
exceed last year’s suc- 


your office 

Just as 
December 
cluding ths 


’ 
petween 


core and 
esses ? 
THE GIFT PARADE begins to 

nove today and every day 

throughout the year. 

* Don’t be hesitant to ask for AC- 


TION, or neglect to do so. That’s 
what planned in your sales 
presentations and _ promotions, 
Vasn t 

* Whether it is a gift item, or an 
every day utility item, ASK THE 
BUYER for whom he is purchas- 


ing it, and HOW IT IS TO BE 
USED! 


> e¢+ *¢* *¢ *&® *& @ 


Thanks a million, friends of 
BUSINESS BUILDERS, who fill 
our mail box No. 2153, Spokane 2, 
Wash., Care of Shaw & Borden 
Company, with cards, personal 
letters, and regular releases of 
house organs. With regard to the 
last named, we want to honor this 
month, Doc Anklam of The Gil- 
crafter, published by the Gilbert 
Paper Company of Menasha, Wis., 
when we rebroadcast this big six 
comment of Doc’s in his current 
issue: 

* It sure takes a raft of money to 
keep afloat these days. 

* Seems to me that what this 
country needs is not a working 
majority, but a majority working. 
* Certainly is easy to see through 
people who make spectacles of 
themselves. 

* Ever notice? A fellow who has 
time to kill usually spends it with 
someone who hasn’t. 

* Some folks call ’em hick towns 
because there’s no place to go they 
shouldn’t. 

* Worry is a lot like a rocking 
chair—it gives you something to 
do, but won’t get you any place. 
*A contractor went out to look 
over one of his post-war homes. 
Walking up to a house in which a 
carpenter was working, he whis- 
pered: 

“Can you hear me through this 
wall?” 

“Yep!” 

“Can you see me?” 

“Not very well.” 

“That,” said the contractor ju- 
bilantly, “is what I call a darned 
good wall.” 

As a candidate for a very help- 
ful BUSINESS BUILDER, a desk 
manufacturer friend of ours 
mailed us this clipping that he 
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thought should have recognition 
and use... He said the author of 
it was Francis W. Sullivan, and 
that he had discovered it in Print- 
ers Ink . . . tune in to these three 
interesting stanzas: 
DOUBLE TALK 
How many words of salesmanship 
We use without reflection! 
Old friends like “close” and “cus- 
tomer” 
And “business” and “objection” 
Yet, buried in those magic words 
Lie other words, whose spelling 
Reveals the deeper things that 
creep 
Into our job of selling. 


That little US in c-US-tomer 
Demands we find the way 
To buyer-seller harmony 
Through many a friendly day. 
The OBJECT in OBJECT-ions, too, 
Points out the salesman’s tack— 
When prospects feel they want 
your deal 
They probe, resist and ask. 


Since knowledge pays, the EARN 
in I-Earn 
Has quickened many a climb: 
Each salesman knows the LOSE in 
c-LOSE 
Can happen any time, 
But most of all remember this, 
Unendingly rehearsed— 
There’s a You and I in b-U-s-I- 
ness 
And the YOU comes first! 
—Printers’ Ink. 


* > + &¢ © & 8 


.. . and for this month’s terse 
trailer: “SALES-PROMOTION” is 
the knocker on the door of oppor- 
tunity! 
Office-efficiently yours! 
Ralph B. Ortel 
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Here and There 


Editorial 





The State of 
the Industry 


e THE OFFICE MACHINES division of 
the industry is operating on a basis of in- 
tensified sales programs in order to assure 
profits in 1949 despite rising wages and 
increased materials costs. In most cases 
the backlog of orders has melted away. 
Some manufacturers have been forced to 
make temporary production cuts. Faced 
with competitive conditions, office machine 
makers are launching aggressive promotion 
campaigns that should bear the fruit of 
rofits before the year is out. 

e THE LATEST government reports on 
sales volumes of retail stores cover the 
month of November. The U. S. totals for 
all retail stores show a three per cent in- 
crease in November, 1948, over November, 
1947. In each of the three categories in 
our field the increase is better than the 
overall average. Office, store appliance 
and equipment dealers recorded an || 
per cent increase; office, store and school 
supply dealers showed a four per cent 
plusage, and stationery stores made a six 
per cent gain. It must be remembered, of 
course, that sales figures are in dollars 
and not units. The apparent gain may not 
be actual when the difference in dollar 
value is taken into account. A careful 
check of individual situations on a unit 
volume basis is indicated. False assump- 
tions based on figures that sometimes lie, 
can be costly. 

e ACCORDING to Frank D. Newbury 
consultant economist for the Westinghouse 
Electric Corporation, the gross national 
product for 1949 will be $260 billion, a 


- gain of $35 billion over 1948. Mr. New- 


bury, who makes the forecast in a copy- 
righted article in Industrial Marketing, 
is almost unique among economists, as he 
correctly predicted the record business 
volumes of 1947 and 1948. As the general 
business condition is an almost perfect 
index of activity in the office equipment 
and supply field, Mr. Newbury's prophecy 
augurs well for commercial stationers and 
office equipment dealers.—WSL 


JIM LYNCH, SALESMAN, SEEKS 


salesmen who 


PIANO AND ANOTHER 
SALESMAN 
The crying need today 
can make | 


sales presentations. The k 
petitive situation demand 


the old 


slovenly sale 
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Profits Are Not Necessarily Evil 


@&@ LOOKING ACROSS the sea to England where 
a socialized government is more and more killing 
self-initiative and then glancing at Washington 
where the party in control is flirting more and more 
with “cradle to the grave” schemes of nationalized 
help to the individual, it is plain to see that the 
profits idea is taking a licking. There is a distinct 
tendency today to throw away the bootstraps once 
used as a lift to success. 

But there is rebellion against the idea that profits 
are necessarily evil. One of the dissenters is that 
prominent British trade publication, Stationery 
Trade Review, which sets up the premise that “Every 
man, even if he is working for an individual em- 
ployer, for a firm, or for a nationalized industry, is 
primarily in business for himself. He has got to put 
into it what he wants to get out.” 

The government could learn from the stationery 
trade, point out our brother editorial writers—“Gov- 
ernment leaders who want to increase production 
might well take a lesson from a class of people whom 
they seem very often by their public pronouncements 
to regard as mere parasites on the community—the 
retail distributors; in other words the men and 
women who sell the goods that they are urging the 
industrial workers to make... .”’ 

Profits cannot be divorced from business, from in- 
creased production, or increased efficiency. Most 
people are in a business to make a living for them- 
selves and their family—and the best living possible 

and stationers realize very well that while doing 
so they are making themselves essential to both the 
well-being of their community and their govern- 
ment. 

For government to discourage profit making by the 
commercial stationer, or any other segment of in- 
dustry—is incongruous. The very idea of profit in 
the stationery business is making possible the in- 
creased efficiency of government itself because it uses 
the improved tools developed through the desire of 
the stationer to make profit. 

More government means more paper work. And 
more paper work means more products from the 
stationer. That the end result can be obtained by 
destroying the profits system is unthinkable. 





nd imme idea to present a piano to the 

nara Tf tamily. He set it with Mr LYNCN 

investigate the market. At the 

rst store, whict well known in 

; B. Lynct music circle ne xia that ana 

vne - Mors Lynch might buy a piano. Then 

ast year president ne beste for th yiesman Jive 
Travelers Club, de him some reason why he should. N« 
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You’ve never seen 
such a mimeograph 


Here, for the first time, is a table-top mimeo- 
graph with a self-contained electric-drive. The op- 
erator remains comfortably seated while this ma- 
chine produces clear, sharp copies of written, typed 
and drawn material at the rate of 140 per minute. 
Now add sturdy construction for continuous trouble- 
free operation, built-in features that handle a variety 
of jobs and the availability of special accessories to 
speed up and simplify systems work. 

Investigate this new A. B. Dick mimeograph, model 435. 
For use with all makes of suitable stencil duplicating 
products. Look in the phone book or write for the name of 

your nearby A. B. Dick Company representative. A. B. Dick 
Company, 720 West Jackson Boulevard, Chicago 6, Illinois. 


A. B. DICK @ 


—the first name in mimeographing 


ands now the 


Shown at right is the model 27 
A. B. Dick mimeograph stand 


with built-in foot control for 
fast fatigue-free operation 
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reason was offered, so Jim and 


good wife walked out saying the 


might get in touch with the salesn 
later. 

Jim and Mrs. Jim went to ar 
store on the same street. Thi 
tinued until five had been visits 
one offering a reason why. | 
even Mrs. Lynch decided t 
what he was doing. He 
that before investing a 
modern piano costs he 
know about construction 
qualities which would make 
particular piano a valuable 
pendable purchase. 


Time was running out 


ANG cE 


Jim Lynch is a salesman of long 
cessful record 
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as a happy thought he called on the 
agg a NOVEMBER IS BIRTHDAY MONTH 
ie geet aie FOR BRAZEALS IN ONE-DAY 
a og” FETE FOR 


several occasions previously 
salesman asked if he or Mr 
was a musician, to which the ar 


was no. The salesman said that in tt 


case he would show exactly 
Kimball pianos were put 
and gave an interesting talk 
subject which required severa 
utes. He showed how 
everything in the manufactur: 
modern spinet piano is mad 
Kimball plant. Also he 

say that so far as the m 
were concerned, all on the f 

of equal quality. Jim asked +! 
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JAMES B. LYNCH 











man which one of the pian 

play he would buy under 
cumstances. The salesman 

was a certain attractive unit at 
the average in price. The only 
ence between that one and a: 
for $250 more, he said, was in 
case. The more expensive in 

had more intricate 
might not be appreciated after 
ceiving usual attention over a per 
of several years. Twent 

from the time Mr. and 
entered the store they had 
their purchase. The fami 
oughly sold on the pian 
man from whom Jim bought 
salesman," he said, ‘talk 
language and | understand hi 
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show cut 
bo ffce of ficiency... 


A. the Panama Canal saves 


shipping mileage, so does 
this princely line save 

dollars ... and time... and 
tempers! Traditional 
preference of those canny 
typists and purchasers 

who measure economy by 
RESULTS... 

rendering the utmost in 
“Quality that Wears” 











ECTOGRAPH 


#3, 









PANAMA-BEAVER 
Yilbboud Latina 


MANIFOLD SUPPLIES CO, 188 3rd Ave, Brooklyn 17, N, Y. 


CARBON PAPERS HECTOGRAPH UNI-MASTERS INKED RIBBONS 
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to read $271.00. It is not ascer 
tained whether the check was raised 
before it was taken to Yugoslavia 
or whether the change was mad: 
there. The person making the alter 
ation used a great amount ski 
but, however, could not imitate 
the maseration produced on the 
Safeguard machine. The check had 
been handled many times and had 
gone through the bombing of a 
bank building, exposed to water 
fire and rot and was sticking in a 
pile of other checks which were hard 
to separate. 


WHEN DESKS WERE SHORT 

AL GARRIGAN STOOD UP 

In the not very distant past, when 
office furniture was passed through 
a dealer's premises without a pause 
on its way to a customer, Al Gar- 
rigan of the Typewriter & Equip- 
ment Company, Springfield, Ohio 
was occasionally constrained to sell 
floor samples—even the furnit 
being used by his staff. His loyal 
employees took it with a smile and 
then did some devious planning. 
One day when Al returned from 
a sales call he found his office 
equipped with a slightly altered crate 
for a desk and a packing box for a 
chair. His office furniture had been 
sold to an urgent customer, “in ac 
cordance with store policy.'’ Despite 
expressions of sympathy, Al learned 
that “What's sauce for the goose, i: 
sauce for the gander." 


SELLS ADDING MACHINE— 
NEEDS ONE TO COUNT PENNIES 
GIVEN IN PAYMENT 
Evan B. Thomas of Elmira, N.Y 
a salesman for the Ma T 

writer Exchange of Almond 
had to have help to carry in the 
day's receipts recently. 

Mr. Thomas asked Claytor 
tle and James Reed to help him 
with $100 in white pennies in a one 
gallon oyster pail and a galk 
fruit jar. 

Raymond Burr, grocer of Add 
son, N.Y., once told Thomas he 
would buy an adding-machine when 
enough pennies were saved 
Thomas thought he was kidding 
But the grocer selected the ma 
chine he wanted and then pr 
the 10,000 pennies. 


JOSEPH PRITCHARD AGAIN 

ELECTED BANK DIRECTOR 
Joseph Pritchard, president 
Wells Office Furniture Compan 
Chicago, was recently te 
director of the South Shore Na 
tional Bank of Chicago. He was on 
of the original organizer t 
bank, ten years ago. 
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COACH SCOUTS RIVALS WITH 
A WIRE RECORDER 

Chuck Nihan, head coach at Bel- 
videre (Ill.) High School, has come 
up with a revolutionary method of 

couting. The boss of the Bucs take 

a wire recorder along to an oppc 
nent-to-be's games and does a really 
thorough play-by-play account for 
future study. 

This provides a more complet: 
record of the other team's good and 
bad points than the pencil-and-note 
book method, Coach Nihan believe 
Many vital facts, which might other 
wise be lost, can be told to the trusty 
ittle device which grinds merrily 


along as Nihan watches a aqame. 





L. C. SMITH MAN DIRECTS RED 
CROSS FUND EFFORTS 

Edward E. McNally, sales manage: 
of the Vivid Division of the L. C 
Smith and Corona Typewriters, Inc. 
has been appointed director of the 
Red Cross fund campaign for 1949 
in Syracuse, N. Y., and Onondaga 
County. He served as general vice 
chairman of the 1948 campaign and 
was chairman of the advance gift 


livision in 1947.—GET 





A SLIGHT ERROR, TO SAY THE 
LEAST, IN BOB'S LIGHT BILL! 
Bob Peterson of Estherville, lowa 

julped when he opened his monthly 

light bill from the city. It was for 
$1,188,005.56. 

Explanation: City Clerk Glenn 

tory said the billing machine went 

haywire. The amount should have 


been $5.56!—EEG 


¢ 








CALENDAR ¢ 
as. (NDUSTRY- 








DAV CARTOON OF THE YEAR— 
This dramatic cartoon by Jerry Cos- 
tello titled “Memo For Today.” urging 
the employment of disabled war 
veterans, was declared best in the 
1948 national competition sponsored 
by the Disabled American Veterans 
among newspaper editorial cartoon- 
ists. Costello is with the Albany 
(N.Y.) Knickerbocker News. 


MORSE SENSE FROM OLLIE THE OWL 





Ooucem 2 WHO STREET 
Tre OAK TREE 
ow. HOLLOW 

Ex 
LIBRI 
Dear Editor: 


One day I was down at the 
lake and saw a big heron stand- 
ing in the water near the bank 
waiting to spear his dinner. He 
stood as still as an oak on a 
calm summer's day — waiting, 
waiting, waiting. 

Finally, I asked him, “How yer 
doin’?” “Terrible,” he replied. 
“This used to be a good spot for 
big, fat fish, but not any more.” 


“Why don't you try another 
spot?”, I asked him. 


“Patience is a virtue. All things 
come to him who waits,” he re- 
plied wearily. That was his 
philosophy. 

I flew around to visit with this 
heron every once in a while, it 
was always the same story, 
things were getting so bad that 
he could hardly keep his head 
above water. 


As time went on this bird grew 
thinner and thinner, yet he kept 
wading to the same spot every 
day waiting for a catch. On a 
nearby tree | noticed a fish hawk, 
fat and happy. Came meal time 
and he took off across the lake, 
flying low, his eyes scanning the 
water. Suddenly his head darted 
downward, disappeared under 
the water and he came up with 
a fat bass that he brought back 
to his nest and ate with relish. 


“Fisherman's luck,” snorted the 
heron and he went on waiting for 
a fish to swim his way while the 
fish hawk got ready to scout the 
lake for his supper. 

Patience is a virtue, but the 
go-getter has al] the fisherman's 
luck. 

Very wisely yours, 


OLLIE THE OWL 
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simple...sturdy...economical! 








Illustrated : 


Smith-Corona ‘*8M’*’ Adding Machine 











SMITH-CORONA 


Malet / 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY 
Makers also of famous Smith-Corona Office Typewriters, Portable Typewriters, Vivid Duplicators and Typebar Brand Ribbons and Carbons 
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GUNN ADDS TWO DESKS TO SERIES 


Gunn Furniture Company, Grand Rapids, Mich., has 
announced addition of two specialized desks to its 





GUNN COMPTOMETER DESK (TOP PICTURE) 
AND DESK STYLED FOR TYPEWRITER USE 


modern Starline series—a Comptometer desk and a 
double pedestal typewriter desk. 

The Comptometer desk is made with a full-sized 
top, 58 x 32 inches, to provide adequate working space. 
At the right of the occupant, however, the desk top 
is depressed about four inches to provide a resting 
plaftorm for the calculating machine. By eliminating 
one of the two pedestals usually provided for a desk 
of this size, the operator is given increased freedom 
of motion. 

The typewriter model, likewise 
suited to the needs of the senior or executive secre- 
tary, office manager, or creative writer. Storage space 
is provided in the two pedestals and ample room on 
the depressed typewriter shelf. 


58 x 32 inches, is 
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WABASH REDUCES CHECK FILE GUIDE HEIGHT 

Wabash Filing Supplies, Inc., Wabash, Ind., has ad- 
vised the trade that beginning with orders received on 
February 4 the stock check file guides, in all materials 
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and tab styles, will be furnished in 35g-inch high body 
size instead of 3%-inch height as the firm has regular- 
ly supplied up to this time. The standard width of 
nine inches will remain the same. 

This reduction of one-fourth inch in body height is 
made in order that the Wabash stock check file guides 
will be easily adaptable to the check files of a number 
of manufacturers in this industry. It will not be nec- 
essary to purchase special size check guides 

_ oo 
LYON OFFERS NEW STEEL-WOOrP LOCKERS 

Lyon Metal Products, Inc., Aurora, Ill., has an- 
nounced a new line of steel-wood lockers, featuring 
an exclusive recessed handle of satin chrome finish. 
The entire framework and doors are of steel, while 
all other parts are of steel re-inforced durable Mason- 
ite. All steel parts are finished in green enamel and 
the Masonite is its natural brown color. 

The lockers are made in both single and double 
tiers in all of Lyon’s standard sizes and are available 





RECESSED INSTALLATION OF LYON’S LOCKERS 


Accessories 
Number 


without legs where recessing is desired. 
include steel sloping tops and closed bases 
plates fit right in the recessed handle. 
oo ie 
OFFER SIMPLOPHONE TO PHONE USERS 
Simplophone Corporation of America, 303 Fifth Ave., 
New York, N.Y., has offered the industry a small desk 
telephone amplifier. Simplophone is designed to permit 
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name implies, Silk Spun carbon paper 


As the 
offer limited number of discriminating 
executives and operators a product of uncom- 
promising standards that long has been rec- 
ognized for producing the greatest possible 
number of clear, clean, brilliant copies. These 
fine examples of precision workmanship are 
made by the exclusive “M&V™” Duplex Proc- 
ess that literally forces the rich ink mixture 





SKILLED CRAFTSMANSHIP 


through every fibre of the tough, though 
extremely light weight paper. They provide 
a far greater intensity of copy yet economi- 
cally insure a more gradual weardown. All 
Silk Spun ribbons continue to be made of 
the finest quality genuine pure silk fabric 
produced. They insure accurate work of un- 
excelled neatness and uniformity even under 
the most exacting machine conditions. 


Now available in Ultra Modern ‘‘Curl-Less’’ 
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PARK RIDGE, NEW JERSEY 








conversation with the telephone user’s hands free to 
make notes, have a secretary listen to, or make a 
stenographic record of the conversation, or, provide 
group listening facilities. 

Simplophone resembles a small table radio receiv- 
ing set with a moulded cradle on top for the telephone 
handset. The telephone instrument is placed on top 
of the Simplophone into the cradle and the voice 





SIMPLOPHONE AMPLIFIER 


of the person on the other end comes through a loud- 
speaker. 

With two Simplophone units the office telephones 
become a loud-speaking interoffice communicator. 

The device is self-powered, operating from 110-120- 
volt A.C., or D.C. power lines. Available at $39.95 in 
cabinet finishes to harmonize with office furniture, 
the instrument is approximately 1014 x 4% x 6 inches 


in size. 
oo —- 


NEW ESCORT TRUCK OFFERED TO TRADE 
Associated Services, 224 W. Main St., Carlinville, I11., 
is producing the Stevens Escort truck as a new device 
claimed to be particularly adapted to the handling 





STEVENS ESCORT TRUCK 


of office equipment and appliances, especially where 
there is a problem of moving the articles over curb- 
ings or up a flight of stairs 

This hand truck has a caterpillar tread said to 
literally “crawl” up a stairway. The tread rolls easily 
over steel bearings set in an aluminum frame and the 
load is distributed evenly from step to step for ease 
in handling. 

The retractable swivel wheel on the model illus- 
trated herewith supports the entire load when rolling 
on a level floor. The two wheels near the top of the 
frame are used when heavy equipment is being loaded 
into a truck. Then, the wheels are placed on the truck 
bed, the ground end may be raised and the entire 
load rolled into the conveyance without the necessity 
of lifting it. 

Capacity of the model shown is 1,500 pounds 


G-F DEVELOPS HIGH BASE CHAIR 

Two new chair bases have been developed by The 
General Fireproofing Company of Youngstown, Ohio, 
to provide better seating facilities for cashiers, drafts- 
men, bookkeeping machine clerks and telephone op- 
erators. 

Both new bases have adjustable foot rungs and the 
manufacturer claims they have stability and balance. 
Catalog number of the new high base chair is 2123- 





G-F HIGH BASE CHAIR 


28HB and it can be furnished with either standard 
or piano stool irons—the latter being especially con- 
venient where a number of people alternately use the 
same chair. 
oP 3 

COLE OFFERS SAFETY DRAWER CABINETS 

Cole Steel Equipment Company, 285 Madison Ave., 
New York, N.Y., has again placed into production the 
safety drawer cabinets that were popular before the 





COLE STEEL SAFETY DRAWER CABINET 


war. This cabinet contains 27 drawers protected by 
two doors equipped with a two-way locking device con- 
trolled by a paracentric lock. 

Inside dimensions of the drawers are 9 inches wide, 
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That’s us! 


That's you—the dealer—at the controls. 
That’s Royal right beside you. 


Together, with the proper handling and teamwork, 
we re going to set a new record. 

We've got everything it takes. A streamlined 
beauty of a machine—the world’s first truly modern 
portable typewriter. Made by the world’s largest 
manufacturer of typewriters. 

We've got reputation on our side —and preference, 
too. Surveys show that the preference for Royal 
equals the combined preference of the next two most 
popular portable typewriters. 


Now for the teamwork! Our job is to supply you 


‘900a0- 
ROYAL 
PORTABLE 


Made by the world’s largest manufacturer of typewriters 


The World's First Truly Modern Portable Typewriter 





2 Park Avenue + New York 16, N.Y. 
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with every promotional facility —every sales-building 
aid. Royal’s advertising is the most effective and 
dramatic in the typewriter field. It is conditioning 
people everywhere to want a portable typewriter — 
to ask for a Royal. 


And here is where you take over —using every bit 
of promotional material we send you, displaying the 
new portable in your store, talking it up—giving that 
extra push. 


Just watch our sales speed — with you and Royal 
side by side. All aboard? Here we go! 











3% inches high and 16 inches deep. Outside measure- MICHIGAN DESK IMPROVES SECRA-TYPE 
ments are 37% inches high, 30 inches wide and 1842 Michigan Desk Company, Grand Rapids, Mich., on 
inches deep. These No. 2717D cabinets are used for February 1 placed upon the market an improved model 
the housing of expensive tools and dies, hardware, of its Secra-Type Desk in a popular price range. This 
corporation outfits and other printed forms. Some . 

banks use the cabinet for vouchers and cancelled 
checks. Green or Cole gray crinkle finish may be desig- 
nated. 


<> 


FOLLOWER BLOCKS NOW AVAILABLE ON 

M. E. EHRMAN STEEL TRANSFER CASES 
M. E. Ehrman & Company, 30 N. La Salle St., Chicago 
2, Dll., is now offering a new steel transfer case with 
follower blocks and bases optional. The illustration 
herewith shows the manner in which these transfer 





i 


MICHIGAN DESK SECRA-TYPE MODEL 


model is available in mahogany, walnut and oak in 
Michigan’s No. 200, No. 500 and No. 600 grade line of 
desks. It comes in a variety of sizes 

A subdivided stationery and supplies department 
utilizes the space on typewriter side of desk which 
would otherwise be unoccupied. The drop leaf of base 
on which the typewriter rests is a new feature and 
the cut-off rounded corners of the typewriter platform 

NEW EHRMAN TRANSFER CASE provide easy access to the stationery department. A 
new safety platform catch eliminates the possibility 
cases can be stacked and used as a four-drawer file. Of accidentally dropping the typewriter platform. 
The units are constructed of heavy gauge steel and Newly-designed attachment hardware is beautifully 
are offered in a high gloss olive green baked enamel plated. All corners of the desk are rounded to elim- 

finish. They are available in a wide variety of sizes for imate the possibility of damage to the user’s hose 

every Office need. oust 
>< © 
— ee _ OFFER NEW FLEXISHELF CABINET 

WOLBER BRINGS Ot : NEW c ABINET All Purpose Metal Equipment Corporation, Mill St., 

A new all-steel Copy-rite cabinet has been intro- Basenien 4 0 Y. io aleinn the. tndudtes the : 
duced by Wolber Duplicator & Supply Company, 1201 ee oe If ‘ling Se ee 8 ni } y . ogi 
Cortland St., Chicago 14, Ill., as a cabinet base for the ~* exishelf filing and mailing cabinet. The product is 
Copy-rite liquid duplicators and also to serve other 
office requirements. 

The new cabinet is styled in heavy guage sheet steel 
and is of convenient working height, 32% inches, with 
top surface of 17 x 26 inches. Two pull-out shelves, 
one at each end of the top, provide a working space of 








Se sats 
FLEXISHELF FILING, MAILING CABINET 


designed for sorting, zoning and classifying mail; col- 

lating forms, signatures and stuffers; and filing busi- 
ness forms, stationery, stencils and artwork. 

‘lexishelf cabinets are fabricated from cold rolled 

office furniture steel, spot-welded and finished in baked 

COPY-RITE CABINET office grey. Knockouts at the sides permit the cabinets 

to be banked in sections to handle the maximum ca- 

17 x 50 inches. Two doors have semi-flush construc- pacity. Cabinet height is 30 inches, depth is 13% 

tion and spring lock. Choice of two non-glare finishes inches and width is 11 inches. Shelf capacity is 24, 

is given—gray hammerloid and black crinkle with shelf slots spaced one inch apart. The shelves are 
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NEW!...and— 


today’s outstanding 





adding machine value 


Monroe presents its new 8-column electric adding machine 

with direct subtraction ... at a price that will appeal to every 

business familiar with Monroe high standards. The same brilliant 
performance ... the same sturdy, high-quality construction, and the 

same features that made the larger-capacity Model 410 an instant success. 

See and compare! Finger-ease keytops...no-glare colors...**Velvet Touch’’ 
operation ... and ample capacity for a wide range of work. Sold only through 
Monroe-owned branches and backed by a nation-wide factory-trained service 


organization. Monroe Calculating Machine Company, Inc., Orange, N. J. 





NEW MONROE ADDING-LISTING MACHINE MODEL 408-11-001 





OFFICE APPLIANCES, February, 1949 53 































13% inches long, 9 inches wide and shelf rails are % 
j inch high. Each shelf is fitted with an adjustable 
backstop. 
! — .—r 
ADD NEW CARD FILE TO ASE LINE 
i A new innovation in the ASE office equipment line 
of All-Steel Equipment, Inc., Aurora 1, Il. is the No. 
5422 tabulating card file, as introduced at the NSA 





ASE TABULATING CARD FILE 


This file is declared 
and handling of 


convention in Chicago last fall. 
to eliminate difficulties in filing 
tabulating cards. 

Features include an eleven-drawer, 22-tray arrange 
ment allowing for the systematic filing of more than 
90,000 cards. Card trays are directly removable from 
the drawer carriage merely by lifting on the handle 
when the suspension carriage is extended. A spring 
tension drawer liner takes the rustle out of the cards 
and keeps them in compact position by a block. Smooth 
rolling, ten-bearing progressive side-arm suspension 
is declared to provide frictionless movement of drawers. 

. : > — 
HOTCHKISS MARKETS NEW STAPLER 

The E. H. Hotchkiss Company, Norwalk, Conn., is 
now offering the Director, a new office stapler, de- 
signed for stability and to eliminate the effort on the 


HOTCHKISS DIRECTOR STAPLER 






part of the operator in making the depression. Com- 
paratively heavy, the Director is rooted solidly to a 
broad steel base plate that assures maximum sta- 
bility, even when stapling through many thicknesses. 
The stapling arm is balanced in such a way that a 
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tap of the finger is all that’s needed—gravity does 
the rest, it is claimed. 

Other new features include a staple cartridge which 
the manufacturers say makes the machine virtually 
jam-proof and affords easier loading; a new spring- 
powered anvil for easier adjustment from tacking to 
pinning positions; and a removable steel plate on the 
stapling head which facilitates cleaning and oiling of 
the mechanism. 

The stapler is built of steel with an all-chrome fin- 
ish and is equipped with a skid-proof rubber base 
cushion. It can be used for stapling, tacking or pin- 
ning. 

ns 
B. L. MARBLE INTRODUCES NEW CHAIRS 

The B. L. Marble Chair Company, Bedford, Ohio, has 
introduced a new No. 1522% arm-swivel chair and a 
No. 1522 arm-leg chair to match. These are chairs of 
ultra-modern design, with luxuriously comfortable 
spring-filled cushions that are supported on a spring 
“deck” which results in somewhat of a double action 
spring seat. 

A special feature of this set of chairs is that the back 
on the swivel chair is about three inches higher than 
that on the matching leg chair. The upholstering on 
the arms of the swivel chair comes down over the front 
of the arms to act as a “bumper” and thus prevent 








MARBLE ARM-SWIVEL AND ARM-LEG CHAIRS 






damage from contact between the chair arms and the 
desk. 

For the present, the Nos. 1522 and 1522% are made in 
genuine walnut only, but can be furnished in bleached 
walnut finishes to match the new modern desks. Up- 
holstering is top grain leather only. 

‘ - —<—_<- } 
NEW MOISTENER OFFERED TO TRADE 

Market Services, Inc., 936 N. Michigan Ave., Chicago, 
Ill., is introducing to the industry a new type of moist- 
ener, Speed-O-Moist, for the rapid affixing of gummed 














NEW SPEED-O-MOIST DEVICE 






labels and stamps, claiming it makes possible the han- 
dling of from 2,000 to 3,000 labels an hour. 
The feeding platform on which the separated labels 
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An Art Metal original... . 
combining functional efficiency 
and matchless beauty ! 














@ When Art Metal engineers originated the new Art Metal 


Conterence Desk—they gave to modern business a highly special- 


ized tool for busy executives. Into it they designed and built 


matchless beauty, efficiency and comfort. 


With its soft, harmonizing grey finish, its beautiful styling and 


¢ ‘ , : anus! 2 > , ¢ — i 
satin aluminum trim—the new Art Metal <u — 


Conference Desk is‘‘at home” in modern 


offices everywhere. Its spacious top and 


deep, convenient drawer arrangement, 


offers the utmost in efficiency. It’s a desk 
especially designed for executives who 
require the utmost in utility— without 


sacrificing appearance and comfort! 





THE NEW ART METAL CONFERENCE DESK HAS THESE BIG ADVANTAGES — 


@ Becomes a conference table without 
making a single change — with plenty 
of room for five or six persons! 


@ The drawer capacity is practically 
equal to that of a double pedestal flat 
top desk—and their arrangement is even 
more convenient! In addition, it has a 
private locker for storage and filing of 
important documents 


ART METAL CONSTRUCTION COMPANY + Jamestown, N. Y. 





@ Drawers operate on the famous Art 
Metal Side-Arm Ball-Bearing Roller Sus- 
pension and respond to finger tip touch. 


@ The three top shallow drawers in- 
clude a convenience tray and partitions 
that help to organize the contents of the 


desk—and maintain neatness. 





Art Metal 


Jamestown. New York 
U.S.A. 

















are placed is declared to be at exactly the proper in- 
cline so that the labels respond to the slightest touch 
of the finger and are drawn lightly and speedily over 
the moistening area onto the mailing piece. Speed-O- 
Moist is made of metal, 8 x 5 inches in size. The man- 
ufacturers claim that it cannot be clogged, is made 
sturdily for years of wear and does not need frequent 
refilling. The price is $4.95. 


°*—- + 
WATSON ADDS A NEW FILING UNIT 


A new item in the Watson Manufacturing Company, 
Inc., Jamestown, N.Y., upright file line is the new 
tariff or ledger file unit made in three sizes as illus- 
trated herewith. 

The four-drawer unit is 11 5/16 inches wide, 571% 
inches high and 28% inches deep. The three-d: awer 
file has a false bottom, is 11 5/16 inches wide, 517% 





NEW WATSON VERTICAL FILING UNITS 


inches high and 28% inches deep. The two-drawer file 
has corresponding dimensions of 11 5/16 x 303g x 28% 
inches. Inside clear figures on these drawers are 834 
inches wide, 11 5/16 inches high and 26 13/16 inches 
deep. 

These vertical filing units are available to dealers 
now. 
‘ —-> 
DEVISE NEW FILE FOR CALLING CARDS 

Rampe Manufacturing Company, 3209 Prospect Ave.., 
Cleveland 15, Ohio, has devised the Kallin-Kard-File 
as a handy desk file for business calling cards. These 
are declared to be ideal for purchasing agents and 
shop executives and of daily help to any businessman 





NEW KALLIN-KARD-FILE 


who wants a quick and easy reference to names, ad- 
dresses and sources of supply 
The file is made of durable plastic in marble brown 
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Inside measurements are 4 x 6 inches to provide am- 
ple capacity for several hundred cards. Kallin-Kard- 
File comes complete with alphabet-index cards and 
metal back support to keep the contents from falling 
over when the file is only partially filled. Prices and 

full detail are available from the manufacturers. 

= ——- ~ 

NEW DICTASCRIBER MODELS AVAILABLE 
Out of the experimental stage, new models of the 
Dictascriber, known as the “Four-in-one voice on the 
wire,” are now available from the Magnetic Corpora- 





NEW MODEL DICTASCRIBER 


tion of America, 756 Milwaukee Ave., Chicago, Ill. The 
manufacturers claim this completely self-contained 
unit is designed to meet every dictation, recording 
or reporting need. 

Each unit will record, play back and automatically 
erase as new recordings are made. Or, if desired, the 
recorded wire may be stored as a permanent record 
capable of being played back thousands of times. A 
“Push-to-talk” microphone permits control at any 
distance and footpedal control frees the typist’s hands. 
A precision indicator and automatic stops combined 
with a high-speed rewind permit speedy access to any 
part of a full hour’s recording, it is claimed. 

A detailed description of the machine is presented 
in catalog sheets available to all interested dealers. 

— 
MASO ADDS NEW DESK TO LINE 


A new, single pedestal desk of natural oak is now 
being added to the line of wood and steel office equip- 





NEW MASO SINGLE PEDESTAL DESK 


ment made by Maso Steel Products, 500-32 S. Throop 
St., Chicago 7, Ill. The new oak desk measures 36 in- 
ches in length, is 24 inches wide and stands 30 inches 
high. Filing and storage space is provided by one 
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for modern business .. . In the new Remington Rand 
electric adding machine, cushioned power gives 
welcome relief from harsh office clatter. You'll turn 
out more work with new ease on this quieter, 

faster model—with its longer, streamlined 

motor bars and famous 10-key touch-control 


keyboard. All feature keys are electrified — Cushioned Power: Built-in steel cushions 


reduce noise and vibration — lessen strain on 


you add, subtract, multiply directly—as fast as moving ports—insure smoother operation and 


longer life. 
your fingers will move. For full details, call your Streamlined Action: Longer, feather-touch 
motor bors and compact 10-key keyboard 
local Remington Rand representative. eliminate finger groping, speed every opera- 


tion. Completely electrified. 


Free Booklet: Write today for “Ripples of 
Sound,”” Remington Rand Inc., Dept. OA-2 
315 Fourth Avenve, New York 10, N. Y 


oe now"93" ROMAGTOR KAKA eiectric adding machine 
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center drawer with lock and the single and double 
side drawers. Leg room is ample for a six-footer. 

Drawers are dovetailed, the top is walnut veneer 
with hardwood core 13 x 16 inches thick and veneer 
panels are genuine oak, inside and outside. Two coats 
of lacquer are used in the hand-rubbed natural oak 
finish. Shipping weight is 79 pounds 

—_- — 
APSCO ELECTRIC ERASER IS ANNOUNCED 

Automatic Pencil Sharpener Company, 1801 18th 
Ave., Rockford, Ill., has announced the addition of the 
fully automatic APSCO electric eraser to its line of 
products. This device is declared to automatically 
erase pencil, ink, or type, fine lines or solid blocks, 
with equal ease. There are no switches to move, for 
it is self-starting, and it stops automatically if too 
much pressure is applied. 
The eraser is designed with molded ribs for easy, 


APSCO ELECTRIC ERASER 


non-slip grip and is carefully balanced, palm-fit for 
effortless erasing. Retail price is $16.50. 


o—= + 
TAYLOR MARKETS NEW GUEST CHAIR 
The Taylor Chair Company, Bedford 7, Ohio, has 
announced a new Taylor guest chair, No. 4802, for 
modern private offices and board conference rooms 





TAYLOR GUEST CHAIR 4802 


Made of genuine walnut and top grain leather, the 
chair has pillow-spring back and attached cushion 
with soft spring roll-over edge. Height of back from 


58 








seat is 23 inches. Other dimensions are: sitting depth, 
20 inches; width between arms, 22 inches; and width 
of seat at front, 25 inches. This is a matching guest 
chair to No. 480012 and No. 48024. 


—-<-- 
OFFER NEW ARROW GUN TACKER 


The Arrow T-32 Gun Tacker has been added to the 
Arrow Fastener Company, Inc., 30 Maujer St., Brook- 











































ARROW GUN TACKER 


lyn 6, N. Y., line of stapling machine products and is 
available to dealers for immediate delivery. 

The device features “power through the principle of 
double leverage action.” A locking device acts as a 
safety when not in use. There is a one-inch movement 
at the extreme point and the total spread is only 1% 
inch for easy handling. The finish is chrome plated. 

Upholsterers, window dressers, shipping department 
workers and interior decorators are potential custom- 
ers for the item. 

ORNA METAL MARKETS TELEPHONE STAND 

A new Skyliner Telemaster telephone stand marketed 
by Orna Metal Products Company, 2412 S. Seventh 
St., St. Louis, Mo., features non-glare Armstrong lino- 





SKYLINER TELEPHONE STAND 


leum top 18 x 20 inches. Shelf space of the 3042-inch 
high unit is 4 x 15 x 16 inches. 

The private locking safe compartment has dimen- 
sions of 16 x 18% x 17 inches. 

The stand is finished in multiple-coated baked 
enamel Skyline gray and is also available in office 
green. Illustrated brochure on this and other Sky- 
liner furniture items is available upon request. 

<maieanincaiiliiatiiacs 


(MORE NEW PRODUCTS ON PAGE 187) 
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BE MERE 








B.C. Allen fen 


GIVE YOU 









PROMPT DELIVERY 














Model 915 


R.C.Allen Business Machines, Inc. 


680 FRONT STREET, N. W., GRAND RAPIDS 4, MICHIGAN 


for authorized R. C. Allen Sales and Service, consult the yellow pages of your telephone directory. 


CaN es 


The only company which offers the independent dealer a full line of ax 
ADDING MACHINES © CALCULATORS © BOOKKEEPING MACHINES © CASH REGISTERS 











Ernest Frisell, Dependable Manufacturing Company, 
signed the Guest Book December 20. He had come in 
to Chicago from Omaha, Nebr. and had some impor- 
tant matters of business that required his attention. 
He reports that since the disastrous fire which de- 
stroyed his new plant last summer his production has 
increased substantially so that all orders are given 
prompt attention and are shipped with a minimum of 
delay. He is working on a new furniture product 
which may be announced later in the year. 


M. C. Peterson, Bentson Manufacturing Company, 
called upon OFFICE APPLIANCES December 20. For many 
years he has handled Bentson’s sales program. At the 
time of his call he was a bit busier than usual because 
of an accident suffered by Henry Bentson, president of 
the company, which incapacitated him temporarily. 
The Bentson company is enjoying good business and 
looks forward to a prosperous and expanding volume 
in 1949. 


Joseph C. Strauss of Automatic Pencil Sharpener 
Company stopped at Orrice APPLIANCES between trains 
December 27. He was en route from New York to the 
company’s plant in Rockford, lll. Just twenty-five 
years ago Joe started to sell for Automatic. First he 
had an outlying territory which he worked thoroughly 
and, as always, conscientiously. With sharpeners stored 
in his car he made delivery immediately upon obtain- 
ing the order. At present, he, with several salesmen 
working under his supervision, travels the eastern part 
of the United States and turns in a remarkable volume 
of business. Few salesmen are as well acquainted as 
he among the stationers in the eastern states. Joe is 
a friendly soul and a good sales producer whose ex- 
periences would fill several volumes packed with ex- 
ploits that would inspire any alert salesman. 


B. M. Rubenstein of Badgaire, Inc., signed the Guest 
. Book December 28. He had come to Chicago on a spe- 
cial mission having to do with the sale of his com- 
pany’s window filters through office supply and equip- 
ment dealers. He has a product, sold extensively by 
department stores, which he plans to sell through the 
office equipment field shortly. He reports that it has 
been offered in a few centers, such as Kansas City, 
St. Paul and Minneapolis, with excellent results. His 
is a specialty line with both home and office applica- 
tions which he considers particularly appropriate for 
distribution through regular dealer channels. 


W. S. McDowell of Taylor Associates, San Francisco, 
signed the Guest Book January 5. His company acts 
as West Coast representative for several office furni- 
ture manufacturers. The purpose of his Chicago visit 
was to attend the furniture market held principally 
at the Furniture Mart. He made the trip East ahead 
of the blizzard, which he expected to avoid on the 
return. He planned to enter his territory at the north. 


Colin Warwick of Knoll Associates, Inc., dropped in 
for a visit January 6. He brought with him a sample 
posture chair which his company offers for both fac- 
tory and office use. He reported that arrangements 
were being made to move the posture chair plant to 
a location in the Middle West, which may be an- 
nounced within another month or two 


Hugh T. Morgan, representative, 


manufacturers’ 
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signed the Guest Book January 11. Mr. Morgan travels 
from New York state to the District of Columbia, omit- 
ting New England. He had come to Chicago to visit 
with John Holten of Ritefarm Ghair Company, who 
came down from St. Paul, and the Mitchell Manufac- 
turing Company located in Chicago. Formerly, Mr. 
Morgan sold for the Diebold Company and the Her- 
ring-Hall-Marvin Safe Company. Now he is interested 
in office furniture both wood and steel, and furniture 
accessories. He covers a large area but finds time to 
make the rounds at frequent intervals. 


Jack Schafer, manufacturers’ representative, whose 
home is in Fort Thomas, Ky., paid OrricE APPLIANCES 
a visit January 12. He was accompanied by George 
Cormack, Jr., of J. L. Hanson Company. Mr. Schafer 
had come to Chicago to spend some time at the office 
of the Hanson company, for which he sells in the 
states of Michigan, Indiana, Ohio, and Kentucky. 
Other companies he represents are Grand Filing Sup- 
ply Company, Norma Pencil Corporation, B. B. Penn 
Company, Inc., Cel-U-Dex Corporation, McLennon 
Pen Company and Mark King Corporation. Some of 
his time was spent with Jack McLennon. Leaving our 
office, he planned to drive to Cincinnati, the weather- 
man providing a mild, clear afternoon for his trip. 





Industry Personnel 
Brevities 


SID GLUECK—Executive 
of the General Office Sup- 
ply Company, 1104 Pros- 
pect Ave., Cleveland 15, 
Ohio, Sid Glueck is another 
man in this industry who 
literally “hitched his wagon 
to a star” in a climb up- 
ward. His start was as an er- 
rand boy back in the year 
1914. It was upward and 
onward through jobs as 
shipping clerk, stock clerk 
and floor salesman until \ 
1920 when he started for = 
himself in the office supply business. He and a partner 
had a modest beginning, to say the least, utilizing two 
shelves in a print shop for paper stock, with an initial 
investment of $60 apiece. They developed that business 
on several ground floor locations, adding typewriters 
and office furniture until they had quite a sizeable 
establishment. In 1939, Mr. Glueck left this company 
and opened his own firm on the third floor of his pres- 
ent location. He started with one room, an office girl, 
one outside salesman and that Glueck brand of hustle. 
Two years later he moved down to the second floor of 
this same building where he now occupies eight rooms 
for the sale of office supplies, steel files and some port- 
able typewriters and portable adding machines. In 1942 
he acquired the Commercial Lining Paper Company, 
an Akron establishment which manufactures lining 
papers for the bookbinding industry. It is not a large 
business but the firm specializes in high grade products 
and sells in the United States only through jobbers. 
Some export business is done. A busy man, Mr. Glueck 
has still found time to aid his fellow men in the industry 
through the National Stationers Association, active in 
local, state and regional affairs. His worth was recog- 
nized when he was chosen an NSA regional governor. 
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THE COMBINATION YOU CAN'T peat! 


HIGH QUALITY-LOW PRICE 


DURAN 
UPHOLSTERED 
4 
‘<< WELLS 
MECHANISM 
’ “POSTURE-RITE”’ 
ADJUSTABLE 
IN HEIGHT 
’ No. 327 
ADJUSTABLE 
BACK REST 40 
e $29 DEALER 
p T PRICE 
aia URE F.0.B. Chicago, Ill. 
e 
BASSICK Shipping Weight: Packed 
CASTERS 2 to carton unbroken 
46 Ibs. 
* 


PADDED SEAT 
AND BACK REST 





Your Choice of Color Combinations 


SEATS and BACKS BASES and BACK RESTS 
DURAN UPHOLSTERED BAKED ENAMEL FINISHES 
; W 

ca ‘ Your Choice S APPEALING GREEN 
® RED of @ BRILLIANT GREY 
@ GREEN | COLORS ( . GLISTENING CHROME 

es hek WELES  cenerat offices 

725 $. LA SALLE ST. 


SELL WISELY 








CHICAGO 5, ILLINOIS 
7 
TELEPHONE 
HARRISON 7-1100 





CABLE ADDRESS 
WELLOFF, CHICAGO 


OFFICE FURNITURE COMPAN Y Ee 
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G/W’s magic ‘‘1-2”’ formula 
for selling Safeguard Filing Out- 
fits and GlobeArt Steel Files 
TOGETHER, is a sound, 
proved way of selling accurate, 
trouble-free filing service. For 
dealers, it means bigger sales, 
better profits, and satisfied cus- 
tomers who buy again as they 
‘expand their filing systems. Ask 
the dealer who has followed 
the G/W plan! 


Many proved selling aids 
available without charge. The 
Globe-Wernicke Company, 
Norwood, Cincinnati 12, 


Ohio. 


is Globe - Wernicke 


“SAFEGUARD" FILING SYSTEM 
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Sales -Better Profits 
1-2 MCT ORM 












SELL THEM TOGETHER! 
1. GlobeArt Steel Files 


Precision-built for feather-touch operation, even when filled to capacity, 
these world-famous GlobeArt cabinets are first choice with discriminating 
buyers everywhere. Top quality materials and expert design assure years 
of lasting dependability, enable you to sell them with complete confidence 
of customer satisfaction. Get your share of business from hundreds of live 


prospects in your territory NOW! 


Safeguard Filing Outfits 


Customers really go for these easy-to-buy, easy-to-use Outfits. They come 
ready-packaged for use in any 1-, 2-, 3-, or 4-drawer letter size file. Every- 
thing is included—guides, miscellaneous folders, individual folders, gummed 
labels, out guides and instruction sheet. It’s handy to show, simple to sell, 
and stimulates a steady flow of repeat business. Initial dozen brings you a 
supply of the famous Find-i-tis booklet, and a handsome counter piece for 


displaying an actual 1-drawer Outfit. 


Globe - Wernicke Sere" 
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STEEL FILING CABINETS Stationers’ Supplies 
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NOMDA NEWS 








National 


Office Machine 





Dealers Association 


Oswald Schreiner, Executive Secretary, 1129 Vermont Ave., N.W., Washington, D. C. 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





NOMDA APPOINTS NEW EXECUTIVE SECRETARY 
The executive committee of the National Office Ma- 
chine Dealers Association in session on December 18 
and 19 at Dayton, Ohio, accepted the resignation of 
Richard Koch, the executive secretary, who had asked 
to be retired from his job as of January l. 

Several candidates were considered and interviewed 
before the committee decided to move the office to 








OSWALD SCHREINER, JR. 


Washington, D. C., and employ Oswald Schreiner, Jr., 
for the secretaryship. 

Mr. Schreiner is declared to have an excellent back- 
ground of experience for the NOMDA position. He 
served the U. S. Department of Commerce as office 
machine industry specialist, where he had close co- 
operation with the industry and a sound understand- 
ing of the merchandising problems connected with 
this type of equipment. He was active in the retail 
accounting and financing field for a number of years 
and is the author of several accounting systems pre- 
pared’ by the Department of Commerce. 

Of this selection of a new executive secretary, the 
NOMDA executive board declares: 

“His (Mr. Schreiner’s) grasp of our industry prob- 
lems impressed every member of the executive com- 
mitted and we think we were fortunate to be able to 
secure his services at this time. We have the utmost 
confidence in his ability to handle the hard job he is 
undertaking and we are counting on every Association 
member to offer active help and counsel to our new 
executive as he gets into the new job.” 

The new office is located at 1129 Vermont Ave., N. W., 
Washington, D. C. 

It was felt that when Governmental regulation of 
both the Fair Price Law and the Fair Practice Act 
will be subjected to stern tests, it will be most advan- 
tageous for the Association to be at the Washington 
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scene where the latest information and interpretations 
will be immediately available. 

Another announcement is the resignation of I. 
Meizner, Mercury Business Machines, Inc., New York, 
N. Y., from the committee because of illness in his 
family. He has been replaced by Joseph Heaton of the 
Pawtucket Typewriter Exchange, Pawtucket, R. I. 

o-<> 
NEW YORK OMDA ELECTS OFFICERS 

The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, December 14, in the Hotel Pennsyl- 
vania, New York, N. Y. 

President John LaHiff, J. E. Albright & Company, 
presided. Jessie Taylor, Globe Typewriter & Adding 
Machine Company, Inc., chairman of membership, re- 
ported 135 members to date. George Purvin, Superior 
Typewriter Company, New York, N. Y., chairman of 
the entertainment committee, reported that his group 
is actively working for the success of the annual ban- 
quet which will be held at the Plaza Hotel, New York, 
N. Y., February 21. 

The next order of business was election of officers 
and directors. The following members were elected: 

President—George Purvin, Superior Typewriter Com- 
pany, New York, N. Y. 

Vice-presidents—Manhattan, Dave Silvers, American 
Business Machine Company, New York, N. Y.; Bronx, 
Reuben H. Jaskow, Batlin & Horowitz, Bronx, N. Y.; 
Brooklyn, Bernard Blumenthal, Rent-A-Typewriter 
Company, Brooklyn, N. Y.; Long Island, George T. 
Carr, Carr’s Typewriter Exchange, Great Neck, L. L., 
N. Y.; New Jersey, Edward Stoll, Dobke Typewriter 
Company, Jersey City, N. J.; and Connecticut, W. A. 
Partee, Stamford, Conn. 

Directors—John LaHiff, chairman, J. E. Albright & 
Company; Irving Ritchie, Typewriter Distributors, Inc.; 
Sam Hutter, Check Writer Company; Nick Fucci, Busi- 
ness Machines, Inc.; and I. Rubin, Eagle Office Equip- 
ment Company. 

<< 
HOPPER HEADS OKLAHOMA OMDA 

J. H. Hopper, Oklahoma City, Okla., was elected 
president of the Oklahoma Office Machine Dealers 
Association at an Oklahoma City session attended by 
54 delegates. 

Sam Payne, Enid, was elected vice-president, and 
L. E. Scott, Bartlesville, was named secretary-treasurer. 
Directors are Fred Standley, Chickasha, retiring presi- 
dent; Ira Densford, Seminole; D. J. Adair, Tulsa; 
W. P. O’Neal, Oklahoma City; Lloyd Reedy, Cushing; 
and Fred Jackson, Hobart. 

Delegates heard an address by Earl DeGroot, Kala- 
mazoo, Mich., president of the National Office Ma- 
chine Dealers Association.—WEF 
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CANADA 0O.M.D.A. SECOND CONVENTION 
PROVES HIGHLY-SUCCESSFUL AFFAIR 

A resolution that a committee be set up to study 
the possibility of organizing a typewriter and business 
machine repair and maintenance school in Canada, 
patterned along lines similar to the Office Appliance 
Mechanical Institute of Springfield, Mo., was one of 
the major features of the second annual convention 
of the Canadian Office Machine Dealers Association 
held at the Royal York Hotel, Toronto, November 25 
and 26. 

More than 200 delegates from various parts of Can- 
ada were in attendance for the two-day get-together. 
A well-rounded program had been prepared by the 
convention committee, and delegates were kept busy 
taking part in interesting sessions and industrial visits. 
Convention Chairman W. T. Corney of Toronto, Ses- 
sions General Chairman Joe Rubin of Montreal, 
C.O.M.D.A. President Rosaire T. Armand, also of Mon- 
treal, and members of the convention committee 
spared no effort to make the association’s second an- 
nual congress a mammoth success 


Hear Toronto Men 


After the usual addresses of welcomes by executive 
officers, including greetings from Herb Blake, Ontario 
division president, the opening session got under way 
with talks by W. J. Cannon, and Emerson Ward, both 
of Toronto. Mr. Cannon, secretary for a number of 
trade associations, spoke on the structure of such 
‘organizations and on their aims and activities. He 
emphasized that business associations can be of great 
benefit to their membership in permitting a free ex- 
change of ideas. He stressed that through co-operative 
effort, bodies which band men with identical busi- 
nesses, and engaged in the merchandising and sale 
of similar products, enable them to achieve results in 
many spheres of common endeavour, and to present 
a united front on issues vital to the welfare of their 
trade. Mr. Ward explained the mechanical cleaning 
of office machines with the help of modern equipment 
and methods. 

Following this meeting, C.O.M.D.A. delegates were 
entertained at lunch by L. C. Smith & Corona Type- 
writers, Ltd., at this company’s plant on Front St 
Greeted by Smith-Corona executives, they were 
escorted through the factory and shown the produc- 
tion of portable and standard typewriters. This was 
followed by a similar visit to the new Madison Ave 
plant of Underwood, Ltd., where the group saw the 
latest developments in the manufacture of writing 
machines. 

The evening dinner on the convention’s first day 
was preceded by a cocktail party tendered by the 
Ontario division of C.0.M.D.A. Speaker at the dinner 
was C. LeRoy “Rocky” Jones, managing director of the 
Office Appliance Mechanical Institute of Springfield, 
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Mo., and one of the world’s leading technical experts 
on business machines. 

“Rocky” Jones, who served during the war as office 
appliance repair official in the U. S. War Department, 
outlined the thorough course of instruction which is 
given the 200 students at his Springfield school. He 
stated that the course takes up 65 weeks of intensive 
studies, in both theory and practice, on typewriter 
repair and maintenance alone, plus a 12-week period 
on adding machines. The staff of the Institute is com- 
posed of leading specialists, each with a long experi- 
ence in the building and repair of one well-known 
make of typewriter. Adding machine maintenance in- 
structors are loaned to the Institute by manufacturers. 

Mr. Jones claimed that the school has a long waiting 
list and that graduates are grabbed by dealers as fast 
as they come out of the Institute. Upon graduation, 
students are thoroughly versed in the repair and 
maintenance of all types of typewriters and other 
office appliances. They can clean, refinish, and process 
typewriters and adding machines, and have a sound 
knowledge of servicing, selling and cost analysis. 

The early business session on Saturday, November 
27, was presided over by Harry DeLuca of Montreal. 
Typewriter demonstrations were given by Don Vickery 
of Toronto, for Smith-Corona; W. H. Beckwith of New 
York, for Royal; Sam Smith, also of New York, for 
Remington; and Bob Fitzpatrick of Toronto, for Un- 
derwood. They explained the latest refinements in 
typewriters, their construction, and their maintenance. 


Firms Entertain Delegates 


Remington Rand were hosts to delegates at cocktails, 
Saturday noon, followed by a luncheon given by Un- 
derwood, Ltd. Highlights of the afternoon was a dis- 
cussion on the training of good office mechanics, lead 
by “Rocky” Jones. Mr. Jones went into further details 
in connection with his specialized school, spoke of his 
early difficulties in securing typewriters and empha- 
sized the fact that a rebuilt machine cannot be rebuilt 
a second time. In addition to outlining the qualities 
which make a good mechanic, the speaker dealt at 
length with cost analysis. This, he said, is a vital 
factor, because without proper and constant cost an- 
alysis, typewriter dealers’ service departments cannot 
show profits. He presented statistics based on a survey 
made by the Springfield Office Appliance Mechanical 
Institute. 

Mr. Jones said he would be happy to welcome Can- 
adian boys to his school. The complete course costs 
$2,000. It was suggested then that the Canadian body 
decided to create a committee for the purpose of 
eventually organizing a Canadian school similar to the 
Springfield institution for the purpose of securing 
competent office appliance repair and maintenance 
men. It had been pointed out earlier that there is a 
dire shortage of qualified specialists in the field, and 
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because on a guide the wear and tear first hits the tab 
and a guide is no better than its tab. There is where 
protection is needed and there is where CELL-U-SEAL 
provides it. It is protection that is not restricted to 
the tab alone but continues clear across the top of the 
guide. No wonder CELL-U-SEAL is preferred over 
ordinary types of indexes. You'll prefer them too, be- 


cause the profit is greater and they are easy to sell. 


What is CELL-U-SEAL? 


CELL-U-SEAL is an exclusive method developed by W2@ 
for treating the upper portion of printed guides to give 
them strength and toughness. The process causes pen- 
etration of cellulose right into the stock, sealing top and 
end edges as well. CELL-U-SEAL provides a glass-like ap- 
pearance, but is pliable and will not chip or peel off. 
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Your stock will go up with your customers and so will your profit when you 
show them the advantages of Cell-U-Seal. Very few go back to plain indexes 
once this modern type goes into their files. Cell-U-Seal indexes are clean and 
crisp and cost so very little more than ordinary kinds. 


On your next order for stock specify Cell-U-Seal 
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Imperial will be 
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SCHOOL SERVICE 
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Palmer House, Chicago 
Feb. 14 to 17 
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in addition to models shown here, the Commerce 
series includes 4 other tables, 2 flat top desks, and 
3 typewriter desks. 


Dealer experience proves that 

Imperial’s Commerce Line of desks and accessory 
office furniture has what it takes to increase 

your 1949 sales volume in the general office market. 
Rugged construction to withstand the wear 

and tear of everyday office use — 

functional design for top working efficiency — 
average price to boost customer acceptance. 
Available in beautiful Wainut or 

standard Light Oak and 


eye-pleasing Softone finishes. 


Benngpencial 
desk company 


MANUFACTURERS OF WOOD OFFICE FURNITURE 
EVANSVILLE 7, INDIANA 


Call your Imperial representative in your area — 

Mr. Fred J. Bloempot, No. 1 Park Ave., New York 16, N. Y. 
Mr. Floyd C. Charles, 3523 Perlita Ave., Los Angeles 26, Calif. 
Mr. Arthur R. Frey, 3851 Davenant Ave., Cincinnati 13, Ohio 
Mr. Henry lL. Guth, Wescosville, Penna. 

Mr. H. W. Koehn, Jr., 122 Columbia Dr., Williamsville, N. Y. 
Mr. A. C. Lampkin, P. O. Box 554, Roswell, Ga. 

Mr. George A. Litchfield, Jasper, Ind. 

Mr. O. D. Mann, 2919 Rosedale Ave., Houston, Tex. 
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the whole Canadian picture is affected by this lack of 
trained personnel. Mr. Jones offered to supply 
C.O.M.D.A. with all the information they require to set 
up such an institute in Canada. 


Reports on Wage Standards 


Following this discussion, Ernest Maag of the Quebec 
division of C.O.M.D.A. and chairman of the wage stand- 
ards’ committee, presented a report on the findings of 
his committee. This exhaustive study proved of great 
interest to delegates, dealing as it does with every 
aspect of employee relations in typewriter dealership, 
from basic statistics to profit sharing, and including 
such vital factors as minimum salaries, bonuses, train- 
ing and benefit plans, vacations, average number of 
working hours, suggestion boxes and the like. In his 
conclusions and recommendations, Mr. Maag pointed 
out that, by and large, working conditions and wage 
standards in the office machine trade, compare favor- 
ably with those which exist in other similar trades. 

It was hoped that the facts secured by Mr. Maag 
would, in the near future, form the basis for further 
recommendations to make the office appliance business 
more attractive to suitable applicants 

The second day of the highly successful second con- 
vention was brought to its climax with a cocktail 
party by the Royal Typewriter Company and the clos- 
ing banquet which featured awards, prizes and enter- 
tainment; sincere expressions of appreciation to 
speakers, organizers, gift donors; as well as to the 
typewriter companies for their hospitality and gener- 
osity. It was decided that the 1949 convention would 
be held in Montreal. 


o> 


FISHER ELECTED HEAD OF NEW YORK O.P.M.A. 

The New York Office Appliance Managers Associa- 
tion in annual meeting and banquet at the Canadian 
Club in the Waldorf-Astoria Hotel, New York, N. Y., 
on January 7 elected the following slate of new offi- 
cers: 

President—Ralph H. Fisher, International Business 
Machines Corporation. 

Vice-president—Roger W 
Register Company. 

Secretary-treasurer—R. J 
Company. 

Board of directors—E. A. Maloney, Moore Business 
Forms, Inc.; H. Carlton Avery, Addressograph-Multi- 
graph Corporation; R. H. Fisher, International Busi- 
ness Machines Corporation; R. W. Burman, National 
‘Cash Register Company; R. J. Wehrli, Comptometer 
Company. 

The election took place after a delightful hour of 
fellowship and a delectable dinner arranged by and 
through the courtesy of John A. Noonan of the Kee 
Lox Manufacturing Company. The assembled members 
and guests were loud in their praise of the excellent 
arrangements provided for their pleasure and comfort. 

At the conclusion of the dinner, Retiring President 
E. A. Maloney, Moore Business Forms, Inc., expressed 
his very deep appreciation for the co-operation from 
all the members. 

Receiving the gavel from Mr. Maloney, President- 
elect R. W. Fisher expressed his thanks to the mem- 


Burman, National Cash 


Wehrli, Comptometer 
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bers for the expression of confidence and for the honor 
to serve as president. Vice-president Burman and Sec- 
retary-treasurer Wehrli, recognized from the chair, 
spoke in similar vein. 

Walter P. Lindsay, Remington Rand, Inc., a story 
teller of the first water, entertained the group with 
many excellent stories. So, too, did C. A. Zollinhofer, 
International Business Machines Corporation, and Col. 
Campbell, Postage Meter Company. 

Guests of the association were R. W. Davidson, 
SoundScriber Corporation; P. A. Bennett, retired; W. P. 
Lindsay, Remington Rand, Inc.; G. C. Wheeler, OFFICE 
APPLIANCES; and W. Schulhof, Office Publications. 

—-< - 
ZELLERS AIDS IN BOY SCOUT FUND DRIVE 

John A. Zellers, vice-president of Remington Rand 
Company, has been named a committee chairman in 
the industry division of the 1949 $2,000,000 finance 
drive for the Greater New York Councils, Boy Scouts 
of America, headed by Edgar B. Ingraham, president 
of the Times Appliance Company 

The campaign officially started on January 5 with 
the annual Dawn Patrol Breakfast held at the Wal- 
dorf-Astoria Hotel. 


—- 
SPRAGUES HONORED ON GOLDEN WEDDING 
ANNIVERSARY BY WEIS EMPLOYEES 
Office employees of the Weis Manufacturing Com- 
pany, Monroe, Mich., recently surprised Mr. and Mrs. 
R. H. Sprague with a party on the occasion of their 
golden wedding anniversary. The golden wedding 





HONORED ON SOTH WEDDING ANNIVERSARY.—Mr. and 

Mrs. R. H. Sprague were honored by employees of the Weis 

Mig. Co., where Mr. Sprague has worked since 1911, by a 

surprise party in the office. The Spragues are shown about 
to cut their beautiful white and gold cake. 


theme was carried out in a gift of 50 golden roses, 
a beautiful cake decorated with golden bells and leaves 
and in the ice cream served. 

Mr. and Mrs. Sprague were both born in Elyria, 
Ohio, where they were married and lived until 1911 
when they moved to Monroe and Mr. Sprague joined 


NEW YORK OFFICE APPLIANCE MANAGERS’ 
ASSOCIATION ANNUAL MEETING.—Walter P. 
Lindsay, Remington Rand, Inc.; Fred A. Griss. 
Underwood Corp.; C. A. Zollinhofer, Interna- 
tional Business Machines Corp.; Roger W. 
Burman, Nationa! Cash Register Co., new 
vice-president of oy Major Campbell, Pit- 
ney-Bowes, Inc.; R. . Fisher. International 
Business Machines Corp., president-elect; E. 
A. Maloney. Moore Business Forms, Inc.; R 
W. Davidson, SoundScriber Corp.; C. G. 
Woosley. Yawman and Erbe Mig. Co.; T. J. 
Downey. Ralph C. Coxhead orp.; H. L. 
Maley. Remington Rand. Inc.; L. . Bonne- 
well, Todd Sales Co.; A. L. Dunphy, Ditto 
Sales & Service; Philip Bennett. retired; R. J. 
Wehrli, Comptometer Co., new secy.-treas- 
urer; Carol Lyttle. Dictaphone Corp.; \ebe : 
Noonan, Kee Lox Mig. Co. 
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EADER of the Mode-Maker line, 
this handsome 1780F desk is ap- 
propriate for the finest private office. Its 
striking beauty and smart styling lend 


distinction to the richest business suite. 


A broad writing top, 80” x 42”, pro- 
vides an efficient conference table as 
well as ample work space for the busy 
executive. There are new, well-planned 
utility features. The modern stream- 
lined construction, without sharp edges 
or corners or projecting hardware, has 


high practical value. Made of steel, 


There is a complete line 

of GF metal furniture - 

desks, tables, chairs, files 
and shelving 





Mode-Maker will last indefinitely, with 
no parts to warp, shrink, swell, crack 
or splinter. A rich gray finish, set off by 
sparkling trim of natural anodized 
aluminum, insures harmony with any 
scheme of office decoration. Available 
with either closed or arched base, in 
both 29” and 30!4” heights. 


GF dealers will find that Mode-Maker 
will broaden their market for metal desks, 
as well as for other office equipment, 
thereby developing more sales and more 
satisfied customers. 


OFFICE APPLIANCES, February, 1949 


aker 


REG. U.S. PAT. OFF 


METAL DESKS 


ade - 


—---5 
— — 4 


THE GENERAL 
FIREPROOFING CO. 


Department A-2 Youngstown 1, Ohio 











tect een 


I coset eee 


the Weis staff as head of the printing department, 
at the munificent salary of $26.85 a week. Six years 
later he was brought into the main office and pro- 
moted to advertising manager. For several years, he 
has held the title of secretary of the company. 

The Spragues were joined in their celebration by 
their daughter and son-in-law, Mr. and Mrs. H. E. 
Lahti, who had observed their sixth wedding anni- 
versary on the day before. 

> © 
ST. LOUIS STATIONERS GREET YULE 

The annual Christmas party of the Stationers Asso- 
ciation of Greater St. Louis was held Monday evening, 
December 20, at the Melbourne Hotel, St. Louis, Mo., 
with President Alex J. Bartens presiding. Seventy at- 
tended. 

Members, their wives and guests from the industry 
were entertained at a cocktail party preceding the 
dinner and were presented with attractive prizes dur- 
ing the entertainment which followed 

A beautiful scenic motion picture of the Scandi- 
navian countries was shown by a representative of the 
American Air Lines. 

President Izzy Voda of the Midwest Travelers Club 
told of plans for the forthcoming regional con- 
vention, urging full representation from St. Louis. He 
and Clarence Ezel of Parker Pen Company, with the 
assistance of Herb Buschart, Buschart Brothers Print- 
ing Company, composed the arrangements committee 


>> 
PEN-MAR-VA MEMBERS ENJOY PARTY 


The Penn-Mar-Va Travelers enjoyed their annual 
Christmas party held at Weber’s Hof-Brau in Camden, 
N. J., where guests were greeted by Bart McCloskey, 
manufacturers’ representative, and Chris Tomford, 
Carter’s Ink Company, the committee on arrange- 
ments. 

Mark Kenna, American Pencil Company, and Harry 
Tehan, Jr., The Cooke & Cobb Company, arrived, 
escorting Governor Joe Runnels of NSA Third District, 
Commercial Office Furniture Company, Washington, 
D. C., and NSA General Manager Paul Burbank. 

The thirty guests enjoyed a delicious charcoal broiled 
steak dinner. The orchestra accompanied the singing 
and drowned out the impromptu speeches. General 
Manager Burbank told an interesting and seasonable 





PENN-MAR-VA TRAVELERS CLUB CHRISTMAS 


First row—Harry Tehan, Jr., The Cook & Cobb Co.; Eugen L. Rosen- 

berry. American Pencil Co.; H. L. Mercadante, Eversharp, Inc.; Fred 

"Yaiiner. oseph Dixon Crucible Co.; Paul E. Burbank. general 

manager NSA; Earl H. Prentzel, Speed Products Co.; Joseph C. Run- 

nels, Commercial Office Furniture Co., Washington, D.C.; Mark J. 

Kenna, American Pencil Co.; James Shearman, Acco Products, Inc.; 
and Al W. Williams, Stationers Guild of America. 


Second row—Ralph G. Henriques, Bates Mig. Co.; George Harscheid. 
National Blank Book Co.; Walter Marston, Carter's Ink Co.; Henry 
H. Artman, Eversharp, Inc.; Charles Jaffer, Eberhard Faber Pencil 
Co.: J. W. McCormick, Jr., Stationers Guild of America; Edward A. 
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true experience Christmas story. Governor Runnels 
extended his greetings to the diners and Ear! Prentzel, 
Speed Products Company, showed pictures of earlier 
Christmas parties and outings of the club. 

When the dinner tables were cleared, the guests 
were entertained with a floor show. The singing of 
Yuletime carols and other songs followed until about 
midnight. 

- 8 
WOOD OFFICE FURNITURE INSTITUTE 
ANNOUNCES PLANS FOR 38 CLINICS 

The Wood Office Furniture Institute has just an- 
nounced completed plans for a series of sales training 
clinics to be conducted in 38 strategic centers through- 
out the country during 1949. 

These meetings will be conducted by Howard Gate- 
wood, the Institute’s director of trade relations, who 
says: “The buyer who decides all by himself that he 
wants to purchase new office furniture is naturally 
becoming increasingly less plentiful in our return to a 
normal buyers’ market. However, there will never be 
a shortage of alert businessmen who will invest in 
modern office equipment when it is proven to them that 
office modernization, like plant modernization, pays 
for itself and saves money. In my opinion, continued 
success of the office furniture salesman lies in his oper- 
ating as an informed specialist in office planning, with 
full knowledge and ability to convince the cold canvass 
prospect that he cannot afford not to provide his office 
workers with the exactly proper tools and physical 
environment for maximum efficiency and morale. 
Through these sales training clinics, we expect to en- 
courage office furniture salesmen who are not already 
operating along these lines to do so and to provide 
them with some of the ‘know-how’ necessary, as well 
as to furnish up to date information to the more ex- 
perienced salesmen.” 

The meetings will feature the Institute’s sales train- 
ing motion picture, in sound and color, now nearing 
completion. This film, “The Magic Touch” is causing 
much comment as a business film. In addition, Mr. 
Gatewood’s talks will be illustrated by color slides and 
the Visual-Cast projector. 

According to the Institute, no effort is being spared 
to make these meetings inspiring, informative, and 
valuable. Subjects to be covered in each meeting are 
specialty selling techniques, selling advantages of 








PARTY AT WEBER'S HOF BRAU, CAMDEN, N.,]. 


La Gasse, Victor Safe & Equipment Co.; John G. Kolb. C. Howard 

Hunt Pen Co.; Millard H. Jackson. Joseph Dixon Crucible Co.; Wil- 

liam H. Cravens, The Walcott-Taylor Co.. Washington, D.C.; William 

McCully, S. E. & M. Vernon, Inc.; John J. Kerns, Stationers Loose 

Leaf Co.; Taylor Kellog. C. Howard Hunt Pen Co.; George Leonard. 
L. E. Waterman Co. 


Third row, standing—Bart J. McCloskey. manufacturers’ representa- 

tive: Chris Tomford, Carter's Ink Co.; Edward St. George, The Oak- 

ville Co.; Charles Becker and Dick Graff, Esterbrook Pen Co.; Gor- 

don Nitschke, General Pencil Co.: and William Galten, Cushman 6& 
Denison Mig. Co., Inc. 
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_— 2c Peet BE ADY MASTERS 
en wn see 


® LEGIBLE—BRILLIANT—ATTRACTIVE. The immediate qt3 the cost fer cofey that counts 


reference advantage of contrast between pre-printed 


form matter and typewritten fill-in — all data clear - not the Coal fer job / 


and clean! 


* TIME SAVING, ERROR PREVENTING. Ruled forms Our Service Department will quickly supply you with 
and/or permanent data furnished pre-printed, for Ready Master Forms to suit your customers’ specific 
error-proof, speedy reproduction. Fill-in time and requirements. Write us for details on this splendid 
work reduced to absolute minimum. One fast, simple customer service by which you can easily sell higher 


operation! profit Ready Masters. 


® LONG LIVED. Superior quality color resists fading 


even over lengthy storage. . 
RIBBON & CARBON 











® FLEXIBLE—ADAPTABLE—VERSATILE. One efficient p MANUFACTURING CO., INC. 
. : . ~4 Main Office & Factory: Glen Cove, lt. 1., N.Y. 
Ready Master Form with space for variable fill-in data, if New York Soles & Export: 58-64 West 40th St. 
serves more requirements; reduces form costs and GGA © Konsos City, Mo. + Chicago + Detroit + Mil 
© @ woukee ¢ Minneapolis « Philadelphia « Pittsburgh 

inventory; gives... & “ ¢ Portland, Oregon «+ Cincinnoti . 

ftw N/ Horris-Moers Co.) « Fort Worth « Atlonta 

ati tacti Also: Toronto, Canada « London, England 

® GREATLY REDUCED COST PER COPY! Milon, Itoly «¢ Sydney, Australia 
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wood office furniture, furniture design and layout, and 
the role of decorating and lighting in office planning. 

All office furniture dealers’ salesmen handling insti- 
tute members’ products in each area are invited to 
attend. In order to avoid monopolizing any dealer’s 
entire sales staff at one time, two identical meetings 
will be staged in each city, one from 9:30 to 11:30 a.m 
and one from 2:00 to 4:00 p.m 

The schedule is as follows 

February 17—Richmond, Va September 2( Hartford 

February 23—High Point, N.C Conn Siesta teen 


February 25—Columbia, S. C September 23 
March 1—Atlanta, Ga October 11—Buffalo, N. Y 


March 4—Tampa, Fla. October 14—Pittsburgh, Pa 
March 8—Birmingham, Ala October 18—Indianapolis, Ind 
March 11—Louisville, Ky October 21—St. Louis, Mo 


Little Rock, Ark 
Oklahoma City 


October 25 
October 28 


March 22—Charleston, W. Va 
March 25—Nashville, Tenn 


March 29—Des Moines, Iowa kla 

April 1—Minneapolis-St. Pau! November 1—Kansas City, Mc 
Minn. November 4—Omaha, Nebr. 

April 5—Chicago, Il November 15 New Orleans 


April 8—Detroit, Mich. La 
April 12—Cleveland, Ohio November 18 
April 14—Cincinnati, Ohio. November 22 
y 13—Seattle, Wash. November 25 
May 17—Portland, Ore. November 29 
September 6—Washington Utah 
D.C December 2 San 


Houston, Tex 
Dallas, Tex 
Denver, Colo 
Salt Lake City 


- ©. Francisc« 
September 9—Baltimore, Md. Cr 
Meena 13 — Philadelphia 


a 
Sevtember 16—New York 
_ ws 


alif 
December 6—Los Angeles 


Calif 


Letters will go out from Institute headquarters in 
Washington, D. C., prior to the meetings, advising the 
dealers in each area as to full details, including the 
name of the meeting hotel 


—-> 


SOUTHERN CALIFORNIA 0O.F.A. DINES 


The annual dinner of the Southern California Office 
Furniture Association was held in the Biltmore Hotel 
at Los Angeles on December 6 with President Tufeld, 
retiring head of the group, presiding 

Mr. Tufeld reviewed the accomplishments of the 
association during 1948 and expressed his thanks to 
the officers and members who had aided his admin- 
istration. 

Sam Yocum was then elected as the new presi- 
dent, Art Willis as vice-president and Ed Hergenrather 
secretary. The new president outlined a_ tentative 
program for 1949 and called on the other new offi- 
cers for remarks. 

George D. Taylor, staff writer for OrriceE APPLIANCES 
and employee of the Western Office Furniture Com- 
pany, presented a chart demonstration on modern 
display for the office furniture dealer and told of the 
objectives of his special display section in OFFIcE 
APPLIANCES, the main aim of which is to help the in- 
dividual merchant promote more sales through scien- 
tific use of his display windows 


i 


RUS RAGAN NEW PRESIDENT OF GLTC 

At the annual meeting and elections of officers of 
the Great Lakes Travelers Club, held on Thursday, De- 
cember 30, 1948, at the Central YMCA, Chicago, Rus 
Ragan, American Pad & Paper Company, was elected 
president. Rus was in the Evanston Hospital recover- 
ing from an illness at the time of his election, but his 
assistant, Doug Allen, was on hand to accept the honor 
accorded Rus 

Other officers elected were as follows: Ralph Maish, 
Dennison Manufacturing Company, first vice- pres- 
ident; Ken Henderson, Carter’s Ink Company, second 














RUSSELL E. RAGAN 


Codo Manufacturing 


vice-president; Roscoe Benge,, 
Bob Reynell, Oxford 


Company, third vice-president; 
Filing Supply Company, treasurer; Brown Hardison, 
Modern Stationer, secretary. Each of the officers is 
new to his job except Brown Hardison, who has been 
functioning efficiently as secretary since 1946. 

Becoming president of GLTC was a natural develop- 
ment for Rus Ragan. Ever since settling in Chicago 
several years ago to represent the American Pad & 
Paper Company, he has taken active part in GLTC 
affairs as a member or chairman of committees. In 
1946 he was elected treasurer, a post he held until his 
recent elevation to the presidency. 

Prior to the election the following men were ac- 
cepted as GLTC members: John Parlin, Stein Bros. 
Mfg. Company; George Okeberg, Speed Products Com- 
pany; Frank Hughes, Automatic Pencil Sharpener 
Company, and T. K. Nickerson, White & Wyckoff Man- 
ufacturing Company. 

An auditing committee composed of Ray Eichenlaub, 
Service Steel Products Corporation, chairman; Ken 
Henderson, Carter’s Ink Company, and John Smythe, 
Geyer’s Topics, was appointed to check the club’s rec- 
ords for 1948. 

As one of his last official functions, President Jim 
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® We buy the steel from you or 
your customers and ship the pound- 
for-pound equivalent in any selec- 
tion of LYON products, at regular 
published prices (see partial list 


below) or special assemblies, sub- 
A PARTIAL 


List OF 


‘ 


: ; ( 


| 


1 HOP DESxs 


assemblies, parts, etc., for your 
customers’ products—to their 
specifications. 

For complete details of the 
“customer steel plan” contact your 
nearest LYon District Office. 


LYON METAL PRODUCTS, INCORPORATED 





|B fe). | 


PRODUCTS 


Shelving ® Kitchen Cabinets 


Cabinet Benches 


Lockers © Display Equipment 
Wood Working Benches © Hanging Cabinets Folding Chairs 
Economy Locker Racks © Welding Benches 


Drawing Tables 
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Branches and Dealers in All Principal Cities 


General Offices: 228 Monroe Avenue, Aurora, Illinois 
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Lynch, Browne-Morse Company, conducted the elec- 
tion of the officers named in preceding paragraphs. 
He appointed Harry Balch, Quality Park Envelope 
Company, judge of election, and Ralph Maish, Denni- 
son Manufacturing Company, and Don Sharpe, Rey- 
burn Manufacturing Company, tellers. 

Jim’s “swan song” as GLTC president was simply 


and appropriately worded. His expressions of appre- 
ciation to all those who had helped to make the year 
of his administration a success were responded to by 
the entire assembly rising to its feet to applaud 
Jim for his extensive and skillful service as chief exe- 
cutive of the club. 

In the absence of President-elect Ragan, First Vice- 
president-elect Maish assumed the chair and ad- 
journed the meeting. 


><? 


WINNIPEG STATIONERS ELECT OFFICERS 

The eighteenth annual meeting of the Stationers 
Association of Winnipeg was held on Tuesday, Decem- 
ber 14, at which time the following new Officers were 
elected: 

President—Andrew Liddell, W. J. Gage & Company, 
Ltd. 

Past president 
and Paper, Ltd. 


-Eric Jeanfavre, General Stationery 


Secretary—-C. Vernon Nobbs, The Luckett Loose 
Leaf, Ltd. 

Treasurer—F. J. Dool, G. R. Bradley & Company, 
Ltd. 

Auditor—J. Francis, Reliance Ink Company, Ltd. 

Chairman, entertainment—J. Malcom, Commercial 
Stationers. 


Guild Club chairman—Andrew Liddell, W. J. Gage 
‘& Company, Ltd. 

The retiring president, Mr. Jeanfavre, expressed his 
appreciation “for the splendid support’ which he had 
received. He was presented with a gift by the mem- 


bers. 
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UNDERWOOD SALES MEET—In attendance at 
tLe Rocky Mountain sales meeting of the 
Underwood Corp. organization at Denver 
Ccelo., are (left to right): Front row—Max M. 
Shaver, B. W. Byron, Helen R. Smith, J. D. 
Parks, Earl Lammers. E. C. Mesquin. Jr.; 
Cha:les Berry. Walter Brower; second row— 
Richard Stumpf. Albert Ellington. Gus Sand- 
strom, Oscar Zaun, Walter Foster. Fred 
Brown, Frank Gerber. Frank Shedd. F. S. 
Hadley: third row—Glen Helm, Marvin Lawr- 
ence, C. E. Harris, E. J. Korpal. Aaron Keil. 
Ernest Torres, Walter Hubbard; fourth row— 
J. R. Powell, W. A. Vanderpool, Curtis Cope 
H. E. Van Newkirk. and N. P. Coleman. Jr. 


HOLD UNDERWOOD SALES MEET AT DENVER 

A two-day meeting of the sales organization of the 
Underwood Corporation of the Rocky Mountain region 
was held in Denver recently at the Albany Hotel. 

The meeting was under the management of Oscar 
Zaun, national sales manager of the typewriter divi- 
sion, with Aaron Keil, regional manager of the E] Paso 
office, and James V. Brownell, district manager from 
Washington, D. C., also in attendance. M. M. Shaver, 
regional manager at Denver, served as host. 

Formal announcement concerning the new Under- 
wood deluxe typewriter was made at this meeting and 
the machine was demonstrated to the organization. 
The two-day training session en the complete line of 
typewriters, adding machines and supplies was given 
to further the sales education of Underwood agents. 

— oc 


MACO STAGES GALA YULE PARTY 

The J. L. May Company, 111 W 19th St., New York, 
N.Y., celebrated the holiday season with its traditional 
Christmas party for employees and friends. In addi- 
tion to a buffet luncheon and dancing to the music 
of a fine orchestra, a complete program of gaiety was 
planned. 

Santa Claus distributed gifts to everyone present. 
Prizes were also awarded to the winners of an amateur 
contest and quiz show aptly titled “Break the Maco 
Bank.” The party ended with the singing of Christ- 
mas carols. 

a 
UTILITY HOLDS ANNUAL YULE PARTY 

The annual Christmas party of the Utility Supply 
Company and Utility Stationery stores was held in the 
Bal Tabarin Room of the Hotel Sherman on Decem- 
ber 23. More than 150 employes, together with their 
spouses, attended the very elaborate dinner with an 
excellent entertainment program arranged by the 
committee. 

M. E. Wolf, president of Utility, issued his annual 
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functioning unit. 


for Every Purpose 


THE INDEX—PART OF A UNIT 


Precise fit of index to forms and binder is 
essential to a satisfactory loose leaf system. 
As the leading manufacturer of loose leaf 
binders, forms and indexes, we coordinate 
these elements to form a complete, perfectly 


The wide range of grades and styles of tabs 
provide a proper index for every purpose. 


Order indexes with your other require- 
ments and save on transportation costs. 


LEDGER AND POST BINDER INDEXES See catalog No. 146. 


Celluloid, leather or imitation leather tabs. 
Sheets of ledger paper or Tag Cloth. 


0 ) Ae it 
. __MONTHLY 











insertable celluloid tabs. 


RING BOOK INDEXES 
Celluloid, leather or imitation leather tebs. 








VISIBLE RECORD INDEXES 
Celluloid tabs — solid or insertable. Metal, celluloid or presst 4 tat 


WILSON JONES Co. 


GENERAL SALES OFFICES 
NEW YORK CAMBRIDGE, MASS. CHICAGO KANSAS CITY, MO. 
f tree 6 Blackstone Street 3300 Franklin Bivd 816 Locust Street 
Main Plants at CHICAGO and ELIZABETH, N. Jd. 


FILING GUIDES 
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@ STATE MEMO BOOK INDEXES 
. RING BOOK INDEXES — — Side and end opening — leather tabs. 







celluloid tabs for binders. 


SAN FRANCISCO 
500 Howard Street 
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statement with reference to the Utility Profit Sharing 
and Pension Plan, and disclosed the welcome news that 
each employe’s contribution had been equalled by 
the company’s donation 

After the dinner, there was additional entertain- 
ment and dancing until the wee hours of the morning. 

- _—- - --- 
FARNHAM’S PRESENTS SERVICE PINS 

Twenty employees who have been with Farnham 
Stationery & School Supply Company, Minneapolis, 
Minn., for ten years or more, were presented with gold 
lapel pins at the annual Christmas party held De- 
cember 22. Seven received ten-year pins, eight were 
presented 20-year pins and five employees received 
pins designating 30 years of service. In the latter 
group were Harry Zahner, J. J. Wiltrout, M. W. Lane, 
W. R. Johnson and Clarence Benson. Presentation was 
made by Arthur J. Walker, president of the firm, who 
himself has been with Farnham’s for more than 35 
years. 

Eighty-five employees were the guests of Farnham’s 
at a steak dinner served in the American Legion Club 
Rooms. An entertainment program featured Eugene 
Yahn, pianist, who was the Minneapolis talent winner 
in the Horace Heidt show. 

Farnham employees presented Mr. Walker with a 
matched set of golf clubs and bag and all employees 
received their annual Christmas bonus checks. 

Organized in 1894, Farnham’s services the North- 
west territory with office supplies and furniture, school 
supplies and equipment 

°*—- © 

CHICO STATIONERS HOLD ANNUAL DINNER 

Approximately 150 dealers, manufacturers’ repre- 
sentatives and members of the trade press were pres- 
ent at the annual banquet of the Chicago Stationers 
Club (Chico) held at the Hamilton Hotel, Chicago, 
at 6:30 p.m., January 5. The dinner was preceded by 
the time-honored social hour of elbow-bending and 
was followed by the usual card games 

Officers of the club are Howard Crosby, Office 
Equipment Company, Michigan City, Ind., president; 
Robert Pieritz, Pieritz Brothers, Chicago, vice-presi- 
dent; and Matilda Klein, Auburn Park Stationers, 
Chicago, secretary-treasurer 

<i @ 


12:30 CLUB HOLDS CHRISTMAS PARTY 
Despite bad traveling conditions caused by the third 


largest blizzard New York has ever experienced, on the 
day previous, more than 120 members and guests of 


‘the Stationers 12:30 Club of New York gathered to 


participate in the festivities. The gala event was held 
on Monday evening. December 20, in the main dining 
room of the Advertising Club, New York, N. Y. 

A festive occasion it was from start to finish with 
music, singing and good fellowship the order of the 
evening. Promptly at 7 o’clock a delicious beef steak 
dinner was served which was thoroughly enjoyed 
amidst much gaiety and Yuletide spirits. 

President Jerome J. Savage, The Carter’s Ink Com- 
pany, extended a hearty welcome and cordial Christ- 
mas greetings. He then introduced jolly old Santa 
Claus with his pack on his back. When Santa had 
finished distributing his gifts, he removed his long, 
white beard and was found to be none other than 
Leonard A. Mathews, Weis Manufacturing Company, 
Ine:, who played the part to perfection. He was given 
a hearty round of applause as President Savage 
thanked him for doing a splendid jop 

President Savage then called for volunteers to lead 
the group in singing. Old Santa Claus was the first to 
respond, being followed by Ralph Barnett, Blaisdell 
Pencil Company; George Ramsdell, Sanford Ink Com- 
pany; Bob Robell, Robell Press, New York, N. Y., and 
others. Secretary Phil G. Tagley, Consolidated Loose 
Leaf, Inc., then introduced Leonard A. Mathews as a 
story teller of renown. Mr. Mathews related a number 
of humorous stories that provoked much laughter. The 
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STATIONERS 12:30 CLUB CHRISTMAS PARTY.—These snap- 
shots were taken by Irving Reighter of the Wansco Paper 
Products Co. The role of Santa Claus, (top right) was ably 
played by Leonard A. Mathews, Weis Manufacturing Co. 


balance of the evening was devoted to music, singing 
and genuine good fellowship. 

The committee responsible for the success of the 
party was: Chairman James T. Hurley, Oxford Filing 
Supply Company; Dwight N. Briggs, Sun Rubber Com- 
pany; Philip G. Tagley, Consolidated Loose Leaf, Inc.; 
Harold E. McNeil, Wilson Jones Company; Mortimer 
Libien, Libien Press, Inc., New York, N. Y.; and Gerard 
D. White, Acco Products, Inc. 


ee 


(MORE MEETINGS NEWS ON PAGE 175) 
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Symbol 
of 


...in more ways than one! 


A-S-E EQUIPMENT symbolizes over 35 years 
of successful manufacturing 









By this we mean that A-S-E has succeeded in producing 
steel office equipment that meets the highest standards 
of durability, appearance and operating efficiency. 
Through constant growth, censtant attention to the requirements of the trade, A-S-E has 
attained leadership and prestige in a highly competitive industry. The healthy demand for 
\-S-E products by dealers and buyers makes this success apparent—and promises even 
greater success in the future. 

A-S-E equipment is also the symbol of a successful dealer 
For the dealer who sells A-S-E equipment, with the extra 
qualities that make it preferred for modern office design 
and operation, can assure himself of customer satisfaction, 














s repeat business—and continuing profits. 

- In brief, A-S-E plainly stands for Dealer Benefits, Product 
Preference and all-round Progressiveness in the Steel Office 

8 Equipment Field. 

e 
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ALL-STEEL EQUIPMENT Inc. 

600 Cleveland Ave., Aurora, Illinois 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff 

at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park 

Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so many 
as at Chicago, there will be found the same desire to serve. 





TELLS OF EXCHANGE SITUATION IN COLOMBIA 

J. V. Mogollon & Company, representatives of the 
office equipment industry at Cartagena, Colombia, 
have furnished Orrice APPLIANCES with information 
on new developments of the Colombian foreign ex- 
change situation. 

At the last session of the Colombian Congress the 
exchange rate was raised 20 points, up to 195 per cent. 
There remains at the same time a foreign exchange 
duty of 10 per cent for merchandise in the first group, 
16 per cent for that in the second group and 30 per 
cent for the third group. Thus the exchange rates 
become 214%, 2264 and 253% per cent, respectively 

The exchange certificates which are given to the 
exporters from Colombia of certain mining and agri- 
cultural products sold in the open market are now 
only good for the import of industrial and agricultural 
machinery which is not allowed at present to be im- 
ported with regular exchange 

<< 


BURROUGHS TO OPERATE PLANT IN SCOTLAND 

Acquisition of a new plant in Scotland, to expand 
Burroughs Adding Machine Company’s manufacturing 
activities in Europe, was announced recently by John 
S. Coleman, president of the company. 

“As another step in Burroughs’ program of enlarg- 
ing and integrating its world-wide organization, the 
company, in conjunction with the British Board of 
Trade and Scottish Industrial Estates, Ltd., has com- 
pleted negotiations for a 150,000 square foot plant 
presently under construction on the Vale of Leven 
Industrial Estate near Loch Lomond, 16 miles from 
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Glasgow in the west of Scotland,” Mr. Coleman said. 
The new plant will go into operation this year and 
reach full production in 1950. 


— 
FORMING NEW TRADE GROUP IN ENGLAND 

The British magazine Business, tells of the proposed 
formation of a new office equipment trades association. 
Tentatively named “The National Association of Dis- 
tributors of Office Equipment” the group is being 
formed, primarily, to look after the interests of the 
retailers of office equipment who, up until the present, 
have not been eligible for membership in any of the 
existing trade associations. Business states, “It is not 
intended that the new body should in any way cut 
across or overlap the federations or associations already 
in existence, and it is desirous of co-operating with 
them to the fullest extent.” 

The interim chairman, W. E. Sculthorp, of Sculthrops, 
Ltd., 115 W. Nile St., Glasgow, C. I., Scotland, tells 
OFFICE APPLIANCES that substantial support has already 
been forthcoming. He would be happy to hear from 
sister organizations in the United States, who could no 
doubt be helpful. Those who are interested in obtain- 
ing further details of the proposed association can 
obtain them from the interim chairman, or from the 
interim secretary, G. H. Stibbs, 386 High St., Rochester, 
Kent, England 


—- 
HOLLAND FIRM TAKES NEW PREMISES 
The C. V. Handelmaatschappij A. Haussmann firm 
left its temporary offices and is now occupying new 
quarters with address of 100 Bankastraat, the Hague, 
Holland. 


NEW PLANT—An architect's drawing 
of the new plant of Burroughs Adding 
Machine Co., in Scotland. 
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ROYAL MAKES FIVE MANAGERIAL PROMOTIONS 

David B. Starrett, vice-president in charge of sales 
for the Royal Typewriter Company, has announced a 
series of managerial promotions which became effec- 
tive at the start of the year. 

W. A. Eiseman, Royal’s former district manager at 
Cincinnati, Ohio, has been elevated to the position of 
district manager at Philadelphia. Manager Eiseman 
joined the company as a salesman at Charlotte, N. C., 
in June, 1938. 

Succeeding Mr. Eiseman as Cincinnati district man- 
ager is Lloyd G. Roberts, former district manager at 
Omaha. Like many executives of the Royal Typewriter 
Company, Manager Roberts worked his way up from 
the bottom. He started with the company as a delivery 
boy in June, 1930, at Chicago. 

To replace Mr. Roberts at Omaha, Royal has chosen 
Donald L. Newell, former Cedar Rapids, lowa, manager. 
Manager Newell began his career with Royal selling 
typewriters at Des Moines. 

Royal’s new district manager at Milwaukee is G. A. 
Broden, formerly manager at Worcester, Mass. Man- 
ager Broden started out as a salesman at Cleveland in 
June, 1931. 

Thomas P. Kelly, whose entire service with the firm 
has been spent selling Royal typewriters at Chicago, 
has been appointed to succeed D. L. Newell as district 
manager at Cedar Rapids. 

<-> 
GUNN MAKES TWO APPOINTMENTS 


- Gunn Furniture Company, Grand Rapids, Mich., has 
announced the appointment of W. J. Browne to the 
sales staff and the assignment of W. C. Brown as a 
sales representative from another position with the 
company. 

Mr. Browne was formerly of the Browne-Morse Com- 























W. C. BROWN W. J. BROWNE 


pany. Severing his connection with that firm in 1945, 
he spent the last three years in the Southwest as a 
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realtor. He will travel in various parts of the country, 
not being confined to one territory. 

The new Gunn representative, W. C. Brown, has 
been with the same firm for the past three years as 
methods engineer. Prior to his employment with Gunn 
he had a varied business background in aviation in- 
dustry and sales work. His territory is not restricted. 

ae ae 
APPOINT NEW ORLEANS HEAD FOR C-C 

The Commercial Controls Corporation office in New 
Orleans, La., is now operated by Francis B. Felton, 
former customer engineer in the C. W. Cooper and 
Company, which acted as C-C representative until Mr. 
Felton assumed that responsibility. The office is lo- 
cated at 826 Union St. 

For nearly four years prior to joining the C. W. 
Cooper firm in 1946, Mr. Felton was associated with a 
leading office equipment firm. 





EXCUSE US, PLEASE 



































J. B. WAGONER, JR. W. H. DAVELER 

In the announcement about new sales representa- 
tives of the High Point Bending & Chair Company, 
Alma Desk Company and Myrtle Desk Company, on 
page 109 of the January issue, the portraits of J. B. 
Wagoner, Jr., and W. H. Daveler were transposed. The 
error is sincerely regretted. The portraits are pre- 
sented again, with correct captions, in the hope that 
readers will not be confused when Mr. Wagoner calls, 
or vice-versa. 

In listing on page 76 of the January issue, the names 
of men pictured at a meeting of the office machinery 
group formed by the National Security Resources 
Board, A. B. Dick III, president and treasurer of the 
A. B. Dick Company, was referred to as vice-president 
of his company. The error in official designation is 
sincerely regretted. 
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THIS DISPLAY FREE. 


Also many other dealer helps, such as 4 * 
envelope enclosures, mats, electros, etc. 3 





Please write for Catalog and Dealer Discounts 


MARKWELL MFG. CO. INC. 


Dealer Division 
200 HUDSON STREET NEW YORK 13, N. Y. 
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SCENES AT THE LAYING OF THE CORNERSTONE OF THE NEW HORDER BUILDING, CHICAGO 


Top. left. Three Generations of Horders.—Harry G. Horder, 
Mrs. Robert Horder, Robert Horder and son Richard, and 
Mrs. Richard Yager, daughter of Harry Horder. 

Top. right. Operating Committee.—George Dean, vice-presi- 
dent: Edwin Schrieber, operations manager: William 
Kordsiemon, controller; Glen Schori, assistant secretary- 
treasurer; Mrs. Mabel Yerkes, personnel manager; F. P. 
Seymour, vice-president; George Sollitt, building contrac- 
tor: L. G. Hallberg, Engineering Systems, Inc.; H. G. 


HORDER’S, INC., SETS CORNERSTONE 

Just before noon on Tuesday, January 18, officers 
and quarter-century employees of the stationery busi- 
ness founded by the late E. Y. Horder dedicated the 
cornerstone of the new building which will become an 
addition to the present building at Jackson and Jeffer- 
son Sts., Chicago. The ceremony marked 48 years 
of growth for the company. Harry G. Horder, chair- 
man of Horder’s executive committee, characterized 
the firm’s origin in his brief speech before a gathering 
which included fourth-generation members of the 
Horder family. “We who carry on the business in my 
father’s place,” he said, “always try to follow his prin- 
ciples of fairness and honesty to both customer and 
employee, and we hope that future managers and 
those in authority will always keep those principles 
alive. Should the company ever cease to carry out 
these policies, then the name of Horder should no 
longer be associated with the firm.” 

Robert Horder, his sister, Mrs. Richard Yager, and 
his son, Richard Horder, three years of age, repre- 
sented the third and fourth generations. Mrs. Ivy 
Horder Seymour, daughter of E. Y. Horder, served the 
business from the beginning with her brother, Harry, 
and continued in active participation in the business 
through her chair on the board of directors until a few 
months ago. 

Twenty-six employees present had served over 25 
years with Horder’s. Eleven of these, including Vice- 
President F. P. Seymour and Executive Chairman 
Harry Horder, had served over 30 years continuously 
with Horder’s and/or its subsidiaries, Associated Sta- 
tioners Supply Company and Geo. E. Cole & Company. 
Company officers, the operating committee, George 
Sollitt, contractor, L. G. Hallberg, Engineering Systems, 
Inc., architect, attended, as well as a great many em- 
ployees. A luncheon in the Union League Club later 
wag attended by Harry Horder, F. P. Seymour, Vice- 
Président George Dean, George Sollitt and L. G. Hall- 
berg. The seven-story building will be completed in 
June. 

Horder 30-year employees are as follows: F. P. Sey- 
mour, Harry G. Horder, J. Arthur Phillip, Carl Guthier, 
William Johnston, John J. Lyng, Samuel Siedband, 
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Horder, executive chairman, was standing at the right. 
and Wayne Bashaw, manager of industrial sales, at the 
left, but didn’t quite get in the picture. 

Bottom, left. Most of the 27 Horder employees with service 
records of more than 25 years. 

Bottom, right. Executives of Associated Stationers Supply 
Co., a Horder affiliate—F. P. Seymour, vice-president; 
Cort B. Horr, general sales manager; H. G. Horder, execu- 
tive chairman; George A. Dean, vice-president. 





H. G. HORDER PREPARING TO LAY A TROWELFUL 
OF MORTAR ON THE CORNERSTONE 
Stanley Ohlman, Frederick W. Steadman, Harry H. 

Shaffer, and Edna Rathman. 

Following are employees with service records of over 
25 years: Anthony Peters, Harold Krueger, Thomas S. 
Ingram, Marguerite Higgins, Edwin F. Kuhlmann, 
Homer Schulenburg, David Benson, William E. Lein- 
weber, Anthony Dinello, George Boehm, Edward Rohs, 
John Thielen, Charles Novotny, J. Frank Brown, Sid- 
ney F. Prescott, and Charles H. Bird 

—- 
MAJOR LEATHER APPOINTS H. A. WEEMAN 

Due to temporary ill health, Alfred Wolf, president 
of the Major Leather Goods Manufacturing Company, 
1840 S. Michigan Ave., Chicago 16, Ill., has relinquished 
his travelling sales work and will devote his entire 
attention to inside work. In his place, H. A. Weeman, 
former sales manager for several large manufacturers, 
has been appointed sales manager, assuming his new 
duties January 1. He promises to give the same per- 
sonal attention and service formerly offered by Mr. 
Wolf. 

Announcement is also made that the new 1949-illus- 
trated catalog of Major Leather Goods Manufacturing 
Company is now ready for distribution and copies may 
be obtained by writing at the Chicago address 
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TRADEMARKS OF 
QUALITY 


* 
Since 1919, Columbia has been manu- 
facturing Steel Office Equipment. 


The accumulated skill of 30 years has 
gone into the making of our four popular 
lines: 


COLUMBIA 
APEX 
COLONIAL 
ATLAS 


These trademarks are your guarantee of 
the best that can be produced. 
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SCENES IN THE REMODELED HOME OF SIOUX FALLS BOOK & STATIONERY COMPANY 


S. A. Christenson, president and founder of the business, 
who says, “The biggest satisfaction is that we have cus- 
tomers who have been with us for the whole 40 years, 
and still like us.” 


. Claude B. Faber, head of the business machine depart- 


ment. 


. Joe Bagley, Francis Beuckens and Bob West, who serve 


customers of the office supply department. 


4. 
5. 


Emery Dehne, Arnold Larsen and Dwight Maddox, outside 
representatives. 

Office machines service men—John Tague, billing. posting 
and adding machines; Lynn Vagle, cash registers and 
motion picture sound projectors; Cliff Heinson, shop fore- 
man, specializing in electronic dictating machines; Ernie 
Mobbs, typewriters and dictating machines. 


6. Cherole Oleson, who presides over fountain pen dept. 


(See story on page 92) 
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The most valuable contract in any business when 
destroyed by fire is worth only the paper it is writ- 
ten on — because a fire insurance policy will pay 
only the value of the sheet of paper, — no value 
for the intent or contents of the contract. 


SELL SAFES 


O YOuW CH ilomend 
Protectall safes — with the Underwriters’ C Label 
-— will provide ample protection against fire up to 
1700 degrees for one hour. 


















i. Do a real service to your trade—and make a HIGHER 
PROFIT ON YOUR INVESTMENT. Add PROTECTALL 
SAFES to your stock lines. 














MW 
H PROTECTALL MFG. CORP. 
926 South Salina Street, Syracuse, New York 
le 
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spirit carbon you can’t soil your hands 
y £ it’s “protective coated” like OLD ‘TOWN’s 
Ajo? rey spirit carbons are not protective coated). 
No precaution is necessary with upon een -yssher 


inserting In typewriter. «6 "2 After master unit 1s 
| ee 


—, 


typed, the spirit carbon is discarded. > 


But every typed or printed master will smudge if 











it’s rubbed or brought in contact with another 


surface. 
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Sp wilt Carbon! 


TOO 


DLO TOWN gives you... 


a cleaner-handling spirit carbon_},..3.s¢ 
Old Town chemical engineers have worked for years 
to perf protective coating on Super-kleen 750 
A coating that seals the ink and protects hands, 
clothes, paper, and other objects from soiling upon 
contact 
Super-} 50 gives the brilliant performance on 
exceptionally long runs that you expect from a 


superiol ng-run spirit carbon. Super-kleen 750 is 


adapted to all typewriters and typists’ touches, no 
matter how varied. 

sharper-than-ever masters - because Super- 
kleen 750 is made with the unique, Old Town inks 
that give brighter, sharper, fresher-looking copies. 
Possessing a brilliant finish, the new Super-kleen 750 
minimizes typewriter imperfections and affords an 
extra margin of safety in the production of cheaner, 
sharper copies 


a product that’s been tested and proved 


by years of use 
HI TEST 
STRATOSPHERE 
and 
OLD TOWN 300 


carbons and master units 


favorites in the field... 
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RIBBON and CARBON COMPANY 


750 Pacific Street, Brookiyn 17, N. Y. 


Manufacturers eof CARBON PAPERS MASTER UNITS INKED 
RIBBONS FOR EVERY OFFICE MACHINE «. CARBON RIBBONS « SPIRIT- 
HEKTOGRAPH CARBONS * DUPLICATING SUPPLIES * CARBON ROLLS 


Qi Town 


RBON CO- 


17, N.Y: 


nN and CA 


Brogkly® 
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SIOUX FALLS FIRM REMODELS STORE 
(See picture on page 88) 


A grand opening of its newly-remodeled store was 
recently held by the Sioux Falls Book & Stationery 
Company, Sioux Falls, S. D., an organization which 
has been serving the city since 1908. 

S. A. Christenson started the business 40 years ago 
with himself and two other employees. At that time, 
it was strictly a book store and did not handle any 
office equipment or supplies. As time went on, these 
other lines were developed. The store was originally 
housed in a 22-foot front but has since been forced to 
expand to the present 44-foot frontage and now oc- 
cupies the basement and two floors of a two-story 
building. 

The employee force has grown from the original two 
people to 56 and there are eleven outside salesmen 
contacting customers in the state of South Dakota and 
parts of Iowa and Minnesota 

The business is divided roughly into three sections. 
One-third is done at retail, another one third from 
direct selling in Sioux Falls and within a 100-yard 
radius, and the other one-third from school supply 
men who call on schools all over South Dakota, Iowa 
and Minnesota. The firm also has a nucleus for a good 


machine division. 
_ oo ~—-e + 


KELLY’'S NEW BUSINESS HOME AT 


Upper left: Night view of store front, decorated for the 
recent holidays. 

Lower left: As an example of the degree and quality of 
its lighting, this picture of the store interior was taken at 
night without benefit of flood lamps or other additional 
illumination. 

Upper right: A corner of the office furniture display. 
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KELLY’S OPENS MODERN CALIFORNIA STORE 


After almost 26 years in a previous location, Kelly’s 
has stepped out at 2047 Bird St., Oroville, Calif., with 
one of California’s most modern stores of its kind, the 
grand opening of which attracted thousands of visitors. 

The new store, which is 20 feet wide by 75 feet long, 
was designed by Mr. and Mrs. Ear! E. Kelly after they 
had toured California inspecting hundreds of stores 
in cities of approximate size to Oroville. The colorful 
interior, brilliantly lighted by new type cold cathode 
lamps, may be seen from the sidewalk through plate 
glass doors and front. 

The office is located on a second floor mezzanine 

Customers for portable typewriters may make their 
own choice from Underwood, Royal, Smith-Corona and 
Remington machines while seated in a posture chair 
at the typewriter bar. Leading makes of business ma- 
chines, office furniture, filing cabinets, business forms 
and office accessories comprise the Kellys’ offerings. 

Stationery, books, periodicals and office supplies are 
on display in the large main room of the store, the 
theory of the owners being to use the entire store as 
a display area for the varied lines. 

Mr. and Mrs. Peter Kelly, son and daughter-in-law 
of Mr. and Mrs. Ear! E. Kelly, are associated in the 
store, Peter Kelly in charge of the outside sales and 
Mrs. Kelly in charge of the office 





2047 BIRD ST., OROVILLE, CALIF. 


Lower right: Office machine display. with the demonstra- 
tion and trial “bar” in the foreground. 

Center: The staff—Earl E. Kelly, owner and general man- 
ager; Mrs. Earl E. Kelly, stationer, book and greeting card 
buyer; Mrs. Peter Kelly, office manager; Peter Kelly, son of 
Earl E., manager of office equipment and outside sales. 
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Put that question to any dealer and he will tell 
you quickly that his success is due to his handling 
of quality merchandise only. 


In the stapling industry Ace quality stands alone. . 
head and shoulders above the rest! Never before have 
such outstanding values been built into any Stapling 
Machine or Staples. Year after year in practically 
every civilized country you will find millions of 
customers using Ace Stapling Equipment. 


This world-wide acceptance has created a ready 
consumer demand for Ace Stapling Machines and 
Staples. Turnover is quicker and the dealer's in- 
vestment is reduced to a minimum. And, quality 
merchandise, such as Ace has always built, leaves a 


iy BUILDING YOUR BUSINESS? 


ACE scouT 


A durable, long-life 
Stapler. Staples, 
pins and tacks. 
Guaranteed for 5 
years. 





ACELINER 


“World's finest Sta- 
pler”. Staples, pins, 
tacks and hand 
fastens. 


lasting impression on the consumer’s mind that 
brings him back for other products which the 


store carries ACE PILOT 


skilled workmen. 
Staples and pins. 

FEATURE ACE 
SOLD THROUGH DEALERS ONLY 





ACE CLIPPER 


Light weight, easy 
action. Will last a 
lifetime. 


FIG. 1. Shows cross section of 
an ALL-ROUND steel wire. Ace 
uses only premium, precision 
made, accurately drawn-to-size 
steel wire for all Ace Staples. 


ACE STAPLE 
REMOVER 


Snaps out clinched 
staples in a jiffy. 
Saves finger nails. 
All-steel construction. 





FIG. 2. Shows the ALL-ROUND 
wire after being treated by the 
ACE PROCESS. This gives mox- 
imum strength on the outer 
edge where it is most needed. 


ACE STAPLES 


Have highest ten- 
sile penetrating 
strength. Made of 
finest steel wire. 











~@nas- 





3415 NORTH ASHLAND AVENUE «© CHICAGO 13 
IN CANADA © ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 


ACE FASTENER CORPORATION 
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OF OUR NEW PLANT 37 


NEW KISCO PLANT IN ST. LOUIS 


KISCO MAKING FAST COMEBACK AFTER FIRE 


Production of Kisco Circulairs, which was interrupt- 
ed by a disastrous fire that destroyed the company’s 
three-story building at 39th and Chouteau Aves. in 
St. Louis, Mo., on Christmas day, will be resumed on 
February 15 with full production expected by March 
15, it has been announced by J. W. Kisling, president 
of Kisco Company, Inc. 

The new plant, having almost three times the ca- 
pacity of the old building, is located at Barton and 
DeKalb Sts., in St. Louis and provides ample space for 
expansion. 

Pending resumption of full production, orders for 
standard Circulair models are being filled from stocks 
located in other warehouses. Shipment of popular 
new models will be somewhat delayed because of the 
inability to build up an adequate stock before the fire 

Cause of the fire has not yet been determined. 

°° © 


BURFORD FIRM MOVES TO NEW BUILDING 


William B. Burford Printing Company is moving its 
store from 10 E. Market St., Indianapolis, Ind., to the 
company’s new, enlarged store in the ten-story Bur- 
ford Building at 603 E. Washington St., of that city. 
The new store will occupy the entire first floor of the 
structure, which also houses Burford’s office furniture 
department, the printing, lithographing and engrav- 
ing department, and other business needs. The firm is 
dropping the sale of greeting cards, novelties and gift 
items, since it wants to concentrate its entire effort 
and attention on the needs of the purchasing agent 
and office manager. Adequate parking facilities and 
greater display space are available at the new loca- 
tien —AK 


ww 
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MASTER-CRAFT EXPANDS PLANT FACILITIES 

The Master-Craft Corporation at Kalamazoo, Mich., 
division of The Shaw-Walker Company, Muskegon, 
Mich., has recently added an additional building to 
the present plant on Cobb Ave. 

This new addition is of one-story brick and con- 
crete construction, giving the company 20,000 addi- 
tional square feet of working space. 

In its growth the Master-Craft Corporation has 
expanded from a plant with 30,372 square feet in the 
original building to a plant of 72,000 square feet of 
working space. Four additions have been made since 
the controlling interest was purchased by The Shaw- 
Walker Company in 1931. The company has enough 
property adjoining the plant to double its present 
capacity as the demands of its business increases. 

The Master-Craft Corporation claims to be unique 
in its industry inasmuch as its entire output is re- 
tailed solely through its own exclusive dealers and 
up to the present time they have not released any 
of their production to jobbers or other agencies which 
sell on a national basis. 

In addition to making a very complete line of loose 
leaf binders, catalogs, visible books, stock ruled and 
printed forms of all types, it manufactures a com- 
plete line of accounting forms used in conjunction 
with the machine accounting field, and particularly 
specializes in the manufacture of a carbon process 
check line known as “Kopi-Spot,’ which is used in 
the payroll departments of many of the largest manu- 
facturing firms in the United States. 

In this new addition the company is now installing 
additional new ruling machines, lithographing presses 
and other printing equipment. 


—_ 
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MASTER-CRAFT CORP. ADDS TO PLANT AT KALAMAZOO, MICH. 


94 


OFFICE APPLIANCES, February, 1949 





7 

} Ec 

| 

la 
4 











IT TAKES 






ea JOP-FLIGHT 
FICE CHAIR 


HAS ALL 5 



















COMFORT [Easyrest posture chairs are built to give perfect support and day-long 
working efficiency. Seats are upholstered over 16 resilient coiled springs. A soft, 
ushion-rolled front edge is another Easyrest extra — for comfort that cuts down 


of fatigue and increases efficiency 
| Easyrest is one 


DURABILITY The rigid, tubular steel frames are welded together into one un- 
breakable unit. No glued joints to give way, no screws to loosen or pull out. 
of Steelcase chairs Easyrest upholstery is sturdy and easy to clean stays handsome for years 


a complete line 


to 
io 


SMART STYLING Sleek modern lines and smart colors make Easyrest chairs an 
sed office 1ttractive addition to any office. Upholstering is trim and tailored. The smooth 
i . . , . 

jrey-enameled finish is fused to the steel will never chip or snag sheer hose 


now available 


recogn 


dealers 
siture . . : , 
— ECONOMY Easyrest chairs are doubly economical —their initial cost is low, 


ted to , 
You are inv! and they give long, trouble-free service 


write for price® PERFORMANCE Easyrest chairs roll easily, quietly. Height can be adjusted with- 
Dut tools, in two quick motions. The occupant can adjust the back rest to any 


and catalogs 
position, without getting up. This easy adjustability encourages perfect posture 


giving every office worker a chair tailored tor her individual needs 


METAL OFFICE FURNITURE COMPANY * GRAND RAPIDS, MICHIGAN 








‘STEELCASE 


Business Lquipmenrt, 



































IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


VAIL 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 13, Illinois 
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C. S. DUNCAN RETIRES FROM UNDERWOOD 


Charles S. Duncan was recently appointed an honor- 
ary vice-president of Underwood Corporation, accord- 
ing to Chairman Philip D. Wagoner, who announced 
Mr. Duncan’s retirement after 28 years of service 
as an officer of the company. 

Mr. Duncan served as secretary-treasurer from 














CHARLES S. DUNCAN 


February 10, 1921 until April 8, 1948, when he became 
a vice-president. In making the announcement, Mr. 
Wagoner said, “I have reluctantly acceded to Mr. 
Duncan’s request for retirement. During the years of 
his association with our organization, his marked abil- 
ity and unfailing devotion to the interests of the cor- 
poration have been reflected in the long and success- 
ful administration of his duties as an officer.” 
accion iia 
WILSON JONES ISSUES TIMELY BULLETIN 

Wilson Jones Company, Chicago, is issuing a month- 
ly bulletin, “Merchandise Notes,” which is proving 
popular to the industry inasmuch as it carries infor- 
mation about the Wilson Jones various lines and prod- 
ucts, offers timely advertising material and illustrates 
suggested window displays. 

The January issue stressed the timeliness of diaries, 
bill heads and merchant’s pass books and presented 
suggestions for a February display window featuring 
school supplies. 


° 





FINDING NEW MARKETS 
FOR RUBBER CUSHIONS 


By C. M. Litteljohn 





Everybody can use a rubber cushion—that is, almost 
everybody. Hence, it is an excellent article for special- 
ization. 

There are many mechanics, for example, who are 
real pushovers for rubber cushions, although they 
have been considered out of the stationers’ usual 
bailiwick. They are far a far cry from the little office 
lady who sits all day at her typewriter and who usually 
is the typical prospect for such a specialty. 

The realm of repairmen and mechanics looms large 
in the sale of rubber cushions. Many an expert watch- 
maker or repairman can, and often does, employ a 
soft seat for long hours of the day. 

It’s not only the bank fellows and the paunchy vice- 
presidents of other financial institutions, therefore, 
who like rubber cushions. 

These articles can be sold to other skilled artisans, 
such as the violin “doctor” who bends over the bows 
each day. Numerous repairmen of other musical in- 
struments, sitting for long hours at work benches, can 
use these comfort devices. 

Stationers should remember that the rubber cushion 
is a first aid to end fatigue, or mechanics’ “sit-uation.” 


OFFICE APPLIANCES, February, 1949 





) 

10r- 
rd- 
iced 
vice 


rom 


me 
Mr. 
Mr. 
; of 
bil- 
or- 
‘Ss- 


th- 
ing 
or- 
od- 


tes 
1es, 


ted 
ing 


ns, 
Ws 


an 


on 


49 


of-The-veat! 





pon't Miss This Book- 














VITH KALISTRON 






has a new, important double significance in 1949. Kalistron 


covers the finest in office furniture . . . and Kalistron covers our new, 





useful 1949 catalog, the better for you to appreciate Kalistron's superior 
beauty. Write for your copy today. See for yourself why the 
Thomas line for '49 has greater sales appeal. Yes, write for your 


Thomas catalog and see for yourself! 


Kolistron is the name of new, 
improved Blonchardired Viny- 
lite. Color fused to underside 
assures permonent protection. 





THOMAS FURNITURE COMPANY 


HIGH POINT, NORTH CAROLINA 
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N. T. SHEPHERD 


CHAIR COMPANY 


Executive & Sales Offices: P.O. Box 1656, Salt Lake City, Utah 
Factory and Shipping Point: Chicago, Illinois 


HORDER’S, INC. MAKES PROMOTIONS 

A number of promotions and appointments are an- 
nounced by Horder’s, Inc., Chicago, through C. W. 
Harris, president. They became effective as of Janu- 
ary 1. , 

William M. Kordsiemon, who came to the firm in 
November, 1947, on a special promotional assignment, 
and who for the past ten months has been general 
operating manager, is the new controller. Before 
joining the Horder organization he had been associated 
with Butler Brothers, W. T. Grant & Company in 














= 
WILLIAM M. KORDSIEMON WAYNE E. BASHAW 





New York City, and for ten years with Montgomery 
Ward & Company. 

Edwin F. Schreiber has been promoted to the posi- 
tion of general operating manager. He will have the 
responsibility of co-ordinating outside warehouses and 
integrating them into one unit when the new Horder 
building, now under construction, is completed about 
January 1. He joined the firm in February, 1948, 
as warehouse superintendent after previous experience 
with Montgomery Ward & Company and Butler Broth- 
ers 

W. E. Bashaw, formerly personnel manager for 
Horder’s, Inc., has been promoted to the position of 
manager of the newly-created industrial sales de- 
partment. This new branch, a part of the expansion 
program of the firm, will include all outside selling 
personnel activities and telephone selling to large 
accounts. 

Mrs. Mabel Yerkes, assistant in the personnel office, 
has been appointed personnel manager, replacing Mr. 
Bashaw after his promotion. She has been with the 
firm five years as personnel assistant and first-aid 
hurse. 

Frank Marra is elevated to the managership of a 
newly-created printing division as a first step in the 
expansion of this phase of the business, President 
tarris announces. Printing service will now be seg- 
regated from other merchandise divisions and the 
new division will occupy a considerable space on the 
second floor of the new Horder building. Mr. Marra 
has been with the organization for three years as 
buyer of printing. 

Robert Evans, manager of Horder’s merchnadise di- 
vision No. 1, has been given in addition the manager- 
ship of Horder’s furniture and systems store in the 
Bankers Building. This consolidation is expected to 
result in closer co-ordination of all elements of the 
firm’s furniture business. He had been promoted to 
the position of merchandise division manager a few 
months ago 

°—> 
HEHNER APPOINTED AMERICAN LEAD PENCIL 
SALES PROMOTION MANAGER 

Leonard A. Hehner has recently been appointed 
manager of sales promotion in addition to his duties 
as advertising manager of the American Lead Pencil 
Company, it was announced by Joseph S. Reckford, 
president. Mr. Hehner joined the company in 1945. 


OFFICE APPLIANCES, February, 1949 











_eeee The integrity inherent in the name 
Allen-Wales on an adding machine is your 
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ALLEN @W WALES 


ALLEN-WALES ADDING MACHINE DIVISION 
OF 
THE NATIONAL CASH REGISTER COMPANY 
444 MADISON AVENUE 
NEw YORK 22, N. Y. 
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QUALITY 
ALUMINUM ACCESSORIES 


IMMEDIATE SHIPMENT 
to You or Your Customer 


COMPLETE 
LINE 
OF 


HIGHLY POLISHED 
ALUMINUM 


@ SAND URNS 
@ SMOKERS 

@ COAT TREES 
@ WALL RACKS 
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Ne. 339 SAND URN 


“YOU SELL THEM” —"’ WE'LL STOCK THEM” 
ORDER A SAMPLE .... DISPLAY IT... 


SEND FOR 
LATEST COMPLETE 
CATALOG 





No. 229 SAND URN 





NO. 235 
ALL ALUMINUM 
TORCHERE 


NO. 505 
REVOLVING 
COAT TREE 


NO. 410 
ODORLESS 
SMOKER 


No. 4/1 
WITH REMOVABLE 
UTILITY TRAY 


Garo MACHINE Propucts ComPANY 
MANUFACTURERS 


37-11 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 














Calendar of 
Industry Activities 











February 27-March 3. Wholesale Stationers Asso- 
ciation Thirty-third Annual Convention, Hotel Com- 
modore, New York, N. Y. H. C. Whittemore, Secretary, 
250 Fifth Ave., New York 1, N. Y. 

March 21-22. District No. 2, NSA, Hotel Sheraton, 
Rochester, N. Y. Kenneth C. Heinrich, Regional Gov- 
ernor, Heinrich-Siebold Staty. Co., Inc., Rochester, N. Y. 

March 2-25. District No. 13, NSA, Hotel New 
Yorker, New York, N. Y. J. S. Libien, Regional Gov- 
ernor, Libien Press, New York, N. Y. 

March 28-29. District No. 5, NSA, French Lick 
Springs Hotel, French Lick, Ind. W. B. Gregory, Re- 
gional Governor, W. B. Gregory & Son, Detroit, Mich. 

April 1-2. District No. 8, NSA, Skirvin Hotel, Okla- 
homa City, Okla. Earl Scott, Regional Governor, Bau- 
man Office Equipment Co., Wichita, Kan. 

April 4-5. District No. 9, NSA, Texas Hotel, Fort 
Worth, Tex. George Rollosson, Regional Governor, 
George W. Rollosson & Son, Crowley, La. 

April 7-9. District No. 4, NSA, Soreno Hotel, St. 
Petersburg, Fla. Arthur Hubert, Jr., Regional Gov- 
ernor, John H. Harland Co., Atlanta, Ga. 

April 21-22. District No. 7, NSA, St. Paul Hotel, St. 
Paul, Minn. James Gaffaney, Regional Governor, Gaf- 
faney’s Fargo, N.Dak. 

April 25-26. District No. 6, NSA, Congress Hotel, 
Chicago, Ill. H. G. Picknell, Regional Governor, Haines 
& Essick Co., Decatur, Il. 

April 27-30. National Association of College Stores, 
Hotel Biltmore, Los Angeles, Calif. Russell Reynolds, 
Executive Secretary, 189 W. Madison St., Chicago, Il. 

April 28-29. District No. 10, NSA, Cosmopolitan Hotel, 
Denver, Colo. William Mason III, Regional Governor, 
Out West Printing & Stationery Co., Colorado Springs, 
Colo. 

May 2-3. District No. 14, Hotel Lafayette, Long Beach, 
Calif. R. A. Thomas, Regional Governor, Grimes-Stass- 
forth Stationery Co., Los Angeles, Calif. 

May 5-6. District No. 12, NSA, San Francisco, Calif. 
E. A. Petersen, Regional Governor, Associated Sta- 
tioners, Los Angeles, Calif. 

May 9-10. District No. 11, NSA, Winthrop Hotel, Ta- 
coma, Wash. Al Osborn, Regional Governor. Tacoma 
Office Supply Co., Tacoma, Wash. 


May 23-25. National Office Management Association 
Annual Office Equipment Exposition and Thirtieth 
International Conference, Convention Hall, Philadel- 
phia, Pa. A. C. Spangler, Secretary, 12 E. Chelten Ave., 
Philadelphia 44, Pa. 

June 12-14. District No. 1, NSA, Wentworth-By-The- 
Sea, Portsmouth, New Hampshire. Courtney F. Bird, 
Regional Governor, M. T. Bird & Co., Boston, Mass. 

June 23-24. District No. 3, NSA, Ambassador Hotel, 
Atlantic City, N. J. Joseph C. Runnels, Regional Gov- 
ernor, Commercial Office Furniture Co., Washington, 
. G. 


October 2-6. National] Stationers Association Forty- 
third Annual Convention and Thirteenth Merchandise 
Exhibit, Hotel Stevens, Chicago. Paul Burbank, Gen- 
eral Manager, National NSA Headquarters, 740 Invest- 
ment Bldg., Washington 5, D. C. 

ae 
NEW IBM VICE-PRESIDENT IS NAMED 

Albert L. Williams, treasurer of the International 
Business Machines Corporation, was recently elected 
a vice-president of the company. He will continue as 
treasurer. 
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100-PAGE 
CATALOG 





First-of-its-kind, this big, new 100-page Catalog 
of Business and Accounting Records is being an- 


nounced to your best prospects in the pages of... 


Ic’s the first time that such a complete catalog has 
been published to meet the needs of your customers. 

They've asked for it...and so have you. 

When you place this Catalog in the hands of your 
customers they will know the full-line service you, 
as a NATIONAL STATIOWNER, can give them. You 
will solidify your position as first source for their 
office supplies and equipment. 

See your NATIONAL representative for quantities 


available ...or write us direct. 
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OTHER FAMOUS 
STAEDTLER PENCILS 





COMPETITIVE MOON 


PROSPERITY LUNA 
PRECISION DIANA 
MOONLIGHT TIMES 


DICTATION TRIBUNE 
HALF MOON APPROVED 
GLOBE-TROTTER 











Lumograph 


@ These famous imported drawing 
pencils are in great demand because 
they give perfect reproductions and 
are nationally advertised in all lead- 
ing Architectural and Engineering 
Publications 


No. 2886 Mars-Lumograph Drawing Pencil 
No. 1018 Mars-Lumograph Artist Pencil 
No. 1904 Mars-Lumograph Artist Lead 


Write today for details. 


J-S.STAEOTLER,INC. 


3S} wOoaTHm sTaeeT NEW YORK 13, N.Y. 
STAEDTLER SINCE 1662 
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VICTORIA TYPEWRITER TO NEW HOME 
Victoria Typewriter Company is now conducting its 
office supply business at a new home, 108 E. Constitu- 
tion St., Victoria, Tex. Mr. and Mrs. Henry Sassman 
are owners and managers. 
The Sassmans will also continue to operate their 
business at the old location across the street, 109 BE. 


TWO VIEWS OF VICTORIA TYPEWRITER NEW STORE 


Constitution St. With both stores it is felt that the 
customers can be offered better facilities, service and 
a more complete stock. 

Besides Mr. and Mrs. Sassman other members of the 
Staff are Mrs. Doris Moreland, assistant manager; Mrs. 
Ruth Stalcup, sales department; Bruce Tom, manager, 
service department; and Ray Sauseda and Joe Garcia, 
servicemen. 

—-< 


CLARY SHIPS MACHINES TO HOLLAND 


The first shipment of Clary adding machines to 
Europe under the European Recovery Plan is on its 
way to Holland, according to an announcement by 
Clary Multiplier Corporation, Los Angeles, Calif. The 
shipment consists of several dozen all-electric ma- 
chines. 

With 35 foreign dealers, the company expects its 
volume of business under the Marshall plan to be great- 
ly expanded in 1949. Cuba, Mexico and South Ameri- 
can countries accounted for most of the foreign trade 
last year, but European countries as well as Japan 
and India are expected to come to the front in 1949 

Clary’s new wide-capacity model, which was put 
into production last fall, is attracting attention abroad 
because it adds, subtracts and multiplies into the bil- 
lions, a feature necessary in handling inflated cur- 
rencies. The United Nations recently bought Clary 
machines for its headquarters at Lake Success, N.Y. 


eo 
STECK FIRM TO ENTER TRADE BOOK FIELD 
The Steck Company, Austin, Tex., printing, station- 


ery and office supply firm, has announced that it will 
enter the trade book publishing field after January l, 
specializing in textbooks and juveniles.—JHR 
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STEEL DESKS 
by COLE 


We are pleased to present the new streamlined 
convertible steel desk units made by COLE, world 
famous for fine office equipment. The steel desk 





top is covered with linoleum and trimmed with a 






100 Poot fine aluminum edging. Smartly styled, they will 


h 2 letter size drawers and | safe 
high, 56'/” wide, 31” deep 2 ams . : ‘i. 
we Gani add dignity to your office. These units are avail 


able in various combinations as illustrated on this 
page. Some have the filing capacity of a regula- 
tion 4-drawer letter size filing cabinet, enabling the 
user to keep all his records at his finger tips. Others, 
have a safe on one side and 2 letter size drawers on 
the other, while some are equipped with 3 letter 
size filing drawers and a safe compartment under 
lock and key for books and valuable papers. The 
drawers have spring compressors and are equipped 
with precision built ball bearing suspension slides 
enabling them to float smoothly and quietly at the 





mere touch of the finger tips. The center desk drawer 


No. 752-102 ite ; . 
ilt-in steel tray for clips, pens an ncils. 
With 3 letter size drawers, | safe compartment has a buil . eel oy . PS, pe alin d Pe © Is 
high, 56!/2” wide, 31” deep 


y or Green $136.50 





No. 202T28 


With 4 letter size drawers 
Typewriter desk height 26!/.” 
Gray or Green $122.50 
No. T2-1002 Walnut or Mahogany $23.00 additional 
With 4 letter filing drawers 
high, 56!/2” wide, 31” deep 
y or Green $139.00 
Mahogany $23.00 additional Prices slightly higher in Zones 2 and 3 


CUTS OR PHOTOGRAPHS OF THE ABOVE AVAILABLE ON REQUEST 


COL ae Oe ae ae ee ee ee ee, ee oe On. en, ae 
285 Madison Avenue, New York 17, New York 
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: - RO W TO STEEL FRONT Storage Files 


STURDY CONSTRUCTION — Prontos are built of 275-lb. LOCATE YOUR RECORDS EASILY — No more need of 
fussing and fuming. With Pronto files you can get at aie 


test corrugated fibre board and reinforced with steel on the 
records just as easily as in your regular active files. 


shell and the four corners of the drawers. 


SAVE FLOOR SPACE — Constructed so that they interlock BEAUTIFUL APPEARANCE — Pronto files are beautiful in 


into solid units and stack as high as the ceiling, saving appearance, finished in an attractive olive green, The sted 


valuable floor space. drawer front matches your regular active office files. 


SIZES AND PRICES 


elias FIBRE BOARD STEEL 
. DRAWER FRONT DRAWER FRONT 
Suggested Uses a —_ 
Width File PR OE 
s . $3.85 


S 


tletter Size 
Letter Size 
tlega!l or Cap 
Invoices 
*2 Rows 8x5 Forms 
*Invoices or 2 Rows 8x5 
Freight Bills 
Checks 
Drafts or Checks 
Drafts or Checks 
5x8 Forms 
Tabulating Cards 
*3x5 Cards (3 Rows) 
*4x6 Cards (2 Rows) 
*3x5 Cards (2 Rows) 
Vouchers (Upright) 
tledger Sheets 
tledger Sheets 


4 a5 


22O60SSSGRNN 


24 @eoeoooo 


-s 


YNowwWaww a 


~ 


*These numbers hove removable divider partitions +Packed é? 2? =] Prontos Installed at the Underwood-Elliott Fisher Co. 


Prices 20% higher in Denver and west of the Rockies 


PRONTO FILE CORPORATION 


285 Madison Avenue New York 17, N. Y. 





See Your 
Office or 
Shipping Room 
Supply Dealer 


FAST, ECONOMICAL—IDEAL FOR MARKING 
ADDRESSING. DUPLICATING. SMALL PRINTING JOBS 


Guarantees you accuracy in those duplicate 
Cre lele yt) MieteleEMrsleta stelet ME Tet telitta.t.| 

The No. 1 MULTISTAMP stencil duplicator 
permits quick changes in wording ... gives 
you a rubberless stamp in one minute for 
two cents.” Prints in places no other cupli 
cator can reach ... takes up to 5 lines of 
type 3 inches long. Makes 1000 or more ciear 
‘copies from one stencil, one inking. Just type 
or write the stencil. snap it on. and print 


Complete with supplies in compact, durable 
case. Weight: 2 pounds 


MULTISTAMD 





STENCIL DUPLICATOR 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 
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LEDGER and 
JOURNAL SHEETS 


A 
pues 
INDEXING 


Stock and 
Special 








VISIBLE FORMS 
Stock and Special 






ALL THESE AND HUNDREDS OF OTHER 
Ruled Forms in the broad MASTER-CRAFT line, 
are consumed by the purchaser. Therefore the 
buyer automatically needs new supplies at inter- 
vals throughout the year. 


The dealer with the Exclusive MASTER- 
CRAFT Franchise knows that he is going to get 
this repeat business, because this line is his alone 
in his territory. 


The MASTER-CRAFT Dealer is assured of a 
continuously increasing, dependable income on 
Ruled Forms, and this income is not for just one 



























RING SHEETS~ 







A 





SPECIAL RULED 
and 
PRINTED FORMS | 


MACHINE 
ACCOUNTING FORMS 





COLUMNAR 
PADS and SHEETS 


al 





Can Be One of Your Best “Repeaters” 


year or two, but as long as he stays in business. 


The Exclusive Franchise on the great MASTER- 
CRAFT loose-leaf line is worth getting. Inquire ' 
about it today. | 


MASITER-CRAFT | 


KALAMAZOO, MICHIGAN 




















MASTER-CRAFT is 








Diviston 











Oo F THE SHAW-WALKER co. 
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LETTER FILING 
SYSTEMS — Seven 


il. 
1899 Avie, 


if 


CARDS 
Plain, Ruled, 
Special Printed 


SPACE-SAVER GUIDES 
All Sizes 


BUYING FROM MORE THAN ONE SOURCE 
may be the reason profit-making filing supplies 
do not represent dollar volume equal to 50° of 
your filing cabinet business. 


Here are six basic reasons why Shaw-Walker 
dealers earn these extra profits :— 


(1) —All filing supplies can be purchased from 
Shaw-Walker. (2) — Extra discounts are earned 
by combining requirements. (3) — Selling is 
easier. Personnel need learn only one sales story. 


(4) Inventories are simplified. (5) — Em- 
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50 YEARS SERVICE TO AMERICAN BUSINESS 





| “Built Like a 


Skyscraper” 

















CARD FILING 
SYSTEMS — Three 





EEE 
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ACCOUNTING 
MACHINE FORMS 
Stock — Special 


— 
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METAL TAB GUIDES 
Letter and Card Sizes 


FOLDERS 
\ A\\ @ Manila & Kraft 
“VW UZ" 167 Stock Items 


Can Represent 50% of Your Business 


ployees learn stock easier. (6) — Line includes 
hundreds of fast-selling repeat items available 
only from the Shaw-Walker dealers. 


Filing supplies selling rights are immediately 
obtainable in many cities. 


. Built Likea 
) Skyscraper” 


GHAW-WALKER 


Home Office ... MUSKEGON, MICH. 











— 


JSIve MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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UNDERWOOD MAKES SEVERAL APPOINTMENTS | 
Ww. F. Arnold, vice-president and general sales man- | 
ager at the firm’s headquarters in New York, recently | 
announced the appointment of a number of managers | 
of Underwood Corporation offices. 
E. L. Peach, who joined Underwood in 1922, is ap- 
pointed manager of the typewriter division at Pitts- 
burgh, Pa., with headquarters at 800-802 Penn Ave. 
Named manager of the Buffalo, N. Y., regional office 
in the Ellicott Square Building is R. E. Ward, who 
joined the company in 1930. 
The Brooklyn, N. Y., new manager is George Gross- 
man, who joined Underwood as a typewriter sales rep- 
resentative in 1941. His offices are at 124-38 Clinton St. 
L. A. Ward has been appointed manager of the 
branch office at Kansas City, Kans., headquartering at 
804 Minnesota Ave. His service with Underwood began 
in 1938 
— 
EVERSHARP OPENS NEW REGIONAL OFFICES 
The opening of three new regional sales offices and 
corollary personnel promotions have been announced 
by Eversharp, Inc., manufacturers of Eversharp pens 
and pencils and Eversharp-Schick Injector razors. 
Simultaneously, the company consolidated its writing 
instrument and shaving instrument divisions at the 
top level in all regions. 
The three new regional offices—Baltimore, Cleve- 
land and Dallas—are additions to the New York, Chi- 
cago and Los Angeles regions. 
Promoted were 
Henry Artman, former New York assistant regional 
manager of the shaving division, who takes over the 
Baltimore post for both divisions with a force of 16 
salesmen operating from Philadelphia to Florida. 
Edwin Parkhurst, former Brooklyn and Philadelphia 
Schick razor salesman, who becomes dual manager 
yf the new Cleveland region with 16 salesmen. 
Gerald Owens, former Southwestern razor manager. 
who becomes manager at Dallas with 20 salesmen 
covering the entire Southwest. 
Anton Love, well known in the stationery trade of 
the South and Far West, who becomes eastern re- You've never seen o package move any 
gional manager with offices in Eversharp’s executive and blue box easily creates eye-catching 
offices in New York Distributed nation-wide by leading paper 
Byron Nelson, former assistant to the general sales profits for you, too. 
manager, and more recently in charge of the writing 
division on the West Coast, becomes the western 
manager at Los Angeles, in charge of both divisions. 
Lee Riggs, former western manager of the shaving 
division, becomes Chicago manager. 
Although writing and shaving divisions were con- 
solidated under single managers in the regions, indi- 
vidual salesmen will continue in their separate spheres. 
—> 
KRUMWIEDE TO REPRESENT SADDLERY FIRM 
The Chicago Saddlery Company, 105 S. Jefferson St 
Chicago, Ill., manufacturers of leather brief cases, brief 
bags and portfolios, recently announced that Emer 
Krumwiede & Associates, Chicago, will hereafter rep- 
resent it to the commercial stationery trade throucthout 
the Middle West . ‘ 
On the Pacific Coast, Glen Ramsay has been ap- America’s Favorite 
pointed sales representative, with a headquarters sales- ~ ° ° 
room at 712 S. Olive St., Los Angeles, Calif. ( ™ Lightweight Office Paper 
Robert Vojta, president of the Chicago Saddlery ie A ae as fee me hes: 
Company, shortly will have a handsome new catalog he > ~\ 
available for distribution, illustrating the new numbers ZF BROWNVILLE PAPER COMPANY ! 
n his line ! 2 Bridge St. Brownville, N. Y. 
iin cgpitne ! Please send me one of those “self-selling” Sea Foom Bond 1 
HAZELTON’S OPENS BINGHAMTON BRANCH , Sanne hed Snare naS . 
Hazelton’s Office Equipment, Inc., Main and Second ! = " 
Sts., Elmira, N. Y., has opened a branch at 121 Court hae ' 
St., Binghamton, N. Y. James S. Lyke manages the |; Company —_—a 
new office, which deals in office furniture. Featured | 1 ,,,... j 
lines are Security steel furniture and DoMore chairs ! ‘ j 
No office machines are handled.—RCS a ee aR Rah ME ae TY —s 
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16 in. deep 





TABULATING CARD CABINETS 36% in. high 






SIMPLIFIED 





Steelmaster 7) #&u4 Junior filing system for tabulating cards (3% x 7% 


which may be built up to whatever capacity is required by the individual user. 


Rigid specifications — made of furniture steel — electrically welded throughout - 
bail suspension. 





Equipped with black plastic hardware. Positive locking compressor to assure evet 
distribution of cards is standard equipment. Finished in soft PatavaGrey Lustre 


Lite. 


Each individual unit comes equipped with ASCO simplified build-up feature 
Sanitary bases are available. 


63702 = Six (6) Double Drawer Tabu- F3702 — One (1) Double Drawer Tabu 

lating Card Cabinets (F3702) set up on lating Card Cabinet. Capacity: 320 

sanitary base (B37). Total Height: 36%”. Cards. (Not illustrated ) 

Capacity: 19,200 Cards. F3703 — One (1) Triple Drawer Tabv 
lating Card Cabinet. Capacity: 480 


6F3703 — Six (6) Triple Drawer Tabu- Cards. (Not illustrated ) 














lating Card Cabinets (F3703) set up on INSIDE DRAWER DIMENSION 
sanitary base (B38). Total Height: 36%”. Height Width Depth 
Capacity: 28,800 Cards. 4” 7%" 15%" 














rent Steel Sales Corp. 170 WEST 233rd STREET - NEW YORK 63, N. Y. 
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16 in. Deep 36% in. High 








A modern, durable and long-lasting cabinet series engineered and designed to provide for the greatest 
amount of storage facility and space. 

This cabinet series permits installations of low counter-height 36%” and is specially engineered to fit 
in with Putana installations. 

Drawers are suspended on extra strong U-Bar suspensions to permit full loading of drawers and oper- 
ation under heavy weight. Full 15%” deep storage and filing capacity is provided in each drawer. 
These storage cabinets are definite space savers and provide efficient storage and handling of a 1000 
small items, forms, etc. 


Manufactured of the highest grade furniture steel, electrically welded and finished in soft Fatana Grey. 


F1610 -Srteelmaster 10-drawer and storage F1620 — Srteeclmaster 20-drawer storage 


combination cabinet. Extra large drawers in cabinet. Extra large drawer section and drawers 
drawer section and 2 permanent shelves in stor- are suspended on extra strong U-Bar suspension. 
age compartment. Inside full filing capacity of each drawer is 8%” 
Inside full filing and storage capacity of drawers wide x 3” high x 15%” deep. Drawers are com- 


ow 23, ae te . yer . 6 
are 8%” wide x 3 high x 15% deep. Drawers are partmented an 1” contest end may be divided 
compartmented on 1” centers and may be divided 


into 12 separate compartments. 2 dividers come as ol : + with hd t 
; ‘ nt with each drawer at no 
standard equipment with each drawer at no extra as standar a i se 


charge. Outside dimensions are 24” wide x 36%” extra charge. Outside dimensions are 24” wide 
high x 16” deep. Lock and keys are standard 36%” high x 16” deep. Extra compartment dividers 
equipment on storage part of this unit. may be purchased in sets of 6. 


pert Steel Sates (orf. 170 west 233rd STREET - NEW YORK 63,N. Y. 
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Business girls have some pretty definite 
preferences in office chairs. Harter has 


} 


been in the business long enough to 


learn these preferences—and to build 
— 


e posture chairs accordingly. 


Take Harter’s smooth tubular base, for 
example. lc eliminates the snagging of 
hose. That's important to business girls. 
So is upholstery. Girls don't like mater- 
ial which is hot, sticky, or clammy to 
the touch. Nor do they want a hard- 
finish material that shines their dresses 
and feels rough where they sit down. 
Harter solves the upholstery problem 
with Gros Poznt, Goodall s luxurious and 


long-wearing mohair fabric 


Harter posture chairs are popular with 
business girls for other good reasons, 
too. Such as soft cushions of resilient 
foam rubber, easy hand-wheel adjust- 
ments that give personalized comfort, 
and a curved-to-fit back rest for erect 
and graceful posture all day long. What 


more could a girl wants 


HARTER 


uRGiIS mM I H | GAN 
POSTURE CHAIRS © STEEL CHAIRS 


advertising appears 


} Harter’s national 
every month in Fortune, Newsweek, Busi- 
| ness Week, and U.S. News-World Report 


MODEL E-15R 
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IBM APPOINTS J. LESTER TURNEY 

International Business Machines Corporation re- 
cently announced the appointment of J. Lester Turney 
as assistant to the general sales manager. He was 
previously manager of customer engineering and has 
just become a member of the IBM Quarter Century 
Club through the completion of 25 years of continuous 
service with the company. 

Mr. Turney is succeeded as Manager of customer 











J. LESTER TURNEY 


engineering by M. R. Dilling, previously assistant man- 
ager of customer engineering. 

Mr. Turney joined IBM at Chicago in 1923 as a cus- 
tomer engineer. He held various supervisory and ex- 
ecutive positions before becoming assistant manager 
of customer engineering in 1938 and manager of cus- 
tomer engineering in 1940. 

Mr. Dilling, a graduate of Washington State College, 
joined the company in 1941 at Seattle and served there 
and in Butte and Helena, Mont., in customer engineer- 
ing and sales capacities, before becoming assistant 
manager of customer engineering earlier this year. 

—- - 
APPOINT NEW ROYAL PORTABLE SALESMEN 

Newest additions to the portable selling force of 
Royal Typewriter Company, Inc., are Ted Coon, St. 
Louis, Mo.; Charles Robb, Milwaukee, Wis.; and Robert 
Sherman, Philadelphia, Pa. 

Royal also announces the promotion of Charles W 
Green, former typewriter salesman in the New York, 
N. Y., office, to the managership at Brockton, Mass. 

Another announcement has concerned the selection 
of four top sales producers in the Roytpe division, J. T. 
Dessereau, A. W. Ruppert, E. C. Talbert and T. W. 
Kayser, to head the four units of the division as ter- 
ritorial managers. They will head the eastern, south- 
ern, western and midwestern branches, respectively. 

—=_e 
NEW FIRM PRODUCES DUPLICATORS 

The Vari-Color Duplicator Company, which moved 
to Shawnee, Okla., last month from Ottumwa, Iowa, 
turned out its first Shawnee-made machine the week 
of December 5 

The first 50 duplicators produced have been ordered 
by the Sears-Roebuck Company in Boston and Phila- 
delphia 


In Iowa, between 150 and 200 machines were pro- 
duced weekly and A. E. Goodwin, owner of the firm, 
expects to surpass that mark after a few weeks of 
operation 

Seven brought the Goodwin machinery to 
Shawnee, the largest item being a seven-ton press. 
Seven Iowa families accompanied the firm to Shaw- 
nee and several local persons also have been em- 
ployed.—_WLIF 

—-> 


FLORIDA FIRM TAKES NEW LOCATION 
The Ear] Brady Office Machine Company, Lake City, 
Fla., has moved from the former location on S. Marion 
street to the office back of the Columbia Pharmacy.— 
JL 
1949 
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When your customers 
see products with which 
they are familiar dis- 
played on your counters 


and shelves, in your 


ee 


windowsdand ads af 


your selling job becomes 
a whole lot easier. For 
that reason, Dennison Handy Helpers 

deserve a prominent spot in your 
store. Folks have come to know and to 


trust the Dennison name {@eenit®> And 


they like to trade in a store that carries 


Dennison eats | Goods. Along with 


product quality, a month-after-month 





large-scale advertising campaign in the 
oe) 





job in strengthening customer accept- 


ance Soo Dennison Goods. 


Dennison 
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LOOK 


The Toledo Metal Furniture Co. 





PRESENTS 


Little Dandy 


Typewriter Stands 





No. 671-LSX 


TWO SIZES 
With or without side leaves 
With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


COLD ROLLED STEEL 
bases 


Our name is your guide to 
quality 


IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohio 








A. B. DICK MAKES CLEVELAND CHANGE 


The Cleveland, Ohio, branch of the A. B. Dick Com- 
pany on January 10 became the Mimeograph Company 
of Cleveland, Inc., with A. P. Strickland, former branch 
manager, as president and manager. The stock will be 
owned primarily by the new president and former em- 
ployees of the branch. 

Prior to becoming associated with A. B. Dick Com- 
pany in 1931, Mr. Strickland was special accounts sales- 
man for the Burroughs Adding Machine Company in 
Birmingham, Ala., and Baltimore, Md. His first job 
with A. B. Dick Company was as salesman in the At- 
lanta, Ga., and Milwaukee, Wis., branches. He was next 
appointed dealer supervisor and was later named 
branch manager of the Hartland branch. For the past 
four years he has been manager of the Cleveland, Ohio, 
branch office 

- *—> —- 


CLAIR M. DUNN RETIRES FROM FIRM 





ES COURIER Ome ne mS 


A 30-year partnership which reunited in business 
two boyhood next-door neighbors has come to an end | 


with the announcement of the retirement of Clair M. 
Dunn from the firm of Geer-Dunn Company, Inc., 
Jamestown, N. Y., stationery and office supplies store. 

A native of Warren, Pa., where he and C. M. Geer, 
his later partner, lived next door to each other, Mr. 
Dunn began his business life as an associate in the 
former Bergwall Printing Company. 


In 1919 he joined Mr. Geer in the office supplies | 


business which the latter had started five years pre- 
viously with an office in his home as headquarters. 
With a staff of two—one office girl and one clerk— 
the first Geer-Dunn store opened at 320 Cherry Street, 
now the site of a newsstand. By 1921 the partners 


nee 


moved to a store on Third Street, between Main and | 


Cherry, and the following year they incorporated. 

Five years ago Geer-Dunn acquired its present store, 
and the business which began with two employes has 
grown until it now has 14. 

*“‘We’ve had a wonderful career together,” said Mr. 
Dunn commenting on his 30-year association with his 
childhood friend. The stationer said he had no im- 
mediate plans for the future. 

“Our greatest gratification,” Mr. Geer remarked, “is 
that we’ve grown over the years from an acorn to 
an oak tree.” 

Geer-Dunn will continue in business without re- 
organization, under the direction of Mr. Geer and his 
son, Charles E. Geer.—GET 

—->« 
PUBLISH EXPORT “KNOW-HOW” BOOKLET 

An eight-page booklet titled “Four Ways of Doing an 
Export Business” is now available to business execu- 
tives, without charge upon direct request to the pub- 
lisher, Exporters’ Digest, 170 Broadway, New York 7, 
i A 

This booklet comprises a series of export “know-how” 
articles, of particular interest to firms now starting, or 
considering, an export program. The articles cover the 
four principal methods of conducting an export busi- 
ness, under the individual titles: “Exporting directly 
from the Factory,” “The Independent Combination 
Export Manager,” “Selling Abroad Through Export 
Houses,” and “Eight Reasons For Forming a Subsidiary 
Export Company.” Exporters’ Digest is a publication of 
American Foreign Credit Underwriters Corporation. 

oN © — 
KEYSTONE STEEL MOVES OFFICES 

The Keystone Steel Equipment Company has moved 
its executive offices and is now established in the Penn- 
sylvania Warehouse Building at 15 Lombard St., Phila- 
adelphia 47, Pa. The manufacturing plant is located at 
2608-28 S. Front St., Philadelphia 48, Pa., where is man- 
ufactured an extensive line of steel storage, wardrobe, 
counter high, desk high and combination cabinets, also 
27-drawer utility units. Recently added to the line are 
single door storage and single door wardrobe cabinets, 
also parts cabinets in 20-drawer and other sizes. 
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It’s business 
as usual at 


RCO 


he untimely fire which completely destroyed our plant on Christmas 
morning resulted in only slight interruption in production and deliveries 
of the famed KISCO CIRCULAIR, the “Successor to the Fan.” 

















Within a few days after the fire, a new and larger plant—one having triple the 
capacity of the old building—was purchased. Machinery was lifted almost 
bodily from the old plant, reconditioned and installed in our new, fireproof 
buildings. Production of CIRCULAIR units is well under way and shipments 
are being made from our production line. 








The fire’s influence on delivery schedules was even less 
marked. Orders received for the ever popular LO-AIR 
and WHIRLAWAY models, before and since the fire, are 
being filled from stocks warehoused in other buildings. 





So it’s business as usual at KISCO ... the pioneer and 
unquestioned leader in the field of cool, room-wide air 
circulation. Place your order today and be assured of 
your share in the “Profit Line for ’49.” 








CULAIR 


The ~ Successor to the “Fan” 


REG. NO. 395746 


KISCO COMPANY, INC. e 2400-40 DeKalb St. @ St. Lovis 4, Mo. 
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VALLEY NATIONAL BANK, PHOENIX, ARIZONA 
INSTALLATION BY WALSH BroTHers, PHOENIX 


JASPER Chippendale DESKS 
go on a Banking Mission! 


/- 


Were mighty proud of the fact that the Valley National 
Bank of Phoenix, Arizona, selected JASPER Chippen- 
dale DESKS for their executive offices. This amazing 
bank is the largest in the Rocky Mountain states which 
includes such financial centers as Denver and Salt Lake 
City. It has 20 branches located throughout Arizona. 


Walter R. Bimson is President 














Lv J] 


Chippendale - Model No. 7F69 


[he Jasper Chippendale Desk is acclaimed by 


executives everywhere who seek luxurious tradi- 
tional office furniture. Stump walnut matched 
veneers, selected with the most meticulous care, 
are used for the face material on drawer fronts. 
Genuine walnut is used for all exteriors and in- 
teriors. Other features include Roller Suspension 
Deep Drawer—Inset Back—and Dictation Slide on 


hack of 69” desk only 


The JASPER DESK Company 


JASPER, 


INDIANA 


< 
‘PER 
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SHEBOYGAN CHAIR REACHES EIGHTIETH YEAR 

The Sheboygan Chair Company, Sheboygan, Wis., 
has completed 80 years in business with what its ex- 
ecutives declare is “just a respectful glance backward, 


then a firm step forward into the eighty-first year.” 

At the same time, they pay high tribute to the em- 
ployees who have found both a hobby and a pro- 
fession in working with wood, carving and cutting 
and fashioning and finishing. That is one of the 
reasons why, they point out, in the steambending | 


rooms, at the lathes and sanders and saw benches, 
sons follow fathers in the employ of the Sheboygan 


Chair Company 

The history of the company is one of change and | 
steady growth. Originally, it was a small hand shop | 
on the Western Trail devoted to the making of yokes 
for the oxen that slowly pulled civilization across 


the country in 
the Sheboygan 
later, in 1888 
McNeill, the 

charge of m 
the concern an 
boygan Chair 


Manufacturing Company. Twenty years 
Thomas McNeill, father of Harry T. 
company’s present vice-president in 
anufacturing, and William Braasch bought 
d gave it the present name of She- 
Company. The firm remained under 
this management until November of 1942 when it was 
purchased in its entirety by Eugene J. Hynes, promi- 
nent New York financier and industrialist, who as- 
sumed its presidency in addition to his many other 
responsibilities 

From a cluster of stables and smithy shops to 
modern brick buildings enclosing the latest woodwork- 
ing machinery, from a corner lot to 20 acres of space, 


Conestoga wagons. In 1868, it became | 


| 


from hard-bottomed, stiff-backed chairs to a line 
known for comfort, that is the evolution of the She- | 
boygan Chair Company. Today, the Diamond trade- 
mark is found on office and other chairs in the varied 
line 


Officers of the organization are Eugene J. Hynes, 
president; J E Rig and H. T. McNeill, vice- 
presidents; William F. McKee, treasurer; Joseph Fran- 
cis, assistant treasurer; and Richard V. Carpenter. 
secretary 

oe © 


SOUNDSCRIBER APPOINTS COLLISTER & NILES 
The SoundScriber Corporation, New Haven, Conn., 
ecently announced the appointment of Collister & 
Niles, Inc., as distributors for SoundScriber equipment 
in Greater New York, to succeed the firm of Jonathan 
Conrow, Inc 

Norman J. C formerly vice-president of the 
Frederick Hart Company Inc., an ATF Associate, in 
Poughkeepsie, and sales manager of the Electric Tyre- 


llister, 


writer Division of IBM, heads Collister & Niles, Inc., 
as vice-president and general manager. He will di- 
rect the sales and service of SoundScriber equipment 


from new offices at 265 Madison Ave. The Sound- 
Scriber sales offices were formerly located at 292 Madi- 


son Ave 
Walter J. Niles, president of Collister & Niles, is also 
president of the Frederick Hart Company, Inc. 


Mr. Colliste: 
ment busine 
years 


has wide experience in the office equip- 
having been associated with it for 24 


<P 


TOPEKA FIRM SOLD TO E. A. PETERSEN, JR. 

The Office Supply & Equipment Company, Topeka, 
Kans., was recently sold by Galen and Mildred Seal to 
E. A. Petersen, Jr., owner of the Petersen Company, 
4. B. Dick mimeograph distributor in Topeka. The two 
businesses will be combined and operate under the 
name of Office Supply & Equipment Company. New 
juarters are now being made ready at 521 Kansas Ave., 
Topeka 

Both Galen 
Petersen 


Mildred Seal will remain with Mr. 
four or five months. Beyond that, their plans 


for the future definite. 
Mr. Petersen was associated with A. B. Dick Company 
for 


1c - st, 
id years | 


to coming to Topeka in 1948. 
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Well iif 
MORE 


SAFE 


SALES | 
with tevung-all- awn 
INDIVIDUALLY PLANNED 
SAFE INTERIORS w@ 














You can sony tell a prospect he will get more 


usable space... actually, more safe... with H-H-M 


equipment. 


With our individually planned interiors, he 
selects the exact equipment, the exact arrangement 
of files, shelves, drawers, etc., to meet his needs. 


Because we have no pre-designed sections, he's 
not forced to take items he does not need in order 
to get those he must have. That's why you can tell 
him, too, that H-H-M safe interiors cost less! 


HERRING « HALL» MARVIN 
SAFE CO. GENERAL OFFICES 


HAMILTON, OHIO 


BRANCH OFFICES: In mag York, Chicago, Boston, Washington, 
St. Levis, Atlanta, 4 Pittsburgh, Sen Francisco, 
Omaha, Les A . Charlotte, Minneapolis, Detroit. 
OTHER AG NCIES ALL OVER THE WORLD. 


Safe illustrated is 2-br. fire-resistive 
Safe No. 5533-B with typical interior. 
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There's one thing about Dealers’ Sales- 
men who sell PEERLESS TUCHTYPE KEYS 
—they like their work. 


The “Welcome” mat is out for them in 
many offices. Smart Secretaries and Typ- 
ists are happy to see them. 


That's because these men have introduced 
them to the luxury of typewriting on rub- 
ber-cushioned PEERLESS TUCHTYPE KEYS 
—which give magic ‘‘eyes"’ to their fing- 
ers, assuring faster, neater letters with 
fewer mistakes. 


And then there's the personal considera- 
tion—PEERLESS keys prevent fingernail 
breaking. 


It all adds up to rapid sales and a depend- 
able source of income for you. If you 
want to pep up your sales force, there's 
no better pepper-upper than 


a a 


TYPEWRITER KEYS 





PEERLESS IMPERIAL CO. in. 


General Office and Factory: 

28 Peerless Place, Newark 5, New Jersey 
New York Office: 7,321 Broadway 

Chicago 2, 179 W Washington Street 

Detroit 18, 37 Linden Street, River Rouge, Michigan 
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IRVING RITCHIE ELECTED PRESIDENT OF FIRM 

Irving Ritchie has recently been elected to the presi- 
dency of Typewriter Distributors, Inc., 29 E. 22nd St., 
New York, N. Y. Mr. Ritchie is also sales manager of 
the typewriter division of Addressing Machine & 
Equipment Company and is past-president of the Na- 





r 7 
~ | 


| 
| 
| 














IRVING RITCHIE 


tional and New York Office Machine Dealers Associa- 
tion. He has had 33 years of successful experience in 
the typewriter business. 

Mr. Ritchie plans to devote a large portion of his 
time in his new position to dealer agencies and export 
business. 

— >< 
MOORE EXECUTIVE OPTIMISTIC FOR ’49 

Demand for business forms in 1949 is the subject of 
an optimistic forecast by W. N. McLeod, president of 
Moore Corporation, Ltd., Canadian firm. 

“Present indications are that the business forms in- 
dustry, which is always closely linked with general 
business trends, will continue to be active in 1949,” 
he states. 

“While the sellers’ market is tending to disappear in 
many categories of consumer goods, the fact that the 
products of the heavy industries are still in brisk de- 
mand should, in my opinion, assure a reasonably good 
momentum of general business. 

“The labor-saving feature of modern business forms 
is a plus factor in relation to the current high level 
of office salaries. Furthermore, backlogs of business 
in this field have been reduced to a more healthy level, 
with the result that better service can be given cus- 
tomers. 

“T should say that one of the biggest problems which 
industry in general has to face, relates to the present 
high break-even volume. Labor and other costs have 
climbed to record heights since the end of the war, 
and one of the many problems confronting manage- 
ment is the proper adjustment of these costs as peak 
volume recedes.”—RC 


oc ee 


BRAZEAL WINS $25 FOR HILLBILLY COSTUME 

J. B. Brazeal, senior partner of the Brazeal Type- 
writer Company, 300 West McDaniel St., Springfield, 
Mo., is active in the Springfield Optimists Club. When 
the 1948 district convention was held in Springfield, 
Mr. Brazeal won a $25 award for the best “hillbilly” 
beard. Hometown Optimists grew beards and attired 
themselves in traditional hillbilly garb as part of a 
welcoming festivity. J. B.’s startling costume consisted 
of a loud plaid shirt, blue overalls with one gallus 
working, and a typical moonshiner’s jug on a string 
over his shoulder—EVH 


— ¢ 


GRANT CHARTER TO OKLAHOMA FIRM 
Southwest Office Supply Company, Oklahoma City, 
Okla., has been granted a charter with $10,000 capital 
stock. Incorporators are Joe Mitchell, W. A. Jackson 


| and S. M. Jackson, all of Oklahoma City —-WEF 
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M A Message to 
St., 
of 


a PRACTICAL Dream ae ' 









Imperiet 


Write Master 


Somewhere in this broad land of ours a man is dreaming 


A 





a typical American dream — of going into business 
for himself 
He may now be employed as a carbon specialist or in 


some kindred capacity. He has vision, courage, a world 


of enthusiasm, ability to sell and an experienced know- 














ia- 
in ledge of the carbon business. Yet he is plagued by one 
his doubt — how to get started? 
ort 
If you happen to be that man, we could give you 

at the names of quite a few owners of flourishing businesses 
o who asked the same question not too long ago. 
in- a : 
ral Maybe it’s because we have a warm spot in our hearts 
9,” , . . 

for ambitious men. Maybe it’s a shrewd instinct for 
in , 
the backing a winning horse. We are proud that we have 
je- ; : 
0d helped many men, just like you, up the ladder of success. 
ms Never has our confidence been misplaced. 
vel 
— If you are a practical dreamer, eager to go places in 
vel, 
us- the carbon field, write us all about yourself, your town, 
~~ your plans. If in our judgment you have a reasonable 
en 
ave opportunity of making your dream come true, you can 
ar, 
oc count on us for every assistance — with factory training, 
a 

sales help, liberal credit and a generation of experience. 
E So why not get that letter off today? 
pe- 
eld, 
1en 
eld, 
ly” 
red MR. DEALER — perhaps you, too, are a practical dreamer 
‘ a who envisions a more personal, more effective factory 
nee relationship. What we have to offer may be an eye-opener 
ng to you. So why not write to find out? 

PEERLESS IMPERIAL CO., INC. 

ity, General Office and Factory: 28 Peerless Place, Newark 5, New Jersey 
_ New York Office: 7,321 Broadway * Chicago 2, 179 W. Washington Street 
sO 


Detroit 18, 37 Linden Street, River Rouge, Michigan 
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ALL NEW 
Dip-Less 444 


( rin like an ink- tai 
well... Just re- 
move the top. No 
more ink-stained 
fingers. As easy to 


. eeun as itis sof. } 






























{— 


famous precision- 


Your choice of 




















made Esterbrook 
points. Choose the 
right point for the 


way you write... 








the right point for 
the job you do. 


om 

















. > 


Smart, modern, 
non-tip base. 
Practically spill- 
proof if tilted or 
upset. Holds a full \ 
ounce of ink. Fill 

it once, and it 


x writes for months. | \ 





5 base colors: red, 
green, grey. black, 


i 
jj clear. 
| 




















\ 


One dip writes a 





New capillary full page... 300 


feed scientifically 
supplies just the 
right amount of 
ink to the point. 


words and more. 





Point never floods. 











Practically spill-proof if tilted or upset 
AS EASY TO CLEAN AS A CUP 


Gsterbrook 


AMERICA’S FIRST PEN MAKER 


ESTERBROOK PEN COMPANY, CAMDEN, N. J. 
In Canada: The Brown Bros... Ltd... Toronto 











Full profit point 
replacement in- 





stead of time-con- 
suming repairs. 
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z AMES SUPPLY ADDS VICE-PRESIDENTS 
A. R. Ames, Jr., and C. T. Bills were elected vice- 
presidents of Ames Supply Company at the annual 
board of directors’ meeting of the organization held 
recently at the Chicago offices. This move was made 








A. R. AMES, JR. Cc. T. BILLS 


because of the additional responsibilities delegated to 
these men relative to the company’s expansion pro- 
gram. 

Both Mr. Ames and Mr. Bills have been with the 
firm since 1937, the former at the Chicago office and 
the latter at the New York office. 

—- 


APPOINT UNDERWOOD AGENT AT ELMIRA 


Effective January 1, James A. Smith, formerly re- 
gional manager of the Underwood Corporation, Buf- 
falo, N. Y., became authorized Underwood agent for 
New York counties of Chemung, Steuben, Schuyler, 
and part of Tioga County, Pennsylvania. Office for 
sales and service will be maintained in Elmira, N.Y. 

He succeeds W. A. Hazleton, who will continue his 
office furniture and appliance business in Elmira. 

Mr. Smith started with the Underwood branch office 
in Ithaca, N.Y. 1928. He was manager of the Rochester, 
N.Y. Underwood office from 1929 to 1940 and regional 





manager in Buffalo, N.Y., from 1943 to his resignation 

on January 1 to take over the Elmira agency. ‘ie SUTCHER, the baker, the candle-stick maker... ) 
He will have associated with him as service manager the entire business world from the smallest business 

and partner, A. L. Shellhase, an employee of Under- organization to the largest...are waiting word of 

wood for 22 years.—AE the arrival of this smart, sturdy, compact Swift Adding 





Machine. It’s here, today! 

With its big-machine capacity, and such practical 
advantages as G//2 pound weight, economy, and hand- 
some zipper carrying case for ease in transporting, 


TACOMA FIRM TAKES NEW LOCATION 
The “machine age” history of Tacoma, Wash., is 
wrapped up pretty much into the history of the H. D. 
Baker Company, Inc., which recently moved into its 





new headquarters at 1007 Pacific Ave. Extending an there is no limit to its all- 
invitation to the public to inspect its new offices, the around versatility and 
office machine company held open house for two days. usefulness. Clerks, doc- FEATURES 
On two floors, the visitors were given an opportunity tors, salesmen, account- 9,999,999.99 capac- 
to see the work that goes on in the display rooms and ants, students—will find ity, Short-stroke han- 
the shop for remaking and repairing the office ma- jobs unlimited for the dle, 6% pounds, visible 
chines in which the H. D. Baker Company, Inc., spe- . : e 
clalines wonder-working Swift totals, two-color rib- 
The machines for completely furnishing an office Adding Machine. bon, standard key- 
secretary’s workroom are on display in the balcony A limited number of board, zipper carry- 
with particular emphasis on arrangement of the furni- distributorships are still ing case, and many 
ture. Modern windows, fluorescent lighting and a rear available. For further other features. 
entrance for the customer service have been added facts write... 











at the new quarters for the convenience of patrons. 


The H. D. Baker Company was established in 1905 
when a typewriter was a fad. It is the oldest inde- 
pendent office machine firm on the Pacific Coast. It 
is claimed to maintain the largest service department 


for the rebuilding of all types of office machines and 


cash registers. Seven mechanics are employed. BUSINESS MACHINES CORP. 


H. D. Baker, Sr., is the founder of the firm. At pres- 








ent J. H. Baker is secretary-treasurer, and L. T. Baker, Great Barrington, Massachusetts 
vice-president. J. H. Baker is district governor of the 
National Office Machine Dealers Association. 
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15 READY / o OUR NEW 





CATALOG 


Bigger ... Better... 
New lines added . 
Showing the most com- 
lete line of MARK- 
si NG DEVICES and 
SUPPLIES we have 


ever offered. 

Write for Copy 
on your | 

letterhead 










MARKING DEVICES 


VERY DESCRIPTION 


i 


DomEsTIC & EXPORT TRADE 


MPLETE LINE 


R EVERY PURPOSE 











Line Daters and Numberers, Die Plate 

Daters, Self-Inking Stamps, Time Stamps, 

Stamp Pads and Inks, Notary Seals, Stamp 

Racks, Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated Box 
Dies, Badges, etc. 


CONSOLIDATED STAMP M6. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 


44 WARREN STREET, NEW YORK 7, N. Y. 
ee 5 | 
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| the Empire Stationers Corporation 


| and vault doors. 


FATHER AND SON OPERATE NEW STORE 


Carl and Carl T. McBrayer, father and son, operate 
which recently 
opened a new store at 520 S. W. 9th Ave., Portland, 
Ore. j 

Here, the McBrayers handle office supplies, station- 
ery, printing, office furniture, filing equipment, safes 
They also specialize in systems and 
Among the 


and 


records for different types of business. 
prominent firms represented are Diebold, Inc., 
Speed-O-Print Corporation. 

Carl McBrayer entered the stationery business in 
1912 with the Dorsey Company of Dallas, Tex., where 





—_—_———————____ —— . r- 























CARL T. McBRAYER 


CARL McBRAYER 


he became sales manager for the bank supply and 
lithographing departments. In 1922, he moved to Port- 
land and became associated with the Pacific Station- 
ery and Printing Company as country representative. 
Later, he was made vice-president and general man- 
ager, in which capacity he served until his recent 
resignation. He has just returned from a 15,000-mile 
auto tour of 26 states during which he had many 
opportunities to visit other stationers, manufacturers 
and old friends. 

Carl T. McBrayer, the son, was with the same firm 
for seven years with the exception of two years with 


| the Navy. He was representative in the same Oregon, 


Washington and Idaho territory that his father had 
covered for 18 years previous. During the son’s war 
service, his wife, Helen, replaced him on the road and 
set a new sales record. 

— 

COLONIAL CARBON ANNOUNCES NEW DEALERS 

H. E. Collins, vice-president and sales manager of 
Colonial Carbon Company, Skokie, Ill., recently an- 
nounced the appointment of two new dealers to dis- 
tribute the Colonial line of gelatine and spirit dupli- 
cating materials. 

L. W. Sweetland, 162 Pearl St., Buffalo, N. Y., has 
been appointed as Colonial dealer in that city. He is 
well known in the duplicating business, having served 
the trade for better than 25 years with one of the 
largest duplicating machine manufacturers. 

The Atlas Stationers, 1510 S. Los Angeles St., Los 
Angeles, Calif., has also been appointed dealer. Atlas 
will serve the county of Los Angeles. Robert C. Adler, 
sales manager of Atlas, directs a staff of 42 men selling 
the stationers and office supply field. 

_— oo 
E. FRANK HUNT BUYS TYPEWRITER FIRM 


E. Frank Hunt is the new owner of the Portland 
Typewriter Company, Inc., 406 S. W. 4th Ave., Portland, 
Ore. He purchased the business from Maurice Fried- 
lander after resigning his position as assistant man- 
ager of the Marchant Calculator Company, where he 
had been active for the past nine years. Prior to that 
work he was connected for ten years with the Under- 
wood Elliott-Fisher Company in Boise, Ida., and Sacra- 
mento, Calif. 
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Ia FlleF 


WHAT DO YOUR CUSTOMERS WANT? 





Folders they can depend on? 


wy and E” FOLDERS: > ‘ 

e Are exactingly tested for—ingredients, tear strength, wearability, r 

yniform stock, color, thickness and finish. ul 
. Are designed for easy yse—rounded corners to avoid dogears—deeP ge. 


Iv Ge 
scoring for easy expansion—vertical grain so they stand up to be seen. © 


The exact folder for their need ? ¥ 
you CAN HAVE “y and Ee’ FOLDERS ihe 


e {In all cuts, blank or printed tabs 

e In Bill, Letter and Cap sizes 

e To fit “Y and E” or other installations 
> 


With any type of tab, plain or celluloided, flat or angulor metal, 
} Direct Vision of celluloid insertable. 


e Reinforced or single top tabs. 

« Ina range of colors 

. With or without tangs 

e In Kraft or Manila, heavy Durafile, Yawmanott (rep rope), oF Pressboard 
- 

» 

. 





in weights of 8, 11, 14, 18 and 25 points 
With or without filing and finding system features 
in special sizes, styles or cuts On special order — 


The folder they need when they want it? 
“y and E” 


« Has a full stock of the complete line 
« Will deliver immediately the folders you wont 


Folders that are easy to reorder? ce: 
Reorder number is printed inside every stock “Y and E"’ folder. meee’ 


FAMOUS 
STOCK THE COMPLETE FILING supPLIES \ “Yande&” 


LINE THAT MAKES STEADY CUSTOMERS FILING 
SUPPLIES 


One dependable source for all your needs 
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Not just another carbon paper in a new package—but a whole fresh conception 
of what a carbon paper can be! Flagship’s patented, metallic coating supported 
by a plastic base—its superior performance and appearance—take it right out of 
the class of all other carbon papers. You will use Flagship to bring new business 
in your doors, to bring repeat business, to mark your store as the first to bring 
better things to town. We'll be glad to supply complete information about 
Flagship and we'll be glad to tell you what the chances are for a dealership for 


this wonderful new product and the entire Allied line of carbon papers and 


ribbons. Write today to Dept. A1. 


CARBON AND RIBBON MANUFACTURING CORPORATION 
A LED: General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 





| SOME DEALERSHIPS STILL OPEN FOR 














Flagship is curl-proof, 
not just curl-resistant 


Flagship’s metallic back 
means extra wear, 
easier handling 


Flagship makes sharp, 
permanent copies 


Flagship allows smudgeless 
erasures 
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A it’s SUSPENDED 


NOT SUPPORTED vy 











in Oxfowd PENDAFLEX* 


the folder that hangs 


NO NEW CABINETS NEEDED — Simple frame fits in file drawers; folders hang 
on frame. Presto! No more slumping, sagging folders — every folder upright 
and easily accessible 


And Oxford Pendaflex is hanging up new sales records and bigger profits 
for dealers everywhere. Your inquiry is invited. *Reg. U. S. Pat. Off 


cl FILING SUPPLY CO., INC. 
Garden City, New York 


OFFICE APPLIANCES, February, 1949 125 

















un 19G9 





O A BUYERS INDEX 


Will be published THIS MONTH! 


Watch for your copy in the mail and put it to use right away. 


This dependable guide to sources of supply can well be your most 
valuable purchasing aid. Under the PRODUCT LISTINGS you will 
find the names of manufacturers of all types of office supplies, ma- 
chines and furniture. The complete address of each manufacturer 
can be located easily in the ALPHABETICAL LISTINGS at the front 
of the INDEX. Trade names are listed conveniently near the back, 
in addition to important details concerning all of the trade associa- 
tions in the office equipment and supply industry. 


Let the OA BUYERS INDEX serve you daily. Depend on it... train 
your salesmen and office employees to use it also. Keep it centrally 
located so that everyone has access to it. And remember... this val- 
uable aid cannot be replaced...so be sure that your copy does not 
get misplaced or filed out of sight. The INDEX is the most authori- 
tative buying service available to the trade. 


For specific details about products and manufacturers 


write or phone the Service Bureau. The INDEX and the facili- 


ties of the Bureau are available only to regular readers of 
Industry. 
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APPOINT KING AS NEW NSA GOVERNOR: 
FILLS PLACE OF COURTNEY C. BIRD 














Effective at once, the Nationa] Stationers Association 
has announced the appointment of Arthur L. King, 
Ward's, Boston, Mass., as governor of NSA District No. 

filling unexpired term of the elected governor, 

| 
ARTHUR L. KING 
Courtney C. Bird, M. T. Bird & Company, Inc., Boston, 
Mass., who was forced to resign because of illness. 

General Manager Paul Burbank will meet with Gov- 

rnor King to discuss the carrying on of plans orig- 


inated by M1 
meeting al 
Those plan! 


delightfu 


Bird, covering the New England regional 
entworth-by-the-Sea, Portsmouth, N. H. 
xr to attend may be assured of the same 
inal type of meeting planned by “Court” 


Bird 
—- 
MARCHANT ANNOUNCES APPOINTMENTS 
The Marchant Calculating Machine Company has 


Aili 


everal appointments of agents through- 
ut the company 

Shelby Kendall was promoted from sales represen- 
innati, Ohio, to the local agency at Lex- 
ington in the Louisville, Ky. district. At Columbus, 


Ga., in the Atlanta district, James J. O’Shea, Jr., be- 
comes local agent. 

Glenn DeHaven, who was sales representative at the 
Davenport, Iowa, district offices, transferred to the 
Dubuque l agency. Walter Birby, formerly a mem- 
ber of the les staff in Birmingham, Ala., was moved 
to Mobile, Mi as local agent within the New Or- 
leans, La listrict. Gregory Miller is the new local 
agent in St. Joseph, Mo., within the Kansas City dis- 
trict. Charles T. Kelly, formerly serving as a dealer 
in office pment, is now local agent at Middletown, 
Ohio 

Newest y agency managers are Herbert S. An- 


heading the Olympia, Wash., offices of the 
mpany, and Urban J. Mohr, manager at 


derson, no 
Marchant 
rrenton, N. J 

—- <- —- 


ACQUIRES KLIPTO FIRM IN IOWA 

interest in the Klipto Loose Leaf Com- 
pany, a ] ting and bindery organization of Mason 
City, Iow been acquired from John Corsaut by 


TOFTI 
Controll 


Hans V. 7 7, formerly of Copenhagen, Denmark. 
Mrs. Tofté before her marriage, was Marlys Leis- 
ter, of Pa burg, Iowa, is a niece of Corsaut’s. 

The Klipto Company was established more than 50 


Mars, Iowa. 


years ag Le 


In 1908, the company 


moved to M n City. In a consolidation move in | 
1925, Col it came from Des Moines, Iowa, to become | 


Sales mal f the company.—AL 
8 ee 
APPOINT MANAGER OF TEXAS FIRM 
Harry E.B ett has been appointed office manager 


r the Ke Times Office Supply Company, Kerr- 
ville, Tex has taken over his duties in that posi- 
n.—JHR 
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VICTOR 


give vou more! 














20 MODELS 
FROM $89.50 TO $377.50 


Easy to Operate. Anyone can use. Versatile 
@ Victors add, subtract, and multiply. Auto- 
matic Credit Balance 


See What You're Doing. All items immedi- 
ately visible at all times 


Carry It With You. Sturdily built Victors 
* easy to carry. Light, compact; occupy desk 
space no larger than ordinary letterhead. 


Precision made, fully guaranteed. Electric or 
hand operated; choice of full key or 10 key 
keyboards. Liberal trade-in allowances; con- 
venient credit terms. Victor branch offices or 
authorized dealers in all principal cities. 


@ World's Largest Exclusive Manufacturer of 
Adding Machines —Now in Our 31st Year 


VICTOR ADDING MACHINE CO. 


Chicago 18, Illinois 
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BUSINESS 
| OF EVERY 
STATIONERS 


2 == 
SELL LL 


IDEAL SYSTEM 













Complete in 
convenient 9% x 
1214" loose-leaf binder 


Because they are: 


POPULAR—Thousands of business and pro- 
fessional men, farmers and ranchers 
need and buy Ideal books and forms 
throughout the year. 

PRACTICAL—Each of these simplified book- 
keeping and tax record books was de- 
signed by an expert to fit every up-to- 
the-minute requirement for new or es- 
tablished businesses. Pen-ruled pages 
with self-explanatory headings and com- 
plete, easy-to-follow instructions makes 
Ideal Systems so simple, the most inex- 
Perienced can keep accurate records. 
Each section indexed with durable linen 
tabs printed on both sides. 

ATTRACTIVE—Red grained, gold stomped 
covers give each Ideal loose-leaf volume 
a luxurious appearance that appeals to 
business and professional men. 

APPROVED—By tox inspectors and audi- 
tors. Recommended by accountants, 
credit men, trade associations and thou- 
sands of users. 













































ADDED FEATURES—New pockaging, new 
500 page sample catalog, generous 
dealer helps, as well as Ideal's Free Bul- 
letin and Advisory service. — Without 
price increase. 


$2.00 - $3.50 - $5.00 - $7.50 


Immediate delivery from 
LOS ANGELES or NEW YORK 
and wholesale stationers in 
many cities. 







SYSTEM » — 
The IDEAL SYSTEM Company 
DESIGNERS AND MANUFACTURERS 
346 SO. FLOWER SI. 
LOS ANGELES 13, CALIF. 
136 LIBERTY ST.. NEW YORK 6, N. Y. 





. 

J If you have not received your copy of our new illustrated catalog, 
; attach this coupon to your Ictterhead or card and mail it to The Ideal 
’ System Company. 346 So. Flower St., Los Angeles 13, Calif. Your 
é copy will be sent by return mail for 
‘ 
] 
5 
. 


Attention of siihcainidiciieteninnetinieee _ ciate 


Seaeeaunaces 
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SPROTT ANNOUNCES ELECTION OF A. C. HOWARD 

J. S. Sprott, president of The Globe-Wernicke Co., 
recently announced the election of Alred C: Howard 
by the board of directors to.the position of executive 
vice-president of the company. Mr. Howard brings to 
the new position a broad background of experience in 
the manufacturing, engineering and distribution. He 
was formerly assistant to the president of the Philip 
Carey Manufacturing Company. Previously, he was 
general manager of the Fairbanks Morse Company 
and vice-president of Eversharp, Inc. 

It was also announced, by H. L. Pfau, vice-president 
in charge of sales, that Edgar Bowman and Fred 
Austin are new district representatives of the G-W 
products. The former has been assigned to the terri- 
tory of South Dakota, Nebraska, Iowa and Kansas, and 
the latter to the southern district of Arkansas, Louis- 
iana, Mississippi and Alabama. 

—-- 


GARDEN CITY NEW HOME NEAR COMPLETION 


Garden City Envelope Company’s new home is now 
in the final stages of construction. The building, being 
erected at Rockwell, Wellington St., and Elston Ave. in 


| Chicago, is expected to be ready for occupancy early 


this year, according to Walter F. Hammel, Jr., com- 
pany president. 

The building is a one-story structure covering ap- 
proximately 60,000 square feet on a land area of 
100,000 square feet. A unique steel truss arrangement 


| supports the roof in such a way as to permit a more 


efficient distribution for production machinery 
throughout the plant proper, unimpeded by pillars or 


| columns. According to Mr. Hammel, the building will 


be completely modern in every respect and will repre- 
sent an increase of approximately 20,000 square feet 
of space over that of Garden City’s present plant at 
2725 W. Van Buren St. 

Mr. Hammel, son of Walter F. Hammel, Sr., Garden 
City’s founder and first president, regards the new 
building as “a monument to the memory of Walter F. 
Hammel, Sr., whose far-sighted planning in the devel- 
opment of Garden City makes possible the continued 
growth and expansion of the company.” 

“Dad founded Garden City back in 1913, and about 
all he had to start with was a printing press, a die- 
cutting machine, and a world of confidence and cour- 
age. Dad and his few helpers used to work all hours 
of the day and night producing envelopes. You can 
imagine the amount of labor they put into every 
order when you stop to consider that every envelope 
was hand-folded. There was no such thing as an 
automatic folder then. 

“When we moved to our present quarters in 1940, 
I can recall Dad’s prophetic remark the day we opened 
the doors, ‘Well, Walter,’ he said, ‘this place looks like 
the great open spaces compared to our old plant... 
but I’ll bet we'll outgrow it within ten years’!” 

ee 


SHOW TEMPO DUPLICATOR IN ’FRISCO 

A private demonstration of the new Tempo stencil 
duplicating machine was recently held in San Fran- 
cisco, Calif., by the Milo Harding Company for the 
Walter Radell Company, Tempo distributor in that 
city. 

The new duplicator has been “under wraps” during 
the three years since it first appeared on the drafting 
board. At the San Francisco pre-view, dealers were 
invited from points several hundred miles away. In 
addition, invitations were issued to direct customer 
accounts, including purchasing agents, letter shop 
owners and business executives. 

Milo Harding analyzed the reaction of the audience, 
“We are particularly pleased with the opinions we 
have received. They came from people who know 
duplicating machines, people who have investigated 
all the newest models of stencil duplicators.” 

The new duplicator is now in production and will be 
ready for the market early next year. 
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FUL-VU OFFER 


THAT MEANS PLUS BUSINESS FOR You! 





There’s a big and growing business in 
miniature photo albums. It results from 
““‘impulse”’ purchases for gifts and personal 
use. This means these albums should be 
placed where they can be seen —and that’s 
exactly what this liberal FUL-VU offer 
enables you to do! 

Your order for just one dozen of each 
of these three numbers puts you “‘in busi- 
ness.’” They’re available in red, blue or 
brown, assorted, or in white for wed- 
ding and baby pictures. The three sizes 
accommodate prints 2!9"’ x 344", 2%" x 
4 '6” or 4” x 5”; regular Ful-Vu discounts 
apply, and at lists from $.60 to $1.00 your 
investment is held to a minimum. The 
colorful merchandiser illustrated here 
measures 14’’ x 15’’—small enough to fit 
on your counter, yet big enough to call 
attention to the three actual samples on 
display. 

Use the coupon below to order the 
“speedy profit’’ assortment selected on the 
basis of actual sales records. It’s in stock~ 
ready to go to work on your counter, 


“SPEEDY PROFIT” ASSORTMENT 


Accommodotes List Price 
Quontity Stock No Print Size each 


12 55K-252 2%"x3%" $0.60 
12 55 K-274 2%"x 4" 0.80 
12 55 K-405 4"x 5" 1.00 


Three Albums Shown on Display 
Furnished At No Extra Cost! 


sae) 


PROTECTS . GLORIFIES 





YSTEMS O 


cooks’ OF MOT RT) 0 AME CAMDEN, N.J. 






ES A TS NN HS me ee er ee mm Rm Sm ae 
COOKS’ INC. 
Camden, N. J. 


Please rush one “Speedy Profit” Ful-Vu Photo Album as- 
sortment. Include counter merchandiser with three bonus 
albums attached ready to display, at no extra charge. 


Deoler 
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Your Signoture — es 
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E SA “ALES! 


PROFITS! 


ROTO-SHEAR 
MAIL OPENER 





SOLD BY OFFICE SUPPLY DEALERS 
FROM COAST TO COAST... Used 
by hundreds of leading American 


firms, the new improved 1949 model 
ROTO-SHEAR will bring you quick 
sales dnd profits and pave the way 


for other sales. 


A PRECISION MACHINE, built of the finest 


materials, recently improved to make machine 


fool-proof, easier and simpler to operate, the 
ROTO-SHEAR opens mail faster, better, safer 


its razor-sharp, self-sharpening blade cuts off 


just enough of the envelope to expose but not 


domage contents. Opens envelopes on one 


two or three sides. less fatique to operator 


MAKE MORE FRIENDS, customers, sales and 
profits with ROTO-SHEAR. Write or wire for 


further information and dealer prices 


ROTO-SHEAR COMPANY DIV. 


NATION WIDE PAPERS INC. 


1621 Wall Street 
Pp. ©. Bex $57 1 
Dallas, 


GUARANTEED 


FOR ONE YEAR 


Texas 









BURROUGHS APPOINTS THREE IN EXPORT WORK 


Three appointments in the export department of 
the Burroughs Adding Machine Company were an- 
nounced recently by Ray R. Eppert, vice-president, 
as a part of the company’s program of expanding its 
export operations. Ray W. Macdonald, assistant export 
manager since 1943, has been appointed export man- 
ager; Donald E. Large has been named assistant ex- 
port manager to succeed Mr. Macdonald; and Lloyd 
W. Wise has been made division manager for the com- 
pany’s Central American division 

Mr. Macdonald is a past president of the Foreign 
Trade Club of Detroit, vice-chairman of the interna- 
tional affairs section of the Economic Club of Detroit, 
and a member of the world affairs committee of the 
Detroit Board of Commerce. 

Born in Chicago in 1912, Mr. Macdonald graduated 
from the University of Chicago school of business ad- 
ministration in 1935 and has been a member of the 
Burroughs organization since that time. He served 
first as a salesman in Burroughs’ Chicago branch, and 
in 1939 was transferred to the home office sales pro- 
motion staff. He became a member of the export de- 
partment in 1941. 

Donald E. Large has been associated with Burroughs 
since 1937, and has been a member of the staff of the 
export department for the past three years. Mr. Large 
was born in Cassopolis, Mich., in 1914, and graduated 
from the school of business administration of Albion 
College in 1935. 

Lloyd W. Wise has been a member of the Burroughs 
sales organization since 1937, except for a period of 
four years when he served as a Special agent of the 
F.B.I. Born in Quentin, Pa., in 1914, he graduated from 
Temple University in 1936 and served in various sales 
capacities in Burroughs’ Philadelphia branch. In 1946, 
he was transferred to the home office in Detroit as a 
sales promotion supervisor and was assigned to the 
company’s export division in April, 1947. 

—-<- 


CHET LEMON JOINS KANSAS FIRM 

Chet Lemon, member of the Atchison high school 
faculty and coach of the high school, Atchison, Kans., 
until his recent resignation, has joined the sales or- 
ganization of the Lockwood-Hazel Printing and Sta- 
tionery Company there. He will join the firm for active 
duty at the end of the present school term. 

Part of each day, until the end of school, is being 
spent by Mr. Lemon at the stationery firm contacting 
city trade and receiving training. After May 30, addi- 
tional territory will be assigned to him. 

Mr. Lemon came to Atchison two years ago after 
414 years in the navy. He spent two years in the South 
Pacific where he participated in the Saipan and Oki- 
nawa campaigns with the 109th Bomber Squadron. 
Before the war he was a coach.—_GMH 

———_—=-0—___ 
NEW AGENCIES SECURED BY L. A. ROARK 

L. A. Roark, manufacturers’ representative, 4303 
Shelley Blvd., Dallas 11, Tex., was recently appointed 
representative for Cooks’, Inc., Camden, N. J., in the 
states of Texas, Oklahoma, Arkansas and Louisiana. 
At the same time he was appointed by the Ohio Chair 
Company, Girard, Ohio, as agent in the states of Texas, 
Oklahoma and Arkansas. 

Negotiations are being carried on by Mr. Roark to 
secure other lines in his territory. 

EO ES 
STANDARD REGISTER APPOINTS COCKBURN 


The Standard Register Company announced that 
Robert Cockburn has been appointed Buffalo regional 
manager succeeding W. S. Caldara, who has been ap- 
pointed head of the New York City region. The ap- 
pointments were effective January 1. 

Mr. Cockburn started with the company in 1944 in 
New York City and was transferred to Philadelphia 
in 1947. He has a wide background in insurance, ac- 
counting, banking and industrial procedures.—_GET 
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You're in a position to give your customers exactly what they want when you Py 
handle the complete, top-quality ENNIS line. it contains everything @ cus- 
tomer might need in the way of business forms—stock or made to his order. z 


There's sure profit for YOU in this assurance of customer satisfaction! oF 


if! f 
| / | CATALOGUES 


d | — 














SMWRITE FOR OUR 
NEW CATALOGUE! 





ENNIS TAG & SALESBOOK CO. “"'"® °F PAPER PRooucTs 


ENNIS . TEXAS 
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Lhue .. your EXTRA salesman 


=9% With BOLING CHAIRS on your sales floor, every salesman, whether new 
or experienced, has the assistance of the best salesman of all... the 
outstanding value of BOLING CHAIRS that is immediately apparent in their 
construction, design, and economy. 


This extra salesman never stops selling; long after the initial purchase is made, he 
constantly reminds the purchaser of BOLING quality and economy, 


and of the services of his BOLING dealer. 


Over forty-four years of experience in the manufacture of every type of 
business chair enables the High Point Bending and Chair Company to 
provide you with the services of this extra salesman... the 
value that makes BOLING America’s fastest-selling chairs! 


| HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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NEW EXPORT DECLARATION FORM AND 
NEW SCHEDULE B NUMBERS ANNOUNCED 


In November, 1948, the office of international trade 
f the U. S. Department of Commerce put into distri- 
bution a new “Shipper’s Export Declaration” form 
The effective date for use of the new form was Janu- 
iry 1, 1949, for all exporters except those shipping 


from the 1 west coast. The iatter are required to 
use the new form after March 1, 1949. 
Many Schedule B numbers were changed recently 


Following new numbers and descriptions of prod- 
icts of the office equipment and supply field: 


777905—di ting machines and parts. 


777915 handling machines and parts. 
777925—-check handling machines and parts 
nical pencils, all materials. 


9303 10—me 
930330—n 


ne nical pencil parts 
930350—m« 


nical pencil refill leads. 


930540—pencil leads, not specified 

930800—fountain pens, ball type 

931100—fountain pens except ball type 

31300—ba n refill ink cartridges. 

931400—1 pen and ball pen parts, not sreci- 


931610—fou pen points. 
931650—dip pen points for ordinary pen holcers. 
931800—-desk pen sets 


424300—office furniture and store fixtures and par 


value of wood 
424500 hi furniture and parts not specified 
chief value of wood, or upholstery and wood 
485100—envelopes, all types and materials. 
485300—office supplies, except tablets, stationery and 


485500—-stationery 
485900—tablets and related type products. 
All new Schedule B numbers should be used imme- 


liately, as they became effective on January 1, 1949 
<>< 
G-F BUYS LAND BESIDE PLANT 
General F roofing Company, Youngstown, Ohio, 
$ purcha:s . 38-acre tract of land at the north end 
its Loga plant, with 1.662 feet of frontage on 
Logan, for imately $16,500. Walter Bender, pres- 
t, said t 


mpany bought the property to assure 


f an ent to _the north end of the plant and 
to assu the lan 1d would be available for expan- 
in t He said nothing is planned for the 
immediately. The company recently built a million - 
llar fe yn at the south end of its p’ant 
AK 
oe 
ERNEST HAYES RETIRES, SELLS OUT 
Ernest E. H vice-president of the Newell B. New- 
n Comp 10 Jackson St., Toledo, Ohio, for 16 
1 iS 1 and sold his interest in the office 
pply, equipn t, photostating and blueprinting busi- 
ess to Austin G ill. Mr. Hall has been named a vice- 
lent, al inced Kenneth L. Boyer, company pres- 


i he would take an active part in the 
ve Mr. Hayes’ accounts. The Newell 
was established in Toledo in 1905. 


Mr. Ha ilitary service, was credit manager 
and ass easurer of the Hall Manufacturing 
( pal Ohio.—AK 
==> «- 
PACIFIC NORTHWEST TRAVELERS NEW ROSTER 
4 new 1 its members has been issued by the 
Pacific N Travelers Club, comprised of men 
the indu ho are known as the “Oregon Trail 
Travelers 
This rost eing distributed by F. C. “Chet” Wil- 
ims, Yawma and Erbe Manufacturing Company, 
the secretary, to dealers as well as the travelers. 
rhe roste1 es out with an invitation to attend the 
NSA regi vention in Tacoma, Wash., on May 
10 
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STEEL TRANSFER CASES 


D RAWERS operate 
smoothly and easily 


when 


f 


t 


vertically and horizontally. 
Interlock feature 
stability. 


filled. 


orced 


onstructio 


hroughout. 


and Tabulati 


available. 


heavy 


Olive green baked enamel finish. 


p> Invoice, 






Rein- 
gauge steel 
n. Welded 
Bolt together 


for stack 
Made 


Ledger, Document 2 compartment, Check, Card 


in Letter, 


ng Card sizes. 3” high base and follower blocks 


Write for prices and details. 


Chicago 44, 
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JASPER CHAIR CO. 
Presents 2 Popular SCHOOL CHAIRS 






No. 9 
TABLET 
ARM CHAIR 


PLAIN OAK 
with 
HARD MAPLE 
or 
QUARTERED 
OAK ARM 





No. 8 


TEACHER 
or 
SIDE CHAIR 


. 
PLAIN OAK 


These and 
other School 
Chairs will 

be shown at 


N.S.S.I. 
CONVENTION 
CHICAGO 


JASPER CHAIR CO. 


JASPER, INDIANA 
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STORE MODERNIZATION SHOW ANNOUNCED 

“The Retail Store of the Future” will have its 1949 
preview at the Third Annual International Store Mod- 
ernization Show the week of June 19 at Grand Central 
Palace in New York City. John W. H. Evans, managing 
director, announces that the dates will coincide with 
Store Modernization Week, with nationwide emphasis 
on its slogan, “Shop in a Modernized Store.” Again this 
year, the show will hold a national competition among 
Chambers of Commerce in America for the “Best Mod- 
ernized Store of the Year.” 

Mr. Evans, who is also president of the sponsoring 
Store Modernization Institute, has as consultants a 
distinguished exhibitors’ advisory committee. Members 
are executives of companies which are leaders in their 
fields. 

Store modernization is an annual billion dollar busi- 
ness in the U. S., because the nation’s 1,750,000 stores 
are striving constantly to attract new customers. For 
those retailers, and for architects, business property 
owners, contractors and manufacturers, the annual 
store modernization shows were conceived and organ- 
ized by Mr. Evans in 1946. These shows are unique in 
their function of bringing retailers inte direct contact 
with modernization experts, of bringing together under 
one roof all the latest store equipment. The economic 
importance of the store modernization show is pointed 
up by a recent national survey for “Progressive Archi- 
tecture” which found that 89 per cent of the work on 
architect’s boards in 30 large cities is for shops and 
stores, leading all other building activity by a wide 
margin. 

—- 
DALLAS REM-RAND NEW HOME READY 

The new home of the Remington-Rand Corporation 
at 2100 N. Akard St., Dallas, Tex., is nearing comple- 
tion and will be ready for occupancy early in February. 

The new building, which will cost $200,000, will be 
two stories in height, with an imposing three-story 
entrance. It will be of reinforced concrete with a 
stone and plate-glass front, and a second story balcony 
filled with earth and planted with attractive shrub- 
bery. 

The main floor will be devoted to a large display 
and sales room, to several sound-proof “demonstra- 
tion” rooms for office machinery and equipment, and 
to general offices. 

A feature of the new building will be a laboratory 
for the development and servicing of Remington-Rand 
microfilm and its equipment—the first of its kind in 
the Southwestern states. 

Frank Heller is general manager of the company’s 
Dallas office. 


—- 


THOMPSON TAKES EVANSVILLE POST 

Russell Thompson of Owensville, Ind., has accepted 
a position with Smith and Butterfield, Evansville, Ind., 
it has been announced. 

He will be manager of the firm’s machine division 
which includes mimeograph stencil duplicating ma- 
chines, adding machines and dictating machines. 

Mr. Thompson was graduated from the Owensville 
high school in 1929 and was associated with a sta- 
tionery store in Anderson, Ind., for 13 years. Before 
coming to Evansville he was sales manager for Mar- 
shall Smith, Inc., office supply and equipment company 
at Cleveland, Ohio.—WBC 


—- « 
NEW PRICES FOR WEBSTER’S UNABRIDGED 

Effective January 3, G. & C. Merriam Company an- 
nounced a retail price increase of five dollars each for 
all styles and bindings of Webster’s New International 
Dictionary, second edition, and an increase of five 
dollars for the dictionary table. 

The company announced that it was only after pro- 
longed deliberation and with considerable reluctance 
that this step was taken, the result of increased costs 
all along the line in book publishing. 
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is Bank of England Chair 


by JASPER CHAIR CO. 
ls Acclaimed By Business! 





AVAILABLE IN QUARTERED OAK BIRCH and SOLID WALNUT 


There always will be a place in the commercial world for the Bank of 
England chair series made by JASPER CHAIR COMPANY. From a 
dealer's point of view, the sale of these chairs means complete satisfac- 
tion for everyone concerned because good Bank of England chairs give 
a lifetime of rugged service. So . . . whenever you find a need for Bank 
of England Chairs, think of Jasper Chair Company's No. 601 . . . you'll 
deliver more chair value and chair satisfaction when you sell our chairs. 


A COMPLETE LINE OF OFFICE AND SCHOOL CHAIRS 
WRITE FOR LITERATURE 


-Jasper Chair? 


JASPER, INDIANA 













REPRESENTATIVES: James S. Fowls, (Southern) z. 4, Browne, mV hod 
Gee. A. Litchfield, Sales Mer. 37” punsel Drive, North ie Groteae 8 
Fred Deutsch, (Southwest) W. H. Brown, ( Midwest) . J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., 26 385 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 4-3644) New York, N. Y. 
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EASY to LOOK 





Tees the “Duplex,” the most 

popular calendar on the market. But, 
that’s only one of the many self-selling 
models created to insure your calendar sales 
and properly service your clientele. Ask 
the man who stocks Ever Ready. He'll 

be quick to praise and recommend the time 
proven line of Ever Ready. 


EVER READY 


CALENDARS 
FOR EVER STEADY SALES 


EVER READY CALENDAR MFG. CO 


160 MAPLE ST., JERSEY CITY, N. J 





BERGER DIVISION APPOINTS EICHORN 
The appointment of Charles D. Eichorn as sales 
representative of the New York branch of Berger 
Manufacturing Division, Republic Steel Corporation, 
has been announced by R. W. Helms, general man- 
ager of sales 
After attending Kent State University, Kent, Ohio, 














CHARLES D. EICHORN 


Mr. Eichorn served with the United States Eighth Air 
Force as operations chief for a heavy bombardment 
squadron in England for two years. He became asso- 
ciated with Berger in 1947 in the locker sales depart- 
ment in Canton, Ohio. 
—_— *—- 
DEVELOP NEW BOLTAFLEX COLORS 

In response to color Surveys conducted by several 
independent research organizations, Bolta Products 
Sales, Inc., Lawrenee, Mass., has developed 14 new 
one-tone and two-tone Boltaflex colors, it was an- 
nounced recently by:the Bolta laboratory. These new 
colors are now ready for delivery 

Each Boltaflex all-plastic upholstery color was de- 
signed by leading decorators on the basis of scientifi- 
cally-conducted color surveys. These surveys indicate 
the color demands of women today and also forecast 
the trend towards certain new subtle shades in interior 
decoration. 

Each season, several colors are discontinued and 
several new colors added to the Boltaflex line as a 
result of changing color trends. Colors popular this 
year may be obsolete in next year’s home fashions, so 
a constant check on the consumer’s color desires is 
regarded at the Bolta factory as a necessity 

The following are the new colors in which Boltaflex 
is now available: Flame Red, Quaker Blue, Apple 
Green, Pepper Green, Parchment, Rose, Mohawk Red, 
Horizon Blue, Mint Green, Desert Sand, Broncho 
Brown, Dusty Rose, Aqua and Yale Blue. At the same 
time, two colors—Sun Yellow and Cherry Red—have 
been discontinued by Bolta Products Sales, Inc., on 
the basis of these color surveys. 

“The development of these new colors,” stated Dan- 
iel E. Hogan, Jr., vice-president and sales manager of 
the firm, “is in line with our established policy of 
meeting changing conditions by constantly improving 
the quality of our product.” 

—> 

FRIDEN ANNOUNCES NEW FACTORY BRANCH 

Elevation of the Friden Calculator Sales Agency in 
Toledo, Ohio, to the status of factory branch office for 
northwestern Ohio and the leasing of larger quarters to 
accommodate expanded operations were recently an- 
nounced by John D. Schulmeyer, Jr., manager. The 
agency has moved frem 1220 Madison Ave. to 2227 Jef- 
ferson Ave., in the Park Lane Hotel building, where it 
has a five-year lease. Mr. Schulmeyer succeeded his 
late father in April, 1948, as local manager for Friden 
The elder Mr. Schulmeyer had been manager since 
1941.—AK 
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Swed MANUFACTURING CO., INC.-HASTINGS, MINNESOTA — 


Export Representatives UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 


















Smead’s new Household File answers a 
specific need in both the city and farm 
home. 


It is compact and takes little space on a 
shelf or in a drawer. The printed parti- 
tions make it easy to divide correspond- 
ence, canceled checks, receipts, and dis- 
bursements. 

it has a special partition for filing depre- 
ciation schedules on machinery, build- 
ings, etc. 

The best time for Mrs. Housewife to file 
a receipted bill is at the very moment 
when it is presented and paid. Mr. 
Householder can properly allocate and 
file his canceled checks at the end of 
each month—when the transaction is 
still fresh in his mind. 





Remember—Figures mean 
nothing until proven by an 
invoice, statement or corre- 
spondence. 


People making out their own 
income tax or those who em- 
ploy an income tax auditor, 
find the job is done much easier, and 
hours of wonder and worry are elimi- 
nated — by using a Smead Household 
File. 


PR | Cc is EACH DOZEN 


No. FH—117A $2.75 $30.00 


It has been "HOME TESTED”’ 


“EVERY FAMILY A PROSPECT” 


THE So! MANUFACTURING CO., INC., HASTINGS, MINN. 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
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Leopold Office Furniture Installation 
for Moore Business Forms, Inc., San Francisco, 
California, by Beier and Gunderson Company. 


SJE0 WA office fyrniture 





1 
; 





OFFICE 





= and users alike profit 
‘ 


from the added prestige of the superb 


quality of Leopold functional office 


furniture. 


The tradition of craftsmanship in de- 
sign and construction is built on the 


solid foundation of experience since 


1876. From that date on only the 
finest in materials and workmanship 


have been used. 


The results can be seen in the product 
. . » beauty and efficiency combined 
for those executives who realize the 


profit value of added prestige. 





nt LEq00/A tonran 


BURLINGTON, 


MEMBER OF THE WOOD OFFICE FURNITURE 
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Those first 80 years were only a starter. Today, craftsmanship . . . famous for five generations. 
we re writing another chapter in Johnson history. But one phase of the Johnson success story 

With the opening of our modern plant in will never change. As always, our policy re- 
Bloomfield, we're setting our sights higher than mains the same—highest standards of service 
ever. With our new tools and facilities, we've ... no compromise with quality... full co 
even discovered ways of improving Johnson operation with dealers. 


4401 WEST NORTH AVENUE 


Sales Offices Still At: 
CHICAGO 39, ILLINOIS 
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BAYNON JOINS A. W. FABER-CASTELL 
H. U. Bittman, general manager of the A. W. Faber- 
Castell Pencil Company, Inc., in Newark, N.J., recently 
announced that effective January 3 Ned Baynon be- 
came associated with the firm as field representative 
in New Jersey, Pennsylvania, Delaware and Maryland. 
Mr. Baynon has been associated with the pencil in- 














NED BAYNON 


lustry for the past 18 years previous to entering the 
armed forces. Since then he has operated within the 
Third Regional District as a manufacturers’ agent. 
Mr. Baynon is a past president of the Penn-Mar-Va 
Travelers Club 
—-> 

BURROUGHS OPENS LOS ANGELES BRANCH 

The Burroughs Adding Machine Company of Detroit, 
Mich., recently formally opened a new southern Cali- 
fornia branch building at 1649 Wilshire Blvd. in Los 
Angeles “to serve the growing market in this area,” 


L. V. Britt, chairman of the board, announced. 
‘Need for this expansion in Burroughs’ West Coast 
yperation is indicated by the fact that the sale of Bur- 


roughs machines in Los Angeles this year is running 
about 50 per cent higher than last year and more than 
80 per cent over 1941,” Mr. Britt said. 

“The number of our employees in the Los Angeles 
area has increased more than 25 per cent since the war, 


and our plans call for further expansion. We have every 
confidence in the continued growth and development 
yf the southern California market.” 

The new Burroughs southern California headquarters 


is a modern two-story building with 20,000 square feet 
of floor space. It houses, in addition to the sales and 
service operations, a school for operators and district 
accounting office, and is a distributing point for parts 
and supplies for the southern California area. 

Accompanying Mr. Britt at the opening ceremonies 
were Harold S. Chase, a member of the executive com- 
mittee and a director of the company who lives in 
Santa Barbara, and G. H. Parrish, head of the new Los 
Angeles branch 

8 ee - 
F. M. WHITE OPENS CALIFORNIA FIRM 

Foster M. White, engaged in the stationery business 
for 24 years, planned to open the White Stationery 
Company store at 417 N. Main St., Santa Ana, Calif., 
during January. Mr. White was previously connected 
with Burnap Meyer, Inc., and Schooley Printing & 
Stationery Company, both of Kansas City, Mo., and 
Western Lithograph Company of Wichita, Kans. 


—>-—___—— 
R. L. CRAIN, LTD., APPOINTS SPENCE 
R. L. Crain, Ltd., Ottawa, Ont., forms and systems 


specialists, recently announced the appointment of 
Charles E. Spence to the position of regional manager 
of the Toronto region. Mr. Spence is a former member 
of the company’s sales organization. His headquarters 
will be in the mpany’s Toronto branch office at 1221 
Bay St GET 
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Patent No. 2248355—D128118 





Barkley Plastic Tab FILE GUIDES bring greater 
ease ... speed . . . efficiency to the essential task 
of filing. They’re especially designed for the 
rapid tempo and the accelerated pace of today’s 
business needs. The crystal clear plastic tab 
angled for greater visibility helps to make 
“filing and finding” effortless. Needless to say, 
the popularity of these Barkley Plastic Tab 
FILE GUIDES means plus sales and plus profits 
for dealers from coast to coast. Investigate .. . 


find out how it pays to be a BARKLEY dealer. 


Write for Illustrated Literature 





Established 1921 ( 


[. L. BARBLEY & CU. 





Manufacturers of Filing Supplies 


1220 W. Van Buren St Chicago 7, III 
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ADDS UP TO 


REPEAT BUSINESS 


WHEN YOU SELL A 








PRODUCT 


Manila and Kraft File Folders 
Alphabetical Guides 
Printed Forms 
Blank and Printed 
Vertical Guides 
a 





GR 


FILING SUPPLY CO. 


GRAND HAVEN, MICH. 





MANUFACTURERS OF 


FILING SYSTEMS SUPPLIES 





A Quality Name for more than 65 years 




















THE STATIONERY TRADE, 
WHAT IS IT? 


NE OF THE MOST curious phenomena of the pres- 

ent time is that although members of the sta- 
tionery trade may think they know a stationer or two, 
he is unknown to official observers,” points out the 
Stationery Trade Review, British magazine of this in- 
dustry, in a recent issue. 

The S.T.R. continues: “In any catalog of trades, 
whether made by the civil service, by writers on sales- 
manship, or by unofficial investigators, it is the rarest 
thing to find stationery included. The nearest ap- 
proach to the stationery trade is ‘Newsagents, Book- 
sellers and Tobacconists’ grouped in this manner.” 

Thus, the British publication makes its plea that a 
powerful public relations job is necessary now to keep 
the stationer, and the office equipment specialist, from 
being identified with the tobacco-and-confectionery- 
selling fraternity. That this is not an idle fear may be 
gained from the observation, “It is very noticeable 
that in all plans so far published for satellite towns, 
new housing centers and residential quarters—still 
more for factory estates—no provision is specifically 
made for commercial stationers or office equipment 
suppliers. They belong to a forgotten trade.” 

It was not so back in the fifteenth, sixteenth and 
seventeenth century when there was no doubt at all 
what a stationer was. Then, “the stationery trade was 
the matrix from which many great trades were 
brought to light. The original stationer was a book 
publisher, book printer, book binder, and book seller, 
and included among the list of great stationers of the 
past were no lesser figures than Caxton, Wynken de 
Worde, John Day, who published Foxe’s Book of 
Martyrs and other notable works, and many great 
scholars of Oxford and Cambridge.” 

Stationers in the United States are interested in 
this British comment regarding the status of their 
industry. They are fortunate in that the term “sta- 
tioner” is understood to a greater degree here than 
abroad, although there are many businessmen who 
fail to consider office equipment suppliers as station- 
ers. Through the efforts of the trade press and the 
National Stationers Association, the stationer has be- 
come known as a supplier to the office—be it paper, 
furniture or machines. The result has been a stamp 
of distinction such as the brothers across the sea de- 


sire to have, also 
oe 
WESTCOTT USES NEW DISPLAY DESIGN 
The Westcott Rule Company is using a new dis- 
play backdrop for its line of rulers and yardsticks, the 
design carried out in two tones of blue and neon- 


"7 " 


lighted in white. The overall dimensions are 7 x 7 











Makers Fine Rubens Stats /872 


—— — | 
————— —_ 
ES —— 





NEW WESTCOTT RULER DISPLAY 


feet. It was first used at the company’s modern offices 
in Seneca Falls, N. Y., and will next be seen at the 
Thirty-third Annual Wholesale Stationers Convention 
in New York, N. Y. 
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DIXIE 
CHROME =~“, 


) There’s a scientifi- 
f cally designed 
Dixie Chrome 
“Easy Chair” to 
seat the Execu- 
tive, his Customer, 
or his Secretary, 


—_———— 
. 


in perfect comfort. 





THE DIXIE PRESIDENT e@ 601 


FOR THE 


Executive 





E EXECUTIVE SWIVEL + 620 © DIXIE POSTURE CHAIR + 600 


THE DIXIE GENERAL + 701 


j mart, durable Dixie Chrome promotes “efficiency 


through comfort” in the business office. Featuring Duran upholstery, NIYIF CHROME PRODUCTS. ING. 


“ Udylite ‘’ Chrome and all steel coil springs, Dixie Chrome stays 


2815 MAIN STREET, DALLAS, TEXAS 
comfortable and new looking for years. 
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How BIG is TOMORROWS DESK MARKET 
FOR YOU? If the era of “easy selling” is over, maintaining your 


company’s sales and profits in office furniture presents a real challenge. Here’s 
some good advice. JACKSON DESKS are built to sell in a competitive market. 
For style . . for construction . . for value . . they can’t be beat. This is a big edge 
you have on your competitors. When you’re “sales fortified” with JACKSON 
DESKS, then think creatively . . sell creatively .. sell aggressively, and you'll find 
a whole new office furniture market waiting for you. Write to us for further de- 


tails on how to increase your furniture business. 


WASPER OFFILE FURNITURE LU 


JASPER, INDIANA REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Getes, Cel 
Marion V. Follin, 220 Fairbanks Rood, Riverside, til. ! 
George B. Wray, 130 W. 42nd St., Room 819, New York | 
Howard Maley, 115 Tarbell Ave., Bedford, Ohic , 
L. H. MeDoniel, 1414 West Tucker S?., Ft. Worth, Tex. 


Rolph A. Bender, 813 Bone Allen Bidg.. Ationte, Ga 
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A TYPE CATALOG THAT COSTS NOTHING 

The making of special rubber stamps is quite a side 
line with many an office supply firm, including the 
Fowler Company, located at 128 E. Fourth St., Char- 
lotte, N.C. As with many firms, the Fowler Company 
gets lots of its business from its customers who give 
their order over the phone. In such instances the cus- 
tomer generally indicates that he wants about quarter- 
inch or half-inch type. But it was found through 
experience that many customers phoning in for a 


rubber stamp didn’t have too accurate an idea of 
what a quarter-inch or half-inch type looks like. 
Jos W. Hutchison, one of the owners of the firm, 


finally hit upon the idea of using the Charlotte tele- 
phone directory as a type style book. It has worked 
to perfection 

Now when a customer phones in for a rubber stamp, 


all the person does who answers the phone is to suggest 
that the customer turn to the Charlotte telephone | 
directory, thumb through the yellow classified pages 
at the rear until he sees about the kind and sizes of 
type that he wants. The customer then tells the person 
answering the phone that on a certain page in a cer- 


tain ad the wording is just about the style and size 
type wanted 

It is then an easy matter for the person in the 
Fowler office to turn to the same page and note the 
style and type size selected. It is reported that this 
simple idea has materially increased the rubber stamp 
business and also eliminated complaints about type 


furnished.—_RRV 


—>- 
STOREY NAMED MANAGER OF ZAISER’S 
Ed. B. Storey is the new general manager of Zaiser’s, 
Inc., Des Moines, Iowa, as announced by C. C. Holley, 


president 

Mr. Storey purchased the stock held by Don Barnard 
and was elected secretary and genera] manager of the 
company. He has been with Zaiser’s for 13 years with 
the exception of the period he was with the armed 
forces. He is well prepared to take over the manager- 
ship of this modern stationery store. 


—<—>-——_. 


W. J. CORBRIDGE SELLS WYOMING FIRM 
W. J. “Jack” Corbridge, operating the Wyoming Sta- 
tionery Company, Casper, Wyo., recently announced to 
the trade that he has sold his firm to Donald O. Stan- 
field, the transfer becoming effective on January 1 
Mr. Stanfield will continue the business under the same 
name and the 


same corporate organization 





MARKWELL OFFERS STAPLER DISPLAY—The Markwell Mig. 
Co., 200 Hudson St.. New York 13, N. Y., is now offering its 
dealers an attractive new stapler display. No. FHR-21A., in 
orange and blue on white. This display has dimensions of 
11¥ex8x334 inches and is designed to take up a minimum of 
counter space. Included in the displays available are those 
for the Tackmaster, Punchmaster, Bradmaster and the dry pen. 
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Werei a alee. Mg gedlion 
(or progressive dealer! 


USY legislators, whether Representatives 
B or Senators, are entitled to sit in a com- 
fortable chair during the long hours of execu- 
tive sessions. The 932% pictured above has 
all the requisites of a chair for this purpose... 
comfort, stately appearance and, above all, 
durability. 

That’s why the 932% was selected above all 
others for several recent installations in State 
Capitol buildings. Backs can be embossed in 
gold with the State Seal, if required. As a 
result of our many years of experience, we 
specialize in this embossing. 

Have the chairs in your State Capitol outlived 
their usefulness? Or are they uncomfortable, 
obsolete designs unsuitable for the purpose 
for which they were intended? If so, they 
should be replaced with comfortable chairs of 
more appropriate type. Write for further details. 


* * * 
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THE B. L. MARBLE CHAIR COMPANY 


Bedlard, Ohu 
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DISPLAY SELLS 


THIS UNIQUE AND BETTER 


WABASH 
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These Wabash Card 
Dispenser packages will sell more cards for 
you. Just display them and your customers 
will buy them. Cards stay cleaner. There is 
no waste. You have no broken packages 
left. And 100 cards from the bottom is a 
postal card stamped and addressed to the 
dealer for reorders. 


THE GRAY BOXES WITH 
THE BLUE LABELS APPEAL 


to everyone. Wabash Supplies are good 
merchandise and packaged to sell them- 


selves. Display them. 


SIGHTLESS VET CONDUCTS OWN FIRM 

Thomas J. Kennedy, Jr., 24-year-old sightless vet- 
eran who started his office supply business in a second- 
hand trailer in Baltimore, Md., now operates a thriving 
firm that numbers among its regular customers lead- 
ing Maryland business and industrial establishments. 

Blinded in the Solomon Islands on Christmas Day, 
1943, when a Japanese hand grenade exploded in his 
face, Kennedy learned the fundamentals of the office 
supply and stationery business as an on-the-job trainee 
under Public Law 16. 

He began his enterprise—the Dawn Office Supply 
Company—in March, 1947, purchasing a used trailer 
from War Assets Administration which he rolled onto 
an empty lot beside his home. He used a small garage 
for a warehouse. 

Outgrows Trailer 


Within three months, his sales volume outstripped 
the capacity of the trailer. He moved to his present 
location in downtown Baltimore and his business has 
grown ever since. Today, his firm consists of five em- 





KENNEDY AND HIS DOG, “DAWN” 


ployees, two warehouses, three delivery trucks and his 


Salesroom. 


Among his accounts are National Distillers Products 
Corporation, Chesapeake and Potomac Telephone Com- 
pany, Westinghouse Electric Carporation, Mutual 
Chemical Company and many agencies of municipal 
and state governments. 

Before the war, Kennedy worked in the payroll de- 
partment of the National Distillers’ Baltimore plant. 
At 17, he enlisted in the Marine Corps, where he served 
as a corporal in a rifile squad until his injury 

After his release from a Navy hospital at Shoemaker, 
California, he enrolled in Strayer’s Business School in 
Baltimore to study typing, business procedures and 
other subjects—all in preparation for taking an ex- 
amination for a high school diploma. He received his 
diploma in October, 1945. 

Next, he became Baltimore representative for a toy 
manufacturer. With his German shepherd seeing-eye 
dog, he called on department stores and small shops. 
He resigned when Steel stortages prevented the man- 
ufacturer from filling orders he had written. 

Early in 1946, he entered an on-the-job training pro- 
gram under the Vocational Rehabilitation Act (Public | 
Law 16) at Stationers, Inc., in Baltimore. He learned | 
the business well enough in one year’s time to go on for 
himself. 

Active in Sports 


Six feet, three inches tall, Kennedy has not allowed 
his blindness to interefere with his interest in sports. 
He and his wife ride horseback every Sunday. In the} 
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Mosler 
means 


sale 
ales 


And with a dealer 

franchise you can be the 

only one in your territory to 
sell the fast-moving all- 
inclusive Mosler line. You can 


C” label safe, featurin, 
Underwriters’ Laboratories, Inc. 
label at low cost, for volume sales. 











Insulated Record Container, 
combining the efficiency of a 
filing case with the safety of a safe 
—every business a prospect. 





Armored money chest with 
Underwriters’ Laboratories, Inc. 
approved relocking device. 
Various sizes, with or without 
locking inner door. 





+ i) 





Flat Sill Vault Door. No grout is 
necessary and installation is 
quicker, more economical—typi- 
cal exclusive Mosler advantages 
that make selling easier. 


“A” label safe with money 
chest for dual protection against 
fire and burglary. The finest 
protection available. 
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For nearly a century Mosler has stood for the finest 
in safes and safety. Your territory may still be open. 
Now’s your chance to corner the sales appeal of this 


have the exclusive right to 
use the prestige and 
reputation of the Mosler 
name... to enjoy Mosler 


factory cooperation ... 
to benefit by Mosler strong o> Ee a 


famous name. Write now for full details. 


sales assistance. Insure future 
profits this Mosler way. 


Safe ¢. 


Builders of the U. S. Gold Storage ies: ; : 
mart hap pay aby Factories: Hamilton, Ohio 


LARGEST BUILDERS OF SAFES AND VAULTS IN THE WORLD 





OFFICE APPLIANCES, February, 1949 147 








re y WE N 


TRADE MARK 





Here is a perfect addition to the already 
famous Liberty Line of record storage prod- 
ucts ... a “natural” for Liberty dealers 
because every user of Liberty Boxes or record | 2 











storage drawers becomes a prospect. And - yj — 
once a customer he will repeat again and ei | Fain = 

again. Besides these thousands and thou- | Ce seH—_~ q| | —_# = 

sands of Liberty Box users every office and = s 4 — I, 
factory is a potential buyer of this simple | ea ae a 4 ia 
but amazingly strong all purpose shelving. | J | 





Liberty PREFAB WOOD SHELVING is neat 
in appearance, smoothly finished and easy 
to assemble. No nails or screws are needed. 
Each unit is completely prefabricated so any- 
one can put it together. The wood framework 
is constructed of 4%" x 134" clear Kiln Dried 
Genuine Ponderosa Pine tightly held together 
with a patented locking bracket which holds 
legs and cross bars absolutely rigid. Wood 
ome are slotted and fit neatly into the 

rackets. No tools whatever are needed to 
either erect or dismantle. This LOW COST 
all se shelving is ideal for the stationery 
trade, because each unit is knocked down 
and individually packaged in compact car- 
tons—easy to sell, easy to stock. 
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RECORD 
STORAGE BOXES 


Liberty Boxes lead the field—have led it 
for 30 years. Completely carton packed 
they are easy for you to stock and sell. 
Liberty Box sales run into large volume 
and sales repeat year after year. 23 stand- 
ard stock sizes give you a wide range for 
satisfying customer demand. More than 
83,000 users, the list reading like a 
Who's Who in Business and Industry, 
give proof that Liberties lead because 
they combine efficiency and economy. 
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Every office, factory and store a prospect. 

The ideal LOW COST shelving. 

Wood framework is unfinished but sanded 
—no slivers. 

Anyone can assemble it in a few minutes. 


NO TOOLS NEEDED 
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BANKERS BOX COMPANY ° 720 So. DEARBORN ST. ¢ CHICAGO, ILL. 
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summer, he swims and dives in Baltimore pools. As a 
hobby, he writes popular music. Although unpublished, 
a number of his songs have been played over local radio 
stations. 

Veterans, like Kennedy, may train at Government 
expense under Public Law 16 if (1) they had active 
service between September 16, 1940 and July 25, 1947; 
(2) were discharged under conditions other than dis- 
honorable; (3) have service-connected or aggravated 
disabilities entitling them to compensation, and (4) 
Veterans Administration determines they need voca- 
tional training to overcome their handicap. 

While in training and for two months afterwards, 
they may receive subsistence allowances, in addition 
to their disability compensation. 

On December 1, 1948, a total of 233,265 veterans were 
enrolled in training under Public Law 16. Of these, 
110,550 were in schools, 35,851 were training on-the- 
farm, and 86,864 were taking on-the-job training. 


RE eee 
J. K. GILL COMPANY MAKES APPOINTMENT 
Mark Gill of the J. K. Gill Company, Portland, Me., 


stationers and booksellers, has announced the appoint- 
ment of Barton Darling to the position of outside sales- 
man in the office furniture department. Mr. Darling 
just recently arrived from Cincinnati, Ohio, where he 














BARTON DARLING 


was manager of the visible record division for The 
Globe-Wernicke Co. Previously, he was in the Govern- 
ment division for Globe-Wernicke and, during the war, 
handled sales of office equipment and supplies to the 
Government 

Mr. Darling will service Gill’s in Portland and vici- 
nity, specializing in vertical and visible filling systems, 
along with the entire Globe-Wernicke line of office 
equipment 

—_-e 
MISS KINSER TAKES NEW POSITION 

Betty Kinser is the new bookkeeper and floor sales- 
woman at the Ozark Typewriter Company, 402 S. Jeff- 
erson St., Springfield, Mo. Miss Kinser was formerly 
employed by Lamont Wood Jr., who owns the National 
Typewriter Company, Kansas City, Mo. She worked 
outside sales for Ozark Typewriter Company for sev- 
eral months before taking the inside job—EVH 


—- — 


POLS BECOMES ROTTERDAM FIRM PARTNER 
Het Efficiente Kantoor, Effika-Van Sigjn, le Middel- 
landstraat 56, Rotterdam C, Netherlands, recently an- 
nounced that John M. Pols has been taken into the 
firm as a partner, acting as managing partner. He has 
been in charge from February, 1946. He is now asso- 
clated as partner to H. van Sigjn and J. A. van Sigjn. 
—<——) —~O 


J, H. DRAKE JOINS SHAW-BARTON 
J. H. Drake, formerly with Remington Rand, Inc., in 
the Indianapolis area, has joined Shaw-Barton, Inc.., 
as a Salesman in that territory, recently announced 
W. A. McCutchan, district sales manager.—AK 
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Here's the new Sturgis 1278 IN- 


STITUTIONAL, a chair that's already 
being SOLD by the dozen wherever 
comfortable group seating is 
needed. Although modestly priced, 
it is as attractive and durable as 
all Sturgis chairs. Note these 
superior Sturgis features: 


* Welded Steel Construction—to insre 
it'll never wiggle or snag. 

* Bonderized Metal—to prevent spread of 
rust under enamel, and prepore a secure 
foothold for enamel so it resists chipping 
and scratching. 

Infra-red Baked Enamel—that is uniform 
in hardness, supplied in a variety of colors. 
Cushioned Seat and Backrest—designed 
for hour-long sitting comfort. 
Upholstering—in Versilan, Cloremont 
Mohair, Bedford Cord, and Leather, each 
in a complete range of colors. 


THE STURGIS PLATFORM: 


Dealer Only 
Complete Line 
Honestly Priced 
Volume Sales 
Substantial Margins 





149 

















Critical Customers 


More and more executives are learning that dis- 
comfort and fatigue cost money in lowered work 
output. They are learning, too, scientifically de- 
signed office chairs, with engineered tilting con- 
trols, are essential to the comfort and efficiency 
of office personnel. To keep working efficiency 
at a high level, be sure your wood or metal chairs 
are equipped with SENG Syncro-Tilt, the chair 
mechanism that has five adjustments for fatigue- 
free posture control: 


1. Correct seating height. 


2. Back support positioning for any per- 
son, tall or short. 


3. In-and-out adjustments for back rest. 


4. Spring-tension control of seat tilt and 
back support. 


5. Correct angling of back tilt. 
Insist on SENG Syncro-Tilt ... the chair action 


control whose quality adds value to America’s 
finest chairs. Remember .. . to sell a SENG- 


equipped chair is to sell satisfaction. 


1450 N. DAYTON AVE. 
CHICAGO 22, ILLINOIS 


SENG QUALITY PROTECTS YOUR REPUTATION 
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PASSED AWAY 


CHARLES B. HILTON 


Charles B. Hilton, 59, prominent stationery store 
executive of the Puget Sound region, died early this 
January quite suddenly at a Tacoma, Wash., hospital. 
He had lived in Tacoma since 1917, and had risen to 
the top circles of the stationery fields there. For the 
past 14 years he had managed the large stationery 
division of the Johnson-Cox Printing Company, com- 
mercial stationers, as well as printers in Tacoma 
Prior to that he had owned his own stationery firm in 
that Puget Sound community. 

Surviving are the widow, Dorothy; a son, Charles G. 
Holton, now attending Officers Training School at Fort 
Riley, Kans., for a commission in the U. S. Army; two 
daughters in Tacoma, Wash., a brother, and five grand- 


children.—CML 
+ + + 
RICHARD W. SEAMAN 

Richard W. Seaman, who retired in 1944 as manager 
of the Underwood Typewriter Manufacturing Com- 
pany, at South Bend, Ind., died at his home in Spring- 
field, Mo., last December 3. He was 80 years of age. 

Mr. Seaman spent 23 years in the employ of the 
Underwood Typewriter Company. Survivors include 
his widow, Katherine, of the home address, 621 South 
Broadway, Springfield, Mo.; a daughter, Mrs. Wallace 
H. McMillan, Victoria, B.C.; a granddaughter, 
Jaqueline Seaman, Topeka, Kans., and two nephews, 
Randolph Seaman Merrill of Newtonville, Mass., and 
Jack Merrill of Paris, France-—EVH 


' + + 
MILTON J. COLE 


Milton J. Cole, engaged in the stationery trade as a 
salesman for 48 years, died suddenly January 14 at his 
home in Delevan, N. Y. He was 76. 

Mr. Cole, at the time of his death, was representa- 
tive of Scrantom’s in Rochester, N. Y. He was formerly 
with the wholesale division of the Otto Ulbrich Com- 
pany, Inc., Buffalo, N. Y. 

An active civic figure, Mr. Cole was former president 
of Delevan Village and was a member of the Delevan 
Board of Education and the Delevan Men’s Club. His 
widow and two daughters survive-—GET 


t & 
MRS. MAX SCHEINMAN 


Mrs. Rose Scheinman, mother of Sol T. and Victor W. 
Scheinman, president and vice-president, respective- 
ly, of Cole Steel Equipment Corporation, New York 
City, manufacturers of office equipment, died Decem- 
ber 30 at her home, 20 W. 77th St. Her husband, the 
late Max Scheinman, a real estate broker in Hoboken, 
N.J., died in 1943. Two other sons, Sidney and Arnold 
Scheinman; five daughters, Mrs. Ether Gross, Mrs. 
Paula Segal, Mrs. Jeanne Schwartz, Mrs. Geraldine 
Rosen and Mrs. Frances Henning; and a brother, Jacob 


Reiss, also survive. 
+t - + 
NEWMAN A. VOSBURY 

Newman A. Vosbury, 40, manager of the art and 
handicraft department at Bardeen’s, Inc., Syracuse, 
N.Y., was fatally injured in an automobile accident 
and died December 30. He was employed by Bardeen’s 
for about 17 years. He developed the art and handi- 
craft department about two years ago. For about 15 
years he served as a salesman and representative of 
the Syracuse stationery and office supply firm, travel- 
ing throughout the state. His wife, three sons and 





| his parents survive-—GET 


~ + 
LOFTIN E. WHITE 


Loftin E. White, veteran office appliance man and 
district manager for the Dallas, Tex., office of the 


OFFICE APPLIANGES, February, 1949 





tore 
this 
ital 
1 to 
the 
ery 
ym 

ma 
1 in 


;G 

‘ort 
two 
nd- 


ger 
m- 


ng- 


the 
ide 
ith 
ace 
er, 
ws 

ind 


nt 
an 
lis 


he 
on, 
ld 
rs 

ne 
ob 


of 


te 


id 
le 





ALL-PLASTIC CARD GUIDES 


utented. Trademark Reg. U.S. Pat. Off. 


Card filing reaches a new peak of ease and con- 
venience with Rock-Elite Card Guides. Made 
of lightweight, transparent, long-lasting plastic. 
They feature guide and tab of one-piece con- 
struction with entire tab located above card 
tops. The tabs of Rock-Elite All-Plastic Card 
Guides eliminate undesirable extra bulk that 
causes cards to “fan” forward. Tab slant to the 
rear gives full ‘angled visibility’ to labels. 
Entire tab is transparent for maximum size 
label—no tiny “‘window” to limit label size. 

Practically indestructible, Rock-Elite Card 
Guides can be bent double and spring back to 
original shape—will not become brittle or crack. 
Rock-Elite plastic is safe, too—will not ‘‘flash 
burn.”’ Rock-Elite Card Guides are available 
in 3 x 5, 4x 6 and 5 x 8 sizes, each in a wide 
label assortment for popular systems. 


a 


Mite Desk Tray 


Trademark Reg. U.S. Pat. Off 
GREATER CAPACITY «+ TIERS LOWER 


Rock-Elite Desk Tray, molded of chip-proof, scratch- 


mop 


proof plastic, tiers lower than ordinary trays yet com- 
fortably accommodates file folders and standard size 
ring binders. Each tray surface is ribbed to eliminate 
fumbling for bottom sheet; slopes downward to rear, 
iutomatica iligning contents. Fluted, non-slip tier 
posts at sides and ample cut-out opening permit easy 
access. Four rubber cushion feet protect desk and table 
surfaces. Attractive walnut or gray finish. Available 


n letter or legal size. 
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Rocka Sile , tn 


= SAVES UP TO 
| 40% FLOOR SPACE! 


Rock-a-File’s revolutionary side-fil- 
ing development, featuring compart- 
ments that “rock’’ open sideways, 
provides the same capacity as or- 
dinary files in less than two-thirds 
the floor space. Compartments pro- 
ject only slightly when open. All the 
contents are instantly available all 
the time . . . two or more persons can 
file simultaneously . .. compartments 
can remain open. Standard letter 
and legal size models available in 
choice of finishes. 


Rock-a-File PERSONAL FILE 


The perfect private-office file 
—ideal for home use, too. Fea- ae 
tures space-saving advantages 
of side-filing plus effortless op- 
eration of “rocking’’ compart- 
ments. Standard letter size, 
two-compartment model 
stands 32 inches high. Avail- 
able in satin-gray, mahogany, 
green or mar-proof walnut 
finish, with or without lock. 


Raps, 


*Patented 
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Welis 862 Walnut 60’’x32” 


Another 
Step 
forward 













by moving 
fwo legs back 






‘Wells 1160 Walnut 60x34” 


Wells Desks redesigned for even greater sales 


Center legs recessed 12” for more leg Suite and 1000 Grade Economy Line 
room convenience. Seasoned, kiln- means greater satisfaction to your 


customers. And for you, Mr. Dealer 


dried wood, better-than-ever work- 
more sales, more profits and more 


manship and modern design com ; ae . 
prestige because you lIeature ihe 
bine to give impressive appearance biggest desk value available any 
Wells’ redesign of the popular 800 where. Get complete details today. 
Write for new catalog folder describing the famous 
Wells “Streamliner” and full commercial grade desks. 


ALL SALES DIRECT TO DEALERS 


We have no branches or 


WE other sales offices 


WELLS-MADE MEANS WELL-MADE 








Manufacturers of Office Furniture Since 1934 @ Laurel, Miss. 
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Royal Typewriter Company, died at his home on Sun- 
day, December 20, after a short illness—JHR 


- + f 


MRS. MARY JOYCE VAIL 

Mrs. Mary Joyce Vail, 88, died January 19 at her 
winter home in Miami Beach, Fla. She was the mother 
of Richard B. Vail, secretary and treasurer of the 
Vail Manufacturing Company and former 2nd district 
congressman, and the daughter of the Late Thomas 
Joyce, assistant chief of the city’s volunteer fire de- | 
partment during the 1871 fire. She is survived by two 
other sons, Walter and Harry, and two daughters, 
Emily and Lala 


i 
—-e- 8 8}|— 


DEVELOP WALLET INSERT DISPLAY UNIT 
Kingsbacher-Murphy Company, 1081 N. Vignes St., | 
Los Angeles 12, Calif., has developed and is now offer- 
ing to dealers a counter display box holding 36 wallet 
inserts. The box keeps the items clean, dust and 
scratch free pending sale and yet occupies only a 





K-M WALLET INSERT DISPLAY 


3 x 4%-inch space on the counter. A vertical slot in 
the rear of the box enables the dealer to tell when 
the box is nearly empty so that reorders can be placed. 

The wallet insert featured in the K-M dispenser deal 
will handle ten cards or photos and has two heavy, 
clear plastic stubs for inserting the unit into wallets 
It retails at $.25 

2 outa 

ENVELOPE STUFFERS PAY IN ADVERTISING 

Many concerns in the office supply field have found 
that direct-by-mail advertising pays. Others have 
found that envelope stuffers enclosed with letters, bills 
and so on bring results. The McGregor Company, lo- 
cated at 321 E. Clayton St., Athens, Ga., combine the 
two in a way that increases results and at a low cost. 

For direct-by-mail advertising this firm uses regular 
government postal cards with printed announcements 
of specials that are available or of wanted merchan- 
dise that is in stock. When having the government 
postal cards printed, the firm has a quantity of 


ONLY Olle 
Gall BE CALLED 
“THe FINEST” 





FINEST CUSTOM QUALITY 


In each field of human endeavor, there is one prod- 
uct which, by reason of its sheer excellence, stands 
alone .. . the one thing of its kind which may be 
called the finest. 

In the field of Portable Lighting for Offices, it is 
MIDCO the Perfectlite portable fluorescent desk 


lamps. 





4200 Series Desk Lamp 


MIDCO the Perfectlite lamps in their beautiful 
electro-plated finishes—including Statuary Bronze, 
Antique English or Butler’s Silver—will add im- 
measurably to the value of the complete MIDCO 





the same advertisement run off but on white book 
paper cut the same size as a government postal card 
By running the same form there is no extra charge 
for composition. It is simply a case of getting the extra 
quantity immediately after the postal cards are run. 

The postal cards are then sent out to such names 
on the mailing list as would be interested in the mer- 
‘handise offered. The firm maintains several mailing 
lists, all classified so that direct-by-mail advertising 
gets the maximum results. 

The envelope stuffers are used with bills and invoices 
and letters. By having them identical with the postal 
cards that are sent out there is a familiar appearance 
to them, recalling the postal card advertisement. In 
this way the stuffers act as a sort of follow-up.—_RRV 
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| line for °49, and find ready acceptance among the 
more exacting of your customers. 

| We pledge the continuance of our policy to make 

only the finest of portable lighting units with the 

highest sales appeal- and always at the lowest possi- 

ble price. 





Literature and prices on request 


MIDWEST NATURLITE COMPANY 


228 West Kinzie Street Chicago 10, Illinois 
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INCREASE YOUR SALES 
HANG-A-FILE” 


#(REG.U.S, PAT. OFF.) 





(e:Ses: 





HANG A-FILE FRAMES 


1. HANG-A-FILE Folders—Feature adjustable (5 position) 
metal tab and metal hanger. No tab breakage—no dis- 
connected hangers. Heavy quality red rope folder. 


$127.00 per thousand 


2. HANG-A-FILE Desk Units—Complete, compact filing 

- ackage. Contains 25 “Hang-A-File" folders (A-Z inserts). 

nit is all metal. Heavy gauge steel. Olive green finish. 
Equipped with rubber feet. 

No. 40—$7.50 complete unit 


3. HANG-A-FILE Folder Frames—All metal . . . adjust- 
able. Made to easily fit into standard filing cabinets and 
desk drawers. With ' "Hang-A-File” folders, the most effi- 
cient “Hi-Way" of filing in America. 


No. 39—$1.35 


NO. 30-31-60 HANG-A-FILE FLOOR MODELS 
Write for descriptive Catalog 


IMMEDIATE 


Louis H. Farber 


31 E. Congress St., WEbster 9-3217, Chicago 5, IMlinois 
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of attaining a remarkable rate of production. 


NEW BOLTAFLEX FACTORY IS COMPLETED 

After three years of construction, the new Bolta- 
flex all-plastic upholstery plant at Lawrence, Mass., 
has been completed and is now in production. The 
new factory, one of the largest of its kind in the 
world, contains the latest machinery yet developed 
by modern science. 

The large, expansive new plant is virtually a push- 
button mechanism devoted solely to the production of 
Boltaflex all-plastic material. No human hand touches 
the product from virgin plastic resin to the completed 
Boltaflex sheeting. Each step in the production of 
Boltaflex is carefully supervised by a series of rigid 
operating and inspection devices 

The calender alone weighs 240,000 lbs. and is capable 
In one 
week, a carpet of Boltaflex is produced which would 
reach from High Point to Grand Rapids. The electric 
control panels of the new Boltaflex factory are as 
large as the control panels supplying power to a me- 
dium-sized city 

os 


MATCH COMPANY GETS ROYAL CONTRACT 

The Royal Typewriter Company’s Roytype division, 
distributors of typewriter ribbons, carbon paper and 
other office supplies, has signed a contract with the 


Diamond Match Company for 750,000 books of matches 


to promote its products, it has been announced by 
Ellis Bishop, advertising manager. The order marks 
the first time in company history that book matches 
have been used as part of the general advertising 
and promotion program, Mr. Bishop said. Harry J. 
Gahagan represented Diamond Match in the arrange- 
ments. 

The matches will be used nationally but will be dis- 
tributed to customers and prospects by the division’s 
1800 salesmen and dealers. Space is allotted on the 
covers for an overprint of the individual salesmen’s 
names, office addresses and telephone numbers. The 
balance of the space is devoted to advertising the 
‘ompany’s products 





WINS IN ARTISTIC TYPING.—Georgia Thom 


of St. Joseph’s High School, Ashton, Iowa, 
winner of the Tenth Annual National Artistic 
Typing Contest, sponsored by Julius Nelson. 
shows her winning entry with her teacher, 
Sister Mary Annice, O.S.F. Miss Thom’s prize 
was an Underwood Champion portable. 
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It Stands 





for Finer 





Construction, 


Greater Work 








Ease, and 





Lifelong 





Durability 








You'll point with pride at the trade-mark on 
your STEEL-AGE files too! It’s a hallmark of 
quality from coast to coast... asymbol of greater 
filing efficiency in modern offices all over America. 

The STEEL-AGE trade-mark tells a story of 
effortless, ball bearing drawer action with full 


progressive suspension, of positive side-locking 
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compressors and handsome styling. It tells of 
welded, super rigid construction and a tough, 
baked-on finish that means extra years of perfect 
service, Yes, there’s a reason why people point to 
the familiar Flaming Torch trade-mark and say, 
“Sell STEEL-AGE and you sell the best in steel 


office furniture!” 


CORRY—JAMESTOWN 
MANUFACTURING CORPORATION * CORRY, PA 
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FLOOR COSTUMERS 





AT PRICES YOU CAN’T AFFORD 
TO OVERLOOK 


No. 310 WALNUT 


e COMPLETELY OVEN 
BAKED WALNUT 
FINISH TO RESEMBLE 
WOOD AND BLEND 
IN WITH OTHER 
OFFICE EQUIPMENT 
NON TILT BASE 
15 LB. CAST IRON 
EVERLASTING 
STEEL HOOKS 
HEAVY GAUGE 
STEEL TUBE 


$7 1 90 LIST PRICE 





No. 350 REVOLVING 


e 25 LB. NON TILT 
OVEN BAKED BLACK 
CRACKLE BASE | 
¢ 8 STEEL TRIPLE | 
CHROME HOOKS 
e CAST REVOLVING 
RING 
¢ CHROME STEEL TUBE 


“eye LIST PRICE 


SOLD THROUGH AUTHORIZED DEALERS ONLY 
WRITE FOR, CATALOG AND DISCOUNT 














Terms C.0.D. unless rated 


FIXTURES Core 


312-14-16 BLUE RIDGE 
KANSAS CITY 3, MISSOURI 
PHONE—CLIFTON 9034 
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W.O.F.1. “TRENDS” MIRRORS MURPHY’S CAREER 

Under the heading “Profiles”, the Wood Office Furni- 
ture Institute publication “Trends” tells of the inter- 
esting career of M. Gleeson Murphy, Jr., president of 
Murphy Chair Company, Owensboro, Ky. Says “Trends”: 

We have a hunch that Gleeson Murphy never wasted 
any time wondering what he was going to do with his 
life. Facts won’t allow us to believe anything else. Im- 
pressed with his achievements, we double checked his 
age and sure enough—it remains just 39. We went 
back over his occupational record looking for evidence 
of lucky breaks. There were no lucky breaks. Neverthe- 
less, he became president of the Murphy Chair Com- 
pany at 29—one of the youngest men ever elected to 
head a major furniture company. His record is solid 
proof that he always knew what he wanted and started 
out early to get it. 

Beginning back in 1925, he spent his summer vaca- 
tion working as a laborer for the Murphy Chair Com- 
pany. Likewise the summer of 1926. The next two 
summers he had graduated to machinist. 

At this point he took time out to go off to Princeton. 
After a couple of years he was proof-reading and re- 
porting for his home town Owensboro, Ky., newspaper. 
It was here that the writing bug bit him and he de- 
veloped into a crack sports editor. Around this time, 
too, trade journals and pulp magazines started pub- 
lishing his articles and fiction. 

So Mr. Murphy, at a fairly tender age, not only knew 
something about making chairs, he could also do pretty 
well for himself with his typewriter 

But chair making won. 

So 1932 saw him back in the Murphy fold—this time 
as assistant sales manager. Just in case this kind of 
progress seems too unhampered, we point out that he 
had to prove himself all along the line. In turn, he had 
to make good at each of these jobs: sales manager, 
production manager, cost accountant, general accoun- 
tant, purchasing agent and factory manager. It was 
during these uphill years that he took to correspon- 
dence courses. Says they can’t be over-rated. He should 
know because he ploughed what he learned directly 
into his job. Today he holds correspondence school 
diplomas in business management, accounting and 
economics. 

Seems like a hectic schedule, but that’s the way Glee- 
son Murphy operates. He even found time to get well- 
acquainted with psychiatry and psychology AND he’s 
a first class amateur hypnotist. 

His extra-curricular duties are a little imposing, too 
—a partnership in the Murphy Land and Building Com- 
pany, the Sandidge-Murphy Development Company, 
the Northwood Company (a housing development) . He’s 
secretary-treasurer of the Murphy Box Company, vice- 
president and treasurer of the Northwood Corporation. 

How he sandwiched in the two books he has authored 
(Comfort Me With Apples and The King’s Goose) we 
won’t even venture to guess. 

Like all bona fide Kentuckians, Gleeson Murphy likes 
horses and he owns good ones. He’s active in com- 
munity affairs and is a better-than-average tennis 
player. We don’t know of anything he ever tackled that 
hasn’t been attended by success. 

It came to our ears the other day that he once shot a 
par round of golf back in 1939. A lot of people thought 
this proved that he’d even conquered the great old 
game. We don’t think Mr. Murphy goes along with this 
thinking. 

He just never played any more golf. 


—_ ao 


BOWLING GREEN FIRM TAKES NEW NAME 

The office supply store established in Bowling Green, 
Ky., for 28 years under the name of Marshall Love & 
Company is now known as Kelley Office Equipment 
Company, located at 1004 State St., in Bowling Green. 

The firm in the future will be a partnership com- 
posed of T. L. Kelley, Sr., and sons Tom Kelley, Jr 
and Charles Kelley. 
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SELLS. YOUR 
OFFICE FURNITURE 


FASTER 


1 MORE BEAUTY... Modernizes Offices! 


Rich, colorful Boltaflex-covered furniture 
modernizes offices with its smart good looks 
and outstanding color-beauty 


2 COSTS LESS .. . Lasts Longer! 


Boltaflex looks as good as new, years after 
other upholstery becomes faded and worn 
Boltaflex-covered furniture resembles the finest 


leather furniture, sells for a fraction of the cost. 


3 RICHER GRAINING... More Impressive! 


Boltaflex has a pleasant, leathery graining that adds 
prestige to any office 


$ > 4 EASY TO MAINTAIN .. . Washes Easily! 
A } A sudsy cloth makes Boltaflex-covered furniture fresh and gleaming 
a in a few seconds, reducing maintenance costs 


5 MORE COLORFUL... Adds to Office Efficiency! 


Fadeless Boltaflex colors are permanently processed all the way through the material. 
The pleasant colors add to the efficiency of any office. 


6 NATIONALLY ADVERTISED . .. Sells Faster! 
Thousands of your customers and potential customers have learned through 
the pages of America’s leading magazines that the Boltaflex tag is the 
symbol of high quality furniture. 
SEB... 7 Boltafiex is GUARANTEED by the Good Housekeeping Institute 
FEEL... against chipping, cracking, peeling. 






COMPARE ... 
Boltaflex-covered of- Sold by Better Dealers Everywhere. 
fice furniture. For Further Information and Samples write to 


Dept.cA2 BOLTA PRODUCTS SALES, Ine. 
Factory and General Sales Offices: 
LAWRENCE, MASSACHUSETTS 
BRANCH OFFICES 
New York: 45 West 34th Street 
Chicago: Space 211 American Furniture Mart 
High Point, N. C.: 1652 English St. 
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WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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GEORGE E. MONTGOMERY COMPANY MOVES 

rhe George E. Montgomery Company, distributor of 
the Edison Electronic Voicewriter, has moved into an 
elegant new hk 
Calif. The l 
has shown that 
The building h: 

The exterior 
a lofty tower 





40,000 motorists daily pass the door. 
us a corner location 

is attractively done in gray-green with 
in red brick color. The “Ediphone” sign 


is emblazoned at the top of this wall-like tower so that 
it can be seen from a considerable distance. Brick work 
orative effects. 

enters a spacious sound-treated 


s used 


rhe 


for dex 


visitor Sales 








\\ 
\\, 


> 
S 








NEW QUARTERS OF MONTGOMERY 60. IN LOS ANGELES. | 
Top: Modern exterior. Next to top: George E. Montgomery, 

head of the firm. demonstrating the new disc type Ediphone | 
' Voicewriter.” Next to bottom: Business office and sales 
room. Bottom: Testing room for electronic dictating machines. 
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me at 1344 Olympic Blvd., Los Angeles, 
ition is considered ideal, as a traffic count | 













Untimely Deaths of 
Business Men a 


National Tragedy 







You Fill a Vital Need 


cctlh 
the 
EXECUTIVE Reclining Chat 







Provides the Perfect Dl ay lo 


Relax / 


/ 












DICTATING 








U 


N ERVE tension 

eases under the 
relaxing magic of this amazing Chair. Thinking is 
clearer. More work is accomplished with less strain. 
Better health is enjoyed, with the probability of a 
longer life. No other chair offers these benefits. 


GOOD PROFITS FOR YOU 


Your market for the 
Barealo Reclining Chair 
includes every executive in 
your territory. Get them to 
SEE the chair, TEST its 
relaxing comfort, and 
theyll BUY it. Write for 
full information. 





A FEW WINKS 


Executive Chair Division 


BARCALO MANUFACTURING COMPANY 


166 Chandler St., Buffalo 7, N. Y 
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You profit now and set-up your future 
profits when you sell a Hano Litho Form. 
Imprinted ‘with your name, shipped in 
your name and invoiced by you... you 
are building not only sales, but accounts. 


Autographic Register and Forms 
Continuous Carbon Forms 
Snap-a-part Sets 


@ LIGHTER 
@ TOUGHER 
@ BETTER 


heats THE HANO 
PORTA-PAC 
REGISTER 







, Western Dealers Wanted 


ise: INCORPORATED 
xy HOLYOKE - MASSACHUSETTS 
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ANO COMPANY. 


room with offices at one end and demonstration room 
at the other. All told, about half the building is de- 
voted to sales, including the offices, and one half .te 
service and the technical end of the business. A special 
soundproof room, where you can literally hear a pin 
drop, is used for the more intricate check-up on in- 
struments. 

An unusual feature is a kitchen on the balcony which 
has been fully equipped by one of the large electric 
appliance companies. This offers a convenient place 
where the employees may have a fine noon-day lunch 
for $.35 

The former location was at 943 S. Broadway, a down- 
town location. While the new home is out of the con- 
gested area it is not out far enough to create a travel 
or an accessibility problem. 

George E. Montgomery has been the distributor of 
the Ediphone since January 1, 1918. The business has 
grown steadily making the new home an absolute ne- 
cessity. With a frontage of 75 feet on Olympic Blvd., 
the floor space is greatly increased over that in the 
old location. 

a 

BETHESDA FIRM SETS UP GOVERNMENT UNIT 

The Regional Stationery & Office Supply Company 
at 7107 Wisconsin Ave., Bethesda, Md., included in 
Greater Washington, D. C., is establishing a Govern- 
ment contract department as a separate operating 
unit. Reginald F. Philpott, operating the Bethesda 
firm, declares, “It is now realized that the Government 
must be serviced with a definite “setup” on an exclu- 
sive basis in order for the manufacturer, the repre- 
sentative and the Government to realize any real 
benefits. 

“Selling the Government is a highly-specialized pro- 
fession and should be treated as such.” 

Regional specializes in filing supplies, printing and 
engraving 








MURPHY-MILLER SHOWS NEW TYPE FURNITURE—Dee 
Dwight of Oak Park, Ill., assembles a chair with plastic up- 
holstering sold by Murphy-Miller Chair Co., Owensboro, 
Ky. Knocked down and packed in a container the size of 
a suit box, the chair was on display at the January 1949 
market which attracted thousands of retailers in the Amer- 
ican Furniture Mart, Chicago. (Chicago Tribune Photo) 
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Here’s a Lifetime of::Smooth Stapling? 


1953 
1954 


OFFICE APPLIANCES, February, 1949 


1949 
1950 
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The 


A handsome brute 


---and quick on the trigger 


Sells ltself in One Staple 


There's a lifetime of experience behind 
this precision-built combination of beauty 
and brawn ...a lifetime of efficient ser- 
vice ahead. It’s the sturdiest and fastest 
office stapler Hotchkiss has ever built and 
that’s counting our finest pre-war models. 


Many staplers are too light and unsteady 
for high-speed stapling ...so we made 
the DIRECTOR of heavy steel and strongly 
hinged to a broad steel base. Many 
staplers are too stiff in action ...so we 
developed an entirely new balancing 
theory that makes stapling or tacking 
with the DIRECTOR a one-finger operation. 


A new staple cartridge for quicker load- 
ing, less jamming . . . staple capacity 210 
Hotchkiss standard staples ...a new re- 
movable front plate for easier cleaning 
and oiling ... a new anvil for split-second 
adjustment from permanent to temporary 
position . . . as a plus feature the ma- 
chine is all chrome plated—these are just 
a few of the revolutionary sales features, 
a few of the reasons folks will be want- 
ing the DIRECTOR... the precision-built 
stapler of a lifetime! 


Write today for further information. 


Industrial and Office Stapling and Tacking Equipment 


Norwalk, Connecticut 
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New'Director' 


FOR OFFICE, INDUSTRY AND HOME 








FINE-REST “MASTER” 
Revolving Swivel Chair 
Without Arms 
No. $-200 


“ine fecal 


ALUMINUM CHAIRS 


: +e 






FINE-REST “DIRECTOR” 
Straight Side Chair 
With Restful Arms 
No. $T-150-A 





















ALUMINUM ... 
metal combining wondrous light 
weight and durability! In the 
hands of Fine-Rest craftsmen, 


the magic 


Aluminum frames—beautiful 
plastic-finished upholstery— 





and rich simplicity of design 
give you America’s very finest, 
most comfortable Office 


FINE-REST “SECRETARY” Chairs. Here is luxury-class 


Secretarial Posture Chair equipment, priced moderately! 





for Working Comfort FINE-REST 
No. $P-500 “EXECUTIVE” 
No. $-100-A 


ot features | 
WWE ® atalogue/ | 


for oF ; 


Franchises in certain territories 
are still available. Write for 
complete details today! 








“a + Rea 


FINE-REST “RECEPTION” 
Streamlined Side Chair 
Without Arms 
No. S$T-175 








One-piece, solid One-piece Steel Upholstered in Each seat equipped 













Soft, comfortable, 

ge aad . Aluminum base for "shell" seat is apt ol —— oa Famous, sturdy 
i ; igid- , ' . NO-SA ings. 

every seat and ee ae rolled and skillfully Fabric - backed SAG springs 


back ity without tipping channel-formed. Plastic. 


ALUMINUM SEATING CORP. 


{LOMBARD INDUSTRIES, INC.) 17 SOUTH CHERRY STREET @ AKRON, OHIO 


SALES REPRESENTATIVES 


Far West and West Coast Texas and Southwest New York City and Export 
R. L. SMITH HENRY DEUTSCH AETNA SAFE CO. 
604 Mission St. 5103 Pershing St. 46-50 W. 29th St. 
Sen Francisco 5, Cal. Dallas, Texes WN. Y. 1, N. Y. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





\. J. Nordstrom, Correspondent 





Louis Weygant and Harry Goodspeed have pur- 
chased Mr. Taylor’s interest in the Taylor, Weygant 
and Goodspeed Company of Duluth, Minn. The store 
is now known as the Weygant-Goodspeed Company. 


Selby Brown of Steele Lounsberry is back on the 
job after a short seige in St. Mary’s Hospital in Du- 
luth and reports that he is once more in good shape 
and would be pleased to have members of the travel- 
ing fraternity call on him. 


* ia * 


Herb Monson is assisting Al Sundberg in the pur- 


chasing department of the A and E. Supply Company 


of Duluth 
* - > 

Jim Twetin, formerly with the E. T. Safford Com- 
pany of Superior, Wis., has purchased the Hansen 
Office Supply Company in Rice Lake, Wis. 

. ” . 

Arthur Grayston was host at a party given in honor 
of Ed Cooper, formerly of Minneapolis and now a resi- 
dent of California where he represents the Smead 
Manufacturing Company. Included in the party were 
the “pickerel fisherman of Wayzata, Merrill Hasty, 
E. Mortimer Hansen, Bob Davies, Warren Carlson, 
Speedy Fleet and the writer. Later in the evening, 
after a nice dinner, E. Mortimer Hansen showed the 
boys his latest card tricks. All in all, it was a very 
entertaining evening at the Athletic Club. (Cliff Talty, 
take notice.) 

* * * 

Members of the Northwest Travelers Club received 
a news letter from Arnold Berglund, president, an- 
nouncing the names of chairmen. They are: Jack 
Guntrum, Eaton Paper Company, general chairman; 
Al Nordstrom, Minnesota, chairman; Merrill Hasty, 
North Dakota: Warren Carlson, South Dakota; Bob 
Vater, Wisconsin, and Ed Stivers, Wisconsin. The con- 
vention will be held at the St. Paul Hotel, April 22 
and 23. A pre-convention party will be held on 
Thursday evening, April 21, through the courtesy of 
the Twin City dealers, in the Casino Room of the 
hotel. Come early, and stay late—lots of fun for every- 
one. In addition to the women’s party and entertain- 
ment on Friday, the women are invited to the Sat- 
urday luncheon with the men. Reservations for rooms 
at the St. Paul can be made by writing direct to the 
hotel. Get your reservations in early and have them 
confirmed 


* * + 


Larry Ackert sends greetings from the West Coast 


to all members of the Northwest Travelers Club and 


to the dealers in this territory for a most happy 
and prosperous new year. 
> > * 
Among members not seen in their usual haunts 
during the holiday season were “SoundScriber” Griebel, 


Sticky Friedman, Speedy Fleet, “Adolphe Menjou” 
Scheafer and Scattergun Clarke. The Stationers Club 
nm Fourth St. was well attended by Bob Valleau, 
Arnold Berglund, Harry Bergquist and many other 


travelers, as well as by the Fourth St. stationery clan. 
All in all, Stationers Row was well represented at the 
club 

Jay Wiltrout of Farnham’s Hennepin Ave. store is 
taking his usual Florida vacation this winter. Why 
Florida, Jay, with the beautiful “California weather 
prevalent in Minnesota this winter up to January 9? 


* * * 


E. Cooper brought greetings from Stan Hall, his dad, 
Steve Hall, Harold Sweitzer and Sim Stedman, all 
former Iowans now residing in sunny California and 
presumably boosters for the California football teams, 
now that they have become natives 
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...the Sengbusch HP-6 Handi-pen has 





WE desk set line 


is you need 





the utility and appearance that please 
both hard-boiled office managers and 


demanding executives 


lt appeals to busy executives and professional people 
—Smart and dignified HP4 Handi-pens make a big im- 
pression on all who see them. In addition to good looks, 
they offer smooth, efficient, instantaneous writing service. 


Ideal for the entire office force—These efficient desk 
sets, with their effortless writing, save time and eliminate 
disturbing annoyances such as constant refilling, clogging, 
flooding. They are reasonably priced and find a sizeable 
market among quantity buyers. 

Has famous “Capillary Action” inking principle—The 
HP- holds 6-months supply of ink. Thanks to the scientific 
Sengbusch method of inking, there is no ink deterioration 
or waste; the last drop of ink in the container is as fresh 
as the first. 

For a sound inventory investment that turns over fast, 
and keeps on turning, concentrate on Sengbusch Handi-pen 
—the writing champion. Place your stock orders now. 
Write for circular P47. 


Sengbusch Self-Closing Inkstand Co. 
392 Sengbusch Building * Milwaukee 3, Wisconsin 
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MOSLER MAKES NEW BANK INSTALLATION 

Edwin H. Mosler, Sr., president of the Mosler Safe 
Company, Hamilton, Ohio, has announced details of 
new equipment maarufactured and installed by his 
company in the new branch of the Union Square 
Savings Bank at 245 First Ave., New York, N.Y. This 
is regarded as one of New York’s most modern and 
impregnable structures of its kind, according to R. H. 
Brownell, president. 

The bank will house two vaults, the doors for which 


A Famous Name have been designed to resist all known methods of 

a . + 2 ‘ 

in Wood Office ‘ey 
o 

Furniture... 


These and many other fine pieces of office furni- 
ture are original with Shelbyville. All models 
feature the EXCLUSIVE SHELBYVILLE 
DOVETAIL CONSTRUCTION for lifetime use. 





























No. 6638 S4 


THE MODERN DESK 
A streamlined executive desk. One of the four 
famous groups featuring Shelbyville’s fine crafts- 
manship and exclusive dovetail construction 









MOSLER INSTALLATION—No wheel of fortune to crime- 
| minded gentry. this Mosler installation guards the safe de- 
| posit wealth in the newly-opened branch of the Union 
Square Savings Bank, 245 First Ave., New York City. This 
| ten-ton, double combination and quadruple time-lock vault 
door is built to resist every known type of burglary tech- 
nique. John Mosler of the Mosler Safe Co. explains the 
protective features to R. H. Brownell, bank president. 






































attack, including explosives, drilling, acetylene torches 
and even aerial bombing, and will feature an exterior 
automatic depository, affording 24-hour service. 

The basement safe deposit vault, the entire struc- 
ture for which weighs approximately 65 tons, is pro- 
tected by a ten-ton door with heavy locking bolts 
controlled by double combination lock and four time 
locks, according to the Mosler executive. A specially 
| designed lowering platform permits a level walk-way 
into the vault. In conventional types, there gener- 
ally is a short ramp up. 

Another vault on the first floor, to safeguard the 
bank’s cash and securities, has the same construction 
features. Each vault is made of heavily-reinforced 
concrete with heavy steel lining plates covering the 








No. 6637S 



























THE CHIPPENDALE full area of walls, ceiling and floor 
An outstanding Executive Desk of early Ameri 
can design with a richness and beauty found ee 
only in traditional furniture. This is only one of B. T. KILIANI APPOINTED BY McBEE 
the many famous groups Shelbyville has to offer Bayard T. Kiliani was recently appointed manager 
of the Philadelphia office of the McBee Company, 
WRITE FOR LITERATURI according to an announcement by H. C. Davis, vice- 
president in charge of sales. Mr. Kiliani replaces J. H. 
| Preston, Jr., whose promotion as assistant to Mr. Davis 
WEST COAST WAREHOUSE was recently announced. 
WHOLESALE DESKS DISTRIBUTING COMPANY Kiliani is assuming his first executive post for the 
1006 SOUTH OLIVE STREET company and at 31 is one of the youngest managers 
LOS ANGELES, CALIFORNIA of a major McBee district. At the time of his appoint- 





| ment Mr. Kiliani was a salesman for McBee in Pitts- 
burgh. 
§ 4 F | - Y Y [ [ : p F § r C 0 M P A N Y His first assignment was as a salesman in New York 
| City. A year later he was transferred to Pittsburgh 
SHELBYVILLE @ INDIANA where he served until 1942, when he left for four 
years’ service with the Navy 
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FOR THE BUSY EXECUTIVE 


To give the utmost in easy sitting comfort, a business chair must be fitted to the 
executive who will use it. Four. separate adjustments, all made without tools, fit 
this chair to you as perfectly as though it had been built exactly to your measure- 
ments. This custom fitting gives you the fatigueless comfort of the foam rubber 
seat and arms, and the tilting action of the seat and back. You get the full sup- 


port of your chair in both the upright working position and when leaning back relaxed. 


@ Chairs for Your Working Comiort 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 








TWO STANDOUT SELLERS 
Le increase your propits ou Vietor Visible 





‘le Riot Shee ner 








BOOK VISIBLE 
fo sell the Visthle idea 


pyroxylin-coated luggage cloth A handy Victor Book Visible unit will, with 
in sizes for cards 5x3 up to . . . 

8x8. a little assistance from you, do its own 

job of selling the ‘‘visible idea"’ to a cus- 

tomer. Let your demonstrator show them 

how handy and convenient Book Visible 

is. Let it demonstrate to your customers 

how Victor Visible can keep their records 

neater, more efficient and more effective 

through the use of interchangeable pock- 

ets, having full %” transoloid protected 

visible margins, and the Victor ‘‘Facts-at- 

a-glance"’ signaling system. Let Book Vis- 

- ible be an introduction to Visible record 

= ——— ae keeping; it can lead to larger installa- 

. tions, increased sales and future profit. 





on Sewer eN lr Ee TrS 





SECTIONAL VISIBLE 
the start of Larger Viable sates 


for 8x5 cards only he Here's the ideal way for your customers 
, to start a Visible System with no worries 
as to housing their records as they in- 
‘crease. Victor Sectional Visible wil! grow 
with their business; as their need arises 
they can add section by section...and you 
expand your profits as they expand their 
records. You are able to offer your cus- 
tomers single-slide steel sections and also 
wood sections in handy 3-slide units. 
ae a Either style will stack rigidly, and both 
evaileble in grey, have all the famous Victor Visible fea- 
green or standard ures: Easy-shift butt-type pockets with 
grain finishes in siz- full %” protected margin and practical 
es for 5x3, 6x4 and signal control. Promote this fast-selling 
8x5 cards. : 

expanding record that assures you repeat 

business at protected profits. 


Wood Sections are available 


hal , . | EA er 
iieron| THE VICTOR SAFE & EQUIPMENT CO., INC. 


—r 
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CANADIAN NEWS NOTES 
S. J. Luddington, Correspondent 


The Standard Sample Card Company recently 
awarded the contract for the erection of a one-story 
factory and office building at the northwest corner 
of Lariviere and Parthenais Sts., Montreal. 

. 7 > 

William E. Dolan, who has been with the Office 
Specialty Manufacturing Company for nearly 49 years, 
recently as manager of the firm’s Toronto office, re- 
tired recently. Mr. Dolan was honored at a meeting 
of the Commercial Stationers Association of Toronto 
when members elected him an honorary life mem- 
bership. 

> - > 

Jack Clement, formerly with Smith, Davidson & 
Wright, Vancouver, B. C., was recently appointed Brit- 
ish Columbia and Alberta representative for Walter 
Dickinson & Company, Toronto. 


. o > 


Bros., Ltd., manufacturing stationers, 100 
Simcoe St., Toronto, have installed a teletype depart- 
ment in Montreal office to facilitate service 
between that office and the head one in Toronto. 


. > * 


In honor of his fifty-fifth year with the company, 
a dinner was given recently for Frank W. Stone, 
president of Rolph-Clark-Stone Ltd., Toronto. During 
the enjoyable event arranged by employees, Mr. Stone 
was presented with a leather-bound, inscribed book 
containing the signatures of all staff members 


Brown 


their 


> * * 


David Spencer, Ltd., the largest and oldest retail 
organization in British Columbia, with eight stores 
employing more than 3,000 persons, was recently ac- 
quired by Canada’s largest retail organization, the 
T. Eaton Company, Ltd., 190 Yonge St., Toronto. The 
its huge store in Vancouver has one 
of the largest office and stationery departments in 
Canada 

* - * 

Hamilton District Stationers, Hamilton, Ont., were 
recently entertained by a most interesting new Bates’ 
film, “It’s Good Business.” Introduction to the film 
was made by Victor R. Knight of S. J. R. Saunders 
& Company, Toronto. Officers elected for the year 
1949 were: Chairman, John T. Cloke; recording sec- 
retary, Arthur Baxter; treasurer, George Bossence; 
scribe, J. E. Mason; directors, H. P. Nichols, L. W. 
Jones and W. N. Jones. 

. * * 

Francis Wright Company, Ltd., recently granted a 
charter by the British Columbia government, has 
taken over a building at 2606 Yew St., Vancouver. 
Francis Wright, head of the firm, announces his com- 
pany handles most lines of coarse and light papers, 
including twine, writing papers and wrappings. Mr. 
Wright, well known as partner of Smith Davidson and 
Wright, Ltd ince it was formed in 1907, left the 
firm last July start his own company. 


” * > 


A. Eltom Clark of Rolph-Clark-Stone, Ltd., Toronto, 
delivered the address at the Stationers Guild Club 
of Toronto last meeting. He discussed a purchasing 
agent’s view of stationery supplies. The Bates’ film, 
It’s Good Business,” was shown by courtesy of Vic- 

* * . 


A. W. Crump has opened a typewriter service busi- 
19 Mill St. W., Leamington, Ont. The firm is 
agent in that town for Remington Rand typewriters 
and adding machines. 

Marentette’s Book Store recently reopened its com- 
pletely remodeled and modernized store at 129 OQuel- 
lette Ave., Windsor, Ont. This is the same location as 
the original store which was opened by Victor E. 


ness at 
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For LOW COST 


envelope addressing 


$2 4°° 


RETAIL 
PLUS FED. TAX 
F.0.B. MPLS. 






MaAter Addresser 


A NEW simplified system that addresses envelopes 
at the rate of 500 to 1,000 an hour. Anyone who 
have a mailing list will like the Master Addresser— 


it’s so clean, and easy to use. 


NO STENCILS—NO PLATES 
NO RIBBONS—NO INK 


The Master Addresser is ideal to use for customers, 
prospects and lists of membership organizations. You 
simply type the list of names and addresses on a long 
roll of carbon-backed tape which can be used to re- 
print each address as many as 100 times. Room for 
500 addresses on a spool of tape. Complete instruc- 
tions with each machine. Anyone can set up and 
operate it. Requires no mechanical knowledge. A 
Fair Trade item. Sample cases now available. 


DEALERS! SEND COUPON 


Send the coupon today for full details of our dealer 
plan and complete information about the Master 
Addresser. Our sales aids include electrotypes and 
advertising, with two-color 


mats for newspaper 


folders and display cards for point-of-sale use. 








MASTER ADDRESSER COMPANY 


5508 Excelsior Boulevard, Minneapolis 16, Minnesota 
Send circular and name of nearest deale: 
plan 


Send Master Addresser dealer 














Name 

Firm 

Address 

City 5s ke we tine State 
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UPERIOR 





PERFORMANCE 
TIFFANY STANDS 


are built to render superior performance in 
every office function. When you use the Tiffany 
Stand designed to accommodate your office 
machine you know that your business machine 
has a firm foundation. Tiffany Stands offer a 
complete line of sturdily constructed models 
for calculators, typewriters, adding machines, 
etc. Point-by-point Tiffany Stands are better. 


1. Patented Adjustable Top .. . 
16% and provides secure foundation for machines. 


2. Ten Welded Corner Braces eliminate sway and assure 


full rigidity. 
3. New TIFFANY Drop Leaf Hinge... 


heavy articles placed on leaf. 


4. Cast Metal Non-Creep Feet prevent slipping and hold 
stand securely in place with electrically operated ma- 


chines. 
5 Retractable Casters provide safe, easy mobility. 


6. Construction . . . 
angle and channel steel! !/."" thick. 


7. Rigid Construction guaranteed by precision tolerances 


used in manufacturing. 
8. Adjustable Foot eliminates tension on 
surfaces. 


uneven 


9. Bassick quiet Ball Swivel Casters standard on all models 
. Drop Leafs of 18 Gauge Sheet Steel Attachable either 


side of stand flush with top or low for posting 











COLNE 


POPLAR BLUFF, MISSOURI 
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adjusts 5 x 5 to 1444 x 


solid support for 


ROLL-FORMED, DEBURRED EDGE 


floor 





Marentette on October 11, 1884. The business is now 
owned and operated by Mr. Marentette’s daughter, 
Mrs. Louis O. Janisse. 

On the first floor the general office supplies are be- 
ing displayed while the balance of the stock will be on 
the second floor and the balcony 

* > * 

Fire damage estimated at $1,000 was caused recently 
in the factory of the Toronto Envelope Company, Ade- 
laide St. W., Toronto, when a pipe, apparently still 
lighted, was left in a desk drawer. 

J. Farnham Howarth of Edmonton, Alta., has pur- 
chased the Gardiner Stationery Company, commercial 
stationers at Edmonton, and will continue same. Don- 
ald C. Yuill has joined the new owner as partner. Mr. 
Yuill has been on the staff of a drug and book firm in 
Red Deer, Alta. since his return from overseas and was 
prominent in young men’s service club work in that 
city, acting as secretary of the Red Deer Active Club. 
His partner, Mr. Howarth, was formerly agent for 
Northwestern Utilities at Red Deer 

. . * 

Remington Rand, Inc., has opened a new sales office 
and display floor at 78 Queenston St., St. Catharines, 
Ont 

The committee on commercial education of the 
Windsor, Ontario, Chamber of Commerce decided re- 
cently to form a chapter of the National Office Man- 
agement Association. 

Albert A. Beste, Detroit. chairman of Area Six, at- 
tended the meeting to assist in the organization of 
the new chapter. Ontario chapters are located in 
Toronto, Hamilton and London 

. * * 

Underwood, Ltd., with head office located in Victoria 
St., Toronto, has in its Underwood Gold Key Club 
employees with more than 12,500 combined years 
of service. One out of every six of its employees has 
been on the payroll 25 years or more 

* . . 

G. L. Manning has been appointed vice-president of 
the Office Specialty Company, Ltd., Newmarket, Ont., 
and will continue as managing director. W. A. Speer, 
C.A., formerly secretary, has been appointed secretary- 
treasurer. John M. Rogers, a partner in the financial 
house of Doherty Roadhouse & Co., Toronto, has been 
elected a member of the board of directors. 


7 + * 


The Automatic Pencil Sharpener Company of Cana- 
da, Ltd., has started production of “Apsco” pencil 
sharpeners in its new plant in Toronto. 


» . ” 


Lightstone Sales Company, Montreal, was recently 
appointed exclusive distributor in Canada for the com- 
plete line of stapling products n Canada made by the 
Arrow Fastener Company, Inc., Brooklyn, N. Y. 


* > * 


F. G. McConnell, secretary-treasurer, L. E. Waterman 
Company, Montreal, retired recently due to ill health. 
F. H. Lee has been elected to serve as secretary, and 
R. A. Beonoy as treasurer. Mr. McConnell entered the 
employ of the company shortly after its company 
opened in Canada and saw its growth through the 
years. He was active in St. Lambert, Que., civic affairs 
as well as keenly interested in sports. Skilled in lawn 
bowling, he later became interested in the St. Lambert 
Golf Club, serving as president of that organization for 
a time. 

Thos. F, Burton, C. A., was recently appointed secre- 
tary-treasurer of Copp, Clark Company, Toronto, a 
promotion from the position of assistant to the retir- 
ing secretary-treasurer. Mr. Corner, who is a member 
of the board of directors, has been with the Copp, 
Clark firm for 46 years. 

The Crusader Import Company, 239 Notre Dame 
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* | An ADJUSTABLE 
. | Typewriter Desk with 
~ | a MAGIC SALES Angle 
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n- This amazing “Magic Angle” typewriter desk doubles typing 

efficiency. It's the first major improvement in typewriter 
U- desk design in 50 years. Insures correct posture—greater 
of comfort and less fatigue. Simply by adjusting the built-in 


in 





elevator’ in this Universal Desk, the typewriter can be 
raised or lowered to the height perfectly suited to each 






No. 127 













user. So... Sell the typewriter desk that gets the best 24” x 48” 
on results . : Sel the Universal Adjustable typewriter desk Also No. 115—~24" x 40” 
rs with the ‘Magic Sales Angle”. 
as 
of 
t., 
r, 
‘ bé 93 
é a Another “TOP” Value 
on . B Li 
in our Space Saving Line... 
i- e 
i overhanging top for greater 
o 
. working space 
1- 
1e 
This new "Space Saver" Desk is a natural wherever 
it is necessary to conserve space. But this Universal 
4 Desk is a beautiful desk in appearance too. Here 
d = is solid, substantial construction of choice, imported 
1e 24” x 48” Cotivo hard woods. “Piano finish” on all surfaces, 
dl Also in 24” x 40” Size including desk legs, eliminates hazard of snagged 
rs stockings. The biggest desk value on the market 
> today. 
r 


| 


BUILT TO SELL AND SERVE WELL 


UNIVERSAL 


MANUFACTURED AND SOLD BY Desk Co. 


e 5248 Hohman Ave. Hammond, Indiana 
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TWO 
PRODUCTS 
WORKING 
TOGETHER 

TO 
BOOST 
YOUR 
SALES! 





Stores and shops of all kinds find the Indiana 
Cash Drawer—Adding Machine Combination a 
big time saver, with results far beyond that of 


a cash register. 


The Indiana Cash Drawer is easily and quickly 
adaptable to MOST makes of adding machines. 
Does not interfere with the use of the adding 
machine for other figuring. This combination has 
many advantages in protecting money and ac- 


counts. Fits into any type of business operation. 


Let us send you full details—then demonstrate 
to your customers how they can get automatic 
accounting and cash control with this low-cost 


combination. 


INDIANA CASH DRAWER CO. “ssvsis* 


St. W., Montreal, has been appointed sole Canadian 
agents for the products of Harold Wesley, Ltd., paper 
product manufacturers, Harley Mills, London, Eng- 
land. 

> >" + 

Walter H. Stephens, 62, president, William Tyrrell, 
Ltd., Toronto book and stationery retailers, died re- 
cently. A native of England, he moved to Toronto when 
a youth and had been associated with the firm 35 
years. 

Fred E. Osborne, Calgary, Alta., leading stationer of 
that city, died a short time ago. He was in his seven- 
tieth year and had been in business in that city for 45 
years. Honor was paid him early this year when he 
was invested with the award Commander of the Order 
of the British Empire as a result of his work as chair- 
man of Alberta executive of the National War Finance 
Committee. Mr. Osborne was keenly interested in edu- 
cational matters and it was largely due to his efforts 
that university classes were formed in Calgary to en- 
able teachers to work for degrees. He served on the 
University of Alberta board of governors from 1923 to 
1943. He was awarded his honorary doctor’s degree. He 
was a native of Belleville, Ont. In 1905, he opened a 
small shop of his own in Calgary, and developed it into 
one of the largest stationery houses in Alberta prov- 
ince. 

One of Canada’s authorities on the manufacturing 
and distribution of paper, George H. Allen, vice presi- 
dent of the Buntin Reid Paper Company, Ltd., Toron- 
to, died recently at the age of 72. He was a past presi- 
dent of the Canadian Paper Trade Association. 

——. 


NEWS NOTES FROM NSA DISTRICT NO. 4 
William J. Schroeder, Correspondent 


Sixteen members of the Southern Travelers Club 
from Atlanta and Roswell, Ga., and Greenville, S. C., 
met at luncheon on December 28 with Governor Arthur 
Hubert. In their session at the Atlanta Athletic Club 
they discussed plans for the NSA District No. 4 regional 
convention to be held at the Soreno Hotel, St. Peters- 
burg, Fla., on April 7, 8 and 9. 

* = “ 


To those of you who attended the convention in “St. 
Pete” last year we say “Get your reservation in now.” 
To you folks who were not present in 1948 we say, 
“Don’t miss something twice in a row that could not 
be topped from any angle.” 

- +. 7 

Dick Clay, past president of the Southern Travelers 
Club, formerly with General-Fireproofing Company, is 
now on the other side of the desk at Marshall & Bruce, 
Nashville, Tenn., extending the glad hand to all friends 
who call on him. 

>. o 7. 

T. H. Payne & Company, Chattanooga, Tenn., has 
recently remodeled the retail store. New steel shelving, 
counter units, lighting fixtures and decorating combine 
to make service to customers easy and efficient. 

. - +. 

Mr. and Mrs. Charles H. Hucke and Mr. and Mrs. 
Ralph A. Bender attended the Orange Bowl football 
game in Miami on January 1. 

* +. > 

Notice of annual dues for Southern Travelers Club 
was recently sent to members. These dues for 1949 are 
now payable to Charles H. Hucke, secretary-treasurer, 
Box 221, Atlanta, Ga. The club will welcome any new 
members desiring affiliation. 

> +. . 

S. B. Newman Company in Knoxville, Tenn., recently 
moved the printing plant to another location and re- 
modeled the former space into an office furniture dis- 
play room. Bookkeeping offices were moved to the sec- 
ond floor where there is, in addition, room for office 
furniture display. 
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jiow...add the magic of color to your desk with the famous 
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5 more than a stapler — it’s a colorful, decora- 
we addition to any desk! This is the new, excit- 
ogly different Swingline Stapler in Jeweltone 
jecorator Colors — pearl, jade, topaz or garnet 
_to add that extra touch of smartness and beauty 
» your home and office. Perfect for gifts (espe- 
iolly for Christmas). 


4os all the famous Swingline features, too: Pins, 
ocks and staples — you'd be surprised how many 
yses it has around the house @ /t loads quicker, 
vorks slicker! .. . because of its open channel @ 
*hromium body protects against grit and dust, 
sures jam-free action @ Hardened steel! parts, 
wecision-engineered to last a lifetime 







LOADS QUICKER, 
WORKS SLICKER 
— because of its 
open channel. 


Ask your stationer for 
the Swingline Jeweltone 


Stapler and Swingline ; 
Speedpoint Staples in the 
red, white and blue package 





WINGLINE’S NEW EXTRA. SHARP 

PrEDPOINT STAPLES 
ee 
We a eT 
“vre smoother action tor 

wi Swingline Stapler or 


STAPLES STAPLERS 


SPEED PRODUCTS COMPANY, INC LONG ISLAND CITY } N Y 


» tendeard staple: 


... and Swingline JEWELTONE Staplers 


give you the extra selling power of color 
at no extra cost! 
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Now the Swingline Stapler has everything! 
Swingline adds new Jeweltone colors in Jade, Pearl, 
Topaz and Garnet to dress up an old desk — add 
beauty to a new one. The Swingline Stapler in Decorator 
Colors will stimulate new customer traffic because 
it's more than a stapler — it's a colorful, decorative ad- 
dition to the home or office. An ideal gift item too 

Build your next window 

around these exciting, attractive, attention-getting 
jeweltone colors. See how they bring new customers into 


your store ,.. make new sales at your counter! 





Check all these other powerful selling points 
for the Swingline Stapler in Decorator Colors! 





1. loads quicker . . . works slicker 
because of its open channel 








2. streamlined chromium body 





4. Speed ‘stroke control’ prevents 
jamming . . . insures clog-free 
performance 





4. covered channel protects 
against dirt and moisture 





5. The new Swingline stapler in 
Jeweltone colors costs no more. 
The combination unit, which in- 
cludes 5,000 Speedpoint sta- 
ples, at the new reduced prices 
... lists at $7.50. 





TLY # uy TH west 


(order assortment now — send in coupon below) 


ae «6MAIL THIS COUPON NOW 
po 


Speed Products Company, Inc. 


37-18 Northern Bivd., Long Island City 1, N. Y. — Dept. T 
Please send me the new Swingline Jeweltone Stapler in quantities ii 
(combination unit of stapler with 5,000 Speedpoint staples lists : 
Topez__Pearl_ Garnet. Jade 
Also send me extra staples in the following quantities: 3 
boxes of Speedpoint Staples (5000 staples to a box) « 
counter display f : 
—______ boxes #3 staples (Half strip) —_boxes #4 staples t 
(#3 and #4 Speedpoint staples fit all standard staplers) 








There's plenty of drawing power and a raft of 
sales with the new Swingline 


SPEEDPOINT STAPLES 


Pointed for extra penetration! 100% round 
wire for strength . . . to insure smoother action. 
They go through wood, light gauge steel or 40 
sheets of paper. Speedpoint Staples bring you 
a higher average sole, more satisfied customers 
- and greater net profit. 















PONNIINn5tki swnseneovcceveasigigitemalatiierssdinomsakevanseseiaalamaae 
PB BICC B ii ...-00000sursnsssavigag ea aie sina taaietadl Zone............ 





STAPLES STAPLERS 

















Concentrate on the BROWNE-MORSE 
compile e line of ‘file suopifiltes 


A-Z Alphabetical Manila Folders, Letter and Legal 
Size. Double Top Only, One-Fifth Cut. 

Two-Fifths Cut Manila Folder, Guide High. Letter or 
Legal Size. Heavy Weight, Double Top Only. Extra 
Heavy Weight and Super Weight, Single Top Only. 
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Miscellaneous Folder for “Simplex Index” System. 
Blue, Heavy Weight, Double Top Only. Letter or 
Legal Size, Guide High, One-Fifth Cut. 
Kraft Folder Medium Heavy, Extra Heavy, Single 
or Doubie Top. All Tab Cuts, Letter or Legal Size. 
System Folder Heavy and Extra Heavy Weight, 
Single and Double Top. Super Weight, Single Top 
Only Right Center Cut, Guide High, Letter or 
Legal Size. 
Miscellaneous Folder for “Service Index."’ Double 
Top, Guide High. Salmon Color, Letter or Legal Size 
Heavy Weight Only 
One-Half Cut, Heavy Weight, Double Top. Extra 
Heavy Weight and Super Weight, Single Top Only 
Undercut Tab. Letter or Legal Size Tabs Printed if 
Desired. 
Salmon Manila Folder. All Tab Cuts. Heavy Weight 
Only Letter or Legal Size 
One-Third Cut Monthly Folders. Heavy Weight Only 
Letter or Legal Size. 
Guide High Kraft Folder Double and Single Top 
Heavy and Extra Heavy Weight. Two-Fifths Cut 
Only, Letter or Legal Size Only Single Top Fur- 
nished Printed. 
One-Third Cut Manila Folder Double and Single 
Top. Body or Guide High. Heavy, Extra Heavy and 
Super Weight. Letter or Legal Size 
Blue Manila Folder. All Tab Cuts. Heavy Weight 
Only. Letter or Legal Size. 

pa One-Fifth Cut. Single or Double Top. Heavy, Extra 
~ Eres : Heavy and Super Weight. Body or Guide High. 

a 


0 @@ 2 9 









Letter or Legal Size. 


Extra Heavy Weight Manila Folder All Tab Cuts, 
Body or Guide High. Letter or Legal Size 


FOR SIMPLIFIED HANDLING AND GREATER SERVICE! 





ie r in Browne-Morse Filing Supplies you will approach the coming 

e with the knowledge that you are fully equipped for greater sales. 
ve at your disposal the most complete line of filing supplies 

salesmen will be able to give better service to their 


q tome ind fulfill their every requirement whether it be light, medium, 





heavy extra heavy weight materials. 
B na with o1 liable s , ; lif bookkeep- 
I ealing with one reliable source, you can simplify your boo p 
reduce your inventory and have less money tied up in stock. 
For Browne-Morse can give immediate delivery on all cuts and styles of 





lividers and guides. 


: se yo over-the-count sales... 
end today for the Browne-Morse brochure of samples and meet your name profits with BROWNE-MORSE 


“Packaged” filing systems. Display car- 
ton contains complete set of dividers and 
folders for one file drawer. Order your 
supply today. 


ARCHITECTS OF EFFICIENCY FOR AMERICA'S OFFICE 


MUSKEGON Browne-Mborse MICHIGAN 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 


with confidence in your ability to satisfy their every filing 
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MEETINGS—DINNERS—CONVENTIONS 
Contnued from page 80) 


EMPLOYEES HONOR R. S. CROWLEY AT 80 
Robert S. Crowley, 729 Nebraska Ave., Kansas City, 
Kans., owner of the Crowley-Reuter Stationery Com- 
pany at 932 Wyandotte St., Kansas City, Mo., was hon- 


red by the employees of his firm on the occasion of 
his recent eightieth birthday. Mr. Crowley has lived 
n Kansas City, Kans., for 60 years and has been in 
the stationery business in Kansas City, Mo., since 1915. 








aia 


ROBERT S. CROWLEY 





He is an enthusiastic ice skater and tennis player, 
even upon reaching the four-score mark. 

He learned the printing trade at Geneva, Nebr. when 
16 and later established a printing establishment of 
his own. In 1920, Will Reuter came into the business 
as a partner and the name of the firm was changed 
to Crowley-Reuter Stationery Company. In 1943 upon 


the death of Mr. Reuter, Mr. Crowley’s brother, F. R. 
Crowley, came into the firm, preferring to remain a 
silent partner and leave the business in the estab- 
lished name 
ee ! 

FBI MAN TALKS TO CHICAGO FURNITURE MEN 

The nearly 60 members of the Office Furniture Asso- 
ciation of Chicago who attended the regular monthly 
meeting at the Bismarck Hotel on Monday evening, 
January 3, found themeslves giving rapt attention to 
G. R. McSwain, special agent in charge of the Chicago 
office of the Federal Bureau of Investigation, when he 
gave his address titled, “The FBI at Work.” Those 
present didn’t know just what to expect, but they were 
intensely interested in the history of the FBI from its 
inception in 1908 as an adjunct of the Department of 
Justice up to present high efficiency. They were 
especially interested in the advent of J. Edgar Hoover 
in 1924 and the subsequent development of the bureau 


without the hampering restrictions of politics or po- 
litical influence 
Mr. McSwain said that until 1932 FBI investigations 


were largely ivil cases. Then came the kidnapping 
if Charles A. Lindbergh, Jr., which resulted in a Fed- 
eral kidnappir Since then virtually all kidnap- 
ping cases have been cleared and that type of crime 
has become mu less prevalent. 

In 1939 the war in Europe brought a proclamation of 
a defense emergency in the United States. The FBI 


co-operated with the Army and Navy intelligence 
inits then and throughout the war when the U. S. be- 
ame involved. The record shows that there was not 


nemy-directed sabotage in U. S. man- 
during the war 
The addres concluded with the recitation of 
everal war cas¢ lved by the FBI. 
the busin session that followed, Norman Gins- 
burg, Joseph Ginsburg, Inc., reported on the matter 
f group advertising discussed at the December meet- 
ng. Mr. Ginsburg read his letter to John Reinecke, 
secretary of the Wood Office Furniture Institute, in 
which assistance and suggestions were requested. The 


' 
i Singie Cast 


ifacturing pla 
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3, Someone Special ! 


Your better customers will appreciate 
this distinctive all purpose cabinet dedi- 
cated to the dispensing of cheer and pre- 
serving it when the occasion calls for 
abstinence. 


THE ARISTOCRAT 


a Deluxe, Refrigerated Serving Bar 


ATTRACTIVELY PRICED 
FOR FULL RETAIL MARK UP 





The Aristotrat is a superbly designed, beautifully 
finished piece of furniture that opens up into a serving 
bar with an 8 foot square serving area. A cleverly 
concealed yet spacious liquor cabinet and a capacious 
refrigerator combine to make the Aristocrat a thing 
of beauty and utility. 

When closed, its compact size—42” wide, 42” high, 
18” deep—makes it an inconspicuous yet beautiful 
complement to the most finely furnished executive 
office, conference room, show room or better home. 

The cabinet is available in two models — 18th 
Century and Contemporary. The period model comes 
in mahogany or walnut finish; the modern model is 
finished in limed oak, mahogany and walnut. Cabi- 
nets have built in lock for complete safety. 

Refrigeration section makes 42 ice cubes and is 
fully equipped with evaporator, 3 self releasing 
shucker trays, glass drip tray, dial temperature con- 
trol, adjustable shelf rack, satin-finish aluminum 
lining and fibre glass insulation. Hermetically sealed 
lf h.p. condensing unit. 


WRITE OR WIRE NOW FOR COMPLETE DETAILS 


MOSS ATLAS CORP. 


244 HERKIMER STREET, BROOKLYN 16, New York 


*A few excellent territories open for factory representatives 
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One of the Most 
DRAMATIC OFFERS Ever Made 











A FREE $30 REVOLVING 
DISPLAY plus °33” List Value 


of Free Merchandise 
with this C-THRU DEAL 


You CAN believe your eyes. Here's the way to 
double and triple your sales of C-Thru ruling 
devices. This sales making action display was 
developed in answer to the requests of thousands 
of dealers who wanted a compact, dramatic 
method of showing C-Thru merchandise. Look at 
the advantages of this display. 


COMPACT — Only 17'/2 inches in diameter, and 
32 inches high — yet shows 24 of the fast selling 
C-Thru items. 


VERSATILE — Can be moved about to any part 
of your store for display, or can be used as very 
attractive window display. 


COMPLETELY ASSEMBLED — Just unpack and 
this display is ready to work for you. It comes with 
items mounted. 


MOTORIZED — Can be had with motor as op- 
tional feature. 


Write for complete details 


VLERS + TR/AMGLES + MAVIGATIONAL ([ESTROMERTS - STENCILS « PROTRACTORS ~ OTHER DEVICES 


hile, , linjlitiy 


HARTFORD, CONN., U. S. A. 
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response from Mr. Reinecke indicated willingness to 
co-operate but that consultation with the Institute’s 
promotion committee and advertising agency would be 
necessary before a definite commitment could be made. 
Uniform advertising of office furniture dealers in 
the Chicago Red Book was discussed. No decision was 
reached and the matter was tabled indefinitely. 
Under the heading of new business, President Hy 
Natovich, Spak & Natovich, Inc., urged dealers to sell 
merchandise and not discounts. After considerable 
discussion, pro and con, the meeting was adjourned. 


—- 


CLARKE & COURTS HOLDS SALES SCHOOL 

Clarke & Courts, Dallas, Tex., branch, was a recent 
host to 13 dealers and their salesmen at a three-day 
decentralized sales school of Shaw-Walker and Master- 
Craft Products. 

Arthur A. Hopkins, vice-president, welcomed the 
group on behalf of Clarke & Courts. Guy F. Boyd of 
the Shaw-Walker Company, Muskegon, Mich., was in 
charge of the school, assisted by L. W. Gillette, systems 





CLARKE & COURTS SALES SCHOOL AT DALLAS 


sales manager, and Bill Martin, Southwest district 
manager. R. C. Fitzgerald represented the Master- 
Craft Corporation, a division of the Shaw-Walker 
Company. 

Sixty-four men were in attendance, 31 from Clarke 
& Courts five branches, and 33 representing Shaw- 
Walker Master-Craft dealers in 18 cities of Texas and 
Louisiana. 

The Dallas school was the tenth in a series being 
held by Shaw-Walker in 1948-1949 


oo } 


NEW YORK OFFICE EQUIPMENT DEALERS 
HEAR MICHENER ON BUSINESS OUTLOOK 

More than 75 members and guests assembled to 
attend the regular monthly meeting of the Office 
Equipment Dealers of New York held on Monday eve- 
ning, December 13, at the Advertising Club, New York, 
N. Y., with Guy Rentsler, Remington Rand, Inc., pre- 
siding. 

In opening the meeting President Rentsler an- 
nounced that refreshments would be Served in cele- 
bration of the holiday season. Declaring that at this 
time of the year all have feelings cf good will toward 
their fellow men he pointed out that the O.E.D. has 
done a fine job in promoting good will through past 
years and will continue to do so in the future. He 
warned his listeners that business men can use all the 
good will and assistance they can get to conduct 
their business on a high level of business ethics as 
time goes on. In conclusion, he urged all members to 
get behind the National Office Furniture Association 
with full co-operation, thus assuring its growth and 
success. 

After reports of standing committees were given, Ed 
Golden, Kalmus & Golden, New York, N. Y., chairman 
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You’ve heard of surveys... so-called facts and figures 
that claim to “prove’’ a certain pen is ‘‘wanted.”’ 


These show only what some people say they will buy. 
THE PAY-OFF for you, Mr. Dealer, is in what they DO BUY! 


AND HERE'S WHERE THE 


GOES WHEN THEY ; 
mone ACTUALLY LAY IT ON THE LINE: 


SHEAFFER'S *10,679,098" 


COMPETITOR ''A”’ $9,483,654* 
COMPETITOR ''B’’ $7,530,605* 


*As reported to the Securities Excho mission—lotes! ovailable 6 months’ figures 





FoR 
GREATER PROFITS 
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SHEAFFER'S 
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W.A Madison, lowa and Malton, Ontario, Cana 


. Sheaffer Pen Company, Fort 
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BUILD YOUR TRANSFER FILE SALES 


Around the PROFITABLE, HEAVY GAUGE STEEL 


BUILT 

with an eye to customer appeal 
LINE PRICED 

with an eye to your added profit 


the DOLIN line of heavy gauge steel trans- 
fer files has all the most wanted features 
plus advantages that mean extra value, per- 
manent customer satisfaction. Look at these 
outstanding selling points that make quick 
sales: 





1—Continuous Eutectic welded corners 
prevent snagging or cutting. 

2—Heavy gauge furniture steel. 

3—Four rollers for easier use. 

4—Electrically welded throughout. 

5—Easily, securely stacked in solid banks 
to the ceiling. 

6—Reinforced insert angle corners. 

7—Brass handle & card holder. 

8—Office green enamel finish suited to 

7 the best offices. 


ALL DOLIN FILES 
CAN BE BANKED 
TO FIT AVAILABLE 
SPACE. 








We invite inquiries on 
SPECIAL SIZES 


made to your specification 


AVAILABLE FOR IMMEDIATE DELIVERY 
in all these popular sizes 


Send for descriptive literature 











| 
Suggested Inside Measurements 
No. Use Width Height Length 
810 INVOICE 10%4"'x 834°'x24" 
500 LETTER 124%4"x11" x24” 
600 LEGAL or CAP t”©6hOUcure”6CUl oe” 
210 CHECK 10%4""x 44%4"'x24" 
1 “ 1 se se 
210A 5x3 CARD, 2 Compartment 10%4"x 44%4"'x24 CHECK OR UTILITY CABINET 
850 8x 5 FORMS 836"'x 556°'x24” Brass Handles & Card Holders 
Steel H L] 
735 TABULATING CARDS 74"'x 356"'x24” ee 
Dimensions 
960 FREIGHT BILLS 9” x 6¥2"x24” H Ww D 
122 LEDGER SHEETS 125 "'x12%4"'x24” “Cabinet = 47/4" ive" 24/2" 
Drawer 44," 104%," 24" 








DOLIN METAL PRODUCTS, Inc. 








189 Varet Street Brooklyn 6. N.Y 
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of the surplus equipment committee, gave the recom- 
mendations of that committee for consideration. The 
proposed plan is designed to help dealers balance their 
inventories by disposing of surplus equipment to other 
dealers who are short on those items. It was recom- 
mended that participating dealers submit a list of 
items for disposal which would be incorporated in a 


master list to be submitted to all dealer members of 
the Associati: All articles are to be sold at factory 
prices. The plan met with unanimous approval and 
when put to a motion, was promptly passed. 

Seymour L. Nathan, Charles Nathan, Inc., New York, 
N. Y., proposed that annual dues be increased from 
$10.00 to $15.00, a plan which met with approval but 
vas tabled until next meeting for action. 


Bernard H. Nemlich, Regan Office Furniture Cor- 
poration, New York, N. Y., chairman of the activities 


committee, then introduced the guest speaker of the 
evening, Dwight W. Michener, associate director of 
research of the Chase National Bank, whose topic was 
The Year End Business Outlook.” 

A series of charts in pamphlet form were passed out 
to his listeners to enable them to follow his talk more 
‘losely and to better comprehend the comparisons he 
made. At the end of his talk a question and answer 
period was held in which many of those present par- 
ticipated 

“The people of this country stand on a pinnacle of 


rosperity, the height of which has never been equalled 


V+ 


by any other people at any time in history. This pros- 


perity has been achieved primarily by using a heritage 
of natural resources and capital equipment passed 

mg to us by previous generations. If war does not 
destroy it, tl basis of our prosperity should remain 
and, indeed, be expanded for future generations,” 
declared Mr. Michener. “There is, however, another 
factor contributing to the height of our present 
prosperity which is likely to be less permanent. We 
are experiencing that phenomenon called the ‘boom 
phase of the business cycle.’ This boom will no doubt 
prove to be temporary in nature as other previous 
booms have been. Following it, we may expect a period 
of less spectacular business. But with our rich heritage, 
which is of more permanent nature, the ensuing pe- 
riod should not be one of despair nor of long de- 
pression 

President Rentsler thanked Mr. Michener on behalf 
of the Association for presenting his viewpoints which 
vere both optimistic and informative 

—- 

EVERSHARP SALESMEN, DEALERS HEAR 1949 PLANS 

Eversharp, Inc., laid the groundwork for its 1949 
special promotions at six regional sales meetings dur- 
ng the holid 


The 175 salesmen who met for two days in New York 
City, Baltimore, Cleveland, Chicago, Dallas and Los 


Angeles heard top executives make two important an- 
uncements of interest to the heads of local depart- 
ment stores, jewelry and wholesale drug houses who 
were guests at the second-day sessions. 
One announcement concerned the addition to the 
vriting instrument line of a new sphere point pocket 


pen, “Eversharp Junior,” to sell for $1.50 retail. A 
company spokesman said the pen, manufactured in 
four consumer-tested colors of red, green, blue and 
black, “is designed to out-sell any pen in the field.” 

The sales meetings coincided with a report by Mar- 
tin L. Straus, II, chairman of Eversharp’s board of 
directors, that during the nine months ended Novem- 


ber 30, 1948, the company’s net income was $1,226,573 
fter federal taxes and all charges. This compared 
vith a net | f $190,509 during the same period the 
receding 

Besides Mr. Straus, executives attending the New 

York City sales meeting at the Savoy Plaza Hotel were: 
Arthur H. R w, president; Thomas Kennedy, sales 
manager; Anton Love, Eastern regional sales man- 
ger, and Milton Biow, president of the Biow Com- 
Inc., the ivertising agency handling the Ever- 
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IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE a 
REBUILT 


DICTAPHONES - EDIPHONES 
SOUNDSCRIBERS 
AUDOGRAPHS 
WIRE RECORDERS 


QUALITY REBUILTS 
SINCE 1923 


1 


CHOOSE YOUR MODEL 


The one you want, from a stock of approximatel 
1000 machines; all models available. Modern of. 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


LARGEST STOCK OF LATE MODELS 
CONVERTED AND SLIGHTLY USED 
MACHINES, WAR SURPLUS EQUIPMENT 
AND MODERNIZED EARLY MODELS. 


CLEARTONE CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE C0O., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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HERE ARE MY 


“BUSINESS BUILDERS” 


Say wise 
dealers 
everywhere 











A COMPLETE LINE 
Typists thru 
Executives from 
single source gives 
MORE DEALER 
PROFIT! 


Lifetime Foam 
Rubber Cushions ‘'5" 
Posture Features 
Sturdy metal frame 
Light aluminum base. 

Price lowest of any 
comparable feature 
chair on the market. No. 435 
“Posture Executive” 


Riteform dealers do better, give extra customer value. 
Quality built in . 
outside assembly problems. 


. . from our own modern plant . . . No 


Compare quality and prices. Try America's fastest grow- 
ing line. 





No. 125 “Spring back” 
“5” Posture Aids 


Typists acclaim the relaxing 
“automatic shadow back" found on 
most Riteform INSIST ON ALL FIVE 


Chairs. Yes, S°RITEFORM” POSTURE FEATUR 


POR FATIGUE RELIEVING COMFORT 


and priced 
lower than any 
chair with 
‘ comparable 
features. 
tony Soret 

Riteform farm 8 
Chairs—Wise wet 
buyers say 
with extra fea- 
tures. The 
Best Buy To- 
day! 


A complete line of Office Chairs . with over 20 years 


of know how. A trial will convince you 


Riteform chairs are sold only through reputable dealers. 
For full information about this fast-selling line, write today. 


CHAIR CO., Inc 


43 S. OXFORD: ST.PAUL 5. MINN 
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shap account. Meetings in other cities were attended 
by Irving Kathman, vice-president and general sales 
manager, and Howard Thurston, the company’s ad- 
viser on marketing and sales control. 

In charge of the other sales meetings were these 
regional sales managers: Henry Artman, Baltimore; 
Edwin Parkhurst, Cleveland; Lee Riggs, Chicago; 
Gerald Owens, Dallas, and Byron Nelson, Los Angeles. 

iS Oe eee 


NEW YORK 0O.E.D. HOLDS SESSION 

The regular meeting of the Office Equipment Dealers 
of New York was held on Monday evening, January 10, 
at the Advertising Club, New York, N. Y., with president 
Guy Rentsler, Remington Rand, Inc., presiding. 

Mr. Rentsler extended greetings and hearty good 
wishes for the New Year. In considering the business 
prospects for the year ahead, he could see no good 
reason for dealers to be skeptical or nervous regarding 
the outcome. Declaring that changes are not so much 
in the business but in the business men themselves, he 
pointed out that the time has come for them to go 
back to doing a selling job. “There is business to be 
had,” he said, “for those who develop plans for better- 
furnished and better-functioning offices if they go out 
and work hard, create a desire and do a real job of 
constructive selling.” 

Most of the meeting was devoted to open discussion 
of the subject of building a constructive program for 
future meetings. Two educational plans were decided 
upon: (1) Education for executives; (2) Education for 
salesmen. The first will consist of speakers whose topics 
will embrace all points of business policy and manage- 
ment. Programs are to be arranged by the activities 
committee, headed by Bernard H. Nemlich, Regan Office 
Furniture Corporation, New York, N. Y.; Moe Turman, 
Metwood Office Equipment Corporation; Oscar Wid- 
man, Desks, Inc.; William Mulhall, John J. McHugh & 
Company; Robert Fowler, Macey-Fowler, Inc.; William 
Sproul, Clark & Gibby, Inc.; Seymour Nathan, Charles 
S. Nathan, Inc.; and John E. Mossman, Desks, Inc., all 
of New York, N. Y. The second in the form of a school- 
ing program will be arranged by the educational com- 
mittee appointed by the chair. Members are Chairman 
William Sproul, Clark & Gibby, Inc.; Henry Wexler, 
Embassy Office Furniture Company; Edward Golden, 
Kalmus & Golden; Carl Willich, Home Shoppes, Inc.; 
Herman Lakow, Lakow Brothers; Joe Weiner, David 
Kramer, Inc.; Ben Itkin, Itkin Brothers; Semon Nem- 
lich, Regan Office Furniture Corporation; and Robert B. 
Hayward, Macey-Fowler, Inc., all of New York, N. Y. 

In conclusion Mr. Rentsler announced that Ken 
Davis, W. H. Gunlocke Chair Company, will be the guest 
speaker at the next meeting to be held on Monday 
evening, February 14. His topic will be “Creative Sell- 
ing” and dealers especially are strongly urged to attend. 

ee 


ANNOUNCE DISTRICT NO. 5 NSA PLANS 

The regional convention of the Fifth District NSA 
will be held at French Lick Springs Hotel, French Lick, 
Ind., on Monday and Tuesday, March 28 and 29, an- 
nounced George P. Davis, Bank and Office Stationery 
Company, Indianapolis, Ind., chairman of the pub- 
licity committee. General chairman of the convention 
is M. J. Boone of The Standard Printing Company, 
Louisville, Ky. 

Although business sessions will not begin until Mon- 
day morning, the committee is urging all stationers to 
arrive as early as possible on Sunday in order that they 
might participate in golf, bowling and other activities 

The convention will be held in an American-plan 
resort hotel which is nationally famous for its hos- 
pitality and good food. Due to the fact that French 
Lick is a small town, all activity of the convention will 
be well confined to the hotel and this is expected to 
add to the success of the convention. 

Governor Bill Gregory, W. B. Gregory & Son Com- 
pany, Detroit, Mich., has promised an interesting and 
instructive business program. Golf, bowling and horse 
shoe tournaments, dancing every night, a special night 
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that mean Greater Sales! 


For new business...and repeat 
business...in a changing market 
where the ratio of price-to-quality 
is once again a major consideration 
to careful buyers, you can depend 
upon Alma Desks to maintain your 
sales volume at a profitable level. 


The all-important factors of Excel- 
lent Construction, Functional Design, 
Modern Styling and Moderate Cost 
combine to give you the talking 
point you need to close sales... that 
here is your customer’s opportunity 
to curb his costs without sacrifice of 
value by practising the sensible 
policy of Wise Economy! 


Ww, 
ALMA DESK COMPANY sx 


HIGH POINT, NORTH CAROLINA 
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Sells continuously 
without attention! 


This HERCULES sales-display stand is 
always on the job—working for you— 
without a cent in salary. Yet Dealers 
everywhere report constantly increas- 
ing business on the units this stand 
shows. It literally turns 3-feet of floor 
space into a gold mine! 





And that’s just one of the ways the 
HERCULES line earns a place in your 
profit picture. There are units for every 
purpose . . . every prospect. The unit- 
sales are excellent, too, on HERCULES 
Home-Vaults, Safe-T-Vaults, Wall- 
Vaults and Closet-Vaults. Most impor- 
tant, every sale means a satisfied 
customer . . . because you can count 
on HERCULES quality! 


Sales tools to help dig 
up new business! 





We also provide proven sales-getters 
. a wide variety of newspaper mats, 
display streamers, direct-mail pieces 


and radio copy . . . to help you cash 
in on HERCULES—’’The Gold-Mine Line 
for ‘49’ 





® WRITE TODAY FOR DETAILS! 


Ye" = MEILINK STEEL SAFE CO. 


A pereete . 0 


MEILINK GOLDEN JUBILEE pce) Gislom.mme) ile) 


1899-1949 
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if music and 
the ordinary 


entertainment, a closing banquet “out of 

and a side trip to the furniture factories 

in Jasper, Ind., are on the convention agenda. 
Registrati will be held for the ladies, who are 

promised a full program. 

—-- 


COMMITTEES ANNOUNCED FOR GLTC 


Russell R n of American Pad & Paper Company, 
ecently e'¢ i president of the Great Lakes Travelers 
Club, ann ed the membership of two committees at 
the January 14 meeting. The fraternal committee, 


which is to function throughout the year, is headed by 
Folger Fellowes of Bankers Box Company. Other mem- 


bers are Dick Singer, The Globe-Wernicke Co.; Leonard 
Rose, Roc’well-Barnes Company; George Cormack, 
Jr., 3. L. n Company; and Bill Boyd, Acco Prod- 
ucts, Inc Art Steel Sales Corporation. The fra- 
ternal committee represents the club in its contact with 
members i dealers in the area who are in ill health. 

The committee with one specific task is the birthday 


party group. Jim Lynch of Browne-Morse Company, 
last year’s president of the club, is chairman. Other 


members are Hy Linden, Ace Fastener Corporation; 
Harry Rafferty, Jr., Industrial Tape Corporation; Ed 
Williamson, Elmer Krumwiede & Associates, Inc., and 


Ken Hendet the Carter’s Ink Company. The Great 
Lakes Travelers Club was born on Washington’s Birth- 
day, an event celebrated by an annual party for mem- 
bers and stationers. The date was to be as close to the 


twenty-second as possible, the indication at the time 
f the meeting being the nineteenth, which is the Sat- 
irday pre 


—- 


NET CLUB ELECTS NEW OFFICERS 
Thirty-six embers attended the annual meeting 
the New England Travelers Club held on Decem- 

ber 27 at the Hotel Puritan, Boston, Mass. 
ident James P. Inman, The Carter’s 


Y 
} 


Retiring 


Ink Comra! oke of the co-operation given him by 
the officer members of the club. The nominat- 
ing committee was heard and the following new offi- 
ers were named 


President—Fred T. Bowes, Eagle Pencil Company. 
Vice-president—John F. Nackley, Adams, Cushing 
& Foster, In 


Vice-presids Dave Howarth, Industrial Tape Cor- 


poration 

Secretary-treasurer—Nat P. Blish, Reyburn Manu- 
facturing Company, Inc. 

Auditor—Barnard Hartwell, Minnesota Mining & 
Manufacturing Company 

Editor—John F. Nackley. 


mmittee—Edward S. Churnick, The 
Index Company; Thomas J. Dunn, Wil- 
pany; Raymond E. Fletcher, National 
Blank Book Company; R. E. Johnson, Parker Pen 
Company; Joseph B. Doucet, Adams, Cushing & Fos- 
ter, Inc.; Edward F. Stockwell, American Pencil Com- 


Executive 
Daco Card GZ 
son Jones Con 


pany; James P. Inman, The Carter’s Ink Company. 
<>< 
O. F. A. HOLDS DINNER MEET 


yn Office Furniture Association held a din- 
December 6 at the Turquoise Room 


The Bost 
ner meeting 


of the Shangri-La Restaurant in Boston with an en- 
thusiastic attendance of 35 members and guests. 
The busing meeting was called to order by the 


president, Leon O. Stewart, who extended his personal 
viewed the various matters that have 


greetings ana re 


come up since the last meeting including the activi- 
s of the board of directors. 
The by-law f the association were amended to in- 


ease the number of directors from six to nine, and 
the following were elected: 
Maurice C Corry-Jamestown Corporation. 
Robert L. McGlynn, Metal Office Furniture Company 
Robert Haines, All Steel Equipment, Inc 
It will be tl job to inform the office furniture 
iealers ou 3oston of the work that is being 
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There's just no denying 


150 PIECES 
OF EVIDENCE 


We don’t ask you to believe what we say about 
the Twirlit Paper Drill until you see the 150 
neatly drilled sheets of paper—150 pieces of 
conclusive evidence—all done at once with a 
twirl of the fingers. Clean uniform holes for 
post and ring binders through 150 sheets of 
paper, 14” bound magazines, 4” paper thick- 
ness, are drilled easily and quickly . . . and 
clean as a whistle. No office will be without 
} this handsomely finished, handy sized paper 
drill, once they’ve used it! 


DOUBTING THOMAS PROSPECTS 
SELL THEMSELVES IN 5 SECONDS 


Many Twirlit dealers are now using the five 
second Twirlit Demonstration to build sub- 
stantial Twirlit volume. They find it opens 
doors for sales of further office supplies too! 
It’s a natural! It sells itself. It’s a quick seller 
with any salesman who gives it a twirl. 


YOU CAN PROVE IT 


to your trade at cost with our special 


DEMONSTRATOR OFFER. 


Write today for details on the Dealer demon- 
stration offer. Get the new catalog and attrac- 


tive dealer discounts. 











PAPER -— DRILLS 
Mitchell Corporation 


103 Matthews Ave. Hagerstown, Md. 
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with Plastic 

Diffusion Shades 

for Fluorescent Lights 
Eliminates blue-white glare without reducing 


light value! Designed to fulfill a long-felt need, 


this lightweight, sparkling plastic shade blends 





attractively with any surroundings, fits vertical 
overhead or horizontal fixtures! 
Versatile, decorative, practical! Adaptable to a 


wide variety of applications, finished in fluted 





plastic with highly polished metal strips; hides 
unsightly fixtures! 
Available in all standard lengths at amazingly ae 
! t| c{ fy] J —— 
low cost! Individually banded with colorfu SS, 
<S 





attention-compelling wraps for fast sales and 


profits. Make this year your best-selling year! 


See your jobber or order direct -- Today! 


STEADY YEAR AROUND SALES 


_~ 
Get your FREE catalog now! Complete 
information of the entire fast-selling 
Lee-Bert Products in Plastic! 


lee-bert, inc. 


SAGINAW, MICHIGAN 


3 LAPEER ST 
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done—this with a view to inviting these people and 
firms to become associated with this organization, 
both locally and nationally. 

Lincoln B. Iliff of the United States Department 
of Commerce gave a talk on the numerous ways in 
which the Department of Commerce is helping busi- 
ness build its sales and improving its business organi- 
zation. He presented the members with some very 
informative pamphlets which are distributed by the 
Department of Commerce, either gratis or at a nom- 
inal fee. 

i di atid 


YULE PARTY GIVEN G. & S. EMPLOYEES 

Mr. and Mrs. Max Mandel and Mr. and Mrs. J. Edwin 
Sellers honored employees of the G. & S. Office Supply 
Company, Laredo, Tex., with a Christmas party, held 
on Saturday evening, December 18, at the Hamilton 
Hotel. A feature of the occasion, which was attended 
by 16 employees with their wives and friends, was the 
distribution of Christmas bonus checks.—JHR 





VICTOR VISIBLE SCHOOL—A Victor Visible training school was re- 
cently held at the Hotel Lenox. Buffalo. N. Y. In attendance (left 
to right) are: first row—John W. Davis. Earl W. Thomas Co., Bing- 
hamton, N. Y.; John H. Howard, E. S. Howard Co., Oswego, N. Y: 
William J. Sands, Penn Office Supply Co., Pittsburgh. Pa.; Leo F. 
Kavanaugh, Jr.. The Keysotne. New Bedford. Mass.; second row— 
Graham H. McEntire. Castle Stationery Co.. New Castle. Pa.; Ed 
Fischer, Heinrich Seibold Stationery Co., Rochester. N. Y.: Howard 
]. Forbes. Morgantown Printin Binding. Morgantown, W. Va.; 
Lou Jacobs, Hoelschers Inc., Buffalo, N. Y.: Howard W. Barnes. 
Victor Safe & Equip. Co., North Tonawanda, N. Y.; third row—Bill 
Quinlan. Hoelschers, Inc.. Buffalo, N. Y.; John Homer, DeMays. Inc., 


Jackson, Mich.; Robert H. Pickel, Latsch Bros., Inc.. Lincoln, Nebr.; 


Ned Herndon, Herndon’s, Covington. Ky. 


—— 


BOLTAFLEX LECTURE ADDED TO COURSE 

Recognizing plastic upholstery as one of the out- 
standing new developments in the world of furniture, 
a lecture and permanent exhibit on the manufactur- 
ing and handling of Boltaflex all-plastic upholstery 
has been added to the North Carolina State College 
course in furniture manufacturing and management. 

The inclusion of Boltaflex all-plastic upholstery in 
this accredited furniture course, which is backed by 
the Southern Furniture Manufacturers Association, 
marks the first time that a recognized furniture course 
has devoted considerable time to a discussion of the 
special problems involved in handling plastic uphol- 
stery. It is regarded as an indication that the pro- 
gram of the four-year furniture course at North Caro- 
lina is sufficiently far-sighted and willing to accept 
the latest developments in the industry. 

The first Boltaflex lecture was recently delivered 
by Larry Marsden, Southern representative of Bolta 
Products Sales, at the suggestion of Henry Foscue, 
who was recently elected “Furniture Man of the 
Year,” and Dr. D. E. Henderson, head of the college’s 
department of industrial engineering 

*—- 


SABLE’S, INC., APPOINTS NEW MANAGER 
Sable’s, Inc., complete office outfitters at 322-324 W. 
Lafayette, Detroit, Mich., recently announced the ap- 
pointment of Ralph L. Nelson as the new general 
manager. He was formerly district manager for the 
Herring-Hall-Marvin Safe Company 
1949 
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STAND-OUT and 


STAND-UP QUALITY 


in this 





OFFIGE GHAIRS 


No. 8709-1UE 
, Mahog r Wheat Finish on 
Mirch Spring ~ 
Wid 
Deptl 


Height of back —: 


gn 





No. 8709-2UE 
VW ainut, Mahogany r Wheat Finish on 


@ Here’s a series of Diamond Trade Mark office chairs 
with a luxury look and business-like performance that 
will please the most careful buyer. The modern motif in 
design is pleasing as well as practical, and the popular 
new Duran upholstery, in a wide choice of colors, is 





No. 8709- ney 
Walnut, Mab war f it Finish on 


resistant to water, grease, alcohol, perspiration, scuffing, 
fading and wear. Can be cleaned with a damp cloth or 
with soap and water. The chairs are also available in 





Ne. 8709-6UE genuine leather. 

i oe on The Diamond Trade Mark line of office chairs gives 
~ ok you a wide selection, including both wood seat and 
—— Tie upholstered types in a varied choice of woods and finishes, 
and all precision-built for extra serviceability. Also avail- 
able is a line of general utility and office stools. Let us 


know your requirements and we shall gladly send details. 


SHEBOYGAN CHATR COMPANY, INC. 


desieners and builders of good chairs since 1868—for homes, offices, schools ‘a institutions 
SHEBOYGAN, WISCONSIN 
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Mle figs Set O 


Designed for the executive yy 
his desk. Made © oe 
arms, corner 
filling. 
ce of red, 
ood finishes. 
+7800 


rubber and hoi 
delivery. Choi 


a variety of w 


Height 

Width 

Height of back from seat. 
Depth of seat 


COMPLETE CATALOGUE 
soiee FURNITURE 


IMPERIAL LEATHER FURNITURE 2. 


315 WEST 47%h STRE 
New YORK 19, 6. Ye 


write FOR a 





Pat. No. D 144,677, other Patents Pending 
THE COUCH WITH THE ADJUSTABLE HEAD REST 


Featuring the new “MAGIC-HOLD” 
mechanism which locks the headpiece at 
any position. 





Write for 
our new 
catalogue 


The ‘‘Leisurest h is now being featured 

in Leading Trade Publications to Doctors 

Dentists, Institutions, Purchasing Agents, and ‘ 
Executive: 


It will pay you to look into “Leisurest”. Write Today! 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 
NEW YORK !9_N. Y. 
Dept. O. 


yo? oor oe 


ot 
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NEW MACHINES, DEVICES AND SUPPLIES 
Continued from page 58) 


INTRODUCE ZIPPER RING BINDER 
\ new zipper ring binder in a choice of three colors 
und reinforced with a genuine leather back is being 
irrently offered by Major Leather Goods Manufac- 
turing Company, 1840 S. Michigan Ave., Chicago 16, 
Ill. Dealers have a choice of alligator grain imitation 
eather in red, blue or green with the two flat pockets 
yvered with the same material and colors. The genu- 








MAJOR ZIPPER RING BINDER 


ne leather back matches the colors of the leatherette 
and is placed where the most wear occurs. 

Other features include attractive white stitching, 
two or three-ring booster metal of one-inch capacity; 
and a three-way zipper. Known as No. 1186, this 
model has a companion piece, No. 1186-Z, which in- 
cludes a zipper pocket in addition to the other fea- 
tures of No. 1186. These binders are 18 x 1034 inches 
n size. Suggested retail price for No. 1186 is $3.50 and 

1186-Z is $3.70 
<-> < 

INK ECONOMIZER OFFERED STENCIL TRADE 

The Sure-Rite Ink Economizer, claimed to cut costs 
and produce cleaner copies, was recently introduced 


by the Ameriean Stencil Manufacturing Company, 
2714 Walnut St., Denver 5, Colo., to the stencil field. 
lhe manufacturers claim that the device may be used 





INK ECONOMIZER IN OPERATION 


duplicating machine, inserted on the drum 
nk pad. The Economizer controls the 


r heavy inking of stencil copies may 
varying the number of Economizers 
licator. It is asserted that climatic 
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Haue you heard 7) 


Two NEW Fast Selling Items 
haue joined the PARKER “ne of 
STEEL OFFICE EQUIPMENT 


The Bookcase is of stand- 
ard size with disappearing 
glass front panel for clear 
visibility. Available in three 


different sectional sizes: 


H Ww D 
12" x 35%" « 12" 
15" x 35%" x 12" 
18" x 353%" x 12" 





STEEL SECTIONAL BOOKCASES 


AND 


FILE HEIGHT STEEL CABINETS 


Both are made of heavy 
gauge steel . . . electrically 
welded, sturdily constructed 
and completely reinforced 
throughout. 

The Storage Cabinet is file 
height, uniform 
arrangement in well ordered 
both office or 
plant. Shelves are adjustable 


permitting 
fashion in 


every two inches . . . de- 
pendable three way locking 
device. Sizes, double door 
52" x 30" x 18" and 52” x 
30" x 26!/2" single door 52” 
x 24" x 26/2". Baked on en- 
amel finish in green, gray or 
and ma- 





grained walnut 
hogany. 


WRITE FOR LATEST CATALOG AND DEALER PRICES 


PARKER STEEL PRODUCTS, INC. 


Manufacturers of Steel Office Equipment 
54-60 COLUMBIA ST. BROOKLYN 2, N. Y. 
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School Chairs 


with 


4~ Star 
Appeal 


Ww 
Ww 


ik: _ Selected Hardwood 


Ke Long-life Durability 


School chairs by New Indiana 
Chair Company reflect the ex- 
pert construction and fine de- 
sign that result from years of 
specialization in chair making. 
Made of selected Oak—properly 
seasoned —kiln dried—this ver- 
satile school line comes in 2 
styles and 4 sizes to 
meet the requirements 
of kindergartens as well 
as colleges. Built for 
hard usage. Beautifully 
finished in Light Oak 
or School Brown. 


No. 600 Tablet Armchair 


Posture-wise Construction 





Well Rounded Edges 












No. 617 wy 


Chair >_> 

Whe 

\ i 

See our exhibit at the Wy | 


NATIONAL SCHOOL EQUIPMENT SHOW 


PALMER HOUSE 
CHICAGO, ILLINOIS @ FEBRUARY 13-17 


New inoiana CHAIR COMPANY 


— a sper, Indiana 
x 


Institute 





interferences with stencil inking may also be con- 
trolled with Sure-Rite Ink Economizer. 
—— 2 
OFFER NEW POINT-O-MATIC SHARPENER 

The Hollywood Specialty Company, 4612 San Fer- 
nando Rd., Glendale 4, Calif., has placed its newly- 
designed Point-O-Matic electric pencil sharpener on 
the market. The new model is housed in a Versalite 
case, declared to be lighter yet more rugged than the 





POINT-O-MATIC SHARPENER 


material formerly used. It has the 
simulated pin seal leather finish. 

Another improvement is in cutting blade principle 
developed to offer faster cutting action and a smoother 
finish in the pencil point. 

The new model sharpener was shown for the first 
time at the 1948 convention of the National Stationers 
Association in Chicago. 


appearance of a 


i 
LEATHERCRAFT INTRODUCES NEW CASE 
Leathercraft, Inc., 2320-26 S. Western Ave., Chicago 
8, Ill., has introduced a new No. 040 disappearing 
handle case of sturdy construction made of top grain 





NEW LEATHERCRAFT CASE 


leather. The case has gussetted multiple pockets and 
will carry numerous items. These cases, with 24-inch 
expansion, come in 14 x 12, 16 x 12 and 17 x 13-inch 
sizes 
—-<- 
TED KAUFMANN OFFERS NEW LETTER IDEA 

Ted Kaufmann of The Median Company, 60 E. 42nd 
St., New York 17, N. Y., is the originator of a new 
office procedure idea in the form of a time-expediting 
letterhead. 

This letterhead is divided in the center, the left side 
used for the original correspondence by the writer and 
the right side for the reply. A carbon copy is furnished 
for filing purposes. “Today, with paper work growing 
more complex, it is time that all concerned use speed- 
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90% Anniversary ecial ) 





The Raleigh Executive Desk, No. 8068F 
68" x 36". Also available in 64" x 34” 
and 58” x 32” sizes. 





The Myrtle Raleigh 


Representing the cumulative knowledge and craftsmanship of 
fifty years of leadership in desk manufacture, the Myrtle 
Raleigh Suite combines the dignity and charm of traditional 


Chippendale with the functional efficiency demanded by the 








modern executive. 


| In walnut or mahogany, the Myrtle Raleigh suite is worthy 

| 50th ANNIVERSARY of its place at the head of the Myrtle line, and proves again 

| 1899-1949 

. that Myrtle leads in style... in user-benefits...in sales-value! 

MYRTLE DESK COMPANY 
HIGH POINT, NORTH CAROLINA 








The Raleic Desk, No. 8058C, featuring the The Raleigh Executive Table, No. 8068T, 68°" x 36” The Raleigh Telephone Stond 
ewriter platform. Size 58° x 32 Also available in 64" x 34”, and 58°’ x 32” sizes No. 8016T.S. Size 20” x 16’ 
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STURDY STEEL CABINETS ATTRACTIVE 


STORAGE « WARDROBE + COMBINATIONS 
COUNTER-HIGHS « DESK HIGHS « UTILITY UNITS 






































it 
Special Features Special Features 

* Built of Heavy-Gauge Metal * Chrome plated handles 

* All-Welded Construction * Available in 18” and 24” depths 

* Shelves adjustable on 2” centers * Cabinets—72” high, 35” wide 

* Three point locking device * Durable baked enamel finish 

















e DESK HIGH e 


CAT. #3018-DH 
Height 30!/," x 18" Depth x 20° Width 
e WARDROBE e« e STORAGE e 


CAT. #7218-W ° CAT #7218-S 
Height 72" x 18" Depth x 35" Width Qvaulable Height 72" x 18" Depth x 35" Width 
CAT. #7724-W IN CAT. #7224-S 
Height 72" x 24" Depth x 35" Width MODERN GRAY Height 72" x 24" Depth x 35" Width 
OR 
SHIPPED 
OLIVE GREEN nem 5 
SET-UP READY TO SELL FREE LITERATURE 


BAKED ENAMEL DEPARTMENT 0 
DEPARTMENT O 































N E STEEL EQUIPMENT 


FOR THE 
FACTORY 


STEEL EQUIPMENT KE 


FOR THE STEEL EQUIPME OMPANY 
OFFICE 2608-28 SOUTH F DELPHIA 48, PA. 
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up methods,” declares Mr. Kaufmann. In addition to 
his divided letterhead he uses a label saying, “If your 
answer is short . why dictate? Remail a copy with 
your ‘yes’, ‘no’, or ‘I'll take a million.’” The artwork 
for the letterhead is by Roy-Martin Studios, the litho- 
graphy by Ace Printing Company and the label by 
Ever Ready Label Corporation. 

After using this system, The Median Company re- 
ports, “The time saved by this answer-expediting de- 
vice has proved valuable, for our business concerns 
export-import sales promotion.” 

6 eee 
ANNOUNCE WELDON ROBERTS JET ERASER 

Weldon Roberts Rubber Company, 6th Ave. & N. 
13th St., Newark 7, N. J., offers the trade the new Jet 
eraser with 42-inch rubber eraser encased in a trans- 
parent plastic holder with pocket clip. Eraser refills 
are also available 

Obtainable in two types of rubber—No. 627 gray for 


WELDON ROBERTS JET ERASER 


erasing typewriting and ink, and No. 625 red, for pencil 
work and cleaning—the new Jet eraser can be carried 
about and used as handily as a mechanical pencil. 
rypists, artists, draftsmen, clerks, accountants and 
executives have use for the item. 

For dealer display, one dozen Jet erasers, either 12 








ee 








One Doren 





RED for Pencil. OY” ink 
No.825 No. 827 


HM 


Rete tor JET wotders ore Avavabie Separately 
“TLOOe SORERTS RUBBER CO, NEWARK HU. UE A 











JET ERASER DISPLAY CABINET 


of a style or assorted with six each of the gray or red, 
are mounted on an attractive “silent-salesman” count- 
er card 

°*—- © 


INTRODUCE COMPLETE BLOTTER-KUFF UNIT 

The Blotter-Kuff Company, 319 Elmwood Ave., Osh- 
kosh, Wis., manufacturer of patented plastic slip-on 
edge-guards to protect desk blotters, has introduced to 
the trade a complete unit. This comprises desk blotters 





COMPLETE BLOTTER-KUFF UNIT 


with plastic corners to which Blotter-Kuff edge pro- 
tectors are attached. The matching effect is expected 
to be pleasing 
rich wine red or deep green. 

The manufacturer claims that Blotter-Kuff plastic 
edge-shields will save 50 per cent on blotter bills for 
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as the Kuffs are obtainable in either a 





HAS CAPTURED A WHALE OF A 
GOOD IDEA IN “UNIFLOW” 


Riding the crest of an enthusi- 
astic reception from Mr. and 
Mrs. Joe Public is Murphy-Mil- 
ler’s new Uniflow series .. . and 
no wonder! For the office, as 
well as the home, there has 
never been one single furniture 
line designed, built, and priced 
so nearly to just exactly the way 
Mr. and Mrs. Joe Public desire 
it! 


You will forgive our boundless excitement over Uni- 
flow when you have seen this series, yourself. Write 
to us for our latest brochures and photographs... . 
You've never found better use for a 3c stamp. 


SPACE 1512 - AMERICAN FURNITURE MART - CHICAGO 
WESTERN FURNITURE MART ~- SAN FRANCISCO, CALIF. 








MURPHY-MILLER 


INCORPORATED 
Owensboro, Kentucky 
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FOR PARCEL POST, EXPRESS 
AND GENERAL WEIGHING 








(‘BoReG) 


PARCEL POST SCALE 


PATS APPLIED FOR ————— 
READ THIS 
SIDE oF 
LINE OW 
EVEN 
iss 











A FLIP OF LEVER 
LOCKS DIAL AT 
WEIGHT OF 
PACKAGE FOR 
LATER READING 


SHOWS 
POSTAGE 
AT A GLANCE 


SHOWS 
WEIGHT 
IN 2-OUNCE 
FRACTIONS 


WEIGHS ANYTHING—2 oz. to 50 Ibs. 


Handiest office and shipping room scale ever 
designed! Every inch of its 8x10” platform is 


» 


weighing surface. Only 2” high, it is tip-proof. 
Easily handled, weighs only 5 lbs., may be kept 


in drawer or on shelf. 


Has BORG patented factory-sealed beam mech- 


anism. Accuracy to \% of 1% 


is protected by 


LIFETIME SERVICE WARRANTY. 





Manufactured by 


tHe BORG-ERICKSON corporaTION 


469 E. Ohio St. * 


Chicago 11, Ill. 
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the average user, as well as providing a handy tuck- 
away holder for memos and the like 
—-- 
A. 8. BECKER OFFERS FIXOTEK 
A. S. Becker, Strandgade 10, Copenhagen, Denmark, 
is now offering U.S. importers the pocket file Fixotek 
of which he is inventor and producer. Fixotek is de- 





THE FIXOTEK, OPEN AND CLOSED 


clared to solve the problem of a small, easily-carried 
file, made in book fashion only 4 x 6% inches in size 
and fitting into most pockets. It contains 182 cards, 
of which 14 are reserves. Cards are said to be easily 
interchanged. 
—_- 
A NEW POST BINDER IS DESIGNED 

A new style binder for pin-feed marginal punched 
sheets has been designed by Consolidated Loose Leaf, 
Inc., 536 Pearl St., New York, N.Y. The sheets are de- 





CONSOLIDATED POST BINDER 


tached from continuous forms, as used in most sys- 
tems, and are kept for reference. Thin one-eighth 
inch diameter solid posts fit the holes and it is claimed 
that no additional punching or perforating is neces- 
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They hit the shelf 
and Bounce! 


Rite - Copy supplies are not shelf 
items ... They Sell! 


They sell because Rite-Copy liquid duplicator 
supplies are the finest, most thoroughly tested, 
line of working materials available. The guar- 
anteed superior performance—the vivid, crystal 
clear reproductions—under any conditions, have 
earned Rite-Copy the consumer acceptance that 


brings repeat after repeat sale. 


Rite-Copy supplies and Copy-rite liquid dup- 
licators belong together—they work better to- 


vether--they sell together—easily. 


Write now for complete dealer plan. 





WOLBER DUPLICATOR & SUPPLY CO. 
1203 Cortland St. 
Chicago 14, Ill. 


Send at once, complete information on dealer plan for Rite-Copy 
supplies and Copy-rite liquid duplicators. 


Name 
Address 
Firm 


r City Zone State 











WOLBER DUPLICATOR AND SUPPLY CO., 1203 Cortland Street, Chicago 44, Illinois 
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COSTUMERS 


THE ORIGINAL 
72 inches high \ 


R. 

















Two-inch stock 
throughout. 





Brass-finished 
cast iron hooks. 


LARGEST MANUFACTURER OF 


LOW PRICE 


QUALITY 
COSTUMERS 


Made of the finest hardwoeds 
Walnut—Mahogany—Oak 
Satin finish 


Knocked down 


construction. 


Packed 6 to 
the carton. 
Weight 60 lbs. 


Minimum Orders: 6 of one finish. 


e S B 
. * 
e The biggest 
Costumer 
values on 


MeLeod also specializes in 
POPULAR PRICE 


OFFICE DESKS 


in a variety of styles, sizes 
and finishes. 


the market! 


We challenge comparison between this and 
ANY other similarly priced line! 
McLEOD customers from coast to coast 
praise and re-order them constantly. 


NUMBER 16 


Individual packing for 
mail order sales. 





NUMBER 12 


WRITE FOR ILLUSTRATED CATALOG OF COMPLETE LINE 





C/ €0D & COMPANY fie 


THE ORIGINAL MSLEODS. MAKERS OF GOOD OFFICE FURNIT 


216-220 INSTITUTE PLACE CHICAGO 10, ILL. 
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sary. The binder is equipped with a push button lock 
which grips securely, yet needs only a slight touch of 
the finger to open. These are made in three grades 
and in all sizes 

—- 


TREND MAKES CLOCK OFFICE DESKS 
rhe Trend Clock Company, Zeeland, Mich., old estab- 
ished manufacturer of clocks for the department store 
ind exclusive jewelry store trade, is now making avail- 
ble a varied e of executive desk clocks for office use 





~*w \"e 


TREND ORNAMENTAL WALL CLOCK 





TREND EXECUTIVE DESK CLOCK 


Also offered to this industry are wall clocks of highly 


ornamental designs 
These clocks are powered by Synchron self-starting 
movement. Fifty and 60 cycle movements can be 


furnished—A.C. Clock movements and clock units are 
guaranteed for a period of one year 


+ 





LEE-BERT PLASTIC DIFFUSION SHADE FOR FLUO- 
RESCENT LIGHTS.—lIllustrated and described in the 
October, 1948, issue, the shade is made by Lee-Bert. 
Inc., 900 Lapeer St., Saginaw, Mich. It is now available 
in commercial models of almost any length or color 
to meet channel lighting requirements for stores, offices, 
showcases, displays, and so forth. 


ie 
HILCO MARKETS NEW SHELVING UNIT 
A new No. li ised type adjustable steel shelving 
if angle ruction, with dividers and bin fronts, 
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Two More 


popular TMLIUIT Designs 


in High Grade 


LEATHER UPHOLSTERED 
FURNITURE 


for Reception Rooms and Executive 
Offices 










No. 204 
Top grain snuffed 
leather — Quality 
construction. 


No. 208 


Top grain, snuffed 
leather — combining 
distinction and com- 
fort. 


Ottomans to Match, 19''x22" 
also available. 


Manufacturers for 26 years 
Upholstered Chairs, Davenports and Related Furniture 


Write for Photos of Entire Line 
and Dealers’ Price List 


GRAND RAPIDS 
LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. 
GRAND RAPIDS 4 MICHIGAN 
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THE WEW SLOTTED MECHANISM 


for binding 


© CATALOGS 
® MANUALS 
@ BULLETINS 
@ SALES 
DATA 


PROVIDES A FLAT READING SURFACE 
FOR FULL PAGE VISIBILITY ....... 


we K loc 


BINDER 





















WITH THE 


"SELF-EXPANDING BACK" 


THAT CANNOT COME APART. 


An entirely new principle 
in expanding back binders. 
The patented slotted feature 
provides durability and 
automatic expansion. 


DEALERS: 


Send today for a sample 
of this new binder. It 
will immediately appeal 
to all Sales and 
Advertising Managers. 
Available in stock 
and special sizes. 

















FOR LITERATURE AND DEALERS PRICES, WRITE TO 


The C. E. SHEPPARD Co. 


44-07 TWENTY-FIRST STREET * LONG ISLAND CITY 1, N.Y. 


eC k S (— oO, 
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is being marketed by Hilco Manufacturing Company, 
1721 Elston Ave., Chicago 22, Ill. Standard and special 
sizes are available. The height of the unit shown is 85 
inches and each bin measures 12 x 36 inches. These 
bins are also made in 12, 18 and 24-inch sizes, all stand- 





HILCO No. 101 SHELVING UNIT 


ard depths. Dividers snap in. The illustration here- 
with shows a two-inch bin front with 12 openings, 
but any number of openings can be made up on special 
orders. 

Hilco also makes open steel adjustable shelving units 
in a wide variety of sizes, all angle construction, 
punched one and one-half inches on the center for 
easy adjustment 


—--< 


UNIVERSAL OFFERS ADJUSTABLE HEIGHT DESK 

Universal Desk Company, Hammond, Ind., is offer- 
ing the industry an adjustable typewriter mechanism 
in a typewriter desk. The company asserts that 
Government and private investigation, research and 
countless time studies have proved that 70 per cent 
of all typists are handicapped by sitting at the wrong 
kind of a typewr'ter desk. 





UNIVERSAL ADJUSTABLE DESK 


The desk illustrated is 24 x 48 inches. By adjusting 
the built-in “elevator”, the typewriter can be raised 
or lowered to the height suited to each user. This 
desk is offered with an overhanging top. Another 
model is offered in the 24 x 40-inch size. Imported 
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W THE BRAND NAME 


‘que or QUALITY 


non-curl carbon in 5 special weights to answer every 








typing need. Its anti-smear surface is another mark of 
distinction that makes it indispensable for clean efficiency 
... You can depend on Queen carbon for clear write, clean 
write, permanent write because . . . it's made in 3 inking 
finishes on 100% absorbent rag tissue! Each sheet is 
weighted for the particular job you do... from feather- 


weight to billing weight! Save time . . . save effort... SUPER. SOVEREIGN 





| save money... with Queen Quality Carbon Paper! 





RDER QUEEN CARBON TODAY IN ANY OF ITS FIVE WEIGHTS 


@ FEATHERWEIGHT @ LIGHTWEIGHT @ MEDIUM WEIGHT 
@ STANDARD WEIGHT @ BILLING WEIGHT 


Ay Queen fi ibbon 


FOR BETTER, EASIER TYPING, TOO! 














DEEN RIBBON & CARBON CO., INC. 


Executive Offices 


742-760 Wythe Avenue Brooklyn 11, New York 


Factories: Brooklyn, New York and Chicago, Illinois 
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GEARED FOR 
BETTER 






THE HANGING FOLDER 
WITH ADJUSTABLE 
METAL TAB 


Guide-O-folders take the drudgery and 


Made to fit the lower deep drawer of all . . F 
standard desks. Using this unit, the desk uncertainty out of filing and finding because 
worker always has important and vita! data they hang on the metal Guide-O-frames 
at the finger tips—olways in an upright entirely free of the bottom of the drawer. 
Position. Instantly available and instantly ; 

replaced. The unit consists of a metal tray All the pushing and pulling required to 
and 25 Guide-O-folders complete with ad- keep an ordinary file in workable condi- 


justable metal tabs and an assortment of 


inserts for tab headings. tion are eliminated. Errors of filing are 


minimized and finding is expedited be- 
cause Guide-O-folders are always upright and the adjustable metal tabs always 
at constant height. Guide-O-folders are readily adaptable to any and every 
filing system no matter how complex. 


This trio of products, geared for better filing and finding, will make real money 
for you when you put a little push behind them. One or all three of these fast 
selling items can be used in every office where your men call. The sale of one 
leads to the sale of the others. Make filing and finding easier for all your cus- 


tomers this year. 


=> Send a sample order now! 








FILING AND 


FINDING 








WITH SLID-O-MATIC 
DISAPPEARING TOP 





A personal file, desk high, where information 
may be kept instantly available. The Slid-O- 
Matic top completely disappears at a slight 
push of the finger. It slides back into place with 
equal ease. Gray finish. Sturdy all steel con- 
struction. Mounted on rollers, the Guide-O-file 
can be moved about as required. 

The Guide-O-file is equipped with 25 Guide- 
O-folders complete with adjustable metal tabs 
and an assortment of inserts for tab headings. 
Guide-O-file is also available without the 
stand. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 





NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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cotiva hardwo 


is with a walnut finish are used. Addi- 


tional details may be secured by writing the Universal 


Desk Company 


5248 Hohman Ave., Hamoond, Ind. 
><. 


WELHAM METAL PRODUCTS OFFERS DESK-HI 


Welham Metal Products Company, Michigan City, 
Ind., is now offering the Desk-Hi, a two-drawer, non- 
suspension letter size file. It is all steel, having large 





WELHAM DESK-HI FILE 


rollers on the drawers, and is available in baked 
enamel in gray or green, List price is $32.00. Additional 
information may be secured by addressing the com- 


Company, Inc 
lege Point, L. I 
with parts bins having 


Own 


e 


ns 


<= 


OFFER PARTS BINS BUILT AS SPECIFIED 
The latest innovation of Standard Steel Equipment 


, Department POA, 117-20 14th Rd., Col- 
N. Y., is the providing of the industry 


openings built to the customer’s 





STANDARD PARTS BINS 


specificati Made of extra-heavy guage steel, 


furnished in durable olive-green enamel baked on for 
xtra toughness, these bins are declared to permit com- 
uct storage. All shelves and panels are punched on 


} 
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ANSO 
POSTAL SCALES 


complete line of office mailing 
the a ~ on the market today. 


Four models — Capacities 2 Ibs. to 50 tbs. 


$545 A 











Model 1546—List 
A handy desk scale, case 
made of durable, heavy 
Lustron plastic. Capacity 
2 Ibs. by 1 ounce. Com- 
putes postage for air and 
first class mail, and for 


merchandise up to 2 Ibs. 
Large dial. Platform 2” x 3’. 
Dimensions overall 5¥2" x 
24" x 6Ye". Packed one 

to a carton. Shipping 

weight, 1% Ibs. 


Model 1509 






















The postal scale for 
average office use. Ca- 
pacity 5 lbs. by %4 
ounce. Computes 
postage for airmail, 
first class and mer- 
chandise up to 4 Ibs. 
Dial 62", glass covered. 
Platform 51/2" square. 
Dimensions overall 6/2" x 
6Vo" x 92". Packed one 
to a carton. Shipping 
weight, 5 Ibs. 


Model 1530 
See $8.50 


Parcel Post Scale. Capac- 
ity 25 Ibs. by 1 ounce. 
Computes postage for 
merchandise up to 25 Ibs. 
for all postal zones. 
Dic! 62", gloss covered. 
Platform 52" squore. 
Dimensions overall 6/2’ 
x 62" x 9Ve". Packed 
one to a carton. Shipping 
weight, 5 Ibs. 


Model 1515 
Dt xedhhed $10.50 


Parcel Post Scale. 
Capacity 50 Ibs. by 
2 ounces. Computes 
postage for merchan- 
dise up to 50 Ibs. 
for all postal zones. 
Dial 8’, glass covered. 
Platform 7” square. 
Dimensions overall 

8” x 7" x 10”. 
Packed one to a carton 
Shipping weight, 82 Ibs. 



















mots or disploy cords available on 
request. One and two column plotes 75 lines high 

Consumer stuffer available for decler use. Contains illustrations 
and descriptions of four scales, also revised domestic postal rates 
effective Janvary 1, 1949. 


Deoler advertising electros, 


Order from your supply house 


HANSON SCALE COMPANY 


525 North Ada Street, Chicago 22, Illinois 
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More WEAR for the MONEY 





OUALITY PARK ENV. CO 


EXPANDING 
WALLETS 


























For particular customers who 
demand a tough, rugged wallet for 
carrying or filing important papers, 
briefs, catalogs, or samples .. . rec- 
emmend Quality Park Leatheroid 
Expanding Wallets. Available with 
cloth or red rope gussets .. . three 
degrees of expansion (154", 31%’, 
5") with several sizes in each. 


Remember these Quality Park 
QUALITY NAMES 


¢ Champion Clasp 
¢ Blue Line Air Mail 
¢ Banker's Flap 


Airway Express 


Sold Through Dealers Only 


Qhaslity Pk 


Product a 
CZ 


¥% General Office and Factory, Quality Pork, St. Pau! 4, Minnesote 
¥% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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one-inch centers for quick and easy adjustments. 

The basic unit, 87 inches high (including three-inch 
base), 36 inches wide and 12 inches deep, may be 
ordered with any variation or combination of the 19 
component parts—sloping dividers, square dividers, bin 
fronts and drawers. Easy-to-use specification forms 
are available upon request. The custom-built parts 
bins are available for immediate delivery. 

—t<« 


1948 SCHOOL CARNIVAL REPORTED SUCCESSFUL 
The first nation-wide School Carnival promotion, 
developed through the joint efforts of a group of 
school supply manufacturers and wholesale distribu- 
tors, has concluded with encouraging reports. Despite 
the fact that the School Carnival, the first nation-wide 
venture in the organized selling of school supplies, was 
rather hastily put together, some notable advances 
have been made toward the objective of establishing 
the School Carnival as an annual promotional event. 
Salesmen particularly reported to the Wholesale 
Stationers Association that the School Carnival is an 
excellent medium of assisting them in moving school 
goods. In every section of the country newspapers 
developed back-to-school advertising campaigns and 
successfully used mats and material made available 
by the Paper Stationery and Tablet Manufacturers 
Association, which undertook to develop the promo- 
tional aspects of the School Carnival campaign. 

Awards were offered for the best daily and weekly 
newspaper advertising promotion of the project. 

For the best School Carnival supplement or feature 
appearing in a weekly newspaper, a $100 United States 
savings bond was awarded Andrew Shoemaker, adver- 
tising manager of The Messenger, Covington, Ky. 

For the best School Carnival supplement or feature 
appearing in a daily newspaper, a $100 United States 
savings bond was awarded A. D. Addison, advertising 
manager of The Herald & News, Klamath Falls, Ore. 

For the best single advertisement developing the 
School Carnival theme, a bronze-walnut plaque has 
been awarded White & Leonard Company of Salisbury, 
Md. 

Three judges examined all the newspaper and store 
entries in New York on October 19 and unanimously 
designated the awards. The judges were: Howard 
Abrahams, manager, promotion division of National 
Retail Dry Goods Association; John Giesen, director 
of retail division, Bureau of Advertising, American 
Newspaper Publishers Association, and David Manley, 
editor of Modern Stationer and publisher of Modern 
Retailing. 

Efforts are under way to repeat the School Carnival 
project next year. 

j ——— So 


MASLAND APPOINTS SALES REPRESENTATIVE 
J. Norman Matschek and John N. Matschek, Jr., trad- 


‘ing as the Pacific Brokerage Company, have been ap- 


pointed by The Masland Duraleather Company as 
sales representatives for Duran all-plastic and Mas- 
land-coated fabrics in the Northwest area. The new 
Masland representatives are located at 15 S.E. 1lth 
Ave., Portland 14, Ore. 


—<« 


CHARLES WOLFF OPENS TEXAS FIRM 

Charles Wolff’s Office Supply was opened at Mc- 
Allen, Tex., recently under the ownership of Charles 
Wolff, veteran office supply businessman in the Rio 
Grande Valley for 20 years. The new store carries a 
complete line of office furniture, supplies, and busi- 
ness machines.—HORN 

- oo —__—_—_—_— 


NORTH CAROLINA FIRM RELOCATES 
The Carolina Business Machines Company have re- 
cently moved to a new location at 208 N. Trade St., 
Winston-Salem, N. C. Weldon Kelly and E. Paul Ken- 
nington are partners of the organization with Howard 
Johnson as service manager. 
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VINCE 


THE BIG NAME IN FILING EQUIPMENT 
@ EXCLUSIVE 


Concealed Safe Unit is a potented fea- 
ture available only to Invincible users 
because only the INVINCIBLE line of 
metal filing cabinets has it! It offers 








security for your valuables and confiden- 
tial popers in your home er office. 
Concealed Safe Units are available in 
the 2, 3 and 4-drawer filing cabinets. 
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Invincible Filing Cabinets 

You have a choice of four beautiful finishes: olive drawer size. All fittings are metal. Cradle-type 
green, grained walnut, grained mahogany and the drawer suspension gives you super-strength for max- 
new Modernaire gray. imum drawer load. See your Invincible dealer or 


All filing cabinets available in either letter or cap write Invincible Metal Furniture Co., Manitowoc, Wis. 
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with 
Mercury 
Products 


“4 Up go sales — down comes 
sales-resistance, when you handle 
these de luxe, nationally advertised 





| 
| 
| 





* 

: ¥ rollers and blankets. Priced no 
1? higher than ordinary equipment, 
y their wide reputation for superior 
. performance wins prompt accept- 
. ance from your customers. Once 


tried, Mercury products are in to stay. 
Your repeat business is assured by 
ag enthusiastic users. Inquire, today, 
about the big profit-making 

opportunities in the sale of 

Mercury-Graph rollers and 
Mercury-Lith rollers and blankets. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


The year 1948 has come and gone. In spite of some 
sloomy prophecies earlier in the year a number of 
dealers have reported a banner year. The district 
manager of one of the major typewriter companies 
with offices in Los Angeles reports the best year the 
office has ever experienced. An old-established firm 
in Pasadena, handling both typewriters and general 
office supplies, has been forced to add another truck 
only recently. Another typewriter dealer in Pasadena, 
a man who has been in the typewriter sales, rentals, 
and repair business for many years, likewise reports 
the biggest volume of business in the history of his 
hirm 

Generally speaking everyone is looking forward to a 
good- year in 1949. Of course the time has come to go 
out actively after business, not merely to wait for it 
to flood in through the doors and windows, but sales 
organizations are trained and keyed to this type of 
thing now, so there can be little doubt, barring war 
and catastrophe, that December 31, 1949, will see deal- 
ers and distributors still reasonably happy and still 
eating three good meals each day. 

This column during the year has reported a large 
number of new stationery stores and a number of 
large new business homes, some of them in Los Angeles 
on a very elaborate scale. There can be little doubt, 
as of today, that this development in the physical 
set-up in the industry, will continue. It is not thought 
likely that the recent damage to the citrus crop will be 
sufficient to hurt business greatly. 


* . * 





NEW TYPEWRITER STORE.—Standing in front of his new 
quarters is Kurt Fischer (right), owner of the General Type- 
writer Co., now located at 1105 N. Vermont Ave., Los Angeles, 
and his repairman (left), Charles Mickarty. The new store 
is completely modernized with new lighting fixtures and the 
new location is considered especially desirable as it is 
close to an important intersection with Santa Monica Blvd. 
. * ” 


On December 20 the Southern California Office Ma- 
chine Dealers Association held its annual election of 
officers at the Roger Young Auditorium. Paul Jensen, 
field secretary, reports the election of the following: 
president, David T. Ligon, Glendale Typewriter Ex- 
change, Glendale; vice-president, Hal Pettit, Light- 
ning Adding Machine Company, Los Angeles; secre- 
tary-treasurer, G. S. Brewer, Hollywood Typewriter 
Shop, Hollywood 

The retiring officers are Gordon E. Miller, Southern 


OFFICE APPLIANCES, February, 1949 










MARKING DEVICES 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 

SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 








RASTEWART 


EGO MANTA Ae 


80 DUANE ST.NEW YORK 7,N.Y 
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EVERY YEAR 


.. LISTO Ads Will Reach 
Over 58,000,000 Readers 
in '49 to Boost Your Sales 
Higher Than Ever Before! 


Saturday Evening Post, Colliers and 
Newsweek head the list of 32 national 
magazines that are scheduled to carry 
Listo ads for this year. They're bigger 
ads...harder selling ads, ads that are sure 
to create a big consumer demand for the 
Pencil That Writes on Everything. 

. Remember that Listo Pencils are used 
in almost every kind of work, in stores, 
shops, offices and in the home. They make 
a strong, clear mark on any surface. Leads 
don’t break. No sharpening. No broken 
stubs. 

SO FEATURE AMERICA’S FASTEST SELLING MECHAN- 
ICAL MARKING PENCIL FOR CONSTANT PROFITS. 


» 


IN UY COLORS 
RED BLACK 
BLUE GREEN 
BROWN YELLOW 


... See Your Jobber 


LISTO PENCIL CORP., ALAMEDA, 
CALIFORNIA « LISTO PRODUCTS, 
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| California Adding Machine Company, Los Angeles; 
Foster Bragg, Long Beach Typewriter and Desk Com- 
pany, Long Beach; and R. A. Maddox Hollywood-Bev- 
erly Typewriter Company, Hollywood. 

At this writing plans are being completed for the 
installation dinner dance ot be held January 29 at 
the Beverly Hills Hotel. H. Van Dalfsen, Beverly Office 
Equipment Company, is chairman of the banquet com- 
mittee. Other members of the committee are Norbert 
F, Meyer, West Coast Platen Company, Los Angeles; 
Ray Alba, Compton Office Equipment Company; Roy 
L. Sweet, Standard Typewriter Service, Los Angeles; 
and M. L. Moss, Moss Typewriter Company, Los An- 
geles. 


* * - 


Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, reports the opening of 
the following new stores: Ken’s Stationery, 1813 W. 
Verdugo Ave., Burbank, and the Pacific Court Station- 
ers, 628 W. 9th St., Los Angeles. Ken Cline is propri- 
etor of the first named and Jerome Polonsky is pro- 
prietor of the second. 

* . * 

L. J. Beiswinger, proprietor of the Pasadena Type- 
writer & Adding Machine Company, 1188 E. Colorado 
St., states that there has recently been an increased 
demand for R. C. Allen adding machines and that 
Sales have been very gratifying. Mr. Beiswinger also 
states that the repair department is literally swamped 
with work. 

* . . 

Ralph M. Alexander, proprietor of the Alexander 
Stationery Company, 1519 Vine St., Hollywood, and 
246 South Western Ave., Los Angeles, announces the 
retirement of Frank Lewis, who has been with the 
company for the past seven years. Mr. Lewis is suc- 
ceeded by Robert Naill, who for the past three years 
has worked for the company as an outside salesman. 

. + * 

The Brown Shop, 190 E. Colorado St., Pasadena, in 
order to keep up with its increased demand for deliv- 
ery service has added another new truck, according to 
Chas. W. Brentner, the manager. The colors are two 
tones of brown, a color scheme very appropriately used 
by the company in all its stationery and advertising 
matter. 

- +. . 

The Commercial Office Supply Company, 118 State 
St., Santa Barbara, is nicely settled in its new location 
at 523 Anacopa St. 

7 > . 

The Johnson Office Equipment Company, Santa Ana, 
has been sold to J. L. Pritchard and a partner. Mr. 
Johnson, the former owner, is moving to San Diego 
where he plans to enter another line of business. 

. . 7 


G. G. Ralls, district manager for the Royal Type- 
writer Company, 1034 S. Broadway, Los Angeles, and 


| Max Brown, assistant district manager, at this writing 


| York City, 


are planning to attend the Pacific Coast managers’ 
conference scheduled to be held in San Francisco, Jan- 
uary 28 and 29. Mr. Ralls reports that the Los Angeles 
office had an excellent December and that 1948 was 
the best year the office ever experienced. 

. + . 

D. C. Walker, head of the Systems Division of Rem- 
ington Rand, 711 S. Olive St., Los Angeles, reports the 
holiday visit to Los Angeles of Al N. Seares of New 
vice-president of the company and in 
charge of all systems of Remington Rand. Mr. Seares, 
who has been with the company for the past 27 years, 
began his career as a stock room boy in the Los An- 
geles office. 

While in Los Angeles, Mr. Seares visited his mother 
and attended to business matters up and down the 
coast. 

A new motion picture on filing, called “It Must Be 
Somewhere,” has been produced by Remington Rand 
for use in schools and business offices. It is a color 
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H-30 FOOT-POWER 
Engineered for High Speed 
Stapling in a wide range 


of Plants: 


Printing and Publishing : 


Paper Novelties 


Mass Packaging 
Mail Order Houses 





& 
& 
®@ Ladies’ Handbags 
= 
s 
s 


Box Making, etc. 


Mercury Engineers present a new group of foot- 
power machines for heavy-duty, high speed 
stapling. The model illustrated features a Mercury 
H30 Stapler mounted on a sturdy steel pedestal. 
Easy foot-pedal action assures extra-speedy 
operation. Loads 140 H30 high-carbon, chisel- 
pointed staples in 3 leg lengths /4”, 34”, '/2”. 
The entire unit has been precision-tooled and 
constructed for enduring efficiency. Backed by the 


unconditional Mercury guarantee. 


Foot-power machines are available with other 
types of L-19 and H-30 heads. Write for data. 


.  emgmmamaad cs Also for Latest Mercury Full-line Catalog 


in oll Mercury staplers — and in 
Mercury Stoplers onl? Patented 
removable head thot slips off in oa 





Consolidated Wire Products Co., Inc. 
145 Spring Street, New York 12, N. Y. 


es Me 
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The KORES PERMA- Silk RIBBON 


| 
WRITES WITH PRINT-LIKE QUALITY | 
Even a well-worn typewriter writes in new-look style with a KORES 
PERMA-Silk Ribbon. This long-lasting ribbon is a miracle of strength 
despite its extremely fine texture. The typewriter characters have a 





chance to make full, sharp, clear impressions on paper through car- 
bons because of the silk fabric. Consider the advantages 
of a KORES PERMA-Silk Ribbon. . 
e Quick, easy, and smooth erasures. 
e Lasts TWICE as long as an ordinary cotton ribbon, 


eliminating frequent cnnoying changes. 


Will not clog types. 
e Makes as many as TEN clear, clean carbon copies. | 
e Gives an appealing sharpness and clarity to corres- 


pondence. 


EXCLUSIVE DEALER FRANCHISES AVAILABLE 


The KORES PERMA-Silk Ribbon is made by the makers of 
KORES FERMUS Carbon Papers, known the world over. More 
than 25,000 dealers are featuring KORES products as the most 
scientifically advanced aids to better typewriting. For free samples | 
of KORES Carbon Papers and the details of an exclusive KORES 
Franchise, write to 


43-49 BLEECKER ST., 


-KORES Carbon Paper & Ribbon Mfg. Corp. New york 12,N. Y. 














No. 900 SUEDE Circular — the 

typists’ favorite soft gray eraser. 
No. 9000 SUEDE WHISK — the Suede 
eraser with new style brush. 

No. 120 SUEDE —all purpose eraser 
for ink and “stubborn” pencil marks; 
bias beveled for details; broad flat 
surfaces for cleaning. 





WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 











WORLD’S QUALITY STANDARD 
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film and very well done, according to Mr. Walker. 
F. G. Jacobson, an employee of Remington Rand for 
the past 23 years, died recently. Death was due to 
omplications following a fall which had resulted in a 
broken hip. He lived only a few days after the acci- 
lent. Mr. Jacobson is survived by his widow. 
> > > 


The Parker Typewriter Company, 56 E. Colorado St., 
Pasadena, has added an office furniture department 
and plans for changes in and modernization of the 
store are in the making, according to Robert Parker 
Jr. A complete line of steel office furniture by the 
Invincible Metal Furniture Company is carried. Robert 
Parker Sr., the proprietor, is enjoying a little respite 
from active business having turned over a large part 
yf the management to his sons, Robert Jr. and Warren. 

a - - 


Frank R. Marshall, Los Angeles manager for the 
Ames Supply Company, 417 Wall St., left by plane Jan- 
uary 12 for El Paso, Tex., to meet Hazen R. Ames of 
Chicago, president of the company. 

Mr. Ames and Mr. Marshall plan to spend two weeks 
calling on trade between El Paso and Los Angeles, 
making the trip by car. Mr. Ames was scheduled to 
leave the latter part of January for San Francisco and 
ther points in the northern territory, where he also 
planned to visit dealers. 

* 4a + 

G. R. Trefzger, proprietor of the Crown City Type- 
writer Company, 21 S. Garfield Ave., Pasadena, says 
that 1948 was a banner year and the best by far of 
any other year in the lifetime of the company. Rentals 
and service as well as sales were at an all time high, 
he states. Mr. Trefzger’s son, Gus. Jr., who has been 
working part time in the store while attending Pasa- 
dena City College will graduate in February and then 
become a full time employee. Another son, Robert, is a 
junior in the geology department at Stanford Uni- 
versity, Palo Alto, Calif. 

* . 7 

The January meeting of the Southern California 
Office Furniture Association was held in the Biltmore 
Hotel on January 10 with 34 present, representing 25 
different firms. Guests included Mrs. Sam Paull of the 
Eastern Cabinet Company, Phil Blair of the Philip J. 
Blair Company, E. H. Kaplan of the Hygrade Office 
Furniture Company, Fred Mamey of the Sam Yocum 
Company, L. D. Mills of Hopper’s Office Furniture Com- 
pany, and Louis Bursk, guest of and successor to the 
R. W. Schulze Company. 

Henry Damon of the firm of Myers and Gordon, 
insurance brokers, was the speaker of the evening 
and was introduced by Herman Klein of the Miller 
Desk and Safe Company. The subject discussed was, 

What Every Businessman Should Know about Busi- 
ness Interruption Insurance.” 

The of the evening was spent by the 
members in an open discussion of immediate problems 
of business, Sam Yocum, president, directing the dis- 


cussion. 

A motion was made by Floyd Fenn, and seconded by 
Abe Segal that the Southern California Association 
become affiliated with N.O.F.A. National association 
dues of $3.00 per member will be paid out of the 1949 
membership dues. President Yokum asked dealers in 


charge of programs for the coming year to solicit the 
suggestions as well as the services of manufacturers 


and manufacturers’ representatives, who are members 


tne asso 
a * * 

Fred W. Neuman is again associated with Roy L. 
Sweet, proprietor of the Standard Typewriter Service, 
1929 W. 4lst Dr., Los Angeles. Mr. Neuman retired two 
years ago last August after spending many years in 
the typewriter business. During these two years he 
ind Mrs. Neuman have enjoyed a number of trailer 
trips. These ps included excursions through Canada, 
New York state, then on to Florida, thence through 
ther southern states to New Orleans. Last summer, 
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AMES SUPPLY 
COMPANY 


MANUFACTURERS — DISTRIBUTORS 


* 


TYPEWRITER PARTS 
PLATENS 
ACCESSORIES 


Ames Quality Accessory Items 


* 


@ True-Mark Felt Typewriter Pads 
@ True-Mark Stenographers’ Cleaning Sets 
®@ True-Mark Liquid Type Cleaner 
@ True-Mark Plastic Type Cleaner 
®@ Gold Crest Ribbons 

© Gold Crest Stencils 

®@ Gold Crest Duplicator Ink 

® Gold Crest Correction Fluid 

® Gold Crest Wrinkle Finish Polish 
®@ Peerless Rubber Typewriter Keys 
© A. W. Faber Erasers 

® Toledo Guild Typewriter Stands 


For Quality Accessories 
Specifically Request Above Items 


AMES SUPPLY COMPANY 
564 West Randolph Street 
Chicago 6, Illinois 


BRANCHES 


37 Murray St. 
New York 7, N. Y. 


1913% Commerce St 
Dallas 1, Texas 


191 Cain St. 
Atlanta 3, Ga. 


583 Market St. 
San Francisco 5, Calif. 


417 Wall St. 
Los Angeles 12, Calif. 


Agents in the Principal Cities 
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if the Chair 
is a 


Ihe Tavlor line has ten 
Desk 


Chairs to cover every office 


models of Posture 


requirement of styling. 


model and job. 


Actually. there is unlimited 


sales opportunity for you 


, . i ii adeadl 
in Tavlor Posture Seating. 


Group lfavlor Comforta- 


ble-Posture Chairs. Display 
them together. Sell them 


8850146 


together. Buy them to- 





gether. The Posture Grouping not only offers cus- 
tomers better selection. but increases the number of 


chairs sold. 


4sk for the new Tavlor Chair Catalog. 
{sk for the seven 12 page Tavlor fold- 


ers. Ask, too, about open territory. 





The‘Taylor Chair Company 


FOUNDED 1816 





| THE TAYLOR CHAIR COMPANY, Bedford, Ohio 
; Date 
| Please send dealer proposition and open territory | 
| Name........ 
| Address | 
= State | 
| By coucsccesces pavee Position | 
© actesee enews erewaseserene es eee ewe ee eel J 


the couple took another trailer trip through the Mid- 


| dle West. They visited for some little time in Wiscon- 


sin, their former home state. Before this temporary 
retirement Mr. Neuman and Mr. Sweet had been part- 
ners for eight years. ; 

G. A. Floyd has opened a store known as the Pro- 
gressive Typewriter & Adding Machine Company at 
3320 Imperial Highway, Linwood, Calif. Mr. Floyd was 
formerly with the Allied Office Machine Company at 
4069 E. Gage Ave., Bell, Calif. 

—<« 


BURROUGHS APPOINTS J. FRED KUHN 
J. Fred Kuhn has been appointed manager of the 
Toledo, Ohio, sales and service branch of the Bur- 
roughs Adding Machine Company. He joined the firm 
in 1928 as office manager at Hagerstown, Md., and 


—: a 














J. FRED KUHN 


transferred in 1930 to Lima, Ohio, and then to Toledo 
as office manager, a post he held for five years. In 
1938 he entered sales as a supervisor in Toledo and in 
1944 he was named branch manager at Evansville, 
Ind., a post he held until his transfer to Toledo.—AK 


—-<- 


SALES HOLDING UP, ACCOUNTANTS FIND 

Sales of the business machine industry are con- 
tinuing to hold at record levels but from here on the 
boom must be sustained by salesmanship. 

This was the consensus of local executives of busi- 
ness machine manufacturers who attended the two- 
day annual business machine show sponsored by the 
Buffalo Chapter of the National Association of Cost 
Accountants in Memorial Auditorium, Buffalo. 

Most of the executives pointed out their field has 
switched over to a buyers’ market after witnessing 
a sellers’ market since the end of the war. 

Richard J. FitzMorris, division manager of Diebold, 
Inc., said sales in the Buffalo area have doubled this 
year. “We look for business to hold up as more com- 
panies streamline their offices with improved methods 
and systems to reduce costs,” he said 

“The outlook is good,” said Branch Manager Elmer 
Shaver of the Burroughs Adding Machine Company. 
“The company still has a $72,000,000 backlog of 
orders.” 

Marvin Bush, system division manager of Reming- 
ton Rand, Inc., said “there is more sales resistance but 
there is a tremendous amount of buying.” 

Twenty-nine exhibitors displayed the latest office 
equipment at the show.—GET 

Se 
BAY CITY FIRM ADDS NEW DEPARTMENT 

The Tribune Printing Company, Bay City, Tex., has 
added a new department for the handling of a full 
and complete line of office supplies, stationery and 
furniture. It is planned, also, to carry both new and 
used office machines. 


This department direction of 


will be under the 


| L. H. Tilford. 
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...@ full line : 
AVAILABLE NOW! " 
* 
o 
ere’s an AICO Index perfectly adapt- 
ed to any use. So fill your customer's e 
: indexing needs from the full line of e 
<2 AICO Indexes and AICO-Grip Insert- 
(= able Index Tabs. These quality in- ° 
\ jexes come in colorful packages ° 
\e labeled so that customers can visu- 
alize the exact contents. Their quick : « 
turnover mean yreater profits for ° ® 
you 
yc + © 
For time-saving efiiciency — it’s 
AICO Indexes, manufactured by : . 
Index specialists with over forty e 
\ years of experience designing : 
and making durable indexes * 
that stand ur; inder hard ° 
service = 
! ° 
Send for New Desk Pad Catalog amici ad 
and New Index Catalog “ 
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Chicago Sales Office: 
336 So. Jefferson St. 
New York Sales Office: 
10 Thomas Street 


























Modei 95 
Outstanding in 
multiple move 
ment machines 





Model 35 
Most popular in 
combined num 
bering and dat- 
ing machines 






Model 53 
The superior die 
plate dater. 


Model 37 


Leader in lever 
action machines 











FOREMOST IN THEIR FIELD 
PRECISION BUILT 
GUARANTEED 


Model 49 


Foremost in the 
low price field. 





ROBERTS FOR NUMBERING 





The most versa- 


ROBERTS NUMBERING MACHINE CO. = :ccrtc 


700 JAMAICA AVE. BROOKLYN 8, N. Y. 
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\) VISIBLE DECIMAL and CREDIT BALANCE 
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dri ve ‘The Multiplication Key automa 
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for stepe itiy ition as the motor bar 
is prs pre inating another manual oper 
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EXCLUSIVE DEALERSHIPS AVAILABLE 


Our National distribt s the addition 

ew de ale ahi Ips In some communitrt asteuetho: discounts 
are allowed All machine " ‘ intee for ear 
against deteele in parts and assem! 


parts always available for service 


FOR DETAILS ABOUT THE SIX 
Ch es mail this coupon 





Second Ave. Bidg., Seattle 4, Was! 
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529 So. Franklin St 


(Be loided 


YOU INCREASED 
SALES AND PROFITS 
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CARBON PAPERS 


TYPEWRITER CARBON BILLING CARBONS 
FAN-FOLD CARBON PENCIL CARBONS 
CARBON JACKETS REGISTER ROLLS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS 


Bookkeeping Mach. Ribbons ADDING Mach. RIBBONS 


HECTOGRAPH SUPPLIES 


HECTOGRAPH CARBONS MASTER UNITS 
HECTOGRAPH RIBBONS DUPLICATING FLUID 
Hand Cleansing CREAM CORRECTION PENCILS 


, mF 


401 Wood St 270 Lafayette St 
Pittsburgh 22, Pa. New York 12, N.Y 
Factory: Loraopolis, Pa 


Chicago 7, Ill 
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REGON RAI ALS 


Wilson G. Turner, Correspondent 


The first of this column is last month’s aed 
see, I did nake the deadline. 
* * * 
An old friend on the coast, Frank M. Von Ritter, of | 
Stationers Loose Leaf, passed away on November 15 
ifter a short illness 


7 a . 


Russ Stevens of the Carter’s Ink Company was in 
a hospital in Portland, Ore., for a while. He is now 
O.K 

~ > > 

The Zellerbach Paper Company has a new stationery 

manager, William Harrington, formerly with Stockwell 


and Benning. Herb Thomas will now be able to devote 
his entire time to buying. 
> ” 


0. T. TF. had a 
ber 29 at the Earlington Inn in Seattle. Thirty-seven 
persons attended. (I’m still trying to find out why the 
odd number Each girl was given a corsage of baby 


orchids and the place cards were small wind-blown 
pine trees that most people took home to put on their 
mantel. The center piece and door prize was a ming 
tree, which was won by Clarice Pillsbury. She said 
she knew her dog, Jip, would enjoy it. Two days fol- 
lowing the dance we had our annual meeting and 


poker party attended. A wonderful time 


Seventeen 
was had by al 


. . * 


Those of you who know Charlie Buchs of the Eagle 
Pencil eet stating might be interested in knowing that 
his girl friend is a champion wrestler. Honest!! 


> e * 


should be a warning to manufacturers who 
managers out to the West Coast! 
was sales manager for Speed Prod- 


This 
send their sales 
Stan Webb, wh 


icts, came out to work with Earl Howe, their north- 
west representative. Stan liked the West Coast so well 
that he resigned and moved out here to live. 
~ > 7 
Did you hear that E. J. Chapman is back in the 


ess 


? He bought back the old store in 
313 S. W. Fifth, Portland, Ore. 


. > * 


representaive for National Blank Book 


stationery busin 
the same location 


Ed Moore, 
Company, 
birth to a 5%-p 


is a 
girl on January 5. 


son of Ben Schulte, stationery buyer for John 
Spokane, had an experience the other 
Ben quite shaken. Ben and the family 
town but his boy had stayed home and 


und 


The 
W. Graham i 
day that left 
were down 


was going to take the car to call on a friend, and then 
later pick up the famfly. He started the car in the 
garage and before he could get out and open the 
doors he passed out from the fumes. Fortunately, in- 
stinct made him reach out and turn off the ignition. 
About two h later he revived, staggered to the | 
back door and lapsed again as the cold air hit him. 
He fell into the w but finally revived long enough 


nto the house, where he again lost 

time after this, Ben and the 
Ben unlocked the front door and, 
he found his boy standing there in 
ulator squad was called to administer 


drag himself 
consciousness 
family came h 
as he opened 


The 


oOome 
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very successful dinner dance Novem- | 


brand new papa. Ruthy, his wife, gave | 
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POSTCARD FEEDBOX" 


on Foolpronb! 


EASY AS THIS!— 


@ Snap FEEDBOX in position on HART Mimeo- 
graph, postcards automatically stack when 
placed inside, then let ’er go!! 


@ “Now running postcards is a pleasure,” 
say HART Mimeograph operators. “Thank 
you for inventing the new and revolutionary 
POSTCARD FEEDBOX!” 


Write or Wire for complete information about this 
amazing new attachment, and about the efficient 
HART Mimeograph with its many exclusive features. 
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DEALERS 


Now is the time 
to restock with 


STORMS 
PRODUCTS 
INKED RIBBONS 


CARBON PAPER 
CARBONIZED ROLLS 








HERE IS YOUR CHECK | 


| 2 
HIGHEST 
QUALITY CARBON PAPER 
Typewriter 
Pencil 
- Billing 
Saddleback or Reverse 
Prompt Speed-o-form 
‘— Hectograph 
Efficient Stencil 
* Binder 
Service Jacket 
Book 
e One Time 
Special Strip 
Specializing For Oxalid process 
in 
a INKED RIBBONS 
packaging for 


under dealer’s Typewriters 


sivate i int Adding machines 
pre pee Billing machines 


Bookkeeping machines 


e Addressograph 
Dupligraph 
“The Complete Speedaumat 
Multigraph 
— 
Line Multilith 
Daters 


Stands the test 


Time clocks 
of time. Flat bed presses 


Special purposes 


CARBONIZED ROLLS 


for 

Adding machines 
Bookkeeping 

Elliott Fisher Billing 
Autographic register 





: ‘ Tailor marking 
~~ 


A 
CORns ereR® 


Neon (asbestos) marking 
Teletype 
Elliot+ Addressing 


Manufacturer to the Dealer Trade Exclusively 


H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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oxygen more than an hour. The boy is fit as a fiddle 
now and everyone is very thankful. 
* . ” 

I found our very good friend, Miss Bertha Sager, 
formerly of John W. Graham, Spokane, working for 
Shaw Borden Company, Spokane. 

> * > 


Harry O. Budd of the McKee Printing Company in 
Butte, Mont., died recently. Mr. Budd was a grand 
person and he had a lot of friends who will miss 
him greatly. 

- - . 

The O. T. T. President, Bob (Flakey) Davis, repre- 
sentative for Oxford Filing Supply Company, got a 
new 1949 Mercury. It seems that one of the first 
things he did with it was to have an accident. As 
though that wasn’t bad enough—the accident was with 
a policeman’s car! 

—-e 


COMPLETE BURROUGHS PLANT EXPANSION 

Physical expansion of the Burroughs Adding Ma- 
chine Company, Detroit, Mich., announced exactly a 
year ago, has now been substantially completed, John 
S. Coleman, president of the company, said recently 
in a letter to Burroughs stockholders. 

Four projects involved in the program have been 
completed and are now in operation—the new building 
housing the Detroit sales and service branch and field 
representative school, the defense plant corporation 
factory purchased for the production of springs and 
motors, the addition of a complete floor to the main 
plant for modern painting facilities, and an addition 
to the Plymouth, Mich., plant now devoted to the 
manufacture of office supplies. 

“In addition to the physical expansion of our prop- 
erties,” Mr. Coleman said, “and even more important, 
we are conducting a continuing program of replacing 
machinery and equipment in all our plants, in order 
that our facilities will be among the most modern and 
efficient in the country. 

“Our engineering and research activities have also 
been substantially expanded, and we have undertaken 
a long-range plan for creating new products to main- 
tain Burroughs’ position of leadership in the business 
machine industry. 

“Our marketing organization has been expanded and 
strengthened both here and abroad, with some 500 
new salesmen having been carefully selected and 
trained to serve the growing needs of business for 
mechanized accounting equipment.” 

x. 





SUN RUBBER EMPLOYEES HONOR MANAGER.—Employees 
of the Sun Rubber Co., Barberton, Ohio, recently honored 
T. W. Smith, Jr.. general manager. on completion of his 
twenty-fifth year with the firm. Mr. Smith was instrumental 
in founding the company in 1923. C. C. Lile (left), factory 
manager, presents a handsome desk clock set on behalf of 
the factory operating committee. Personnel Manager Phil 
Stewart displays a gold watch, gift of salaried employees. 
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way proof 


that this amazing 
Addometer 
ADDING MACHINE 


Sells for 






NO OTHER ADDING MACHINE 
CAN MATCH ALL ITS ADVANTAGES! 


The Addometer is the perfect portable—compact, easy 
to use, easy to carry—only 1114 x 2!4 in. size, 14 oz. 
weight. Fast, simple, accurate operation——adds, has di- 
rect subtraction, multiplies. Has 8-column capacity 
models available to handle fractions, feet and inches as 
well as whole numbers. Features single stroke dial clear- 
ance. Combined with 11-in. ruler, handy stylus com- 
partment. Fully guaranteed for one year. Does every- 
thing many higher priced adding machines will do! 


NO OTHER ADDING MACHINE 
GETS THIS USER SUPPORT! 


Listen to what users say: “Invaluable’’, “Can’t get 
along without it!,’’ “Superior to any like it’’, “‘Does 
everything you say it does’’, ‘‘Wonderful machine to 
have’’, “Use it all the time” . and more, taken at 
random from our files. That's evidence of popular, con- 
sistent demand! Everyone who works with figures is a 
prospective Addometer user. 


NO OTHER ADDING MACHINE 
OFFERS THIS DOUBLED PROFIT! 








On every Addometer you sell you make double its 
cost to you—profits ranging from 49“; to 51%, de- 
pending on quantity purchased. And-—-Addometers 
sell on sight—profits come fast! 


NOW'S THE TIME to get into this highly profitable add- 


ing machine business. Write TODAY for complete in- 
formetion—ask for Addometer Profit Bulletin No. A-2 


Reliable Typewriter & Adding Machine Company 
303 W. Monroe Street - Chicago 6, Illinois 


213 






























TMUM : ExPec 
3 ProwEst : ULTruAz 20M, 
ee: “VAARPNESS :Anp *: 0, : 
Hay bY WOM NUMBER : 5, F ie Way 
og we Bea he 



















SS BE 
és ess 
aM 

£5 





z, 


EXBCUT IY. 
hana Sones 
<i ee 


Poe 
Ress 


eat 


LITTLE 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements. 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY YEARS constant 
adherence to the above 
policy has created confi- 
dence and good will which 
means much more to our 
dealers than price and ;*" 
selling promises. > 


Write for details and samples. 





“QUALITY EXCLUSIVELY SINCE 1888” 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 





On to Oklahoma City, everybody, March 31, April 1 
and 2 for the greatest NSA Regional meeting of the 
history. Awaiting you will be an outstanding business 
and entertainment program and lots of fun for the 
ladies. Hotel reservations must be addressed to Miss 
Gertrude Slaydon, P. O. Box 1154, Oklahoma City, 
Okla. 

| ” o * 

It is with regret that we learn of the resignation 
of C. W. “Larry” Payne, for the past few years the 
American Lead Pencil Company representative in this 
area. Larry is joining a firm of toy manufacturers as 
traveling representative. 

co +. 

A bit late, but nevertheless still news to many: John 
Wachtler, general manager of Omaha Printing Com- 
pany, Omaha, Nebr., suffered a fractured ankle while 
hunting in Canada late last year. Rumor had it that 
it was his elbow, but the accident was due to rough 
terrain and not rough company. Another victim was 
Ben Stiefler of the same firm, who, with his wife, drove 
off the road. The auto turned over and Mr. Steifler 
suffered a broken pelvis. Witnesses marveled that they 
came through alive. Mrs. Stiefler suffered minor in- 
juries. We learn that all parties are about recovered, 
which is good news. 

7 + ~ 

The Kansas City chapter of the Midwest Travelers 
Club gathered around the luncheon table at the 
Muehlebach Hotel on Monday, January 3, for a most 
enjoyable and interesting get-to-gether. Roy Wood, 
the Esterbrook man, engineered the arrangements and 
succeeded in bringing the attendance to 17. Midwest 
Secretary Dan MacDougall gave a very complete report 
on the November pre-convention meeting at Oklahoma 
City. Other interesting club matters were discussed. 
It is hoped that a similar meeting will soon be held 
by the St. Louis contingent. Similar meetings of the 
members living in Oklahoma, Nebraska and Wichita 
could prove interesting and beneficial, if one good 
member in each locality would take the responsibility 
to start the movement. 

* 7 - 

It is good to hear that Julius Banta of Southwestern 
Stationery & Bank Supply, Lawton, Okla., came 
through a recent operation for a back injury and is 
recuperating at home, where he will be confined for 
several weeks. A card of good cheer to Julius might 
help him on his way. 

> + * 

A surprise to many was the sudden change in the 
Schooley Printing & Stationery Company organization 
when Roger Garver, vice-president and sales manager, 
was succeeded on January 3 by W. E. Tucker as sales 
manager and manager of the office furniture depart- 
ment. Mr. Tucker spent some 22 years with the Hall 
greeting card firm where he reached the position as 
sales manager. Mr. Garver has not announced his 
plans for the future. 

> - * 

Another change in Kansas City, late in 1948, was 
that of Henry Hancock, for many years a salesman 
for Schooley, now selling for the Crowley-Reuter 
Stationery Company in Kansas City. 

> * * 

You will read elsewhere in this issue of the eightieth 
birthday of Bob Crowley, president of the Crowley- 
Reuter Stationery Company, who is the most energetic 

| and agile man of his years we know. Bob enjoys ice 
| figure skating twice weekly and is an ardent tennis 
player as well as an enthusiastic member of Optimist 

International and a successful stationer and printer. 
| Our heartiest congratulations to a fine gentleman. 


. * * 


The Gallup Map & Stationery Company, Kansas 
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More and more DEALERS back che CHAMP or smooth, 
jast action in Sales and Profits! 


2%" DEPTH AFFORDS 
MAXIMUM CAPACITY 


ALUMINUM 
DESK TRAY = 
STREAMLINED 

STANDING on the pedestal of popularity “THE 


CHAMP” is by far the finest desk tray on the 
market t y 









































SATIN SMOOTH 
The graceful streamlined design together with CORNERS FOR 
the rich baked enamel finish combine to make GUARANTEED SAFETY 
this tray a we me addition to any office. 
The solid one piece construction of heavy gauge 
aluminum affords the utmost in strength, dura- cut OuT TO 














GIVE 


bility and service. Another feature of these trays EASY ACCESS AND AVOK 
which is most important are the four soft rubber FUMBLING FOR PAPERS 
feet. No f f scratching the most expensive or 
highly polished desk. These feet are not glued or 


pasted on securely eyeletted so that they — 
cannot come ff RUBBER 
THE CHAMP” is now being sold with increas- | FEET 














ng success by al ading stationery, office equip- 
ment and off furniture dealers throughout the 
United State When your customers ask for desk 
trays, why not introduce them to “THE CHAMP.” 


FIVE FINISHES 


7 F : : MAHOGANY ~ WALNUT -~ GREEN 
Write today for illustrated circulars and GRAY- SATIN FINISHED ALUMIOUN 
complete information on dealers prices 


and discounts. AVAILABLE IN LETTER AND LEGAL SIZES 





95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 Dept. A 





No. 105 Price $3.50 
Combination Stapler and Tacker 
Temporary and Permanent Stitch 
Loads Standard Staples T FE Vy FE 4 y 
‘ No. T-32 Price $8.50 
Heavy Duty Tacker 
F we | C FE R A N G bt Double Leverage Smooth Action 





\ Stapling Machine Is Only As Good 
\s the Staples It Uses. Use Only Gen- 
uine Arrow Staples For Better Stapling 





No. 203 Price $4.50 Per formance. No. P-22 Price $6.00 
Combination Stapler and Tacker Heavy Duty Hand Plier 
Loads Standard Staples Easy Operating Leverage Action 


SLIGHTLY HIGHER IN THE WEST AND CANADA 








BrRrow FaAasTeEnNeERe COMPANY... INC 


30-38 MAUJER STREET - EVergreen 17-5144 . BROOKLYN 6, N. Y 
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Our club chairs CLUB CHAIR 3500 


are masterpieces in 
finely designed 
and finished office 
furniture ... write 
for complete 
new catalogue 
CLUB CHAIR 780 TODAY 


0 Se COMPANY: INC. 
127-133 BLEECKER STREET, NEW YORK 12, N.Y. GRAMERCY 7-5661 




















































STILL EASIER TO SELL Sage 
_ 


} 
**Vermiculite” makes Sentry the most fireproof 
sentry appeals to the eve as well as the pocketbook and sound judg- 








low-priced Safe on the market 


ment of what is truly becoming a huge mass market. 


Farm and home owners who fear loss of valuables through fire or 
theft. who find use of safe deposit boxes burdensome with detail and 
red tape. are easily sold when told of Sentry’s added insulation ad- 
vantage, of Sentry’s extra foolproof and theftproof features. Sentry 
appeals to women, too. because of its smooth, round, undamaging 
corners and handsome metalescent finish. 


Write now for full details. 





DIMENSIONS 


Outside 244%” x 17144” x 17! 
Inside 15” x 12” x 124” 


" BRUSH-PUNNETT CO. 


seNtey 545 West Avenue, Rochester 11, N.Y. 
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City, Mi 


laS part) 


tained employees with a grand Christ- 
the evening of December 22. All families 
employees were invited and gifts were presented to 


Clifford W. Talty, vice-president of the firm, was 
ehart 


1 charge turn introduced Carl Schutz of the 
Eagle Pe1 Company, who then presented Mrs. Pat 
Gallup, wwner of the business who was an 
honored guest and the recipient of a beautiful arm- 
full of roses from the officers of the firm. It was a gala 
evening 

Art Pfister, Smead Mfg. Company purveyor of per 
onality, spent the holiday season at his new home at 
Aspen, Col ying winter sports. Art has a very 


! invited all his many friends to visit 
him and ¢ the fruits of his larder, the beautiful 
Colorado 


surrounding, and the summer or 
winter sport f the season. Thanks, Art, you can 
xpect loa f guests 
. . > 
The Chri is holidays found several of our friends 


alled from their homes to attend sales meetings of 
their employe! Among them were: Lyle Turner to a 
Sheaffer Pen Company meeting in Chicago and Carl 
Schutz, Ea I il Company, to a Minneapolis meet- 


* 


Mr. and Mrs. Ray Baldwin of the Gallup Map & 
Stationery Company in Kansas City, Mo., enjoyed 
ay visits in Minneapolis and St. Cloud, 
nbers of their families and old friends 


* 


The Dan MacDougalls of the Stationers Loose Leaf 


Company, wound up an Oklahoma and Texas business 
trip at Texas State College for Women where they 
picked up daughter Donna Lee to take her home for 
the holida 

WwW alte r Rue dy f S. G. Adams Co., St. Louis, and his 
harm é spent Christmas week with their 

la ughte! ind family in Eldorado, Kans. 
Another great Christmas party in Kansas City was 
that of the Geo. E. Baird & Son Company on the eve- 
yr of December 22 with dinner at the Hotel Muehle- 
bach fol 1e families of all employees. Paul Baird, 
wner of the business, was ably assisted by Miss Vivian 
it a most happy 


Fairow and gifts and fun for all made 


* 


Edward A. Holscher, president of the E. A. Holscher 
Office Fur1 Company, St. Louis, Mo., announced 
that on Janu 3 he sold a considerable interest in 


Messrs. Ed Beckman and Dale Wernig, 


mer he the office furniture department of 
Skinner & Ke edy Stationery Company, St. Louis, 
Mo. The H firm will henceforth be operated by 
he three all of whom are thoroughly ex- 


perienced { ire men with established followings. 


Che firn nd sells the lines of the Metal Office 
Furniture ( pany, Shelbyville Desk Company, Stow 
& Davis Furniture Company, Shepherd Chair Com- 
pany, Sm«e M Company and others. All good 
hes to t e three fine people for a most successful 
} " ; y } 
lap] ership 


> 


working, young fellow of not too 


ich avoirdu who was covering a good part of this 
iwest fi e-too-well-known paper house? He 
ed in O raveled almost continuously and won 
his way int hearts of all the trade and travelers 
intil it wa ent that he was doing a most com- 
mendable his employer. That was many, many 
years ago. T we find him with palatial offices in 
the heart of Chicago; a vice-president of his company 


a national figure in our industry; 
creased avoirdupois, but still holding 
s own in any company. Remember him? He’s Ed 
Conlon of R Barnes Company. Ed is celebrat- 


charge of sale 
‘onsiderably 
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Prompt Delivery 


Adjustable Steel 
SHELVING 


and 


UNIT BINS 


Both Open and Closed Types 





Standard 
and 
Special 
Sizes 


Moderately 
Priced 
tor 
Every Need 


Shipped 
Knocked 
Down. 
Easily 
assembled. 








SPECIAL 
ORDER 
DEPT. 
will 
tabricate 
any type 
of needs 
that you 
can’t get 
elsewhere No. 101 CLOSED UNIT 





No. 100 OPEN UNIT 
Economical. All standard 85" high. Bins 12, 18 of 











shelf sizes available. 24 
Angle iron up- 
rights, punched 
1/"' on center 
for easy adjust- 
ment. Can be 
furnished with 
base-strip and 
sway braces. 
Shelf reenforce- 
ments for extra- 
heavy loads. 


high by 36" wide. 
Standard 
depths. Divid 
ers snap in, 2" 
bin fronts. 
Number & sizes 
of openings can 
be varied ac- 
cording to in- 
dividual needs. 
Label-holder on 
front of shelves 
for quick iden 
tification of 
contents 































No. 1946 CARD FILE 
WORK ORGANIZER 


New type. Alli-steel. 3 re- 
movable filing card trays, 
partitioned to accommo 
date 9 rows of 3 x 5’ 
cards, protected by individually 

opening covers. Card trays can be 

made for larger special size tabulator 
cards, etc. Size: 54" long, 28" wide, 32" high. 
Weighs less than 100 ibs. Castors-mounted 
easy portability 








Write for Dealers’ Prices and Illustrated Circular 


HILCO MFG. COMPANY 


1721 NORTH ELSTON AVE. CHICAGO 22, ILL. 
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AM@RICAN 


NUMB@ KING*MAC RINGS 


For All Special Requirements 


3 MOVEMENT—5 MOVEMENT 
—LEVER NUMBERING MA- 
CHINES—CARBON COPY 
NUMBERING MACHINES— 
HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
MARKERS—SPEED SET LOT & 
PIECE NUMBERERS—SPEED SET 












VISIBLE 
NUMBERS 


Us 
Falls, yors 








YARDAGE MACHINES — SPE- 
CIAL MACHINES ON PLAT- 
FORMS. 


Please give full details and 
mention reference numbers 
shown below on special re- 


654321 


Facsimile impression 
quirements. Write for latest folders describing 
all models. 





w 44, ||" L2345 
;  173ae6 ||" 654321 

| 423456 ||uc 654307 
193456 ||» 1,234,567 
: 423456/|" 54321 
» 123456] 12345 
» 123456]/» 12345 




















Ref. 


201 ~VM17162A 
2 610-123-456 
203 54321 
24 6 CREDIT 5.43215 
25 3456 BRANCH 1235 
206 654 1234 


” 1294s 


208 
FIVE SIX SEVENEIGHT 


209 412131415 
710 JAN 251945 12345 











AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN 8, N. Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 
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ing his thirtieth year with that firm and that is an 
enviable record and a fine example for the younger 
as well as many of the older men of our acquaintance. 
Congratulations, Ed. May you wind up another thirty 
in good health and happiness. - 

7 . * 


The Robert Kieth Company, Kansas City, Mo., sold its 
office furniture department recently to Duff & Repp 
Company of that city. J. H. Carter is in charge at Duff 
& Repp, having taken over following the sudden death 
of Ed Stricklett about a year ago. 

The Stationers Association of Greater St. Louis held 
their regular monthly evening meeting on January 17 
at the York Hotel. Bob Duebelbeis of National Cover 
Company was the entertainment chairman and intro- 
duced Tom Dowling, assistant circuit attorney in St. 
Louis, who spoke on the duties and activities of law 
enforcement as pertains to his office. Following Mr. 
Dowling were short talks by John Wahlen, who was 
in St. Louis pinch-hitting for his territory man, Rus 
Ragan, American Pad & Paper Company, who, all re- 
gretted to learn, is confined following a recent illness; 
Mr. Cox of Parker Pen Company, who was introduced 
by Clarence Ezel of the same firm; and Mr. Jaffee of 
Artistic Desk Pad Company. Conspicuous by his ab- 
sence was Izzy Voda of Wallace Pencil Company, who 
was reported unable to attend because of being too 
busy completing plans for his wedding to Miss Mar- 
garet Wuertz on Saturday, January 22. The new home 
is completely ready and they plan to occupy it imme- 
diately after a small wedding which will be witnessed 
only by the two families and close friends. 

* om : 

Austin Waterbury of the Carter’s Ink Company, for- 
merly of Kansas City, is now district sales manager 
with offices in Chicago and has moved his family to 
Evanston, Ill., where he states they are getting happily 
settled in their new surroundings. 

& + a 

Guy Boyd, assistant sales manager of Shaw Walker 
Company, was busily engaged in Kansas City early in 
January where he was completing plans for sales meet- 
ings for his dealers throughout the Midwest. 


. * « 
The Barrett Mitchells have an added attraction in 
their family. Miss Patty Lou opened her eyes upon 
this world January 5 to join her sister, Penny Lee, who 
has reached the old age of 15 months. The father 
represents the Invincible Metal Furniture Company. 
* * ~ 


Among visitors to Grand Rapids, Mich., factories in 
January were Paul R. McCollem, his wife Hazel and 
Bill Klump of the P. R. McCollem Office Furniture 
Company, Kansas City, Mo., and J. L. Wren of The 
House of Wren, Oklahoma City. The Indiana office 
furniture factories were visited by the Holscher triplets 
of St. Louis, E. A. Holscher, Dale Wernig and Ed Beck- 
man. Mr. and Mrs. F. K. Adams of S. G. Adams Co., 
St. Louis, joined the group of Missourians on the 
Governor Smith special train to Washington for the 
inauguration in January. Governor Turner of Okla- 
homa and his party, which included Ted Warkentin 
of Southwestern Stationery & Bank Supply, Lawton 
Okla., had a car on the same train. 

~ - . 

John Lathrop, F. S. Webster Company, and Walter 
Kane, National Blank Book Company, with Maurie 
Mann, Sanford Ink Company, Roy Wood, Esterbrook 
Pen Company, Carl Schutz, Eagle Pencil Company, 
Messrs. Paddock and Krohne of American Lead Pencil 
Company, and Dan MacDougall, Stationers Loose Leaf 
Company, were seen by your correspondent in Kansas 
City in January, each busily doing his job for his 
factory. It is our hope to make another trip in Jan- 
uary to meet old friends again, many of whom have 
kept me in touch with happenings by their most 
welcome letters these past months. 


OFFICE APPLIANCES, February, 1949 



































WHERE SCIENCE “GOES TO TOWN” 
ON TUNG! 


Visual Work Field 
by Sight Light 


Provides an Adjustable 
Controlled Light Source 
Affording Correct 


“BRIGHTNESS DISTRIBUTION" 








The Pad Which Is Part of Complete Unit Is a Grained Beige Linoleum 
Eliminating Reflected Glare and Eye-Tiring Contrasts 


List Price, West of Rockies, 
$4,500 Dimensions of “Visual Work Field’—24’x38” $4,750 


Sight Light Sales Division 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 Greenwich Street New York 8, N. Y. 
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CHECK THESE 
EIGHT HILCO 
FEATURES: 


Front Peper Stop. Assures Accurate Registration. 


. Automatic Roller Release. Eliminates Smudged 
Sheets. 


. Automatic Counter. Counts only printed sheets. 
. Enclosed Drum. Automatic Inking. 
. Hileo Slipsheeter can be attached. 


$5922 Plus Tax . Automatic Feed. 


- Paper Push utomatically lifted and carried 
IMMEDIATE DELIVERY. tg Yeoding —— a ee ee — 


stencil. 


DEAL 
ERS are REQUESTED TO WRITE FOR . Drums are quickly interchangeable for color printing. 


COMPLETE CATALOG AND DISCOUNTS. 


TECHNVGRAPH compen 
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PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 


WESTCOTT will be there! 


Look for the distinctive blue WEST- 
COTT display. Our representatives 


Wy E STC OTT will be there to show you the entire 
=. Mme 3 = am : WESTCOTT line, the fastest selling 
on An mendes | rulers in America. 


The 33rd ANNUAL 
WHOLESALE STATIONERS 
NWI » CONVENTION - 


———S 
cust HOTEL COMMODORE—NEW YORK CITY 


FEBRUARY 27th, MARCH 2nd 
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WESTCOTT RULE CO., INC. 


SENCA FALLS, NEW YOR K 


"Ruler Makers Since 1872 
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PACIFIC NORTHWEST NOTES 


C. M. Litteljohn, Correspondent 


Having recently 
Seattle, Wash 


y put in the low bid of $109,987, the 
branch of Remington Rand, Inc., was 


rewarded with the sizable contract for new bookstacks 
in the expanding main plant of the Seattle Public 
Library 


+ 


After having bought many tons of paper, pencils, 


ind stationery well as millions of dollars of other 

upplies for the University of Washington at Seattle, 

Max Hipkoe, 67, resigned with the turn of the New | 
Year as purchasing agent. The retirement of this 

buyer, well known to the stationery trade of the re- 

gion, was approved by the board of regents. He was 

succeeded John W. Harding, Whitman College 

eraduate has been assistant purchasing agent 

since 1941 


C. Grover Wilson of the Zellerbach Paper Company 


| {nother reason why a Sikes Dealership / 


in Spokane, Wash., has been chosen as the new presi- 
dent of the Advertising & Sales Association of Spo- | 
Kane 

An autographing party was staged recently at the 
J. K. Gill Company store at Southwest Fifth and 
Stark, Portland, Ore., for James Bond, author of 
From Out of the Yukon.” 

> > 7 


Installed recently as charter members of Remington 
Rand’s Twenty-five Year Club were nine members of 
the Seattle staff. Receiving wrist watches for service 
from 25 to 36 years were Henry C. Ristine, Gretchen 
Brigger, David W. McWilliams, Richard J. Harris, John 
M. Usbeck, Edward C. Langafelter, Edward B. Ayers, 
George A. Read and Ralph A. Innis. 

7 o bs 

John W 
in interestin 
holidays, shov 


Graham Company of Spokane, Wash., had 
exhibit during the recent Christmas 

one of the three Nuremberg Bibles 
in the United It was acquired by the Friends 
if the Library Washington State College at Pull- 
man through Dr. W. C. Landeen. 


> 


States 


Grand opening and a housewarming celebration 
was staged recently in the new headquarters moved 
into by H. D. Baker Company, Inc., office machine 
dealers in Tacoma, Wash., for the past 43 years. Its 
new headquarters at 1007 Pacific Ave., had open 


house over a week-end period, and visitors were shown 
the work that goes on in the display rooms and the 
shop for the remaking and repairing of office ma- 
cnines 


> * . 
4 very sub tial Christmas present was in the 
tocking of the Student Co-operative Association of 
Vanport College, thanks to the J. K. Gill Company 


Portland, Ore The book and 
wrote off a balance of $3,000 with a special Yule greet- 
ing. In addition to losing about $15,000 worth of books, 
stationery and college supplies the co-op owed some 
$12,000, the amount of which was to Gill’s, 

f the Memorial Day floods had wiped out hold- 
George Halling, general manager of the Gill’s, 


. 
largest 
hom 

altel 


7S 


Like 





stationery house | 


sent a cheery Christmas message, with a letter show- | 


r the valuable job that the Vanport 


ing appreciatiol 


College is doins the community, and enclosing a 
paid in full” receipt with the hearty “Merry Christ- 
— * * > 

For its window resplendent with sales suggestion, 


Kent Typewriter Company of Kent, Wash., won 


the 


honorable m«¢ in the citywide contest this win- 
+ os * 
rhe Fildex Bureau, featuring office equipment, has 


from its longtime store and offices at 


n+Ver . } 
ecently mover 
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SS 
Famous Sikes “Fixed Floating Seat” 
Clerical Chairs 


Thow Avaitabl, 


WITH 


ONE PIECE 
BACKS 


| yyy nw" 







means LEADERSHIP! 


insistent demand 


Made to meet an 


for the well-known 
comfort features of 
Sikes “Customized” 
chairs ee 

designed 


posture 
specially 
for users who pre- 
fer the back in one 
single unit. 


Sikes “Customized” 
chairs are made for 
executives too. 
Styled for the finest 


offices. 


X93. VP 





6 Fast Selling Styles 


Wood backs, upholstered backs, 
wood seats, upholstered seats .. . 
and the popular ventilated KOOL- 
CUSHION seat. Finished to match 


any desks. 







SALES 
REPRESENTATIVES 


F. J. BLOEMPOT 


i Park Ave., New York 


ROBERT W. BUTSON 


1905 Cornel! Ave., Crestview, 
Richmond, Va. 


R. T. MALONE 
Box 596, Datias 


H. W. KOEHN, JR. 


122 Columbia Drive, 
Williamevitie, &. ¥ 


H. WRIGHT JOHNSTON 


1724A Merchandise Mart, 
Chicago, ti. 


ROSS R. WEST 


115 Front St.. San Francisco, Calif. 


x. ¥ 


Route 1 6S, Texas 


Please address all inquiries 
to Buffalo 


The SIKES CO., Inc. 


20 Churchill St., Buffalo 7, N. Y. 
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Uniform thickness 
nish. plus clean and precise ruling 


s a national favorite 








The Warshaw MM 


| Vain Street Hrooklyn 


a 





1110 Fourth Ave., Seattle, Wash., to brighter and more 
commodious quarters at 912 Fourth Ave., that city. 
” . > 

A fine new office furniture department has been 
created on the second floor of Lowman & Hanford 
Company’s store at 1515 Second Ave., Seattle, where 
buyers may view the newest units of furnishings. 

* . - 

Trick & Murray and Lowman & Hanford Company 
put streamlined office beauty into the new plant of 
Hearst’s Seattle Post-Intelligencer, opened in Janu- 
ary at Sixth and Wall Sts. Desks, tables, chairs, filing 
cabinets and other furnishings were supplied for the 
model printing establishment. 

o “” * 

The D. & I. Office Supply Company at 1828 Broad- 
way, Seattle, recently won second prize in a window 
display contest conducted by the Capitol Hill Commer- 
cial Club. 

> . . 

Shown in Smith Hall of the University of Washing- 
ton at Seattle recently was the first-run movie of the 
Burroughs Company, involving a realistic business 
problem. This brand new release especially interested 
majors in business administration and those studying 
economics. 

. + « 

The Pioneer Office Equipment Inc. has recently been 
duly incorporated at Seattle with capital stock set-up 
of $50,000. Papers of incorporation hve been filed by 
David W. Pearl et al. 

The Henderson Office Supply Company of Kenne- 
wick, Wash., participated in New York Stork Sweep- 
stakes, offering a beautiful baby album. 

* * * 


The stationery and book store of Dealers’ at 4322 
University Way, Seattle, reported the theft of a por- 
trait of a beautiful young lady from its sidewalk dis- 


play case. 
eine 


TORONTO FIRM REPORTS RECORD YEAR 

Record business has been done by Grand & Toy, Ltd., 
Toronto, Canada, during the first nine months of the 
current fiscal year which will close on March 31 next 
This condition of substantial increases covers practic- 
ally all departments, printing, stationery and office 
furniture and supplies. In connection with office furni- 
ture, the supply of wood materials has been ample, 
but in various steel lines there has been a short supply. 


RC 





HITS LINE FOR KRILOFF—Joe Osmanski. star fullback 
of the Chicago Bears professional football team, is do- 
ing his line plunging now for Kriloffice, Inc., office 
equipment and office supplies firm of 164 W. Monroe 
St., Chicago. Lou Kriloff reports that Joe is selling the 
full Kriloff line, rapidly becoming a seating specialist. 
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Mr. Dealer: Don't accept a substitute .... When 
Youcan easily DOUBLE your Sales with BLACKBOURN’S— 


g Blackbourn Systems America’s most Complete 






























as Mfos/ Compe » Line of Simatilred. and Fastest Growing Line 
“aa KKEEPING SYSTEMS - APPOINTMENT BOOKS of 
‘AL SECURITY and INCOME TAX RECORDS | ee 
a ; for.. VARIED BUSINESSES TRADES AND PROFESSION® Simplified Bookkeeping 
— | Dery . =| aim and Income Tax Records 
c= | For GENERAL RENTALS \ APPOINTMENTS j 
Solesmee = aigporTs CONTRACTORS | . 
a 3 : . ver . RSOWAL 
cone jpn | Tailor-Made 





BUSINESS 











for 
Most Every 
Business, Trade, 
and Profession 


markets 


sole 


events 
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Write Today 


For Broadside on Cabinets—and our New Illustrated 
Catalog of over 60 systems and records with sales helps—and liberal dealer discounts 
—New Display Cabinets Available—Choice of size and style—The Livest Merchandising Plan in the Industry. 


The BLACKBOURN SYSTEMS, INC. 20,50. Sedar take Rd. 






















} A 
The NEW and IMPROVED 


mops nc” SPIRIT DUPLICATOR 









LOOK AT THESE FEATURES 


. Light weight 

@ Portable 

@ Simple operator 

@ Sturdy construction 

@ Quality work 

@ Enclosed self-droining fluid moistener 
@ Automatic release hondles 

@ Low price 

@ Low operating cost 


NO STENCILS — NO INK — NO GELATIN 


THE New W right Spirit Duplicator does everything that 
even the highest priced machines do. Perfect copies from 
typing or hand drawing or lettering—as many as 500 from 
me master carbon—and up to four colors with one opera- 
tion. Handles any size sheet up to 9 x 14. Improvements 
in the new Model C Wright Spirit Duplicator include longer 
paper guides, a new type moistening unit designed to save 
fluid and insure better distribution, and a new automatic 
release crank handle. A handsome dust and moisture proof 


r : ° cover is included with the new Model ( and a counting 
/ The ifr Cg. | levice is available at slight extra cost. Compare the Wright 
\ f (nig ° Spirit Duplicator’s work and features with any other ma 
chine. Then look at the price. The Wright Company 

1330 Quincy Street N. E., Minneapolis 13, Minn 


= 2 


) MINNEAPOLIS, MINNESOTA 
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SerVICE CHAIR Mats 
5 COLORS - 2 SIZES 











This is the original tempered fibre chair mat which outsells 
all others. It will save its cost many times over in pro- 
tecting floor coverings and floors. Bevelled edges. 

5 colors available: SILVER GRAY, Brown, Green, Black 
and Maroon. 

2 Sizes: Standard Size 36'x48"; Executive Size 48''x54". 
3 SHIPPING POINTS 


Long Island, N. Y. © Chicago, ili. * Laurel, Miss. 





WooDALu [NDUSTRIES [NC. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 





DESK-HI FILE 


“A WELHAM METAL PRODUCT” 







$3200 


F.0.B. FACTORY 





No. 621 
LETTER SIZE ONLY 
263," DEEP 
3012" HIGH—1454" WIDE 


2-DRAWER 
NON SUSPENSION 


ALL STEEL—LARGE ROLLERS 
BAKED ENAMEL—GRAY OR GREEN 


WELHAM METAL PRODUCTS CO. 


MICHIGAN CITY, INDIANA 

















La Salle SMOKERS 
ASH TRAYS & COSTUMERS 


Designed Especially for Office Use 












= 4 







Unusually sturdy construc- 
tion. Beautiful, lasting fin- 
ishes: Bright or Satin 
chrome, Statuary Bronze, 


Old English and 
Plated. 


Brass 


IMMEDIATE 

DELIVERY 
Ne 200 Club Smoker. No. 150. Patented ‘‘col- 
Al. metal, snuffer type lar" keeps top rigid at 
EASY TO CLEAN; does all times. Substantial, 11” 
away with odors. Re- heavily weighted base, 8” 


amber glass liner 


Write for Prices and Illustrated Folder 


La Salle Products Co. 


2216 N. CLYBOURN AVE. CHICAGO 14, ILL. 











FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 
@ Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 
Colors: Brown, Green. Sizes: 
7 = 18°—15" x« 17°—I14/," 
x 15!/". 


THE Sofseat STOOL CUSHION 


| Transforms Hard Stools Into 


Soft Seats 
WRITE FOR NEW ILLUSTRATED FOLDER 


GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


Adams Ave. & Leiper St., Bldg. No. 5 


“Perfect” 


Elastic grip holds 
on stool firmly. Cush- 
ion Is instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
plece sponge rub- 
her and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters. 





Philadelphia 24, Pa. 
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NEWS NOTES FROM THE MARITIME PROVINCES 


W. J. McNulty, Correspondent 





nanagers has been made at the Halifax 


1 Change 


N.S., branch of the Office Specialty Manufacturing 
Company covering the province of Nova Scotia. H. D. 
Goodwin, had been branch manager many years, 
has been sferred to Toronto, where he has been 
placed in rge of the Office Specialty branch cover- 
Onta1 He has been succeeded by L. J. Buckley, 

lso a vete executive of the Company. 
Formal entation was recently made to Major 


Veron Cooper, St. John, N.B., of the Efficiency Decora- 
tion, to mark the end of 20 years in the Canadian re- 
army militia. At present, he is commander 
if a company the army service corps. Major Cooper 
S a vetera the office appliance trade as well as of 
he militia, having long served the Underwood Cor- 


2. +i . 
oration 


serve 


H. H. Young, Fredericton, N.B., has added to his 
ffice appliances, store equipment in- 
ters and scales. Service is given on 


riginal 
iuaing casn re 


bnese prod 
} 


F, A. McCourt of Charlottetown is covering Prince 
Edward Isla Province in selling and servicing office 
appliances cash registers and scales. Mr 
McCourt is also handling files and bookkeeping sys- 


tems 


aiso 


Aubrey T. Snodgrass, Fairville, N.B., is now devoting 
all his attention to his office appliances and supplies, 
h he has been operating about 25 years 

he had been manager of a bakery 
ownership has resulted in his retire- 
ment from business. In addition to selling office 
machines supplies on the road through the Mari- 
time Provinces Mr. Snodgrass handles baking equip- 


Dusiness Ww! 
For several years 
{ 


i a changes 


ment and supplies. His office is in St. John, N.B., of 
hich Fait an immediate suburb. 
> * * 

At the election of the Kiwanis Club, St 
John, N.B., P. O. Soulis was named to the board of 
irectors f the ensuing year. He is manager of the 
Soulis Ty} iter Company, St. John. 

= . > 
An é been started to manufacture office 


furniture Madawaska County, N.B. This area ad- 


ins Ar ounty, Me., and contains large hard- 
ood tra ber. The population is almost wholly 
French-( and the clergy have been encourag- 
yr the pe establish and operate small furni- 


ire plants 1 way of coping with unemployment 


is pro] desks for offices and schools and 
ilso office d chairs be produced for marketing 
both side the border. A start has been made in 
type of production, and several small plants 
f DeE ] 
> > > 

An addres ed on a recent visit to his native Nor- 
vay, alte ence of 22 years, was given to the 
Kiwanis ( st. John, N. B., by Erling S. Bergh, man- 
er of the St. John branch of the National Cash Reg- 
er Ci He told of conditions now prevailing in 
Norwa ears, because of the country’s geo- 
pl i f being involved in another disas- 
us war. Rat are continued and delicacies are 
Lt the ting of the Kiwanis Club, St. John 
B., P. O. Soulis of the Soulis Typewriter Company 
Joh ed to the board of directors of the 
Harry J. Hubert, of Dalhousie, N. B., who died recent- 
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STEEL 


Tron 


WITH FOLLOWER BLOCK 
OPTIONAL 










CANBE' SZachked”’ AND 
USED AS A FILE 


Steel transfer cases in 
sizes—as shown—CAN 
BE USED AS A FILE. Inter- 
locking legs to assure 
sturdy stacking. Ideal for 
small offices or vaults. 
Constructed of heavy 


gauge steel to stand up 





for years. High gloss 


olive green baked enam- 


el finish. 
INSIDE DIMENSIONS OF FILES 
Width Height Length Packed 
No. 5 Letter Size 12%, x 10% x 24 | With or without rollers 
No. 6 Legal Size 1S, x 10% x 24 | With or without rollers 
No. I! Voucher Size BY, x 5% «24 3 On Guides Only 
No. 12 Invoice Size 10 « 8 x24 | On Guides Only 
No. 14 Check Size 9 « 39% 224 3 On Guides Only 


No. 5B Letter Base 
No. 6B Lega! Base 
No. 12B Invoice Base 


FOLLOWER BLOCKS AND BASES 
SPECIFY IN ORDER 


OPTIONAL 


Write for Literature on Other Sales Producing 
OFFICE ACCESSORIES 


TN.€. Elvan & Co. 


30 N. LASALLE ST. * CHICAGO 2, ILLINOIS 
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Sales Producers Kn 


Sell the oie Presto line of 


St and 
needs of all 
plus 


Staples to meet the 
your customers and 


profits for yourself. 


Write for full price schedule. 


It Tacks 


Presto No. 40 


It Staples 


os 


ya4 
A 


ei 








Uses Standard Staples 
A rugged beauty at a moderate price 






Presto No. 35 DOUBLE DUTY STAPLER 


It Staples 
It Pins 


Smooth, jam-proof performance for years and years of service. 











Presto No. 33 ECONOMY STAPLER 





A low-cost work organizer for homes, schools and offices 


Presto staplers and other well-known 
makes operate best with uniform 
— formed Presto Staples. 
tock a full supply for your cus- 
tomers’ needs. 


METAL SPECIALTIES MFG. CO. 


Presto Precision Formed Staples 


3200 CARROLL AVENUE 


Makers of Presto Staplers, Staples, Staple Removers and Fomen 


Punc 





CHICAGO 24, IL 








ly, had been on the road as a salesman for J. & A. Mc- 
Millan, St. John, N. B., for more than 20 years. His 
territory comprised northern New Brunswick and ad- 
joining eastern Quebec province, including Gaspe 
Peninsula. In the territory he sold office supplies of 
all kinds for the McMillan firm, one of the oldest units 
in the office supply trade in the U. S. and Canada, 
with a background of about 112 years. Surviving are 
the widow, three sons and two daughters. 
a i - 

Baldwin-Beckwith, Ltd., Halifax, N. S., has been 
giving featured attention to ten-key Odhner adding 
machine, either hand- or electrically-operated. Bald- 
win-Beckwin has distribution rights in the Mari- 
time Provinces for this machine, and with distributive 
bases for the territory at Halifax and St. John, N. B. 

sae 
STANDARD DUPLICATING RESTYLES PACKAGING 

Standard Duplicating Machines Corporation re- 
cently adopted new packaging for its office duplicat- 
ing supplies, using designs by the well-known New 
York City firm of Lippincott & Margulies, Inc. 

The repackaged line produced and distributed by 
Standard consists of fluid duplicating carbon, carbon 
master units, copy paper, master paper, duplicating 





STANDARD DUPLICATING RESTYLED PACKAGE 


fluid, hand cleaner and correction pencils. Five vari- 
ations of the basic layout were needed to repackage 
these products—art for lithographing of the rectang- 
ular metal fluid can, a wrap for the set-up carbon 
boxes, labels for the reams of paper, and cleaner jar, 
and a sleeve to hold a dozen pencils. 

Basic colors are royal blue, gold, white and accents 
of brilliant red. The revamped trade mark is featured 
prominently in all packages. 

—_-- 


REM-RAND ADVERTISING WINS HONORS 

Selected as the “Best of the Industry” in the office 
equipment field, the 1947 Remington Rand commercial 
and portable typewriter campaigns were honored by 
the Direct Mail Advertising Association, Inc., at its 
Thirty-first Annual Conference, held last fall in Phila- 
delphia, Pa. The award was one of a number presented 
to direct mail advertisers engaged in all types of busi- 
ness. 

Presentation of the awards was made by Ellis G. 
Bishop, advertising manager of the Royal Typewriter 
Company, who served as chairman of the committee 
of judges. Award-winning campaigns were on display 
throughout the three-day conference of the D.M.A.A. 
and will be on exhibition in other cities during 1929. 

In presenting the awards, Mr. Bishop paid tribute to 
the resourcefulness with which the contestants had 
exploited the flexibility and versatility of the medium 
of direct mail. 

“Despite the wide and ingenious use of paper, typo- 
graphy, color and construction,” Mr. Bishop said, “the 
principal characteristic of the campaigns was the in- 
telligence and imagination back of their creation.” 
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\) IN NEW BRIGHTLY THE LINE OF BETTER 


O” COLORED PACKAGES 


DESK TRAYS" 



















OFFICE 
SCHOOLS 
FACTORIES 
INSTITUTIONS 


SPECIAL ADDED FEA 




















Andmadefrom PURE RUBBER 


POUNDS - QUARTER POUNDS - OUNCES 
All Popular Sizes - in colors too. 
Special sizes made to order. 





No. 221 LETTER SIZE... 
$1.75 each “Vist 
No. 222 LEGAL SIZE_....... 
$2.10 each fist 
No. 250 SET OF 4 BUILD-UP 
POSTS IN CHROME FIN- 
ISH S$ .25 list per set 
COLORS: GRAY « GREEN « 
WALNUT and MAHOGANY 
F.0.B. FACTORY 


USUAL DEALERS DISCOUNT 


Send for Size Charts and our New 
Merchandising Booklet “BANDY JOE” 


HODGMAN RUBBER CO. rramincham, mass. 


26! Fifth Ave. 15 No. Jefferson St. 
New York, N. Y. Chicago, Ill. 


93-34 170th 








ORDER 
NOW 












4 natural seller 
schools, teach 
ers, clubs MA 
nesses ; 
anyone wa pROF! FIT- 
eR “EVEREADY” 
pensive and pra 
es Ko acs DUPLICATOR DIXON 20 
The Everea , e simplest and most economical method of 
making up t pies quickly and easily. Complete step by 
step directior ke every beginner a full fledged veteran in a 
, aaetes e *Frame of Auarponer Alloy and Steel 
The new Bver« y jelatin Filme—8%” x 14%”—require no eh 
washing after us« Ink is absorbed on to the specially treated Construction! 
bre backing w n 48 hours, and printing surfaces are once * Cutters —extra length, hardened and 
—— For sheer good looks, ground for service! 
Thu s—sheet nu r one would be used on Monday; sheet . 
sr two would be used on Tuesday, and sheet number for longer lasting, finer * Finger-Tip adjustment for blunt or fine 
Wednesday oO a 
thr ree on n Thursday, sheet number one is ready performance, DIXON pointing. 
Bac h of the three gelatine films will take 20 or more masters ENDURO No. 20 leads *Point-Stop prevents pencil sharpening 
before becoming ed up with ink. This means that one set the flel b id waste. 
aoa se films & : P e fleld— a wide 
new resi a we si a, minimum of 6000 copies before a y @ Automatic chuck Gssemmedetes off 
‘ morgin. . p 
Re come in sets of three films with a protection cover and g size pencils—self aligning! 
re easily sepunee No special skill or tools are required. * Fastens to wall or desk horizontally or 
The Eveready all aluminum base is rust-proof and warp-proof. . vertically. 
s fitted with four rubber suction grippers to hold base 
niy to any s th surface without slipping or marring AVAILABLE IN 3 BEAUTIFUL PLASTI-COLORS 


Attractively boxed complete with ink and sponge. ATTRACTIVELY PACKAGED—12 TO CARTON 


HECTOGRAPHIA. CORP. "he : Z, 
peeemamtiatan of Hectographia Metal Tray Duplicators, Gelatin Refill RITE RITE Mfg (o 
omposition and All Duplicating Supplies. DOWNERS GROVE ILLINOIS 

110 West 17+ Street New York 11, N. Y. 











Subsidiary of JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 
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ORIGINATORS OF THE 


OPFLIGHT STEEL 


REG. U.S. PAT. OFFICE 


TRANSFER CASES 


DO NOT ACCEPT 
SUBSTITUTES 





IMMEDIATE DELIVERY 


“Stack to the ceiling’ with interlocking legs... 





© Equipped with 4 rollers 
@ Bases and followers ' Letter-Legal-Check 
pa nvoices — on hand 








@ Heavy Gauge steel con- No. 100, Letter size, 
struction 13x12x24 $8.00 ea. List 
. No. 200, Legal size 
Olive Green baked en- | 16.19.94 $9.50 ea. List 
amel finish 





Less Dealers’ Regular Discount 


OFFICE INDUSTRIES OF AMERICA 
162 W. MONROE ST., CHICAGO 3. PH. STATE 2-3493 








ORIGINATORS OF 


Homogenwzed Inks 


CANODE TAKES 
ANOTHER STEP 
FORWARD 
e 





NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 
LEADERS IN THE 


MANUFACTURE 
OF DUPLICATING , Tae 
' DUPLICATING 4» 
_ “ee . 
TRY THIS NEWLY 
PROCESSED 
CANODE 


HOMOGENIZED 
DUPLICATING INK 


“The best ink is the cheapest ink” 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 

















/ 


—bur You Caw Dol. 


, ZIPTIPPER 


PENCIL POINTER 








if 


Once you “get the knack” of how to use your 
ZIP-TIPPPER you will find that it gives you a perfect 
point—ALMOST AUTOMATICALLY. 
Makes any kind of point desired—long or stubby; 
round or “chisel point.” 

CLEAN @ FAST ® CONVENIENT 


Sells for 25¢ each 
Packed 3 dozen to a box, each ZIP-TIPPER individually 


enveloped. 
IMMEDIATE DELIVERY 


CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
TELEPHONE—RANdolph 3341 
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NEW Lightning 


PN} }i tom vei, 3 


New features! Precision built! 


YET IT STILL RETAILS FOR 12” 


YOU CAN GROSS BIG! 


Nationally advertised in Saturday Evening Post, Collier's 
and others . . . it's America's fastest selling Adding 
Machine! Speedy, accurate, versatile, and as easy to use 
es DIALING YOUR TELEPHONE. 

IMMEDIATE DELIVERY— DISCOUNT IN DOZEN LOTS 


LIGHTNING ADDING MACHINE CO., INC. 





543 So. Spring St., Los Angeles 13, Calif. 
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TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





A. W. Besslar has resigned at Clarke & Courts in 
Houston, effective January 15, and will be associated 
with Andy Penland and Brian Jones in Penland Print- 
ing & Stationery Company, Houston, as treasurer and 
general manager. 

> o = 

Max M. Kaplan, owner of Carmax Corporation, 
Houston, has the building site and blue prints are 
being drawn for the new building which will house 
both the Carmax printing and stationery divisions. 


No one is bragging too much about the current hunt- 
ing season down this way. Mr. and Mrs. Charlie Wal- 
lace (Parker Pen Company) top the list with one each 
and Carl Allen (Oakville) admits the one he got was 
small 

7 + > 

Standard Stationers, founded by S. K. Jones and 
Howard Dear, lieutenant governor of the Ninth Dis- 
trict, in Jackson, Miss., ten years ago, has completed 
its second expansion which includes a furniture dis- 
play department, a new storage room and a new 
duplicator department. The firm now has approxi- 
mately 7,200 square feet of floor space, not including 
the warehouse. Open house for the general public 
was held November 29, 30 and December 1. 


o * o 
Reports are that Maverick-Clarke is opening a new 
store in Brownsville, Tex. The other stores are in San 
Antonio, Houston and Corpus Christi. 


Mr. and Mrs. Jack Fleming (Vance K. Miller Com- 
pany, Dallas) came to “the largest city in the South” 
for a too-short visit with their many Houston friends 
and to see the “old year out.” Also celebrating the 
New Year here were Mr. and Mrs. Charlie Wallace 
(Parker Pen Company) of San Antonio. 

Officials of the ten-year-old Standard Printing Com- 
pany at Cuero, Texas, owned by W. F. Kautz, expects 
to be in a new 37 x 100-foot building by April 1, where 
a complete line of office supplies and office machines 
will be carried. The printing department has also been 
enlarged. Mr. Kautz will appreciate contacts with 
suppliers 

> * > 

Art Carrow, president of the Texas Travelers, has 
announced the next quarterly meeting of the Travelers 
will be on February 14 at the White-Plaza Hotel in 
Dallas 

> 7 > 

Dewey Wise, formerly with Carpenter Paper Com- 
pany, is now managing The Globe Stationery Company 
in Houston 

> > o 

We are happy to report that H. F. Wottrich, buyer 

for Wilson Printing & Stationery in Houston, is feeling 


much better and hopes to be able to return to the 
store before too long. Mr. Wottrich is taking a several 
months’ leave f absence. 

—> 


NEW CHICAGO OFFICE SUPPLY FIRM OPENS 


The Business Supply Bureau, Inc., has recently 
opened quarters at 216 W. Jackson Blvd., Chicago 6, 
Ill., and is dealing in office and factory equipment and 
supplies. Officers of the new organization are John F. 
Kenneth, pri t; Preston P. Smith, vice-president; 
C. S. Lowmal ecretary; and L. R. Schulz, treasurer. 

—- 


REM-RAND PROMOTES A. H. RUMBLE 
Albert H. Rumble, formerly controller, has been 
elected vice-president of Remington-Rand, Inc., Ber- 
nard O. Reuther, Arthur R. Rumble and Albert M. Ross, 
senior vice-presidents, have been elected directors of 
the company (New York Herald Tribune). 


OFFICE APPLIANCES, February, 1949 


we 


| 
A New Development | 
IN OPAQUE INKS 


Fulton's No. 96 Opaque Ink has outstanding 
qualities: 








1. Marks on metal, glass and cello- 
i} phane 


Dries immediately — fully etched 
into metal in 30 seconds! [oil 


| filmed—45 seconds) 








} 3. Does not clog up stamps or stamp 
| pads—acts as a solvent in itself 


Has pleasant odor 


5. Works with equal effectiveness on 
machines as well as ordinary 
stampers 


Order No. 96 Opaque Ink today. 
(In black, red and blue only.) 








| Depend on Fulton 


for outstanding value of 


SERVICE AND FULTON 
Daters and Numberers 


All of high grade rubbers—deeply moulded 


HI to give clearer impressions. 

- Deluxe and Special Business Outfits 

| Ale. Sign Makers and Chart Markers 
| | Fulton Stamp Pads and Ink 

All Weather Wood Block Pads and Ink 
All Types of Marking Inks (submit sample 
of material for faster service) 


Hy Fulton's Dri-Kwik Pad of Special Merit. 
HT Plus: Carefully constructed of special woven 
| felt and muslin on perfectly insulated 
block—inked with Dri-Kwik, a special ink 
that is odorless and dries instantly after 
use but remains moist in stock. 
| 


| Prompt Shipment * * * Write for Catalog 


| Jultom SPECIALTY COMPANY 


Factory and Showroom 


Elizabeth 1, N. J. 
= SSS 


82 Fulton Street 
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he 
constructed 4 and finisne 





the fruit of long 
experience and 
constant improve- 
a 


write for 
complete 
catalogue 
and 
price list 














Manufacturers of 
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NEWS NOTES FROM NSA DISTRICT NO. 5 





H. M. Donisthorpe, Correspondent 





I have taken over the job so well done by Bill Wint- 
rich and hope that you travelers of the Fifth District 
will send the news to me hot and heavy. 

> > 

Word has come to me that George H. Schellenberger, 
sales manager of General Printing & Office Supply, 
Pontiac, Mich., died very suddenly the later part of 
December. George was a member of NSA and we will 
all miss him. 

. - 7 

John Hanley of Quality Press, Charleston, W. Va., is 
back in the hospital. 

” 7. > 

We learned just recently that Jack Fecho, who for 
many years was connected with the Burrows Brothers 
Company, Cleveland, Ohio, is now with the Marshall- 
Smith Company of that city. 

> * . 

Each chapter of the Fifth District Travelers Club 
had a Christmas party for needy children again this 
year. Donations from dealers and travelers produced 
the funds to make each of these parties a big success. 
In most cases a big feed and many gifts were given 
to make this a Merry Christmas for these children. 

* 7 ” 


Congratulations to Gordon Kickels and Rus Ragan 
on their appointment as NSA chairmen. We want you 
to know that you can count on the Fifth District to 
give you any help that you might need. 

_ - - 

Don’t forget travelers, send me the news at 2584 

Chester Rd., Columbus 12, Ohio. 


—- 


AMBERG OFFERS FREE DISPLAY STAND 
The Amberg File & Index Company, Kankakee, IIl., 
recently announced a little display stand which will be 
sent to all Amfile dealers as a point-of-sale aid. Made 
of thick board, the item is sent flat, but is declared to 
be easy to assembly, forming a sturdy easel which holds 
up to a four-pound album without buckling. It is 


fists 
TT 
tare 


SSSR TE 

thes a4 

RUeRn ees 
(Oem, 





DISPLAYING AMBERG LINE 


slotted to hold flexible products firmly upright. The 
display is cut and scored in such a way that will pro- 
vide long service. 

One of these display stands will be included free 
with every order for brief covers, albums, indexes or 
folders—any Amfile product that lends itself to dis- 
play in the window or on the counter. 

Sa. See 
KANSAS FIRM TAKES NEW LOCATION 

Sweigart’s Office Supply, established in Arkansas City, 
Kans., for more than three years, recently moved to a 
new location in that city at 300 S. Summit. This firm 
is one of exclusive stationers with expanding business 
making necessary the taking of new quarters affording 
more floor space for addition of new lines and better 
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a SECRETARIAL DESK 


Write for illustrated 
brochure of entire line 


MANUFACTURED BY 


Orna Metal Products Co.’ 


2412 SO. SEVENTH ST. ST LOUIS 4 











JMEDIATE DELIVERY 


4 or 2- Drawer 
STEEL 


LETTER FILES 


The No. 100 Line non-suspension 
type, with reinforced sides. Satin 
finish and laequered brass hardware. 
Roller bearing drawers open and 
close smoothly. Furnished with fol- 
lower blocks and guide rods. Avail- 
able in green or gray finishes in 
letter size only. 26!" deep, 15” 
wide. 


No. 102—2 Drawer, 3012" 
desk high (wgt. 70 Ibs.) 
$36.50 List Price 


No. 104—4 Drawer, 52%" 
high (wgt. 108 Ibs.) 
49.50 List Price 


Usual Dealer's Discount 


Terms: 30-1-10 F.O.B. Factory, 
Chicago 


New 1949 Catalog Now Ready 


THE MAYFAIR COMPANY 


315 NORTH DESPLAINES STREET, CHICAGO 6, ILL. 




















IMPORTANT! This TAG means: 


“It's a GENUINE, PROFITABLE 


NESTLER-FIELDS -ccreo SMO-KING”’ 


More and more dealers everywhere 
have come to know “SMO-KING”™ 
smokers for their quality, easy-to-sell 
features that turn a quality-minded 
prospect into a customer—but fast! 
More and more "SMO-KING"'s make 
their way into offices and loca- 
tions where appearances count. 
So, keep in mind, there's a quality, 
guaranteed triple-plated ‘“SMO- 
KING" for every need. Look for this 
tag. It's your “ticket” to fast, prof- 
itable smoker sales. If you're not 
sarrvieg the popular "SMO-KING”™ 
n y not? 


“SMO-KING” No. 20 


Gracefully smart and durable. Its 
big ash compartment requires less 
emptying. Ht. 26"; plunger aids 
quick disposal; fray !0/,"'; sturdy 
10°" base: finish: plated chrome or 
English highlighted bronze. Packed 
set-up in Individual cartons. 








Descriptive literature 
available on request. 


NESTLER-FIELDS 


Manufacturing Co., Ine 


602 WYTHE AVI 
BROOKLYN 11, N.Y 
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FRITZ-CROSS CHAIRS 
have earned preference 
because they actually in- 
increase on-the-job effi- 
ciency. Scientifically de- 
signed, constructed in steel 
with full range of wphol- 
stery and color, instantly 
adjustable .. . . they con- 
stitute a Complete Line 
that Competes and 
Repeats! 





























A great time saver 


Iu Gig Demand! 


ALLEN'S "SNAP ERASER" 


Patent Pending 


Eraser is snap-attached to shield .. . Detach to erase 
Snap on when finished. Always together — Saves time and 
patience. 





NEEDED IN EVERY OFFICE 


BUILD CARBON SALES 
WITH SNAP ERASER 
Write for sample and sales plan 


ALLEN & COMPANY 


Manufacturers of carbon papers and inked ribbons. 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 





Smartly Styled 


PORTFOLIOS 


ZIPPER RING BINDERS 
BRIEF BAGS + BUSINESS CASES 


A Quality Line, Carefully Fashioned for Business, 
School and Professional! Use 








No. 804 
Sample Case 










Box-form Style 
with solidly reenforced 
bottom and gussets 2 
pockets. Black or brown smooth 
top-grain cowhide Sizes: 16” x 
11” x 6”, or 1 ci «= T" 


Write for New Illustrated Catalog and Prices 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. > CHICAGO 6, ILL. 

















HERE'S WHY YOU SHOULD SELL 
SPEED-MO PADS! 


1. MORE PROFITS—A fast selling line—a key to 
new profits. Sell Speed-Mo for greater sales— 
bigger profits. 

2. PAD NEVER BUCKLES—Speed-Mo’'s Sponge 
Rubber Pad always stays flat—never bulges in 
the middle, causing poor uneven impressions 

3. RE-INKING SIMPLE—Here’'s one stamp pad 

‘ that requires no complicated re-inking devices- 
just brush the ink on! 

4. NO INK SEEPAGE—Dirty fingers are unknown 
to users of Speed-Mo. Ink doesn’t flow onto cover, 
edges or onto valuable papers. Cleanest pad ever 
produced. 













There’s a Speed-Mo for every 
purpose—special pads made to 
order. To help you sell, we'll 
send you free display material 
and advertising literature with 
your first order. WRITE 
FOR COMPLETE PROFIT 
DETAILS NOW! 








CROWN TIP 


TRANSPARENT INDEX TABS 











TRADE MAR 


| A) > 


COLORS 
GREEN 
AMBER 

PINK 
RED 


EIGHT 


CLEAR 
ORANGE 
LEMON 
BLUE 


A Better TAB at a Better Price 


CEL-U-DEX CORPORATION 
1 MAIN STREET BROOKLYN 1, N. Y. 








701 Main Street 
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NEWER, LARGER HECHT STORE OPENED 
The He Printing Company, owned by Kenneth 
and Mary V. Hecht, 307 Main St., Iowa Falls, Iowa 
recently larger quarters comprising a new 
\ffice sup] epartment on the first floor and a full 
basement ted to printing and some storage space. 
The store fixtured with all Sheaffer cases, other 


been built to match. 
business was established in 1939 and 
that time with the excep- 


cessorle 
The 
gTov lly since 





NEW STORE OF HECHT PRINTING CO.., RE- 


CENTLY OPENED AT IOWA FALLS, IOWA 
years between 1942 and August, 1945, 
lu the shop was closed and Kenneth 
Hecht serve n the Merchant Marine as a purser 
reopened in August, 1945, and a 
supply items was added. Continu- 
illy nands both in the printing and 
ffice supply 1 i brought about the need for addi- 
space, resulting in the expansion movement 
ried include Wilson Jones ledgers, 
and Esterbrook pens, Robinson 
eminders, \ und greeting cards, Invincible and 
1] Herring-Hall-Marvin safes, Milwaukee, 
ligh Poin Bending and Gunlocke chairs, Olsen 


Mic} esks and L. C. Smith typewriters 


ring } { y 
Asis Wr) 


Mail ilnne hice 


Sheaffer, Eve irp 


—- 


DIRECTORY AD ATTRACTS 
STATIONER 


rELEPHONI 
ATTENTION TO DENVER 


4 highly telephone directory ad is building 
ules vo ozen departments for Kistler’s at 
Denver, C 
Earl Kist id of the long established firm, has 
lesigned a unique display ad for the yellow pages of 
the Denver telephone directory which “tells the whole 
tory at a about the nine floors devoted to 
inting, v ling, office machines, office furniture 
per sale ffice supplies 
The ad i ross-section of the Kistler building, 
wing thi e floors from basement to top level 
artoor ires engaged in whichever operation 
housed that floor. For example, retail stationery 
dicate second level, with cartoon figures 
ving about display counters, while on the fourth 
loor, cart ires show salesmen presenting desks 
able ffice furniture department. Listed 
floor by fi imilar “activities” are the planning 
lepartn e merchandise department, plate- 
king sé iery and offset presses, composing 
l pres ffice and duplicating machine sales 
I tme 
The ad be etting immediate results when ap- 
earing in t tember release of the Denver direc- 
Many cu mers for various services commented 
they d reviously know that we offered so 
feat i Mr. Kistler.—RL 
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DARNELL 


Office Chair 


CASTERS 


perform better 






last longer 


Chie 


ANY WAY YOU MEASURE IT 


WRITE FOR THE LATEST 192 PAGE 
DARNELL CASTER & WHEEL MANUAL 


DARNELL CORP. LTD Long Beach 4, Calif 
New York 13, N.Y > 
n, Chicago 6, Ill 
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60 Walker St 
36 N Gini 


4 

















fe 


‘Tempo FILM STENCIL... 





with the New Improved 


Now 
————_ 




















Easy on the eyes... 


and easier than ever to cut 


ff 


£5 


¥ perfect stencils for sharp, clean 






reproduction...Another major refinement for 
TEMPO, the original Film Stencil pioneered 
by the Milo Harding Company since 1938. 


Write for catalog showing full line 


of Tempo duplicating supplies 





WATCH FOR ANNOUNCEMENT OF THE 
NEW TEMPO ELECTRIC DUPLICATOR 











MILO HARDING COMPANY 


ESTABLISHED 1904 


432 West Pico Boulevard @ Los Angeles 15, Calif. 
317 Third Avenue @ Pittsburgh 22, Pennsylvania 


DUPLICATING SUPPLIES 
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PROTECTALL ENTRY SECOND IN CONTEST 

Miss Marian Clark, the entry for the Protectall 
Manufacturing Corporation in the national “Farmer’s 
Daughter” contest at the National Farm Show in Chi- 
cago, was just nosed out of first place. The contest 
offered a Hollywood trip to the winner selected from 
farm girls throughout the country. 

Miss Clark, a senior at Syracuse University and a 





MISS MARIAN CLARK 


true farmer’s daughter from North Norwich, N. Y., 
won the preliminary judging held at Syracuse by the 
Protectall Corporation. After being chosen from the 
contestants there, she was conducted on a shopping 
tour to select her wardrobe for the Chicago trip. As 
Protectall’s guest in Chicago, Miss Clark enjoyed a 
sightseeing tour of the city and appeared on a radio 


program. 


6 Ie 
WEBER’S BOOK AND STATIONERS SELLS OUT 
Weber’s Book and Stationers, 107 E. Main St., Gales- 
burg, Ill., passed into the hands of new owners on 
January 1, 1949. Those taking over are Charles Finder, 
M.D., A. H. Leibovitz, owner and operator of Account- 
ing Systems, and his son William H. Leibovitz, all of 
yalesburg. 
—-> 





HOUSTON DISPLAY—This interesting window display was 
used recently by the Wilson Stationery & Printing Co.. 
Houston, Tex., to promote the idea that valuable papers are 
not protected from fire in an ordinary steel file. A battered 
and burned steel file placed beside several Victor Fire 
Master files proved an eye-catching display. 


OFFICE APPLIANCES, February, 1949 








Only X Have You Ever Considered 


INGENTO INKED RIBBON FABRIC 


Can Pass Me . 
Hii . 9 
ic File 2 IN ROLLS? 





Some of our customers, especially those 
engaged in typewriter and adding machine 
service work, purchase their inked ribbons 
in 144 yard rolls. 
°. . for Only INGENTO has Obviously, there is a substantial saving 


Tool Steel Blades empnered in this method of buying as against the | 
Zo Such rine / regular spooled ribbon. 


2 Run a file across the cut- 






















Prices on inked fabric in rolls—in all | 


Fas Cee ~s widths and grades—are listed in our Dealer's 
fect edge remains undam- Price List. Perhaps this purchasing proce- | 
aged! No other trimmer . te! | 
oon pas Ge tuk Gee oo dure is your key to greater profits! 

other has the tempered 

ool steel of Ingento. Your 


For Domestic & Export Trade 


customers will appreciate 
the longer cutting life of 
Ingento Trimmers. Sizes 


6h, to 30” inclusive. ‘Prailanill Oita: s A Plant 


For turther information, write Dept. 2 OA U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
ij) 7.) ele lele] Melt] 1B aie rvyilA. 6, Pa 
8318 Birkhoff Ave., Chicago 20, Ill. 






Established Is89 


She” OF FICIAL” 


gS) "Gz = POCKET SEAL 


FAP AS, - 1354 y 
TS DIAMETERS 
3 \ 4! 
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TuBULAR Coin WRAPPERS 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pi-ate your 
customers and cash in on your missionary 
work 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 

Currency Bags Manual Coin Counters 

Draw String Bags Currency Racks 

Metal Clasp Bags eg A FOR SALE BY LEADING STATIONERY ANI 
sit orti ra : i 

eee Sipe a~zl ng Cola fterege ' Trays MARKING DEVICE JOBBERS EVERYWHERE 


Downey Change Trays 








MEYER & WENTHE, INC. 


30 SOUTH JEFFERSON ST. + CHICAGO 6 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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SCHOOL TABLES) 7éco 


3 POPULAR SIZES STEEL 
To Match Most School Furniture 


tec 


STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
a 












No. ST. 2148 
48” long, 20” deep, 24” high 
2 drawers 
No. ST. 2160 
60” long, 30” deep 
28” high—3 drawers ea. side 





Here’s a show 
piece of practical 
value with quick 








TIL SES I I SI ree 





No. ST. 2172 
72” long, 30” deep, 28” high turnover and 
8 drawers ‘ ° 
OAK or SCHOOL BROWN priced right for 
QUALITY MATERIALS good profit. 
Tops are %" thick solid Oak. Legs, rails and drawer fronts are Made of heavy gauge steel with four adjustable 
made of selected red Oak. shelves and a th lock in handi 
shelves and a three-way lock in handle. 
SUPERIOR CABINET WORK sak Aa pad cis 
DRAWERS—Sides and backs are of hardwood. Bottoms are 3 ply Finished in olive green or gray baked enamel. In 
veneered face '/,"' thick, framed in four sides. ‘ 
FINISH—Furnished in either a light Oak or Standard Schoo! Brown. two sizes — 
Bases finished sateen sheen, with finish coat after sealing. Tops - : " Ss = cee) 
sealed both sides with finish’ coat. 36” wide, 18” deep and either 72 or 78” high. 
WRITE FOR INFORMATION ON OUR OFFICE TABLES ee . P 
S y 
i dees weenk senay hipping weight 150 pounds. 
FOR COMPLETE STORY Equally serviceable as a Cabinet or wardrobe. 


ASPER TABLE CO., INC. 


JASPER, INDIANA 


“POM A 


| LOCKERETTE Ideal Typewriter 


-  —Combines the 
best features of Support 
both lockers and 









MIDWEST ETAL MANUFACTURING Co. 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 






















Sharp eyes, nimble fingers and 





coat racks clear brains are essential to con- i MODEL No. 1 
stant speed and accuracy in business METAL 
Wraps are exposed to air service. KARLO, the Ideal typewriter with wooo 
and light. Employees do not : eee ° : Tor 
face the weather in damp support, is unique in this service. No ADJUSTABLE 
t wraps that have been crum. other Stand is so rigid, so free from FROM 
pled in dark lockers—do hee wobble and vibration—no other so easily 26 TO 38 
eat soggy lunches, soaked - INCHES / 
by wet hats or gloves. Each moved or adjusted—no other so nearly 
person has his own space : : “ + 
coat hanger, ventilated hat indestructible. _ Proven high 
shelf and 12" x 12" x 15" ly satisfactory,” says one user, 
co — wo ~ pr nert “Most indispensible piece of 
n r ecTs. . . ” 
_More salable because they keep wraps cools a personal e furniture in the office,” says 
7 hacheesiiny, ste ress _ another. “Most practical stand Patent 
Improves health and morale—lower ab umn) accommodates !2 peo- on the market,” etc. Typists “D90848” 
senteeism. ple in 6 feet; the —. Te prefer it because they can do 
(illustrated) accommodates . : 
WRITE FOR BULLETIN NO. OL-13 i8 in 9 feet more work with less fatigue — : ' 
by having their typewriters at just the right height. Their 


increased output and greater accuracy soon pay the cost. 


DBALERS: Every business furniture display should include 
this business producer. Write for information and prices. 


MANUFACTURING 








AZ COMPANY 
Ave. SW., GRAND RAPIDS, MICH 
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VOGEL-PETER 


624 So. Michigan Ave., Chicago 5, Ill. 











ae ~~ smaller and less expensive duplicator can be delivered. 


THE GERMAN DUPLICATOR 
INDUSTRY 


(Copyright by Buromarkt Publishing House, 
Peter Basten, Aachen, Germany ) 
INCE 1936, duplicators are specifically mentioned in 
») the German export statistics regarding office ma- 
chines 
in the meantime became so important that special at- 


tention had to be called to their exceptional position. 
While Germany reached an export sum of nearly seven 
million marks in the calculating machine department, 
duplicators were listed at 2,743,000 marks. This figure 
rose to 3,072,000 marks in the year 1938 but went down 
again to 2,349,000 marks due to the falling off of over- 
The main customers in Europe during 


seas export 

1938 were 
Great Britain—591 dz.* and 389 reichsmarks 
France—352 dz. and 217,000 reichsmarks. 
Sweden—266 dz. and 176,000 reichmarks. 
Switzerland—257 dz. and 177,000 reichsmarks 
Italy—216 dz. and 184,000 reichsmarks. 
Finland—138 dz. and 107,000 reichsmarks 
Belgium—132 dz. and 106,000 reichsmarks 
Rumania—128 dz. and 73,000 reichsmarks. 
Soviet Union—15 dz. and 19,000 reichsmarks. 


Argentina Is Good Customer 


Among the overseas customers Argentina was the 
most outstanding with 257 dz. and 237,000 reichsmarks. 
Others customers in 1938 were: 

Brazil 9 dz. and 87,000 reichmarks. 

Canada—94 dz. and 78,000 reichsmarks. 

British India—51 dz. and 40,000 reichsmarks. 

South Africa Union—40 dz. and 18,000 reichsmarks. 

Uruguay—32 dz. and 15,000 reichsmarks. 

China and 48,000 reichsmarks. 

Peru—26 « and 15,000 reichsmarks. 

Venezuela—25 dz. and 12,000 reichsmarks. 

Mexico—22 dz. and 16,000 reichsmarks. 


Netherlands-India—20 dz. and 14,000 reichsmarks 


Australia—20 dz. and 14,000 reichsmarks. 
Chile—13 dz. and 10,000 reichsmarks. 
Cuba—8 dz. and 8,000 reichsmarks. 


A few German special machines also found their way 
to the United States in 1936 for 30,000 reichsmarks, in 


1937 for 38,000 reichsmarks, in 1938 for 65,000 reichs- 
marks, and in 1939 for 32,000 reichsmarks. 

The German duplicator industry has suffered diverse 
damages through the war but is bridging the narrow 
pass of materials, able to accept overseas orders when 
permitted to enter the world market again. 

To give our readers a good view we are listing the fol- 
lowing det 1 report of the manufacturers: 


GREATER BERLIN 


t Aktiengesellschaft, Berlin N 65 Reinicken- 
dorferstrasse 46.—After considerable war damages this 
factory has been built up again to a small extent and 
the manufacture of Rotaprint duplicators resumed. At 


Rotapri 


present, only the two Stapeldrucker RKL and R30, in 
contrast former copious fabrication, are pro- 
duced. Numerous duplicators from this post-war pro- 


been delivered to the offices of the occu- 
pation and to other customers. Complete utilization of 
the factory capacities is impossible at present due to 
the lack of raw materials, coal and electric current. 

Ormig Organisationsmittel GmbH., Berlin-Dahlem, 
Schorlemerallee 14.—This firm has been building its 
Ormig duplicat 
method co! 
the help of 


duction have 


ts of simple paper stencils which, with 
pecial solution, turn out a few hundred 
p he firm has established a branch factory 
the Bi-zone in Bad Oeynhausen, from where a 


*dz i ntner, 100 kik 
I liffe nted by weight 


were, due to 
in the sta 


ators 


Dupli 
yt pieces, 


t by 
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The export of German-made duplicators had 


rs since the end of the war. The Ormig | 














ALL THE TOP QUALITY 
SELLING FEATURES in the 
JASPER SEATING Line! 


BEAUTIFULLY 
TAILORED 
UPHOLSTERY 


Du Pont’s Simulated 
Leather 















CORRECT STYLING—CORRECT POSTURE 





QUALITY 
CONSTRUCTION 
AND 
FINISH ADDS 
: DIGNITY 
Finished Oak, TO 
ahogany, Wainut EVERY 
OFFICE 
| No. 46LR 
JASPER SEATING CO. 
JASPER INDIANA 








237 





a a 











Collier-Keyworth presents 
outstanding engineering in 
revolving chair controls with 
patented “ Equi-Bala need”’ 
action that assures smooth, easy 
motion. Modern in design and 
appearance, these all-steel 
chair controls are construct- 
ed to give enduring com- 


fort and satisfaction. 





COLLIER-KEYWORTH CO. 
MEGAN): || 85 0) SETS 


238 





smaller and less expensive duplicator can be delivered. 
Ormig accessories can again be delivered. In Berlin, the 
Ormig-Simplex machine also is again being produced, 
it being used for bookkeeping and managing work 
preparation. : 

Printator GmDdH., Berlin-Weiszensee, Langhansstrasse 
99.—This firm formerly produced the Tausendfachs- 
templer (thousand fold-stamper). In February, 1945, 
the factory was completely bombed out so that Printa- 
tor products could not be manufactured. 

Die Multiprint GmbH was dissolved at the end of the 
war and as the factory was totally destroyed has not 
yet been re-established. Among other products, the 
firm formerly brought the Multiprint-Eintrommel du- 


| plicator on the market. At present there can be no 
| thought of taking up production again unless condi- 


tions improve. 

Deutsche Post und Eisenbahn-Verkehrswesen Aktien- 
gesellschaft, Berlin-Staaken.—War damages have 
wrecked this plant to such an extent that a return to 
production of the Dapag-Rotation-Typeprinter can not 
be thought of in the near future. 

Whether the Schapirograph, Opalograph, Rollax, 
Simplex and Tommler machines will again be produced 
can not be determined at this time. 


RUSSIAN ZONE 


No clear information can be obtained regarding the 
resuming of production at Dresden of the Merooprint 
and the Presilo at Leipzig. 


FRENCH ZONE 


Standard Eugen Reis, Buromachinenfabrik, Bruch- 
sal-Baden.—This firm produces the standard duplica- 
tor Model 8. These are the Eintrommel (one drum) 
duplicators with Inneneinfarbung (inward coloring). 
The difficulty in the French Zone is the purchase of 
rubber cylinders and other rubber articles. The rubber 
industry lacks suitable raw materials to produce soft 
rubber cylinders. Even the textiles necessary for the 
color cloths can scarcely be obtained. 


BRITISH ZONE 


Roto-Werke Ag., Konigslutter——This special dupli- 
cator factory lost nothing but a window pane during 
the war. In June 1945, peacetime production could be 
resumed but that at present is restricted to Model 30 
with normal Druckflache (print surface) to folio form. 
The factory is not able to fill the numerous inland 
orders. The importation of the iron in this sector has 
not changed these conditions. Besides the usual short- 
age of materials, the absence of silk gauze for stencil 


| carriers and felt for color rubbing cylinders is most 


noticeable. 

Geha Werke Hannover.—This factory, which sur- 
vived the war comparatively well, is like the other firms 
in that production is limited. Formerly it was one of 
the outstanding companies in the German duplicator 
industry and manufactured duplicators of all kinds, 
from a simple miniature machine to a fully automatic 
large-sized duplicator. 

Brusseler & Company. Buromaschinenfabrik, fruher 
Wuppertal-Elberfeld, jetzt Herford i/W. Backerstr. 17- 
19—In 1943 a bombing raid at Wuppertal completely 
destroyed the entire plant and thus has paralyzed the 
production of the Bruco duplicator. Since 1947, a new 
building has been under construction at Herford i/wW 
with production expected to be resumed in 1949. 

Arlac-Werk, Hamburg 39.—As a result of the war and 
the Polish occupation of Stettin, Carl Brauer had to 
evacuate Stettin and has in the meantime settled at 
Hamburg, Krohnskamp 37. At present only repair parts 
for the Arlac one-cylinder duplicators are delivered to 
customers while the fabrication of new products is still 
in the planning stage. 

Greifwerke Ag., Fabriken fur Burobedarf, Goslar 
Harz.—This firm is still occupied in reviving production 
of flat duplicators. At the present time the attention 
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AUTOCOPY DUPLICATOR INKS 


Offer High 
Quality at be a wa) 
Moderate neat wae AN i Qty 
Cost Sao ot 4 
Here's a duplicator 
ink that is superior 


in strength, depth of 
color and easy writ- 





ing quality. 


| "* 


Ree Wr 
LATan® The use of finest 
Thropy i ingredients, plus care 


Like the California Gold Strike 100 
years ago, this Golden covered 1949 
V.P.D. Catalog is rich with nuggets 
in manufacturing is for profit. If you work it steadily, 


use it generously, it will prove a 24K 
ere your guarantee of sates tateient 


better and more 







. For range, saleability and profit 
se = copies. work with Meier's V.P.D. Transpar 
ent Displayers: noted for Durability, 
Practicability, Quality and Value 


A U T @) € @] p Y, { | Cc f Write for Catalog No. 49 NOW! 


458 W. Superior St. 18 W. 18th St. JOSHUA MEIER COMPANY, INC. 


Chicago 10, Illinois New York 11, New York 153 West 23rd Street, New York II, N. Y. 














Weed for | 
FILE FOLDERS 
UTILITY LABELS | 
ADDRESSING 
MAILING LISTS 
& MANY OTHER 
PURPOSES 


CASH cx: UTILITY 


Boxes SILVER-GRAY 








One Large Size (112x6x4%") ; 4 STYLES 


Beautifully designed, rugged for long service, these sell 
readily on sight! All corners rounded, one piece construc- 
tion, counter-sunk handles, every desirable structural 
refinement! 

All styles are individually boxed, and are packed 12 of 
a style to a shipping carton. Available with or without 6 
compartment interior tray. 


F.O.B. CHICAGO LIST PRICES 
OXES WITHOUT TRAYS 
2 Key Lock) $2.55 ATTRACTIVELY PACKED WHITE x BUFF 
mee preacatonseiy VEE 7 IN REROLL DISPENSING ORANGE 
aa) aoe 3.95 BOX AND DISPLAY CARTON CHERRY 
( r tion tock) 5. 5 * 
P “ 8 ht sas other than Chicago F.O.B. point. p 12 ROLLS OF ONE COLOR TO CARTON BLUE « GREEN 
Wat ertising for addition to our line of * C. A 7 A & Y 
more beautiful style boxes. WRITE FOR INFORMATION! SALMON 
MAMILA 























SIA sAsAPery| 
- F CAN COMPANY Maco 
2415 West 19th Street CHICACO 4 


Export Representatives . 


FRAZAR & CO., 50 CHURCH STREET. NEW YORE 7. N. Y¥ 
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HERE’S THE CHAIR 


that’s making 
friends, quickly 


—_— 
Princes 
os 


a 
‘ 
A WRITE FOR ~ FOLDER 


Ei is Ue Gis 


METAL PRODUCTS © GREEN BAY @ WISCONSIN 


+ @ 
wi Because you have customers whe need 
/ CHECKWRITERS 


/ CHECK SIGNERS 
/ COPYHOLDERS 


* / CHEXSIGNO 


/ SPEEDRITE / ERROR-NO 


Additional business is all around you. 
Write for particulars about the wealth of 


free imprinted advertising, demonstration 
material and down-to-earth selling aids. 


Shakl: 
OMPAWN Y NC 


- ROCHESTER 7N Y 


ADDRESS: 40 MT. HOPE AVENUE 
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RONLITE 
F-L-U-O-R-E-S-C-E-N-T 


DESK LAMPS 


F.O.B. TERMS 
JERSEY & 2/10 
CITY jf NET 30 





2 LIGHT—15 WATT—DESK LAMP 
ANTIQUE BRONZE PLATED 


A truly fine antique bronze plated Desk Lamp with 2 lights, 
cast metal columns, base and ends. Rubber bumpers on base. 


Well made and packed. Number M852. 


WRITE FOR CATALOGUE SHOWING COMPLETE LINE 


THE RONLITE CO., INC. 


FACTORY 
862 Newark Ave. 
Jersey City, N. J. 








SHOW ROOM 
862 Sixth Ave. 
New York 1, N. Y. 
































BEST-A-FILE talder 


TREAML/NED 
able METAL TAg 


SZ ee 
ee —— 
, a a Ft 


Attached aluminum Hangers that do not slip. 
Slant adjustable metal tabs that do not break. 


EXCLUSIVE DEALER SALES RIGHTS 
im some territories 
Write for Catalog. 


ADVANCE INDUSTRIES 


Manufacturers of Steel Typewriter Stands 


1900 So. California Ave. Chicago 8&8, Ill. 
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is centered on placing repair parts upon the market. 

Gunther Wagner, Pelican-Werke, Hannover.—Peli- 
can-Stapeldrucker can not be manufactured because 
f the lack of materials. Fabrication is now limited to 
Model 35 of the Pelican-Rotafix duplicator. This firm 
is striving to obtain repair parts for the Pelican prod- 
icts no’ the market 


AMERICAN ZONE 
Baygeo-Konrad Drezler, Nurnberg, Findelwiesen- 





trasse 13.—Duplicators can not be manufactured at | 
present by this firm as the production machines were 
destroyed. The firm has, however, set to work making 
office machine accessories. 
Renadr« Buromaschinenfabrik GmbH., Deisen- 
hofen bei Munchen.—This special factory for address- 
ing machine »efore the war developed the Rena- 
Hectopic-System. Hectograf is a miniature duplicator | 
for the form 145 x 165 mm. The printing surface can 
be fully printed out without the loss of a margin. The 
Hectograf works without colors after the principal of FO R T H a MAN 
the reprint (transfer) process. The paper to be printed 
is pressed against the moistening roller (cylinder) and 
is covert ith a special solution. For the inscription W 4 O K N OW S Q U AL } TY 
of the paper matrix a Kohlefarbblatt (charcoal-color- 
leaf) serve This new duplicator has been given much 
attention at the export exhibits of late. 
Roland Glockler, Kempten/Allgau.—Here, the Sso- 
illed Fixikus-Miniature duplicator for hand operation | 
in the simplest form is manufactured. 
Nothing has been learned of other plans to manu- | 
facture du ators. The fact that many duplicator | 
factories survived the war destruction and that a few | SERIES No. 18 
large factories in the West zones and Berlin were main- | 
tained has not yet created an inflation of new estab- | 
lishmen the case Fegarding typewriters. Modified Georgian Style de- 


s ) ’ S , ) F £ 4 - ° . 
SELLING PE IALTIES signed to meet the requirements 
By Henry S. Coleman, President, 


f present executive offices. 
Vathan Coleman & Son, Oo wwe day ous 








Savannah, Ga. The suite is complete with desk, 
UR FIRM has had considerable success in dispos- table, secretarial desk, bookcase 
é ing of Pendaflex folders and the methods used P ‘ 
can be adopted successfully by other stationers in and telephone cabinet. Beautiful 
selling of office specialties. * 
It is largely a matter of direct demonstration for we | figure and matched American 
find that 80 to 90 per cent of our sales are accomplished 
by bringing the customer to our own office and showing W alnut veneers. The double 
him the Pendaflex folders actually in use in our own | 2 ~ 
files. We estimate that we sell nine out of every ten of | drawer of the desk is equipped 
the customers to whom we demonstrate our files set . 
ip with Pendaflex with complete set of legal size 
Prices? We find little trouble on this score because " 
ve do not attempt to sell a large installation at the hanging folders. 
time of the first demonstration. We try to dispose of a | 
yne to four-drawer installation and have found that 
between 50 and 75 per cent of the small orders grow 
nto larger ones ‘gr NATIONAL DESK CO. 
Merely s¢ ring the customer’s signature on the 
rder doesn’t end our contacts. Best results are always HERKIMER, N. Y. 
ybtained | aving the salesman call upon the cus- 
tomer to make sure that the system is properly in- 
talled and that its expansion features are understood. | 
We give very little credit to newspaper advertising | 
n this product and feel that direct mail advertising | 
ind wind nd store display furnish the best results. 
We can not stress too much the advantage of demon- 
trating from our own files 
An actu stance of a “cold turkey” call which re- 
ilted in a ry nice sale came when the writer called 
yn a customer and found he had recently purchased 
three nev ir-drawer filing cabinets from a com- 
petitor. These were of the break-front variety, which 
$; more cost 4 demonstration and discussion of the 
nerits of the Pendaflex system resulted in an order to 
et it up in one of the three files. Subsequently, this ioe Wis 
istome! tfitted all of the files with Pendaflex 
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your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 





We have broken all precedent with the 
and production of o dealer file 


manufacture sadly @ complete line of 


and display unit to 
CLEARTYPE MAPS. 

Ask for details a 
ynit, help you to advertise and b 


to YOU. 


bout how we install this 
ring PROFITS 





Reply Dept. A-1 





AMERICAN MAP COMPANY, INC. 
16 East 42 St. N.Y. 17, N.Y. 



















MAKE MONEY SELLING * * MAKE MONEY USING 








Liberal 
Discount 


NEW 
“CLIPLESS” 


Does away with 


STAPLES* 
CLIPS 
ENVELOPES» 
FASTENERS* 
HIGH POSTAGE* 


reduces all office expenses! 


waa 


Agents, Dealers, Exporters wanted all 
over the world! Profitable territory is 
open. Clipless will amaze you. 


CLIPLESS CORPORATION 


42421 Lockwood Ave. 
Los Angeles 27, Calif. 


i i a 
Bo? 
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SIMPLE RECORDS KEEP TRACK 
OF DELINQUENT ACCOUNTS 


By Phil Lance 


SIMPLE SYSTEM of keeping track of your delin- 

quent accounts can be made from 5 x 8-inch 
file cards and a sheet of white paper ruled by yourself. 
There should be one card for every open account and 
the ruled sheet is a summary record of the actions 
taken against and by that specific account. Here’s the 
way to go about making this efficient, yet simple, col- 
lection system. 

Taking the file cards, type across the top Customer's 
Name. On the next line type Address and Telephone 
Number. On the third line type Items Sold and Terms 
Then under these lines divide the card into six even 
columns. Head each of these columns with the follow- 
ing: Date of Sales—Amount—Follow-Up—Next Follow- 
Up Date—Payment—Date. 





DELINQUENT ACCOUNT CARD 


Customer’s Name hem : 


Address Phone Ne 
items Sold Terms 
Date of Amount Followup Date of Next Payment Date 
Sale Follow-up 
MONTHLY SUMMARY OF DELINQUENT ACCOUNTS 
Customer's Installment -30 days 30-60days 60-90days Over Remarks 
y Open Acc’t 4 mo. 


After these cards have been prepared, go through 
your records and fill out a card for all your delinquent 
accounts. The usual method of collecting accounts is 
to first write two or three letters, one stronger than 
the other and then follow it up with telephone calls 
and personal visits. 


Record the Information 


As every action is taken, the information and results 
should be recorded on these cards. These cards are 
particularly useful as the number of delinquent ac- 
counts grow. Too many businessmen just examine 
their accounts for delinquents, either write them, 
phone or make personal visits and forget certain defi- 
nite payment appointment dates or other pertinent 


| information that may mean eventual payment. 


After every delinquent account card is typed up, you 
should rule up the white sheet which may be called 


| the Delinquent Account Summary. This sheet should 


have seven columns, each ruled for the size of space 
that you will find best suited for your own purposes 
and is a summary of all the actions taken from your 
delinquent account cards. 

The first column should be headed: Customer’s 
Name; the next, Installment or Open Account; then a 


| column marked 1-30 Days, another marked 30-60 Days, 


the following column 60-90 Days; then the next. over 
Four months, with the last headed Remarks. In the 
Remarks column you should write in such informa- 
tion as suits taken, judgments, bad debts, legal costs 
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“The Secretary” 
TWO MODELS—1 and 2—18" TUBES 







FEATURES 


Arm makes ONE COMPLETE REVOLUTION. 
Shade TILTS TO ANY ANGLE. 

Designed for efficiency. 

Genuine white Liquid Plastic reflector. 
Beautiful new base with pen rest and tray. 


Old English or Desk Gray 


Brown Morocco 
finish 
@ Instantaneous starting switch. 


SPEC SIF 


No 1118 Single 18" Watt A.C. 
No. 1118-2 Two Tube 18" Watt A.C. 
INQUIRIES INVITED—PROMPT DELIVERY 


CATIONS— Height 22 wide 


overall, base 7" 








VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 

























FOUNTNBRUSH AND INKS 


NON-STOP 

NATIONAL ADVERTISING 
Year ‘round advertising in big- 
circulation magazines. 

SILENT SALESMAN 

Free counter demonstrator en- 
covrages customers to “Try itl” 
OTHER SALES HELPS 
Imprinted circulars, counter ond 
window displays, Flo-master Ink 
color charts, newspaper mats, 
electros. 

HANDSOME PACKAGE 

Newly designed eye-catching 
package in rich magenta puts 
Flo-master FOUNTNBRUSH in 
the spotlight. 


AF os SS 


Order FLO-MASTER Fountnbrush Sets 
and inks today. Use the attractive sales 
helps. Display FLO-MASTER prominently 
and get your share of profits from this 
fast-selling item. 


CUSHMAN & DENISON gh) 


35 West 23rd Street, New Y« 








For that profitable 
REPEAT BUSINESS 








WON’T CURL 
SMUDGE, OR WRINKLE 


Nev-R-Kurl is a store traffic builder. It's a 


cost cutter to consumers, a boon to its users, so it keeps 
customers coming back for more. 


Sample your customers. Show them how it produces up 


to 50 per cent more clean sharp copies per sheet. You're 


repeat business on Nev-R-Kurl. 


Ein! C0., INC. 


197 MILL ST. 8 
* PROTYPE 
TYPEWRITER 


sure to ge?f 






CLEAR. PRHeT 














CARBON PAPER 81880ON 





WOOD STAMP PADS 
A 


\ 
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WALNUT GRAIN—GREEN—MAHOG. GRAIN—GRAY 
141/." HIGH—13!/." TOP DIAM.—10!/," BOT. DIAM. 
PACKED 12 OF ONE COLOR TO CARTON 


Also—No. 16—11!/," 


Goodfrend Metal Products 


6852 Indiana Ave., Chicago 37 


H.—I1'/, T.0.—9!/, B.D.—24 per cart. 











243 











“Hand-Crafted** 
POST BINDERS 


“GLBE) Sectional or Solid Post Styles 


* “Hand-Crafted” by skilled 
bookbinders, using top-qual- 
ity materials. This expert 
craftsmanship results in a 
product of outstanding qual- 
ity and durability. 


Choose from 5 grades—105 
stock numbers — Endlock, 
Toplock or Slotted-lock 
mechanisms. All popular 


sizes and capacities. 


STORAGE BINDERS 


Ruggedly constructed from top-qual- 
ity materials with lasting wearing 
qualities 

Choose fre 2 grades—S4 stock 
numbers Sectional Post, Solid Post 


r Permanent-storage Post styles. 





All popular sizes and capacities. 





PROMPT SHIPMENT ON ALL ITEMS 
WRITE FOR BOOKLET NO. 4 


ELBE FILE & BINDER CO., INC. 


FALL RIVER, MASS. 
N. Y. Office—200 Fifth Ave. Boston Office—10 High St. 








Sell Matching, High Quality 


TREND 


Electric 
DESK CLOCKS 


at same time as you do 
DESK AND OTHER 
ACCESSORIES 
No. S15—New modern design of in- 
stant appeal. Birdseye Maple case with 
rich ebonized front Solid polished 
brass base. Size 542 high, S” wide 





















No si14— 
Modern as 
tomorrow. 
Maidow Burl 
center panel, 
Ebony outside 
panels. Migh- 
ly polished 
brass orna 
ments. Beau- 
tifully etched 
dial Size 
9344" x Si". 








OFFICE 
MACHINES 


WRITE FOR 
CATALOG 





CARDINELL CORPORATION 


244 


MONTCLAIR. NEW JERSEY 














IN ‘49 
“TOP-FLITE” 


Steel Filing Cabinets 


Tops in— 


Quality 


e Performance 


Durability 


Variety of Styles and Sizes 


"The Line of Most Assistance’ 





Write for details 


THE BENTSON MANUFACTURING CO. 


Manufacturers of Steel Office Furniture 


AURORA, ILLINOIS 
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and other information to keep it accurate and up-to- 
date. 
At the end of every month, all the information on 


the Delinquent Account cards should be examined and 
listed on the Summary Sheet. In this way, you will 
be able to tell the over-all picture of your delinquent 
accounts monthly and know the progress that you are 


making 

The Delinquent Account cards can be retained in a 
metal file or carried around by hand when making 
personal ca They aren’t only useful for collections 
but should be referred to in the future, should these 
same customers desire credit. By looking through 
these card ju can ascertain whether non-payment 
of a past ount was fully satisfied and how much 
effort you had put into it to receive full compensation 


—-_-« 


YOUR CONTRACT 


By John Gibson 
Correspondent 


A S A SELLER of merchandise, you, Mr. Stationer 
d and clerks, are expected to be as nearly perfect 
s possible. This is what the customer expects. 

If you do not live up to this reputation, you will lose 
many customers and fail to win many hundreds of 
ithers who may be on the verge of buying merchandise 


from you 
Your st your product, your service, your actions 
all are on open display at all times for everyone to 
see. Every smile is remembered, every friendly gesture 


Ss appreciated 
you by some 


anc every critical remark is held against 
ne with the power to buy. 


As a seller, expecting to become a success- 

You have ’ BUSINESS RIGHT to be inattentive or 
rude to customers 

You have BUSINESS RIGHT to be careless in 


1abits, slove1 


You have 


in speech or indifferent in attitude. 
BUSINESS RIGHT to berate the com- 


petition or cry the blues. 
You hav BUSINESS RIGHT to bemoan about 


. ] ¥ y 
ersonal allal 


; during store hours. 


You have BUSINESS RIGHT to refuse to co- 


perate constant character-building, customer- 
pleasing discipline of good retailing, which ultimately 
helps you become an efficient, competent seller ef 


lesirable goods—a true servant of the public. 


You have BUSINESS RIGHT to fail to exert your- 
self to make tl most of your talents—for your own 
enefit an that of your patrons 


WHO DEMANDS THIS? 
Your en vel the customer! 


WALZ FIREPROOF 


chests 








AS 


AY 







Yj SELF-RELEAS / 
y U; CHEMICAL PROTECTION L 
Yy Coney mye Special a 7 
Yj empercture insulation. « 4 
YY davon steel poe — full YU 
Yy hinge—tumbler lock. Luxurious- 

Yj ly lined _ 
Y WALZ MANUFACTURING CO. 3 SIZES: Y 
Uj, 90 SO. HARVEY ave OAK PARK, ILI $10.95 Y 


LIST 
$15.50 
* PRICE 
WRITE FOR FULL DETAILS & DISCOUNT 
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Eaton's 


CORRASABLE BOND 


magic to use 











sells like magic 


Eaton's Corrasable Bond is the 
secretary s best friend: a pencil 


eraser removes typing errors with- 


out smudge or smear! 


ep 
ehTONys 
*rypewrrrer* 
e was @ 


o> & 
“R«sni* 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 
. 


Fine papers for business and social use 











IT’S A PROFIT MAKER! 








“ATOMLINER” 


All Steel 
Utility Stand 


ONLY 8 BOLTS é 
REQUIRED 
FOR ASSEMBLY 


Note All These Gast Selling Features! 





No. 1436 





* Lecking Casters 
SPECIFICATIONS * Con. Piano Hinges 
* 1” Steel Tubing 
TOP: Hvy. Ga Steel. * All Steel Top 
2 -y ae * Hammerloid Finish 


Drop Leaves: 14% x &”; 
elbow type. Braces: steel; 
Finish: Beautiful ham- 

erloid Green, Office 
Gray or Walnut; Minges: 


© Gray—Green—Walnut 
MAKE THOSE PROFITS YOURS 
This little beauty has everything your 
Continuous Piano; Cast-| customers want in a quality built, 
ers: 2 Black Composi- 
locking device on 2] long lasting, all steel utility stand. 


wheels; Size: 14% x 18” . ' 

— 27” high closed; Inc luding ad popular prict lop Is 
144.” x 34”, open;| heavy gauge steel: braces are special 
see ee carton, KD. Easy,| ly designed to assure a rigid, com 


ck sssembl only & 
required Prices: 


pact, sturdy unit. And it takes only 
bolts 
F.O.B. La Crosse, Wisc 


8 bolts to assemble. There's nothing 
else like it on the market! 


DON’T DELAY—PLACE YOUR ORDER TODAY! 
MASO STEEL PRODUCTS 


Ve Ps 











} 
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Brand New! 


PLASTIC-CORNERED 


DESK BLOTTERS 


Equipped with Edge-Protecting 


Blotter-Kuffs 


PATENT APPLIED FOR 


Sell on Sight 
at Good Profit! 








Available in Wine Red 
or Green 
19x24” Size 12x19” Size 
$2.50 List $2.00 List 


GL OTTER KUFF plastic edge-shields preserve and save 50% on blotter 
bills Wear-proof satiny smoothness of rounded edge and beveled top 
oreverts tearing and usual scuffing. Also affords a handy tuck-away 
holder for memos. 


IMMEDIATE DELIVERY—LIBERAL DEALER DISCOUNTS 





Write for Samples and Literature 


BLOTTER-KUFF CO., 


319 ELMWOOD AVENUE OSHKOSH, WIS 





a at MANUFACTURING CO., INC. 
| Off ad ' 701 ING ST., N. J. 
Genera ces ond Factory 701 SPRIt ELIZABETH, 


Atari Abe ce... 
| ‘4 
ONE-HAND TAPE PISTOL 


























Are Recognized oe... 
Standard for roped 
APPLYING 
CELLOPHANE 


over 30 years 
TAPE 


Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 


HANDY + QUICK - AUTOMATIC 


Sales Plan—the short cut TIME SAVING Pull the trigger and roll it on. . . one motion does 


the job. 
to bigger and better sales. PORTABLE Carry it to any job ... in your pocket if desired 
. weighs approximately 10 ounces. 
| NEAT Your hand does not touch the tape . . . no sticking to 
fingers . . . tape is rolled on smooth. 
AUTOMATIC Dispenses and applies 2" tape ... just click it 


and stick it. One hand always free. 
¢ Write Today for Discounts and Literature to 


Gerri Products Juc. 


1983 East 59th St. . CLEVELAND 3, OHIO 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK ? 
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CORNER-ROUNDER 


FOR 


OFFICES 


AND 





PORTABLE DESK 





ERE'S a simple, inexpensive, sturdy and efficient desk or table 

machine which eliminates the time wasting delays encoun 
tered in sending ovt cards and sheets to be corner rounded. 
Thousands have been sold and are now operating satisfactorily 
in offices, print shops and manufacturing industries. 

Note these exclusive features—{1) “Plug-in” cutting tools 
enabling users to cut various radii (Y%e”, Ve", %” or Y%”) 
changed without tools or adjustments. (2) Shear action blades 
give clean, sharp round corner. Cuts 1 sheet or 100. Capacity up 


$20° 


WRITE OR WIRE FOR 
FULL INFORMATION 
TODAY. 


Complete with 1 cutting unit 
Extra cutting units $7.50 each 


LASSCO PRODUCTS, INC. 


485 HAGUE STREET ROCHESTER 6, N. Y. 











eS 

THE FIRST LIGHTHOUSE, BUILT 
IN 300 B.C. WAS A 400 FOOT = 
TOWER WITH A BONFIRE ON TOP— 
TO GUIDE TRADING SHIPS 


ALONG THE COAST OF EGYPT 







MAPTACKS 
and SIGNALS 


GEORGE B. GRAFF CO., CAMBRIDGE 40, MASS. 








FILING SUPPLIES 
PRESSBOARD FOLDERS 


SUSPEND-O-FOLDERS .. 
PERSONAL DESK FILES 





MANIFOLD BOOKS AND PRINTED STOCK FORMS 





Write for Illustrated Price'Lists 
Our 25th Year Selhng thrw Dealers Exch 


ADVANCO PRODUCTS 


MANUFACTURERS LC cooes @ 0 


*! ats a nie 
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| One of the 


most 





For Breding 
all Records 
trom 


useful 






items in 






your stock atti 


Newspapers 









—and 
|| therefore 
one of the 


| MOST PROFITABLE 


| ACCOPRESS 
| BINDERS 


i Some firms use thousands of Accopress 
Binders every year——hecause there is no de- 
partment where they are not useful. For 
temporary or permanent binding, for current 

| files or long storage. for a few letters or | 
2000 invoices, Accopress Binders keep all i 
| kinds of papers safe at minimum cost. Fea- | 
| ture them all year round. 

















See your Acco catalog for styles. | 


| ACCO PRODUCTS, Inc. 
| OGDENSBURG, N. Y. 


in Canada: Acco Canadian Co., Lid., Teronte 



































N. Y. FURNITURE EXCHANGE 
206 LEX'NGTON AVENUE 


=J) let sloneae NEw YORK Te 


| EXPRESS CORPORATION 
Furniture Pool Car Distributors 


| | HARRY G. NEVINS 
| | MILTON H. NEVINS 





' ' 
| Offering New and Modern Warehouse Facilities to office furniture manufacturers and distributors in Metropolit 


| | New York and New Jerse 


' 
delivery need 


Our modern fleet of trucks e read) t all times to serve your 















ED CHECK COVERS 


PERSONALIZ 
OOKS 5 
SAVINGS pee STATEMENT — angee00us 
LOAN Mae es200ns MACHINE POSTIN 
MMERCIAL STRAPS 
co HECK CASES BILL — 
POCKET C COIN WRAP 


OPES 
PASsBOOK ENVES PEN RULED FORMS 
DEPOSIT S 


William lOXLINE Tue. 


1270 Ontario Street Cleveland 13, Ohio 





METLHED 


eee |e 


Plain, numbered, lettered and ~ 
with special markings 


@ Firmly anchored heads; sharp A 





















steel points. 
@ Nationally advertised 


@ Stock and sell the Moore 
Metihed line. Map companies do 
~—EXCLUSIVELY. 














Use Moore Marking Tacks f 
price boards, bin markers 
counter and window display: 


Makers of famous 





o, Superb Workmanship @ Smartly Styled 
* Choice Leathers @ Many Fine Patented 


Moore Push-less Picture Hangers and Push-Pins—Since 1900 
Features @ Available for Prompt Delivery 


MOORE PUSH-PIN CO. 
PHILA. 44, PA. 











Brief Cases « Zipper Envelopes « Ring Binders « Catalog Cases 


NATIONAL BRIEF CASE Manufacturing Co. 





512 South Peoria Street . “Chicago 7, Illinois 











| 
i 
| ee | LABEL & CARD HOLDERS 
| UTILITY Made of Bright Finished Metal 
: | 
CABIN ET In Constant Use for identifying contents 
j of boxes, shelves, bins and drawers 
; Available in any desired sizes. Low cost 
| $2 770 Also furnishing Pricing Devices, etc 
List We also supply 
{ Plastic Cover Cards 
. sine , and Card Insert 
i) Our wide range of Utility Cabinets will meet the 
1 reuirements of your best customers. A cabinet Send for Samples. 


Immediate Delivery 
Write for Mlustrated Price List 


MASTERCO SALES CO. 


. 
FORT WORTH. TEXAS ee 
} anufacturers 
7 
PHONE ses | 1721 North Elston Ave 


for many uses. 





HAROLD D. 






401-3 RAND ST 








Chicago 22, Iii. 
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NOW! TWO 

FAST, STURDY, 
LOW-PRICED 

OFFICE MACHINES— 
COMPACT & PORTABLE 


HANDY CALCULATORS 


® Electrically operated 


® Direct subtraction ASK FOR 
© Multiply key BULLETIN 
® Credit balance RO. 25 
®@ Quiet 


ADDING MACHINES 


3A Se ee 
ALL MAKES 


TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
CARBON PAPERS 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 


FOLDING CHAIRS 


MANY STYLES—ALSO 
NON-FOLDING CHAIRS 


TABLET ARMCHAIRS 
—FOLDING TABLES 













Immediate Shipment 
from N. Y. Stock or 
Factory 


Don’t Turn Down Chair 
Inquiries! 


A styles—for classrooms, cafeterias, 
sales meetings, etc. 


ADIRONDACK CHAIR COMPARY 


DEPT. 15-1 1140 BROADWAY 


Near 26th St MUrrayhill 3-1385 N.Y. 1, N. Y. 
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@ Weighs 12 ibs. 

@ New back transfer device 
@ Easy te learn 

@ Nominel service cost 

@ Saves mon-hours 


hh an i all, inc. 


210 FIFTH AVENUE, NEW YORK N.Y 


NEW STEEL BOX FILE 


An Amfile adaption of the old-time box file, but made 
from steel for greater safety and long life. Gray ham- 
merloid finish. Metal pull at back with slot for inserting 
contents card. Piano type hinge. Suitease catch. 
Equipped with letter-size A-Z index, 12 inches high, 3% 
inches wide. Packed 12 to carton. 

File No. 899 retails for $2.70 each. Higher west of 

Rockies and Canada, 


ORDER TODAY 


Send for Amfile Catalog showing com- 
plete line of filing specialties. 


AMBERG FILE & INDEX CO. 
1608 Duane Blvd. Kankakee, III. 














Low Prices! High Quality! Repeat Sales! 


DACO “Superior” 
ROLL LABELS 


3 good reasons why you 
should sell “Superior” 
DACO ROLL LABELS: 
Evenly gummed, uniformly perforated, they tear clean, and 
evenly. Packed 12 to box. White, buff, manila, blue, green, 


A edt 














canary, cherry and orange. Order To-Day! 


DACO CARD & INDEX CO. 


301 Congress Street Boston 10, Mass. 
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Sell ONE Draftsman 
and You’ll SELL THEM ALL! 


Yes... place one CRAMER 
STANDING-SITTING CHAIR 
In A Drafting Department. 
The Chair Will Sell Itself Plus — 
@ STENOGRAPHIC CHAIRS 

@ FACTORY CHAIRS 
@ AND OTHER MODELS 


ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch. 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes, 


CATALOG 








Send for Folder 
and prices. 










JRE CHAIR CO., INC. 
1205 CHARLOTTE Manufactured by 


san CITY 6, MissouR! 14 1. D. COTTERMAN 42°" Reveneroes Ave 























Presenting our line of quality filing cabinets! 
4 DRAWER 2 DRAWER LARGE 
3 DRawen 1 DRAWER INVENTORIES ®@ 
Check These Features: IMMEDIATE SHIPMENTS 
@ Non-Suspension @ Plunger Type Locks Made from our large stock of office equipment 
@ Ball Bearing @ Green Finish on hand at all times 
Full Inside D Lett dt 1 
— eee WOOD AND STEEL 
‘ ; DESKS - CHAIRS - FILING CABINETS 
Orde 8 le today. These cabinet 
ncaiea tn Sapahetion cartons. oe LEATHER FURNITURE and ACCESSORIES 
aianniay Gekeas andl Gorter Welocnation, Write or call tor complete information, 
ee prices and dealer discounts 
ST MARKS METAL PRODUCTS, INC. OFFICE FURNITURE WHOLESALE DISTRIBUTORS 
1709 St. Marks Ave., Brooklyn 33, N. Y Telephone HYacinth 8-1188 74 Broad St., New York 4, N. Y. Bowling Green 9-8231 


























PREFERENCE! 
N E Ww M oO D E L More and more typists 

prefer NORTA, the mod- | 
Ba rrett ern plastic type clean- 

er. No liquids to spill 
GRAYTONE or splatter...no mess 


-- quick, efficient and | 


BI9O2E 
Electric Printing 
CALCULATOR THE ORIGINAL 


NO.R TA 
DIRECT SUBTRACTION PLASTIC TYPE CLEANER 


Dealers Writ f . . * ee 
Sdepnetion 5 Barrett Adding Machine Division Norta Distributing Co., 1123 Broadway, New York 10, N. Y. 
Lansten Monotype Machine Company, 24th at Locust St., Philedelphia 3, Pa. 


MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 


nn where pay- 
kes 
tions are “Enediees. 
With a Meilicke you 
just tip a card and the 
you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card p 
and save time—wo and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 362 West Erie St 
e ri ° 
Meilicke. Systems, Inc. 3458 North Clark St. DORO MFG. CO. Chicago 10, Ill. 


Chicago 13, Minois 


longer lasting. A favor- 
ite since 1924. 





















WOOD OFFICE TABLES 


POPULAR PRICE RANGE 

PROMPT DELIVERY 
No. 6000.—60” x 32” — 30” 
high; 114” hand-rubbed top— 
5-ply quartered oak and walnut 
veneers Edges banded and 
shaped Finished natural with 
heavy-bodied lacquers. 


Phone Cabinets—Typewriter Stands—Desk Trays 
Write for illustrated literature of complete line. 
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MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
AND NEW 
PATENTED 
APPLICATOR 


. 

— sample and 

full details on your 
letterhead 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 
































ENTHUSIASTICALLY RECEIVED 
BY DEALERS ...BY USERS 


Dealers and users, alike, on actual 

inspection of the new Rest-All Alum- 

inum Stenographic Posture Chair, 
have been unanimous in their whole- 
hearted approval! 

Here are the features which are at- 
tracting every day more and more 
dealers the nation over to place their 
sample orders for the Rest-All. 

1. Full, five-point adjustability. 

2. Squatly streamlined pedestal on ball- 
bearing casters with soft rubber 
wheels. 

8. Amply dimensioned seat and back 
gunsenes with one-inch foam rub 








DEALERS: Write for 
complete detalis, mod- 
erate price, evaltable 
territories 


4. Simulated leather upholstering in 
green, brown, maroon or gray. 
Gleaming, natural aluminum finish. 

6. Extra reinforcement at parts junc- 
tures. 


OHIO Chair Co., s13 north state st., GIRARD, 





=| 


SPRING KEYS by 
SPEED KEY 


“Springs instead of Rubber” 








The "KEY" to increased speed and 
comfort in typing. All typewriters 
need them; most typists desire 
them. Let them be "YOUR KEY" 
to extra profit and good will. For information on how Master 
Speed Keys will help your sales, write today. 


SPEED KEY CORPORATION 


268a Chauncey St. Brooklyn 33, N. Y. 

















= ——m 


cORPLETE all BAG LINE 


SECURITY 
BRAND 
Most co pnplete line of 
Mail ancy de 
bu iXe AM Leather bags 
ell as Canvas 
) “Leather trim, 


the » 

THE BEST! For com- 7 
jete descriptive ti- 

fuser ated price circu 

lar, write: 


CANVAS PRODUCTS li 
corP. ( 
Cor. Marquette & J 
Ac, 














OFFICE APPLIANCES, February, 1949 





MARKIL O 
CEULWLO/O PRODUCTS 


CASH REGISTER 
PARTS 


WRITE FOR OUR LATEST CATALOG 


Chicage Cash Register Parks Ca. 


2810 W. ADDISON ST CHICAGO 18 





Carbon Papers 
and Typewriter Ribbons 






In demand by office workers 
who want the best. 


For Volume PROFITS 
Feature WRITE 
WRITE 


INCORPORATED 


420 Lexington Ave. 
New York 17, NW. Y. 









DAYTON STENCIL 
WORKS CO. °siié" 
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NOW! 


add it to 


your Royal 


Line... 


THE 
posture chair 
with “PLUS 


design’’ 


THESE THREE HANOWHEELS DO THE TRICK! 


Easily accessible handwheels adjust shaped backrest 


up, down, forward, or tilted as desired. Another simple 
adjustment raises or lowers Flex-spring seat on a steel 


screw stem. 


THE SNAP-ON SEAT-TOP— an innovation in chair engi- 
neering! Royal-developed to increase life-span of the 
chair's usefulness. Now seat-top can be removed in an 


instant—and replaced new at minimum cost. 





MADE BY THE MAKERS OF 





SCrsrinct'* 
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O NEWEST 


Posture Chair 


COMPLETELY ADJUSTABLE 





Exclusive Tapered Seat Design 
PLUS Exclusive Snap-on Seat-Top 


Inro THIS newest Royal Posture Chair, Royal built style, com- 
fort and true adjustability. Not content, Royal engineers added 
two unique plus features in design: They tapered the seat one 
full inch—to automatically position body-weight for firm, func- 
tional support. And for easy, inexpensive replacement, they 
adapted Royal’s “‘snap-on”’ seat-top idea. 

The new chair (No. 864) is available in your choice of Royal’s 


many metal finishes and upholsteries. 
Available thru franchised dealers exclusively. 


ROYAL METAL MANUFACTURING COMPANY 
175d NORTH MICHIGAN AVENUE + CHICAGO 1 


NEW YORK ° LOS ANGELES ° PRESTON, ONT. 
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-0-wi! rm a cor’ oN 


(and for copying | like Lettergraph) 


E OF THESE 3 WILL BE 
FOR YOU, TOO --- 


Lettergraph Model E 


Has all the improved features of the highly popular Models C and D Lettergraph plus automatic 

inking. Inking is automatic and continuous, assuring the same clear impressions from start to finish 

f any run. To re-ink simply pour half-pound can of ink into closed cylinder. Automatic roller 

release keeps the impression roller out of printing position until paper is fed thus keeping im- 

pression roller clean at all times. Even lighter weight paper is stripped cleanly by positive paper 
ppers. The Model E is an economical and efficient heavy duty duplicator. 


Lettediiiaile Model D 


Automatically feeds all sizes up to legal . . . over 100 clear, sharp copies per minute. Model D 

an all-round duplicator at a modest price. It is equipped with fool-proof roller release 
mechanism, positive paper strippers which facilitate running on lighter weight papers, and many 
other important features. Inking is easy and quick... applied by brush to inside of perforated 


ndaer 


Lettergraph Model C 


th many essential features of more expensive duplicators the Model C is a dependable and 
low priced machine. Economy and ease of operation make it a wonderful buy for offices, schools, 
churches, clubs, ete. Its sturdy construction and HEYER quality is full assurance of years of 


satisfactory service. 


Write for catalog detailing these 3 duplicators and full line of supplies. 


THE HEYER CORPORATION 


1852 SOUTH KOSTNER AVE. CHICAGO 23 









Each model a leader in its price class! 


AUTOMATIC INKING 
and ROLLER RELEASE 


$69°° 


Plus Federal Excise Tax 
Price includes Supplies 
Shipping Weight 32 Ibs. 


AUTOMATIC ROLLER 
RELEASE and POSITIVE 
PAPER STRIPPERS 


$5§9°° 


Plus Federal Excise Tax 
Price includes Supplies 
Shipping Weight 31 Ibs. 


AUTOMATIC FEED 
EASY to OPERATE 


‘49°° 


Plus Federal Excise Tax 
Price includes Supplies 
Shipping Weight 30 Ibs. 


... there’s money in it for you 


when they ask for 


Underwood Portables... 


Made by “The Typewriter Leader of the World” 


This year Underwood Portables are more 
popular than ever! 

Full page advertising in a group of national 
magazines, in addition to school and college 
publications, continues to tell and sell the 
Underwood Portable story to millions of 
prospects everywhere. 

And, what a selling story it is! 

Two great Portables! The Universal 
priced right for promotion; the Champion 


for “step-up” sales that bring extra 
profits. 
Look over the outstanding Underwood 
Portable selling features shown at right. 
Appearance helps you sell Underwood 


Portables, too. They’re smart, streamlined. 
The Champion is finished in soft, Under- 
wood Gray ... trimmed in gleaming chro- 
mium. Each equipped with a neat, conven- 
ient carrying case. 

Here indeed are handsome Portable 
chines you'll be proud to promote . . . 
chines that bring you handsome profits, too. 


ma- 
ma- 


Underwood Corporation 
Portable Typewriter Division 


One Park Avenue ,» New York 16, N. Y 


o% 
‘ 


UNDERWOOD 
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- 
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it pays to promote UN Merwood 


DEMONSTRATE THESE FEATURES OF PORTABLE LEADERSHIP 


DUAL TOUCH TUNING. This Under 
wood feature permits tuning the touch 


ot all ke ys, or char ging singte kevs to 


uit any individual. It helps make pos 
sible the finest quality of work for the 
longest period of time. 


scien- 


FINGER FORM KEYBOARD. 


fically designed concave Finger-t rt 


keys center the 
curate str kin Pl is tt 


n rings r p prongs 


RIGHT AND LEFT MARGIN RELEASE 
located just 


Conveniently ibove the 


keyboard, a push button release en 
ibles an operator t write outside 
eithe are Retur iutomatically 
t riginal settin 


VARIABLE LINE SPACER, Pull out the 
left-hand knol 


for variable line spac 


LOO MLO MO MO MO MO MO AM Ae ee ele 


ing. Push it in to re-engage normal 


spacing. Positive, accurate, one-hand 


operation 


CARRIAGE CENTRALIZING LOCK. 
locks 


jarring while carrying 


Carriage securely to prevent 


A special pro 
trouble 


monger, 


tection which means 


free service from Underwood Portables 


STANDARD RIBBON. Underwood Port 


ables use the same size ribbon as the 


famous Underwood machines 


No confusion. For sale everywhere. 


Spools are reversible, too, for longer 


wear... greater economy. 


PRECISION CONSTRUCTION. Observe 
the Underwood Portable construction 
It's precision built for accuracy and 
and 


with the care 


top performance 


pride of master craftsmanship 


LOO LO LOMO MON ME MO LO MO ME AMO Oe ee al 
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